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Each Car Maker’s Share... 


First Quarter Output—’58 vs. '57 


Total Pet. of 
Output, ist Quarter 
1957 Output 
370,044 20.67 
39,470 2.21 
12,180 
43,731 


Gain 
or 
Loss 
—7.95 
—0.97 
—0.31 
—1.58 


Pet. of 
1st Quarter 
Output 


12.72 


Total 
Output, 
1958 
157,663 
15,370 

4,637 
10,691 
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Import-Car Outlets Soar 
To Over 11,000 in Year 


25,387 
. 101,578 


Total, Little Two 


Total Cars, U. S. ........ 1,238,710 


—2.67 
—2.42 


—3.17 
—0.02 
+0.33 
—0.63 
—0.02 
—2.83 


84,521 
190,142 


544,828 
278 
428,934 
14,294 
101,322 


831,310 
140,232 

42,684 
403,952 
130,376 
114,566 


Chevrolet Paces 4 Gainer .. : 
In First-Quarter Output 


By Martin L. Whitmyer 
Staff Writer 
Y four makes of U. S. auto- 
mobiles — Cadillac, Chevrolet, 
Oldsmobile and Rambler — scored 
percent-of-industry gains over a 
year ago as car output during the 


first quarter of this year fell 30.8) Rambler gained 2.08 points; Olds-| 


3 


percent below the corresponding 
three-month period of 1957. 


Car assemblies for the January- 


, were rolled from the lines, and 1946, 

| which produced 197,685 cars. 

| * * * 

AN individual basis, Chevro- 
let made the biggest gain in the 

| first quarter as it picked up 9.24 

|percentage points over 1957: 


| (Continued on Page 6, Col. 1) ; 


New Shutdowns 


March period of this year totalled 


1,238,710 units, compared with Slash Production 


1,790,597 during the same period | 
@ year ago, and also was the To 6-Month Low 


By John K. Teahen Jr. 
Staff Writer 


_ tremendous rise in imported- 
ear registrations last year was 
more than matched by the increase 
‘in the number of establishments 
| handling those vehicles, an AvuTo- 
motive News survey has disclosed. 


While registrations doubled in 
1957, the dealership total soared 
to 11,088, more than three times 
the 3,043 outlets doing business 
at the beginning of the year. 
| There now is one import outlet 
for every 3.5 domestic-car deal- | 
erships. | 
The franchise total doubled, | 
climbing to 16,393, compared with| 
7,215 a year earlier. Conversely,/ 
the number of domestic-car deal 
erships and franchises both dé- 
clined during 1957. 


* * > 


|G mana MOTORS gave¢d the} 
dealership total its it im- 
petus when the an- 
nounced last June that ite 
Opel and English Vav 

| would be handled *. .uys country 
by Buick and Pontiac dealers. 

| Some 2,455 Pontiac and 3,100 | 
Buick dealers took on; these fran- 
chises, adding 5,555 ofttlets to the 
foreign-car total. 

Other points revealed by the 
| AuTomoTive News sufvey: 
| 1. Of the 11,088 imported-car out-| 
| lets, 9,168 (83 percent) are also| 
| domestic-car dealers. 

2. Some 24 percent of the nation’s | 
38,091 domestic dealers also handle | 
|} an import. Only 4:4 percent of U. S. | 
| dealers handled imports at the be-| 
ginning of 1957. 
| > * > 

Of the 9,168 dealers who sell | 
* both U. S. and foreign cars, 7,- 
|412 (67 percent) carry one of the 
five “captive” imports. 

The captive imports are Opel, 
Vauxhall, Metropolitan, English 
Ford and Mércedes-Benz. (Ford’s 
Taunus will be added next month.) 


Only Buick and Pontiac dealers 





9 


145 were Volkswagen deals and|imported-car franchise to each 3.5 
another 119 were Renault exclu-| U. S. franchises. A year earlier, the 
sives. | ratio was 1 to 8.5. 

A year earlier, there were 288 ex-| The future seems to hold in- 
clusives, 138 of which were Volks-| creases both for the captive and 
wagen. |noncaptive makes. For example, 

6. In addition to the 570 ex- | Fiat had no dealership organiza- 
clusives, there are 1,350 imported- | tion at the beginning of 1957, but 
car duals handling two or more | listed 220 outlets at the end of the 
lines. A’ year earlier, there were | year. 

1,048 such duals. 

7. There are an estimated 1,920 é ae cee pw 
dealerships which handle only! ag of Jan. 1, but declared that the 
list was “increasing by as many 
as five to 25 per week.” 

Simca climbed from 100 to 447 
dealers during 1957; Rootes Motors, 
Inc., told of signing 172 in the 
last six months, and Standard- 
; Triumph reported an increase of 
foreign cars. This is 43.7 percent) 75 dealers during the first 10 weeks 
above the 1,336 in this catagory at) of this year. 
the beginning of 1957. | = wk 

8. The 16,393 imported-car fran-| 
chises in effect at the end of 1957) ete ae ae = 
represented a gain of 127.2 percent | tending Metropolitan and Mercedes 


ae? yest. During na franchises to more of their dealers, 
66 percent, from 61,183 to|#nd the Vauxhall total will rise 
? , . as more cars become available. 
Ford Motor Co. may well add the 
reatest number of captive dealers 
(Continued on Page 4, Col. 1) 


Washington Grand Jury 
To Probe Price Packs 


By William Ullman 


Washington Correspondent 


Still Growing 


Import cars take 6 percent of 
AD. S. market in February. Story 
on Page 2. 


57,740. 


. > 
At the beginning of 1958, there| g 
*was approximately one} 


inquiries may be initiated else- 
where around the country. 


ASHINGTON. — The Depart- The authorized area of inquiry in 
ment of Justice last week| the Washington probe is broad, 


ordered a grand jury investigation | aa tennen ea Coven kena 
of allegations that some new-car 


Bess : Acts and “other Federal criminal 
dealers and associations in the) 


statutes.” 
metropolitan Washington (D. C.) 


ca « * 


area violate Federal antitrust laws 
in their pricing practices. The 
|grand jury convened immediately 
to look into the matter. 


bee Justice Department said the 
probe would concentrate on the 
“activities” of the Ford Dealers Ad- 
| vertising Fund, Inc.; the Greater 
Washington Chevrolet Dealers 


lowest first-quarter output re- 
corded by the industry since 1952, 
when 992,403 cars were rolled 
from the lines. 


Other postwar years that saw 


the makers produce fewer cars| 
than during the January-March pe-| 


riod of this year were 1949, when 
1,064,040 cars were assembled; 1948, 
when 943;299 assemblies were re- 
corded; 1947, when 814,845 cars 


Top Cars 


New-car registrations for two 
months: 


1958 
Pos, 


1—196,367 

2—151,568 

3— 59,966 

4— 54,459 

5— 48,636 

6— 40,192 

I— 21,469 

8— 20,643 

9— 20,616 

10— 17,708 
1l— 10,824 
12— 8,966 
8,587 

6,423 


1957 


Make Pos. 
Chevrolet 205,344— 2 
Ford 219,126— 1 
Plymouth 384,523— 3 
Oldsmobile 62,380— 5 
Buick 68,312— 4 
Pontiac 49,214— 6 
36,794— 8 
389,730— 7 
22,650— 9 
13,471—12 
16,766—11 
16,874—10 


Mercury 


Total All Makes 
715,512 876,045 
Further details on Page 54. 


U S. CAR output plummeted to 
*a 25-week low of 65,582 units 
last week. 


The setback was caused by a 
shutdown at all four Mercury | 


plants for five days, a week-long 
shutdown at five of seven B-O-P 
plants and a downward adjust- 

ment of scheduling at Ford divi- 
sion, DeSoto, Dodge and 
Chrysler-Imperial. 

Last week’s output represented 
the lowest outturn of cars since the 
| changeover week ended Oct. 12, 
| when the manufacturers built 38,- 
815 units. 

Except for changeover periods 
and holiday weeks, it was the 
lowest weekly total since the sum- 
mer of 1952 when steel strikes 
hampered production. 

* a *” 





HE 65,582 cars assembled last 

week represented 51.5 percent 
of Automotive News’ three-year in- 
dex and amounted to a 30.9 percent 
decline from the previous week’s 
output of 94,844 cars, The previous 
week’s output represented 74.5 per- 
cent of the index. 

Last week’s output also was 
49.7 percent below the same week 
.@ year ago, when the manufac- 
‘tarers turned out 130,318 units. 
“The decline also was reflected in 
March assemblies, which totalled 
357,049 units, or an 8.9 percent drop 
from the 392,112 cars built during 
February. Last month’s car output 
also was 38.3 percent below March 

(Continued on Page 69, Col. 3) 


| may stock the GM imports, and | 
| more than; 99 percent of the | 
Metropolitan and Mercedes out- 
\lets are primarily Kambler or 
\Studebakef-Packard dealerships. | 
| English Ford franchises are} 
awarded gutside the family, but 
| 75 percent are held by) 


(1.57 percent of 
held noncaptive | 


There were 570 dealerships 
* handling only one imported line 








at the beginning of 1958. Of these, 
* * * 


Imported-Car Dealerships in U. S. 


Imported Cars Only: 
Exclusives 


Imported-Domestic Duals: 


U. S. Duals with Captive Makes* 


U. S. Duals with Other Imports 


Total Imported-Car Outlets in U. 


* Captive duals are; Buick-Opej; Pontiac-Vauxhall; Ford Motor-English Ford; 


Rambler-Metropolitan, and 


eo ————“—- — -- ~~ ——momore— 


It was indicated that similar | ascn Cooperative, Inc., and the 


|Chrysler Dealers Assn. 
| No specific individuals were men- 
| tioned in the order authorizing the 
probe. 
Government officials indicated 
that the chief element in the 
Auto News grand-jury probe would relate to 
allegations that members of 
e Imported cars take 6 per- || dealer groups have agreed to in- 
cent of market. Page 2. crease and maintain automobile, 
: | parts and accessory prices sub- 
e Dealers hail success of || stantially above the manufactur- 
Auto Weeks. Page 3. | ers’ suggested list. 
e Truck market bright in “We're not denying that price 
many areas. Page 29. packing is the main thing in this 
eta onataianes on _ || investigation,” a department 
Sesnen ee Page ~~ = | spokesman said. He declined, how- 
Output by makes. Page 69. ever, to go into details of how this 
nae might violate the antitrust 
| laws, 


« * 7. 
CTOR R. HANSEN, head of 
| the department’s antitrust di- 


vision, said similar probes may be 
(Continued on Page 65, Col. 1) 


Inside 


Jan. 1, 1958 Jan. 1, 1957 


Kefauver Group Resumes 


Auto-Price Quiz Apr. 29 


YY ASHINGTON. — Senator Estes 
Kefauver, Tennessee Democrat, 
chairman of the Senate Antitrust 
and Monopoly subcommittee, an- 
nounced last Thursday that his in- 
quiry group on Apr. 29 will resume 
hearings on administered prices in 
the auto industry. 

The inquiry, he said, will be 
directed to the question of what 
has happened to the demand for 

(Continued on Page 65, Coil. 1) 
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AMC Also Gains in February .. . 





Imports’ Penetration 
Surges to 6 Percent 


By Robert M. Lienert 
Associate Editor 
_ the overall market slump- 
ing, imported cars accounted 
for more than 6 percent of all new- 
car registrations in February, just- 
released figures show. 

A total of 333,580 new cars 
were sold in February, of which 
20,075—or 6.02 percent—were im- 
ports, according to R. L. Polk 
& Co. 

A year ago, when 438,725 new 
cars were registered in February, 
the import-car share was 9,515, or 

217. Thus, in a year’s time, im- 
ported cars have more than 


Economic Index 
Gains but Still 
Trails Year Ago 


Spurts in auto and truck produc- 
tion have carried the AwTomotive | 
News Economic Index to 101.1 per- 
cent of last week's level. The index 
now stands at 88.6 percent of the 
like week last year. 

While both car and truck output 
were more than 11 percent above 
last week's level, all other indica- 
tors of production showed declines. 
This increase in vehicle production 
in the week ended March 29 proved 
short lived as the estimated num- 
ber of assemblies for the week 
ended Apr. 5 was lower. 


In addition to the car and truck 
production figures, department 
store sales and savings deposits 
show increases in the week-to- 
week comparisons. The 2.8-percent 
gain in department store sales re- 
a the beginning of Easter buy- 
ng. 

Savings accounts at major banks 
went up by 8 percent in the latest 
week and now stand 15.5 percent 
of the year-ago total. 

With the exception of the savings 
total and U. S. Government spend- 
ing, all year-to-year comparisons of 
the indicators show declines. 

As has been the pattern in recent 
months, the heavy-goods industries 
—steel, vehicle production and coal 
output — along with freight car) 
loadings show the sharpest de-| 
clines. 

The used-car price average is 
ahead of last week’s total and the 
figure for the like week last year, | 
while business failures are off from | 
last week's total, although ahead of 
the number in the year-ago week. 





Qe 


Business Barometer 





Automotive News Economic | 





Apr. 2 Mar. 26 1958 Range 
8% 8% 9%- 8 

. 47% 51Y%_ 57%-47% 
39% 40% 41%-37% 
354% 35% 36%-33% 





| to 0.95 percent. 


|}gainer in February was Ford, 


101.1 Percent of Last Week 
88.6 Percent of Like Week Last Year 


Docc ccssenceses 93,844 111.6 72.1 
Truck Production .............. 17,638 111.7 78.7 
Auto Registrations— Year to date. 715,512 81.7 
. Track Registrations—Year to date. 101,504 re 85.2 
Steel Production—tTons ......... 1,366,000 96.4 58.9 
Paperboard Production—tons ... 268,648 98.1 97.9 
Soft Coal Output—tons ........ 7,445,000 98.5 72.0 
Oil Refinery Output—Barrels .... 46,133,000 97.3 95.0 
Electric Output—Kilowatt hours .. 11,645,000,000 99.1 99.6 
Barometer Freight Car Loadings 320,500 97.6 77.7 
Department Store Sales Index .. 109 102.8 96.5 
Stock Market Price index ........ 310.4 99.6 94.1 

U.S. Government Spending 
—Fiscol year to date ........... $61,318,857,000 er 105.9 
Commercial and Industrial Loans $30,562,000,000 99.9 98.5 
Savings Deposits .............. $26,641,000,000 100.8 115.5 
Used-Car Prices—Average........ $989 100.4 105.1 
91.6 112.8 


* Kaiser Industries, parent firm of Willys Motors. 
(Apr, 7, 1958) 


doubled in registrations and nearly 
tripled in penetration. 

In January, import registrations 
numbered 19,293, or 5.05 percent of 
the 381,932 total. 

* 


+ o 

r THE domestic-car field, only 

Ford Motor Co. and American 
Motors managed to show month- 
to-month gains over January. 

AMC was up 048 percentage 
points to 2.92 percent of total 
sales—its deepest monthly pene- 
tration achieved since Nash and 
Hudson merged to form the 
corporation, 

Ford Motor was up 0.50 points to 
26.32 percent of total sales. 

General Motors’ penetration 
dropped 0.66 percentage points to} 
an even 50 percent of the overall | 
market, while Chrysler was off 1.19 
points to 1396 percent and 
Studebaker-Packard fell 0.04 points 

By makes, 


individual biggest 


which gained 0.65 points. Other 


makes to improve their standing 


Each Maker’s Share... 


Car Sales: February vs. January 


First Two Months, 1958-1957 


Pet. of 
Regis., 
dan. 
27.24 
20.88 
8.61 
1.77 
7.15 
5.66 
3.06 
2.84 
2.87 
2.27 
1.64 
1.32 
1.31 
92 
-76 
52 
17 
07 


Pet. of 
Regis., 


Feb. 
Chevrolet 27.68 


Ford 


Oldsmobile 
Buick 


Studebaker 
Lincoln 
Imperial 
Metropolitan 





50.66 
25.82 
15.15 


FORD MTR. ........ 
CHRYS, CORP. .... 
AM, MTRS. . 

S-P 


MISC, 


4.94 


Regis., Pet. Pt. 
During Year to Yearto Change 
Month Date, 1958 Date, 1957'58 vs. ’57 
2744 2344 +4.00 
+ 65 21.18 25.01 —3.83 
8.38 9.65 —1.27 
461 7.12 
6.80 7.80 
5.62 5.62 
3.00 4.20 
2.88 2.58 
2.89 4.54 
2.48 
1.51 
1.26 
1.20 
90 
-78 
A5 
-18 
07 


50.35 
26.05 
—119 14.60 
+ 48 2.66 
— 97 
+ 91 5.37 


30.28 
18.22 
1.67 
1.17 
2.10 


*Rambler figures for Year to Date, 1957, include Nash and Hudson. 
**Lincoln figures for Year to Date, 1957, include Continental. 





O15: Cherie dat: caanae oo Safety Activity by Dealers 


Lincoln, 0.05; Mercury, 0.04; Metro- 
politan, 0.03, and Packard, 0.01. 


was its best since August, 1952. 
when it scored 3.48 percent. Not 
since July, 1953, when its penetra- 
tion was 0.83 percent, has Lincoln 
done so well. 

Chevrolet's penetration was the 
deepest since its 27.87 percent 
chalked up in November, 1956. 

Other makes, whether up or 
down, fell within boundaries estab- 
lished in recent months. 


> . > 
EEPEST loss of the month was 
taken by Buick, which was| 
down 0.75 points below the previ- 
ous month. 

Plymouth lost 0.50 points; Olds- | 
mobile, 0.34; Chrysler, 0.27; Edsel, 
0.24; DeSoto, 0.15; Imperial, 0.15: | 
Dodge, 0.12; Pontiac, 0.10, and 
Studebaker, 0.05. 

* 


> > 
aaa of Imperial dur- 
ing February was the smallest 
of any month since December, 1956, | 
when it scored 0.36 percent. Chrys- | 





‘ler was at its lowest ebb since the | 


1.28 percent it recorded in No-| 
vember, 1956. | 
Dodge’s market share was its | 
smallest since October, 195, 
when it achieved 2.80 percent. | 
DeSoto’s penetration was the 
narrowest since its 1.12 percent | 
in June, 1954. 
Studebaker’s February penetra-| 
(Continued on Page 67, Col. 1) | 
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Percent of 
Percent of Like Week 
Last Week Last Year 































Soon Apr. 2 Mar. 26 1958 Range 
re 28% 29 31%-27 

Kaiser* 83%, PVWe 10%- 7% 
Meek....... 235% 244%, 26%-21% 
BE A ciwna'ed 3% 3% <3%- 2% 
White...... 434%, 43 44%,-40Y, 
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Eprror’s Note: This is the first 
of a series of articles on how 
dealers can build service and 
sales by promoting safety. 


* * & 


By Maynard M. Gordon 
News Editor 

many dealers are missing 
out on the fruits of public good- 
will and patronage that dedicated 

promotion of safety can bring. 
With sales in 
a spinoff and 
service on the 
upgrade, next 
month’s Na- 
tional Vehicle 
Safety-C heck 
furnishes a 
golden oppor- 
tunity for deai- 
ers to recoup 

some of that lost revenue. 





Dealers who have entrenched | 


Restyled Taunus 
Coming to M-E-L 
Dealers in May 


EW YORK.—A new version of 
Ford's German-built Taunus, 
sized and priced in the lower- 
medium bracket of import cars, 


Lincoln dealerships. 

Suggested price of the Taunus 
two-door sedan is expected to be 
slightly above the $1,957 charge at 
New York for the comparable 
Opel and Vauxhall models im- 
ported by General Motors. 
M-E-L officials indicated that 
dealer discounts on the Taunus 
would remain at the 20-21 percent 
level now allowed for the English 
Ford line. 


Sales goals for the imported 
Fords this year are 35,000 on the 
British cars and 5,000 on the 
Taunus. It is planned to add 100 
dealers to the 400 now handling 
European Ford products, with 
most of the newcomers designated 
for the Midwest. 


Six models of the Taunus were 
previewed here last week prior 
to public introduction at the 1958 
International Automobile Show, 
which opened Saturday at the New 
York Coliseum. 

” * - 


HE Taunus line will include 

standard and deluxe two-door 
and four-door sedans and a two- 
door station wagon called the 
Combi-wagon, also available in 
standard or deluxe. 

The English Ford line has 14 
models, including a newly an- 
nounced Thames 800 estate bus. 


The bus is designed to carry eight 


or 10 passengers on its 84-inch 
(Continued on Page 67, Col. 1) 


Cadillac’s penetration in February | Spells Goodwill, Profits 


| themselves as “safety centers,” 
as the result of devoted inspec- 
tion work, attest to the long- 
range benefits in terms of service 
return business and new-car or 
used-car sales. 

| Besides the annual May Safety- 
| Check, there are numerous other 


maximum in public-relations gains 


clude: Support of high-school 
driver education courses, good- 





| work and spwusorship of essay or 
| best-driver contests. 
| * * * 
HE <éause of safety has more 
doubting Thomases among deal- 
ers than almost any other idea ad- 
eee in the auto retailing mar- 
| ket. 
“Nobody really cares about 
| safety” and “they'll drive it until 
it collapses under them” are typi- 





|mere mention of safety as a pro- 
posal for dealership activity. 
| Statisties refute the theory that 
| safety is a dubious producer. One 
| out of every five of the more than 
| 2% million vehicles checked last 
May needed immediate attention 
to one or more of the 10 items 
affecting safe-driving conditions. 
Even 
| District of Columbia which offici- 
| ally require periodic safety inspec- 


| will enter the U. S. market next| tions, dealers can provide followup 
|month at selected Mercury-Edsel-| repairs for vehicles gigged in the 


check lanes. 

- a cad 
|= Inter-Industry Highway 
Safety Committee, co-sponsor of 


| the National Vehicle Safety-Check, | 


| lists these pointers for dealers de- 
|sirous of joining the May move- 
ment: 

1. Identify your place of business 
with the Safety-Check by display- 
ing and using Safety-Check mate- 
rials during May. 

A special kit of dealer display 

(Continued on Page 4, Col. 5) 





Ford's Taunus Coming to U. S.— 


Ford's German-built Taunus will join the import-car parade next month. A newly 
styled model will be available at Mercury-Edsel-Lincoln dealerships. Overall length 
is 172.2 inches, wheelbase 102% inches and a four-cylinder engine will deliver 67 


brake horsepower. 


safety avenues which offer the) 


for negligible outlay. These in-| 


roads activity, youth traffic safety | 


cal of the objections hurled at the | 


in the 14 states and the | 


AMC Demands 


Freeze on Pay 


Company’s Initiative 
Draws Union Rebuff 


By Frank Gawronski 
Staff Writer 

MERICAN MOTORS CORP. has 

taken the initiative in its 1958 
collective bargaining with the 
United Auto Workers by proposing 
that the union accept a two-year 
freeze on wages and other eco- 
nomic benefits and eliminate cost- 
of-living and annual improvement 
wage increases contained in the 
present agreement. 

Edward L, Cushman, AMC in- 
dustrial relations vice-president, 

said such a freeze 
will be asked to 
allow the Big Three 
auto manufacturers 
to “catch up with 
AMC’s higher wages, 
| more costly benefits and plant prac- 
| tices.” 
| The proposal, contained in a let- 
ee to union officials, applied spe- 
| cifically to some 8,500 workers in 
|} its automotive division represented 
| by the UAW. 
| About 1,500 employes in the 
| firm’s appliance division, also 
| represented by the UAW, will be 
asked to modify present con- 
tractual arrangements in line 
with appliance industry rather 
than automotive industry pat- 
terns, Cushman said. 
| Cushman also announced that 
the company has served formal 
notice on the union of its desire 
to terminate present agreements 
with the UAW, which expire June 
15, and negotiate a new contract. 

He said notice has been given in 
letters to Norman Matthews, UAW 
vice-president and director of the 
union’s AMC council, and to each 
of the UAW locals representing 
AMC employes. Tentative date for 
opening of negotiations are Apr. 15 
and 16. 

The UAW immediately rejected 
AMC’s contract demands, 

“The company’s proposals are 
generally unacceptable,” said 
Tony Connole, assistant to Mat- 
thews. “A two-year wage freeze, 
eliminating the cost-of-living es- 
calator clause and the annual 
improvement factor, is one of 
the many company proposals 
American Motors workers would 
never accept.” 

Connole deplored what he called 
an AMC effort to put the whole or 
major cause of its competitive dis- 
| advantages on the shoulders of its 
workers. He said to do this AMC 
|had “distorted, misrepresented and 
| exaggerated its labor costs.” 

In his letter to the union, Cush- 
|man proposed: 

| 1. Extension of the present con- 
tract until June 15, 1960, and elimi- 
ination of the cost-of-living and 
annual improvement wage increases 
during the extension period. 

(At present AMC employes are 
getting a cost-of-living bonus of 22 
cents an hour and an annual im- 
provement factor of 6 cents an 
hour. If the clauses were elimin- 
ated, the 22-cent bonus would be 
frozen at the present level.) 

* * . 


AMC Lists Proposals 
9 CLARIFICATION and modifi- 
® cation of working agreements 
affecting automobile employes. 
3. Modification of all agree- 
(Continued on Page 66, Col. 4) 
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RNIE ROGERS, a personable 
and clear-thinking Chevrolet 
dealer from Rantoul, Ill, has this| 
interesting observation to make| 
about today’s salesman: 

“Tt is difficult to get him to sell 
retail, because his thinking is chan- 
nelled along wholesale lines. 

“We say the public is confused 
on auto prices, but so is the 
trade. Few auto salesmen know 
the retail prices of cars and 
equipment they sell. They think 
in terms of cost plus, because 
they work against cost in both 
their selling and their compensa- 
tion. 

“So we can hardly blame the 
public for not thinking retail when 
everything in the trade is geared 
to cost plus.” 

+ * - 


He Tells *Em 


GOT to talking about the 
care and feeding of salesmen. 


Burger Convicted | 


Of Tax Evasion | 
In St. Louis Case 


ST. LOUIS.— Adolph C. (Andy) 
Burger, auto dealer, was found 
guilty of income-tax evasion by a 
jury in the U. S. District Court of 
Judge George H. Moore. Sentenc- 
ing was deferred. 


The specific charge on which} 
Burger was found guilty was evad-| 
ing $68,795 in taxes due from Andy} 
Burger Motors, Inc., for the fiscal 
years of 1947 and 1948. 

Maximum penalty is 10 years in 
prison and $20,000 in fines. Defer- 
ring of sentence was made to follow | 
defense attorneys time in which to) 
prepare an appeal. 

The managers of two Burger) 
dealerships, Carlisle Cooper and M. 
Ray Crocker, who have served 
prison terms for perjury in con- 
nection with the Burger trial and} 
tax investigation, testified that) 
Burger set up a practice of charg- 
ing more than the invoice prices 
of hard-to-get cars just after the 
war and continued it until 1948. 

Crocker, who served seven) 
months, testified he received an| 
“overage” on about 75 percent of | 
sales of used cars, when he was} 
general manager of the Burdger| 
subsidiary, Community Motors. 
These used cars were sold to deal-| 
ers. 

Crocker said by “overage” that 








Dealer Forum 


by Robert M. Finlay 


| the dealer is a student of individ- 


| deals 
| which contain little for the sales-| 





he meant a cash payment in addi- 
tion to the invoice price of the 
car. He said that at Burger's in- 
stigation, he began the practice in 
1945 or 1946, when cars were scarce, 
keeping 10 percent of the “overage” 
for himself and giving 90 percent 
to Burger. 

Cooper, a subsidiary manager, 
said he had a similar arrangement. 
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Washington Column 


Rogers says that one of the most 
fascinating things about a sales 
team is that everyone he has ever 
known has hada self-appointed 
leader who tends to set the pace 


| of all. 


He’s not selected by the dealer or 
the sales manager. In fact, unless 


uals and of sales organizations, he 
may not even know he has such a 
leader nor will he know who the 
leader is. 


But, whether the dealer knows it 
or not, the self-appointed leader is 
the one who decides whether the 
economic climate is good or bad. 
The dealer and sales manager may 
think that they are the ones to put 
across new sales programs, but 
here again it is the self-appointed 
leader who decides whether the 
program will work or not. 

In some cases, Rogers said, this | 
leader is the top salesman. But he 
could be the worst. More often he’s 
a fair-to-middling salesman, who} 
has the knack of convincing the) 
other salesmen that they should 
listen to him. At times he gives) 
other salesmen deals, but such 
are usually the ratty ones 





man. 

If you fire him, Rogers says, an- 
other pops up to take his place. 
Could be that the success of han-| 
dling a sales organization depends 
a great deal on how successful the! 
dealer or sales manager is at iden-| 
tifying and influencing the un-| 
named sales leader. 

* * > 


The Soft Sell 
OGERS accents the soft sell at 
his dealership. He passes out 

key chains to his men with this 

message: “Lower, Slower, Less.” 

The salesmen are supposed to put 

the word “Talk” before each word. 

On the reverse side of the token 
is this: “Service is an attitude.” 
. * > 
Contrast in Business 


Per Ale, Rogers reports 
business is good at his dealer-| 


ship. In his travels around the! 


| country he is careful to stay away| 


from those losing money. “Just | 
don’t want to run the chance of 
getting infected,” he said. | 

In contrast, a Detroit Chevrolet | 
dealer was telling of this conversa-| 
tion he had with his wife: 

The Detroit dealer: “If only we 
had had this car last year, with| 
last year’s economic conditions, | 
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North Dakota Dealers Elect Officers— 


Officers and directors of the Automobil 
Fargo, are, from left, William C. Davis, Bi 


e Dealers Assn. of North Dakota, 
smarck, national director; Charles J. 


elected at the 25th anniversary convention in 
Whittey, 


Bismarck, vice-president; Harvey H. 


Remund, Mandan, director; Gilbert Saxowsky, Dickinson, president; Russell Berrell, Fargo, director; Paul Ingwalson, Crosby, 
outgoing president; F. R. Frederickson, Devils Lake, director; George Fitzpatrick, Stanley, director, and Henry Nygard, Grafton, 


director. (See story on page 69). 


Initial Successes Spur 40 Cities . . . 


Auto-Week Tide Rolls 


By John E, Walsh 
Staff Writer 


Aves dollars are circulating 
‘4% again in a big way in Detroit, 
Akron and St. Joseph, Mo., accord- 
ing to officials of dealer groups 
sponsoring auto-week sales promo- 
tions. 

Campaigns have been sched- 
uled in about 40 more cities and 
at least an additional 100 are 
considering them, the Bureau of 
Advertising of the American 
Newspaper Publishers Assn. said. 
The bureau has prepared a pro- 
motion kit for use by newspapers 
in the drives. 

Glenn Walker, president of the 
Detroit Auto Dealers Assn., said 


new and used-car sales had risen) drive, compared with 264 in a 20-| 


sharply since the start of the cam- 
paign March 29. Some reported 
opening-day sales up 50 percent, he 
added. 

“In most instances,” Walker said, 
“dealers have done business far 
surpassing anything they have seen 
in several months and some report 
business has been better than at 
any time within their memory of 
recent years.” 

> > o 


EW-CAR sales more than dou- 
bled during Akron’s campaign, 


Packs Fading 
In Los Angeles, 





we'd have made a barrel of m - 
His Wife: “Yes, but. enna BBB Reports 


you had last year’s car with this 
year’s economic conditions. You'd 
be dead.” 

The Detroit dealer remarked on 
present conditions this way: 

“Ever sit in a movie and sud- 
denly realize you'd seen the picture 
before? 

“That's the way I feel about this 
market. I come to with a start and 
say to myself: 

“‘T’'ve seen this before. It was 
back in ’37-’38, and I was working 
like mad just to keep my head 
above water.’” 

So count your blessings. He could 
have drowned 20 years ago, This, 
too, shall pass. 


Minnesota Dealers 
Plan Area Meets 


ST. PAUL.—(UTPS)—A series of 
regional meetings throughout Min- 
nesota has been scheduled by the 
Minnesota Automobile Dealers 
Assn., it was announced by George 
A. Graham, Midwest Motors (Olds- 
mobile), Winona, association presi- 
dent. 

The cities where meetings will be 
held are Mankato, Rochester, Win- 
dom, Montevideo, St. Cloud, Fer- 
gus Falls, Duluth and Bemidji. 

The first meeting is to be held 
Apr. 16, at The Loft in Mankato. 
The meetings will be friendly get- 
togethers to try “to put more dol- 
lars and sense into this business,” 
Graham said. 


LOS ANGELES. — Most new-car| 


dealers in the Los Angeles area 
abide by suggested prices, although 
a few use packs of $300 to $400, 
the Los Angeles Better Business 
Bureau reported last week. 


Most dealers are cooperating 
with the BBB in an effort to elimi- 
nate packing, said Robert M. 
Sample, BBB vice-president. 

These dealers, Sample said, have 
pledged to strengthen the local 
advertising and selling code, which 
was originally adopted “to help 
prevent the public from being 
gypped by a few unscrupulous 
dealers.” 


Sample noted that when a price 
is packed, “the buyer who appears 
to be getting a generous tradein 
actually is paying more than half 
of the advertised allowance.” 


Oregon to Buy 
Fords This Year 


SALEM, Ore. — The State of 
Oregon will buy Ford automobiles 
during the next year, with Valley 
Motor Co. here winning the con- 
tract to supply about $1,100,000 
worth of cars. 

The State has purchased Chevro- 
lets for the past three years, It will 
continue buying Chevrolet trucks 
and police cars, with Lyman Slack 
Chevrolet Co., Portland, winning 
a $500,000 contract. 





| said Paul Martin, president of the 


Akron Automobile Dealers Assn. 

He said 564 new cars were de- 
livered during the first week of 
the drive, which was extended 
seven days. Another 570 orders 
were received by Summit Coun- 
ty’s 55 dealerships for future 
delivery, he added, 

In the week previous, Martin 
said, dealers delivered 401 cars and 
received orders for 87. Used-car 
sales rose from 794 to 885 in the 
first week, he added. 


R. TALIAFERRO, president of 
i\v* the St. Joseph Automobile 
| Dealers Assn., reported 454 units 
were sold during the nine-day 


| day period preceding the campaign. 
“Our salesmen also have a 
large number of excellent pros- 


pects to follow up,” he said. “We 


contemplate making this an an- 
nual event and will repeat it 
about the same time next year.” 


Dealers sold 202 new cars and 15 
new trucks during the drive and 
233 used autos and 4 use trucks, 
Taliaferro said. 


Other cities which have sched- 
uled campaigns include: 

Lansing, Bremerton, Wash.; El 
Paso, Tex.; Galesburg, Ill; Fort 
| Lauderdale, Fla.; Gary and Ham- 
}mond, Ind.; Glens Falls, N. Y.; 
| Elkhart, Ind.; Lawrence, Kans.; 
| Lockport, N. Y.; Marion, O.; Mar- 
|tins Ferry, O.; Kalamazoo, Mich.; 
| Monterey, Calif.; New Bedford, 
Mass. 


Philadelphia, Newport News, 


Va.; Owosso, Mich.; Plainfield, 
N. J.; Newark, O.; Wilmington, 
Del.; Waco, Tex.; Topeka, Warren, 

.; Waukegan, Ill; Waukesha, 
Wis.; Worcester, Mass.; Strasburg, 


O.; Battle Creek, Mich.; Wheaton, 
Til. 

Fresno, Calif.; Charlotte, N. C.; 
Beaver Falls, Pa.; Kent and Ra- 
venna, O.; Hattiesburg, Miss.; Dav- 
enport and Bettendorf, Ia., and 


On the House. . 


Florida dealer 


costs”... 





Rock Island, Moline and East Mo- 
line, Ill, and Dayton, O. 


. * * 


CLEVELAND, where the first 
successful auto-week campaign 
was staged late in February, deal- 
ers have taken steps to keep their 
salesmen “on the ball.” 

Monthly salesmen’s rallies have 
been scheduled, with W. Heart- 
sill Wilson, assistant to Plym- 

| Outh’s sales vice-president, as the 
| first speaker Wednesday (Apr. 9). 

Bill Power, Chevrolet advertising 
manager, and George Romney, 
American Motors president, will 
talk at future rallies. 

* . = 


ALTHOUGH enthusiasm has run 
high among planners of all 


campaigns, auto men warn that a 
(Continued on Page 66, Col, 1) 


Washington Group 


Asks Tax Relief on 
Out-of-State Sales 


VANCOUVER, Wash. — Dealers 
in this area have requested State 
sales tax concessions to enable 
them to compete with Oregon mer- 
chants for out-of-state business. 
Oregon has no sales tax. 

Vancouver dealers estimate that 
the Portland (Ore.) area secures 
some $65 million worth of business 
annually from Washington resi- 
dents. 


They have asked for a “liberal- 
ized billing practice” so that mer- 
chants can sell to Oregon residents 
without charging them Washington 
sales taxes. 

At present, retailers must deliver 
merchandise to Oregon purchasers 
and prove the sale is authentic by 
an affidavit before they can be ex- 
cused from sales tax. State law pro- 
hibits the Washington dealer from 
absorbing the sales tax, which is 
3.3 percent of the sales price. 


association expresses the hope that 


auto makers “will recognize that their policies, in 
selling to governments and business at ridiculous 
prices, are playing a big part in destroying the very 
distribution system which these manufacturers have 
publicly proclaimed they wished to preserve at all 


North Dakota has 602 dealerships, according to 
the 25th anniversary review of the state dealer 
association. International Harvester leads with 
155, of which 118 are exclusive. The annual edition 
is a well-done book; congrats to Manager George 
Dizon, et al .. 


. Got quite a kick out of riding 


Ford’s new wheel-less “scooter” last week; it feels like you’re glid- 
ing on air—which you are, of course... 


With government expenditures 


running into the billions, do you 


have any idea of how much a billion dollars is? “Well, if you started 
a business in the year 1 A. D., with a billion dollars and lost $1,000 
per day until now,” points out NADA, “you could still operate on the 
same basis for another 800 years.” 


—Pete Wemuorr, Editor, 
Automotive News 
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Triple Total a Year Ago... 
Import-Car Outlets 


Soar to Over 11,000 


(Continued from Page 1) 


this year. The marketing of Eng- 
lish Ford has been taken over by 
M-E-L division and franchising is 
being stepped up. 

In addition, the division will 
begin next month to distribute 
six models of the German-built 
Taunus through Mercury, Edsel 
and Lincoln dealers in this coun- 
try. 

The noncaptive foreign makes 
are likely to appear in U. S. show- 
rooms in increasing numbers since 
many foreign auto makers feel that 


Stockholders OK 
Sale of Diamond T 
Assets to White 


CHICAGO.—Stockholders of Dia- 
mond T Motor Car Co. have ap- 
proved the sale of many of the 
_ assets to White Motor 


The transaction will have little 
noticeable effect—Diamond T 
trucks will continue to be made in 
the same plant, under the same 
president (Z.C.R. Hansen), by a 
subsidiary of White. No changes 
are planned in the dealer-distributor 
setup. 

White will pay approximately 
$10,100,000 for the inventories, pat- 
ents, trade name, tools and good 
will of Diamond T. It also will pay 
$350,900 for a year’s rental of the 
Diamond T plant here and has 
options to renew the rental agree- 
ment. 

White's new truck-producing sub- 
sidiary will be known as Diamond 
T Motor Truck Co. 

The Diamond T stockholders ap- 
proved the change of the name of 
their company to DTM Corp. The 
corporation retains buildings, land, 
liquid assets and liabilities of the 
old company and will receive the 
money from the sale and rental 
transactions with White. Future 
plans of the new company have not 
been announced. 





Imported-Car 
Franchises in U. S. 


Jan. 1, Jan. 1, 
1958 1957 


BRITISH CARS ........ 8,561 4,905 
Arnolt-Bristol .......... 5 5 
Aston-Martin .......... 22 17 
EE ek elt eitatcinieses 479 «= 4450 
Austin-Healey .......... 479 6450 
SII « iisiasinsatntessasendae 22 17 
EES 17 0 
a 394 486300 
OS 675 425 
aaa de 330 0=—_ 300 
Metropolitan ............ 1,214 3884 
I cists teach teatkeldinacany 479 450 
EEE Se 479 450 
in, 479 «= 450 
Rolls-Royce .............. 22 17 
IIE sal daliatlsinnainsadisanee 80 40 
Sunbeam .................... 425 375 
a 455 275 
IID ctcicsaliscsdvencete 2,455 0 
GERMAN CARS ........ 5,607 1,148 
BMW 134 
18 
135 
87 
69 
100 
80 
0 
175 
0 
350 
576 
60 
1 
60 
355 
100 
250 
200 
0 
50 
196 
20 
176 
140 
7,215 








the domestic-car retailers are| 
ideally suited to handle their wares. | 


* * = 
Yigg sown are a few exceptions, | 
however. An official of Berke-| 
ley Motor Cars, Ltd., said: “It is 





not our policy to grant franchises 
to dealers handling domestic) 
makes. , 

“We have adopted this policy | 
because service is a prime con- | 
sideration ... and we have found 
from experience that domestic- | 
car dealers are having a bit of | 
difficulty servicing the imported | 
makes.” 
Another who has scoffed at the 

import-domestic dual is MHarry| 
Henkel, West Coast sales manager | 
for the Rootes Group. He told} 
Automotive News recently that he 
did not plan to concentrate on 
Detroit-product dealers in expand- 
ing the Rootes operation. 

“In fact,” he said, “most Ameri-| 

can dealers don’t know how to 
sell imported cars. They are so 
used to selling the ‘deal’ that it’s! 
difficult for them to sell the car| 
and keep a full profit.” 

> - 7. } 


Y COUNTRIES, the British} 

lead the franchise parade with | 
some 8,500 selling agreements in 
effect in the U. S. More than 4,000 
of them are Ford, Metropolitan and 
Vauxhall pacts. 

Rootes has 675 Hillman dealers, 
with most of them also handling 
Sunbeam and 80 of them stocking 
Rover. Hambro Automotive Corp. 





has 479 dealers for British Motor 
Corp. lines (Austin, Austin-Healey, 
MG, Morris and Riley). 


Triumph has 455 dealers and 
Jaguar, 380. 

Buick dealers handling Opel 
account for 3,100 of the 5,607 
German-car outlets in the U. S., 
followed by BMW-Isetta with 
510; Lioyd, 400; Volkswagen, 352, 
and Mercedes, 350. 

Volkswagen's 145 exclusives was 
the greatest number of one-line 
import dealers in the nation at 
the beginning of this year. 

Renault and Simca are battling 
for the most outlets among the 
French cars, with Renault leading 
481 to 447. Citroen-Panhard lists 
102 dealerships and Facel-Vega, 23. 
Fiat’s growing dealer body had 
220 members at the beginning of 
this year to lead the Italian makes, 
with Alfa Romeo in second place 
with 205. Volvo (315) and SAAB 
(75) make up the Swedish contin- 
gent. 


15 Cars Lost in Blaze 
MOUNTAIN GROVE, Mo.—Wil- 
son Ford Motor Co. was destroyed 
by a fire which caused estimated 
loss of $300.000. Fifteen new cars 
were destroyed. 


i. 
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Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


Aptco Auto Auction. Sale every Wednesday. 


April 2 

BUICK—’57 Special Riviera sedan, $1,- 
830°. '56 Century Riviera coupe, $1,- 
300°. '55 Super Riviera coupe, $970*° 
(ps); Special conv., $850*; Riviera, 
$785*. °54 Special 2-dr., $565°. ‘53 
RM sedan, $375* (ps). 

CADILLAC — '57 (62) conv., $3,500° 
(ps). °55 (62) sedan, $1,715*, $1,- 
690°. °54 (62) sedan, $1,400*° (ps). 
‘53 coupe de Ville, $840*. '51 (60) 
sedan, $600* (ps). 

CHEVROLET—’57 Bel Air (8) conv., 
$1,785*; Hardtop, $1,675* (ps); 
coupe, $1,600*; Two-ten station wag- 
on, $1,660° (ps), $1,460°; sedan, 
$1,395*, $1,275*, $1,250°. "56 Two 
ten (8) station wagon, $1,210*; Bel 
Air sedan, $1,100*. "55 Bel Air (6) 
sedan, $770*, $725°*, $700°; Two-ten 
2-dr., $640°. '54 Bel Air coupe, $525. 
'60 2-dr., $320. 

CHRYSLER—’53 NY sedan, $340°. 

DeSOTO— 57 Firedome Sportsman, $1,- 
830* (ps). '56 Firedome sedan, $1,- 
310°. '51 Custom sedan, $250*. 

DODGE—’57 Custom Royal Hardtop, 
$1,860°. ‘55 Royal Lancer, $1,080*; 
Coronet 2-dr., $785°*. 

FORD —'58 Fairlane (8) 500 2-dr., 
$2,240°. °57 (8) station wagon, $1,- 
910°, $1,625°; Fairlane (8) 500 Hard- 
top, $1,725*° (ps), $1,720° (ps), $1,- 
665°, $1,605°; sedan, $1,625° (ps); 
Fairlane (8) sedan, $1,350*; Custom 
(8) 300 sedan, 2 at $1,325°, $1,285°; 
Custom (6) sedan, $1,200°, $1,185°. 
‘56 Fairlane (8) Victoria, $1,305° 
(ps), $1,200*, $1,175*, $1,170°, $1,- 
O80* (ps), $1,070°; sedan, $905°; 
Custom Ranch Wagon, $1,085; 2-dr., 
$975*, $970°. "55 Ranch Wagon, 
$950° (ps), $905*, $890°, $785*; Cus- 
tom sedan, $845°, $640; Fairlane (8) 
conv., $940°; Victoria, $900° (ps); 





sedan, $765°, $760°, $715. '54 Crest 
Victoria, $545*; Custom 2-dr., $455°. 
‘53 Crest Victoria, $575; Custom se- 
dan, $375*, $330*, $225. ‘52 2-dr., 
$285. 

HUDSON—'54 Hornet sedan, $425*. 

LINCOLN—’57 Capri Hardtop, $2,710* 
(ps). °55 Capri sedan, $900°. °53 
Capri sedan, $515* (ps); Cosmopoli- 
tan club coupe, $330°. 

MERCURY — ‘57 Montclair Hardtop, 
$1,860* (ps), $1,800*° (ps); Monterey 
sedan, $1,810* (ps). °56 Montclair 
club coupe, $1,240°; 2-dr., $1,215* 
(ps); Custom 2-dr., $915*. '55 Mont- 
clair sedan, $985*, $955*; Monterey 
Hardtop, $960*, $930°, $735*; sedan, 
$875* (ps), $740°. °54 sedan, $515, 
$440°*. 

NASH — ’'55 Ambassador club coupe, 
$750°*, 

OLDSMOBILE—’58 (88) Super Holi- 
day, $2,915*. °57 (88) coupe, $2,190° 
(ps); sedan, $1,890* (ps). "56 (88) 
Super coupe, $1,695° (ps), $1,675°; 
sedan, $1,415*; (98) sedan, $1,550° 
(ps); (88) sedan, $1,335°. '55 (98) 
Holiday, $1,350° (ps), $1,335°; (88) 
Hardtop, $1,070*, $1,025*. "54 coupe, 
$875. 

PLYMOUTH—’'58 Belvedere club coupe, 
$2,.250*°. ‘57 Belvedere club coupe, 
$1,685*: Savoy sedan, $1,350°, $1,- 
160. °56 Savoy coupe, $950°. °55 
Plaza Suburban, $720; Savoy sedan, 
$590°. 

PONTIAC—'57 Chieftain Safari, $1,- 
730°; Star Chief sedan, $1,640. ‘56 
Star Chief sedan, $1,275*; Chieftain 
station wagon, $1,225. '55 Star Chief 
Hardtop, $915*° (ps); sedan, $700°. 
"53 Chieftain sedan, $280°*, $270°*. 

RAMBLER—’55 station wagon, $900; 
sedan, $395°. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 50, 51, 52, 53. 


Seattle Foreign-Car Show 
Draws 23,000 Persons 


SEATTLE.—A door-slamming, 
tire-kicking, question-asking throng 
of almost 23,000 persons (paid ad- 
missions) attended Seattle’s first 
exclusive Imported Auto Show. 

Approximately 100 vehicles 
were on display — family-type 
passenger cars mingling with 
sports cars, cars that are a blend 
of both, and with vehicles de- 
signed for commercial and other 
special purposes. 

Admission was 80 cents for 
adults, 55 cents for children. A car 
drawing was held, but there was 
no stage show or other entertain- 
ment to lure attendance. 

The show was sponsored by the 
recently formed Imported Automo- 
bile Dealers, Inc., comprised of a 
large group of Seattle area distrib- 
utors and dealers of foreign ve- 
hicles. 

Exhibitors, many of whom had 
entered the show with crossed fin- 
gers, were pleased with the at- 
tendance and the interest shown in 
the cars. And not a few were sur- 
prised. 

A Pontiac salesman, manning 
the Vauxhall display, jerked his 
thumb toward the little English 
car and remarked with a grin: 










Auto Week Special at 99 Cents— 


A 1951 Chrysler four-door sedan was sold for 99 cents by Fisher & Record Motor 
Sales (Chrysler-Plymouth) during Detroit's Auto Week campaign. The purchaser was 
selected at a drawing. Anyone visiting the dealership’s two locations received one 
chance in the drawing cnd those who bought a new or used car were given 10 
chances. During the first five days of the drive, the firm said its business was up 75 


percent over previous weeks. 


\ 





“We've had these things since 
last fall but never paid much 
attention to them until this show 
came along.” 

An English Ford salesman 
thumbed the pages of a notebook 
in which he had recorded, in a few 
brief hours at the exhibit, some 
score of names and addresses. 

Even the top-price cars were 
getting “solid” attention. The 
Mercedes - Benz exhibitor reported 
two deals in the making. 

The Rolls-Royce representative, 
who had driven a Silver Cloud 
($13,500) from California especially 
for the show, said he had obtained 
seven “very likely” prospects. 

“This show,” said an exclusive 
foreign-car dealer, “is bringing 
our products to the attention of 
people who never before consid- 
ered them. We'll reap benefits for 
years.” 

About the only complaints in evi- 
dence were those that the show 
should have been in the larger 
upper level of the Civic Audito- 
rium, rather than its lower level 
location, and that it should have 
covered a 10-day period instead of 
a five-day period. 


U.S. Highway Toll 
Could Be Halved, 
Curtice Says 


CHICAGO. — The nation’s high- 
way traffic toll could be cut in half 
within a relatively short time if 
present knowledge of highway saf- 
ety problems were effectively ap- 
plied on a nationwide basis, Harlow 
H. Curtice, chairman of the Pres- 
ident’s Committee for Traffic 
Safety, said. 

Curtice, who is president of Gen- 
eral Motors, addressed more than 
1,000 delegates attending a 14-state 
Citizen Leadership Conference 
sponsored by the committee. Pur- 
pose of the conference is to mobil- 
ize public support for high priority 
safety measures. 

“Certainly we don’t know every- 
thing we should know about the 
causes and prevention of traffic 
accidents,” Curtice said. “An in- 
tensified research program is ur- 
gently needed—with special empha- 
sis on driver behavior. But we know 
enough right now to be able to cut 
the accident toll in half within a 
relatively short time.” 

“Our fundamental problem,” he 
declared, “is not ignorance of what 
to do. It is failure to get it done. 

Public opinion is on the side of 
traffic safety, Curtice said. 





Safety Spells 
Dealer Goodwill 


Profits Also Helped 
By May Activity 
(Continued from Page 2) 


materials is available for $15.75 
from Modern Displays, Inc., 7338 
Woodward Ave., Detroit 2, Mich. 
Here is what the kit contains: 

Nine pieces of identification win- 
dow trim, five danglers, six service- 
department posters and streamers, 
two counter display cards, one copy 
of a service manager’s daily car 
record card, 150 windshield stick- 
ers, 150 “family car facts” wallet 
cards (a new feature), 150 copies of 
a safety checklist and two different 
sizes of a suggested safety news- 
paper advertisement. 

Materials in the kit are de- 
signed around this year’s new 
“Circle of Safety” theme. The 
wallet cards have spaces to list 
references like tire pressures, gas 
and oil used, key and license 
numbers, insurance information 
and the Safety-Check dealer’s 
name. 

2. Cooperate with local officials 
in planning and organizing a com- 
munity Safety-Check. 

3. Help your city or county pro- 
vide official materials for use at 
check lanes. 

> 7 - 


LOAN the services of mechan- 
* ics to check vehicles at check 
lanes. 


5. Tie in newspaper, radio and 
TV advertising with the Safety- 
Check. 


6. Offer merchandise or service 
as prizes for community contests 
or drawings. 

7. Offer to Safety-Check each 
vehicle entering a dealer’s service 
department, not just those com- 
ing in for the check alone. 

8. Send a mailing on the Safety- 
Check offer to your service and 
sales customer list. 

9. Last, but not least, tell the 
Safety-Check customer what’s 
wrong with his vehicle. Don’t fix it 
for him without notice, and give a 
100 percent perfect car a plug when 
the owner comes to pick it up. 

The rising cost of new-car re- 
placements and the unceasing 
“safety” drumbeats from insurance 
companies and medical groups have 
cemented safety in the public con- 
sciousness. 

A dealer who passes up the 
Safety-Check with lip service or 
less is turning his back on public, 
as well as private, welfare. 


Norris-Thermador Ready 


With New Plant on Coast 


LOS ANGELES.—Norris- 
Thermador Corp. has completed its 
new $3 million plant here for the 
manufacture of automobile wheels. 

The firm supplies practically all 
the wheels for West Coast assembly 
of Ford, Mercury, Edsel, Buick, 
Chevrolet, Oldsmobile, Pontiac, 
Chrysler, DeSoto, Dodge and Plym- 
outh. 


ie 
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Quality Dealer— 


E. P. Letscher, left, vice-president, Chrys- 
ler Motors Corp., and Y. M. Posthuma, 
right, DeSoto Los Angeles regional man- 
ager, present a DeSoto “Quality Dealer" 
award to H. E. Baher, H. E. Baher, Inc. 
(DeSoto-Plymouth), Alhambra, Calif. 
















sell her financing, too 


| the makes thespeyrende | 


= The little woman is usually a great one for security ...she wants to know 

that her family is protected. Since she is the family purchasing agent and 

usually has to stay within a budget, she wants to be sure that her family 
- can meet the car payments each month. One of the best ways to sell this 
- lady is to introduce her to Associates’ HAL (Health, Accident and Life In- 
— surance). Reassure her with the fact that HAL makes car payments if sick- 
2 ness or accident occur, and pays off the balance of the contract completely 
n in case of death. She'll like the convenience of Associates’ financing and 


om insurance, all covered by one easy payment. It will pay you in more sales to 
know HAL... better phone “the man from Associates” for full details today. 


WTO A Aa 


ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Rambler, Olds, Caddy Up Output... 





Chevy Paces Gainers 
In First Quarter 


(Continued from Page 1) 


mobile, 1.03 points, and Cadillac, 


0.77 points. 

Losers of percentage ground in 
order of their decline were Mer- 
cury, down 2.83 points; Dodge, 
2.67; Plymouth, 2.42; DeSoto, 1.58; 
Buick, 1.24; Chrysler (excluding 
Imperial), 0.97; Ford, 0.63; Pon- 
tiac, 0.33; Imperial, 0.31; Stude- 
baker, 0.17; Packard, 0.13; Nash, 
0.09; Hudson, 0.04, and Lincoln 
and Continental, 0.02 points each. 

Nash and Hudson are no longer 
in production and Continental now 
falls under the colors of Lincoln. 


Edsel, which was not in production | 


during the first half of 1957, cap- 
tured 0.33 percent of total factory 


output during the first three} 


months of this year. 

Although four makers were able| 
to gain ground on a percentage 
basis during the first quarter, Ram- 


bler was the only make that showed | 





a numerical output gain over the} 


January-March period of a year 
ago. 
= = = 

MERICAN MOTORS CORP., 

which dropped Nash and Hud- 
son 
model run to concentrate on its} 
Rambler line, _turned out 41, 183 | 





|\Chapman Named to Head 


Ohio Dealer Group 


COLUMBUS, O.—Richard J.| 


Chapman, Columbus auto dealer, 
has been named executive secretary 
of the Central Ohio Automobile 
Dealers Assn. 

Chapman said he is selling Chap- 
|man Motor Sales to devote all his 
time to the association. He took 
over the dealership two years ago 
after a year as an auto salesman 
in Chicago. 


-~*, 
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SEND FOR COMPLETE DETAILS NOW! 


LION Oll COMPANY 


A Division of Monsanto Chemical Company 


Dept. AN-D 
El Dorado, Arkansas 


Please send me complete information about Lion Nokorode, 


and how it can increase underbody coating profits. No 


obligation, of course. 
Name. 
Street. 
City 


A Division 


Chemical Company 





State 


lines at the end of the 1957) 


LION OIL 


Ramblers during the first quarter 
of this year for an 844 percent 
increase over last year’s output of 
22,332 units. 


On a corporate basis, AMC 
output was up 66.7 nercent on 
41,183 cars this year, compared 
with 24,702 Nash, Hudson and 
| Rambler assemblies during the 
first quarter of 1957. 


Elsewhere on the _ production 
numerical output losses 
ranged from 2.5 percent for Chev- 
rolet to 75.6 percent for DeSoto. 


| Losses in numerical output ac-| 
cording to their decline from a year 
ago were DeSoto, off 75.6 percent; 
Packard, 71.1 percent; Dodge, 70) 
percent; Mercury, 65.5 percent; Im-| 
| perial, 61.9 percent; Chrysler, 61.1 
| percent; Plymouth, 46.6 percent; 
| Studebaker, 45.2 percent; Buick, 
41.8 percent; Pontiac, 34.3 percent; | 
| Ford, 32.6 percent; Lincoln, 32.5| 
| percent; Oldsmobile, 21.1 percent; 
Cadillac, 8.5 percent, and Chevro- 
| let, 2.5 percent, 
+ 


| front, 








* * 


O*N A CORPORATE basis, Chrys- 
ler’s numerical output declined 


| percent; 





percent. 
On a percentage basis, Chrysler | 


TON 


 Nokorode 


UNDER-CAR SEALER AND SILENCER 


Undercoat each new car with Nokorode and reduce costly servicing 
of break-in period squeaks and rattles. The job costs you little, 
adds profit dollars where they count most. Undercoating, in your 
shop, builds profits both directly and indirectly. Many dealers 
“do it for free,” reporting they save many times their cost by 
keeping service shops relatively free of customers who tie up 
expensive personnel on non-profit body complaints. 





Ist Quarter Output 
‘58 vs. ‘57 


1958 1957 | 
Pos. Make Pos. 
1— 393,867 Chev 403,952— 2 
2— 288,968 Ford 428,934— 1 
3— 102,931 Olds 130,376— 5 
4— 101,578 Plym 190,142— 3 | 
5— 81,587 Buick 140,232— 4 
6— 75,225 Pontiac 114,566— 6 
7— 41,183 Rambler 22,332—12 
8— 39,052 Cadillac 42,684— 9 
9— 35,003 Mercury 101,322— 7 
10— 25,387 Dodge $4,521— 8 
1li— 15,370 Chrysler 39,470—11 
12— 10,691 DeSoto 43,731—10 
13— 9,651 Lincoln 14,294—14 
14— 8,393 Stude 15,312—13 
15— 4,637 Imperial 12,130—15 
16— 4,060 Edsel 
17— 1,127 Packard 3,901—16 
ee * ae Nash 1,684—17 
poe Hudson 686—18 
Continental 278—19 
Total All Makes 
1,238,710 1,790,597 





57.3 percent from a year ago;| declined from 20.67 percent to 12.72) 
Studebaker-Packard was off 50.5| percent; 
Ford skidded 38 percent,| percent, and Studebaker- -Packard | 
and General Motors declined 16.7|from 1.07 to 0.77 percent of the} 
industry assemblies. 


Chrysler Corp., beset with labor 











You need undercoating profits in your shop—but make sure your 
brand is Nokorode Under-Car Sealer and Silencer. Nokorode’s 
patented process results in a coating of greater density...a 
coating uniquely tough. Heavy wet film thickness, such as is 
recommended for other nationally advertised brands, is abso- 
lutely unnecessary. Nokorode’s low-shrinkage actually gives equal 
or heavier dry-film thickness, added protection and higher 
sound-deadening efficiency with outstanding abrasive resistance. 
This gives you nine perfect jobs at the cost of six! 


MAKE MORE MONEY ON USED CARS, TOO 


Undercoating with Nokorode gives them new-car comfort and 
quiet— increases re-sale value. 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2,393,774 








of Monsanto 


COMPANY 


EL DORADO, ARKANSAS 


* TRADEMARK OF MONSANTO CHEMICAL COMPANY 


Ford from 30.43 to 27.26 


difficulties during seven weeks of 
the first quarter, not only lost 
the most ground from a numeri- 
cal standpoint, but also suffered 
| the largest percent-of-industry 
| loss of any maker. 
| Not since 1950, when the corpora- 
| tion was down for three months— 

February through April—due to a 
strike, have Chrysler assemblies 
|}ebbed to such a low level. 

The corporation’s five divisions 
turned out 157,663 cars for 12.72 
percent of total factory output dur- 
ing the first three months of this 
year, as compared with 20.67 per- 
cent on 370,044 units assembled 
during the same period a year ago. 


|The decline resulted in a 7.95 
percentage-point loss from a year 
ago. 
* * + 
URING the strike-riddled first 


quarter of 1950, Chrysler turned 
|out 100,750 cars for 7.49 percent of 
total factory output for its worst 
output effort since industry-wide 
| production returned to peacetime 
normalcy after World War II. Its 
| third-worst first quarter occurred 
in 1954, when the corporation 
gained 12.81 percent of total indus- 
try assemblies on 182,641 cars. 

Across - the - board losses by 
Chrysler and Ford failed to offset 
GM's 947 percentage-point gain 
over the first quarter a year ago 
and were a factor in the Little 
Two picking up 1.65 points on the 
Big Three in first-quarter assem- 
blies. 

The Little Two produced 50,703 
ears for 4.10 percent of total fac- 
tory assemblies during the first 
three months of this year, com- 
pared with 2.45 percent on 43,915 
cars a year ago. 

The Chrysler-Ford-GM combine, 
| meanwhile, could capture only 95.90 
percent of total factory output on 
1,188,007 units this year, compared 
with 97.55 percent on 1,746,682 as- 
semblies during the January-March 
period a year ago. 

= = 


> 
highlight of Big Three op- 
erations during the first quar- 
ter this year was the return of GM 
to above the 50 percent mark in 

total industry output. 

GM, which sank below that 
mark last year, turned out only 
692,662 cars during the first quar- 
ter of this year, compared with 
831,810 during the same period a 
year ago, but still managed to 
raise its percent-of-industry totals 
from 46.45 percent a year ago to 
55.92 percent this year. 

Along with the declines in both 
numerical and percent-of-industry 
totals came a shuffling of positions 
among the present 17 auto makers. 

Chevrolet, which upped its share 
of total industry output from 22.56 
percent to 31.80 percent, climbed 
into first place for the first three 
months of this year, replacing 
Ford, which declined from 23.96 to 
23.33 percent. 





N OTHER changes, Oldsmobile 
climbed from fifth place a year 
ago to third place this year; Piym- 
outh dropped from third to fourth; 
Buick skidded from fourth to fifth, 
and Pontiac remained fixed in sixth 
place. 

Biggest change in the Top 10, 
however, was the introduction of 
Rambler as the seventh biggest 
car producer in the nation. At the 
end of the first three months of 
1957, the AMC unit was in 12th 
position. 

In other shuffling of positions, 
Cadillac climbed from ninth to 
eighth; Mercury fell from seventh 
to ninth; Dodge dropped from 
eighth to 10th; DeSoto dropped 
from 10th to 12th; Lincoln climbed 
from 14th to 13th; Studebaker drop- 
ped from 13th to 14th, and Packard 
declined from 16th to 17th place. 

Edsel finished in 16th place in its 
initial first-quarter effort, while 

Chrysler and Imperial remained in 
their same positions of a year ago, 
Chrysler in 11th and Imperial in 
15th place. Nash, Hudson and Con- 
tinental finished in 17th, 18th and 
19th place respectively during the 
first three months of 1957. 


2 Pa. Dealers Honored 


PITTSBURGH. — Two Western 
Pennsylvania dealers have been 
honored by the auto-retailing in- 
dustry. C. J. Thompson, Thompson 
Chrysler Sales Co., Pittsburgh, was 
elected president of the new Plym- 
outh Dealers Assn. of Western 
Pennsylvania. H. G. Foss, Jr., Foss 
Motors, Inc., Etna, is the first to 
receive DeSoto’s “quality dealer” 
award. 
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Lincoln 
Dealers ! 


Stainless Steel trim can help you sell new cars 


Point out the sparkling lines of Stainless Steel trim when you tell customers 
about the fine features of the 1958 Lincoln. Tell them why Stainless is 
the finest trim material used. 


Stainless trim is so/id Stainless Steel—the gleam is as thick as the trim itself. 
It won’t dent and scratch as easily as other materials because Stainless Steel 
is hard and strong. And because Stainless resists corrosion, it stays bright 
for years and years. 


People are already sold on Stainless Steel. Put it in the deal! 


USS is a registered trademark 


= (iss) United States. Steel 


United States Stee! Supply—Warehouse Distributors 
United States Stee! Export Company 


RE PE SE 


rege TEMS 
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66 Dealerships to Stay Open > ee 


700 Seattle Salesmen Strike 


By Martin Trepp 
Staff Correspondent 


SEATTLE.—A dispute over sales- 
men’s commissions has resulted in 
a strike by 700 auto salesmen 
against 66 dealerships in Seattle 
and surrounding King County. 

The salesmen, members of Local 
882, Automobile Salesmen’s Union 
(Teamsters), walked out when their 
12-year-old contract with the Met- 
ropolitan Automobile Dealers Assn. 
expired last Tuesday (Apr. 1). 

According to a spokesman for 
the association, the strike is hav- 
ing the effect of idling approxi- 
mately 1,800 workers in addition 
to the salesmen, with the others 
being members of unions repre- 
senting the no-sales employes at 
the dealerships. 

The spokesman said that sales of 
new and used cars are expected 





to continue at the struck dealer- 
ships, “with the public benefiting 
from savings due to drastically 
reduced overhead and selling ex- 
penses.” 

The chief issue in the dispute is 
the dealers’ request for a change 
in commissions paid salesmen from 
5% percent of the factory list price 
to 25 percent of the gross profit on 
the sale of an automobile. 

At the same time the salesmen’s 
monthly drawing account would be 
increased from $225 to $350. Also 
sought is a reduction in the com- 
mission on used cars from 7 to 6 
percent. 

Dealers point out that the 
method of compensating salesmen 
by commissions on gross profit is 
used in all major cities except 
Seattle, San Francisco and Oak- 
land, Calif. 

E. J. Hauck, Local 882 presi- 
dent, declared that the gross- 
profit method would result in 
losses to salesmen of up to 65 
percent. The dealers contend that | 


Chrysler Unveils 


a. > 
Dartline Series 
* > . 
With Special Trim 

DETROIT.—The Chrysler Wind- 
sor Dartline, a new spring-oriented | 
Chrysler series which features ex- 
clusive front, side and rear trim 
and three new exterior colors, has| 
been announced. 

The new series will go on sale in | 
Detroit, Minneapolis and Cleveland 
this week. It will be introduced in | 
other markets in the following two) 
weeks. 

The series is offered in sedan,| 
two-door hardtop, four-door hard-/| 
top and station wagon models. It} 
features a new side chrome treat-| 
ment. Dual headlights are mounted | 
against a black background under | 
overhanging brows. 

Long trim pieces which sweep) 
across the roof adjacent to the trim 
moldings create a longer, lower ef- 
fect. New rear styling includes 
groups of three chrome strips 
mounted horizontally on each side} 
of license plate frame. 

Two new highly metallic colérs— 
frosty tan and fireglow—plus Bi- 
mini blue have been created for 
the series in addition to the stand- 
ard range of Chrysler colors. 

The series is available with Auto- 
Pilot superhighway driver assist, 
Total Contact power brakes, Torque 
Flite transmission, and Constant- 
Control power steering. 

Standard equipment includes 
Torsion Aire suspension and the 
dual headlights. 

J 











the immediate loss would range 
from nothing to 30 percent and 
eventually result in higher earn- 
ings for salesmen. 

This would be accomplished, the 
association spokesman said, by 
“putting salesmen on the dealers’ 
side” and thus stimulating profit- 
selling. 

Also, he added, “marginal sales- 
men” would be eliminated, and with 
a lessening of the number of sales- 
men in the area the earnings of 
the individuals would be greater. 

He said that there are “too many 
automobile salesmen for the area” 


NSPA Supports 
Safety-Check Plan 
Slated for May | 





CHICAGO.—Through the cooper- 
ation of its nationwide network of | 
approximately 3,200 wholesaler and 
375 manufacturer members, Na- 
tional Standard Parts Assn. is 
again endorsing and promoting the 
National Vehicle Safety-Check 
Program for Communities which | 
will take place in May. 

This information was recently 
released by Aime E. Pouliot, Na- 
tional Bushing & Parts Co., Min- 
neapolis, who is the national whole- 
saler chairman of the NSPA Vehi- 
cle Safety-Check Committee. 

The annual campaign, in which 
NSPA members participated last 
year, is under the joint sponsorship 
of the Inter-Industry Highway 
Safety Committee, Look Magazine 
with the cooperation of the Na- 
tional Assn. of State Safety Coordi- 
nators. 

The 1958 Safety-Check Program 
will again be based on the widely 


| accepted 10-point safety inspection 
| covering brakes, front lights, rear 
| lights, steering, tires, exhaust sys- 


tem, glass, windshield wipers, rear 
view mirrors, and horns—all items 


| affecting safe vehicle operation. 


Results of more than 2% million 
vehicles safety-checked during the | 
1957 program showed 19.5 percent, 


|} or one out of five, were in need of 


service attention to one or more 
parts affecting safe operation. 


Blume Honored 
SEATTLE.—J. E. Blume, owner 
of University Chevrolet, has re- 
ceived a plaque symbolizing 25 

years as a Chevrolet dealer. 


and that 70 percent of them earn 
less than $500 a month. 

He termed the contract in effect 
since 1946 as antiquated because it 
was drawn up when there “was a 
Sellers’ market and salesmen did 
little more than take orders,” and 
added that the present buyers’ 
market requires greater salesman- 
ship and “a complete readjustment 
of the method of compensating 
salesmen.” 

In addition to a revised com- 
mission system, the association 
said it is seeking a revision of 
closing hours which would “per- 
mit the public to shop for new 
and used cars at more convenient 
hours,” 

As of press time Thursday 


| (Apr. 3), no further meetings be- 


tween the association and union 
had been scheduled. 


Cadillac Schedules 
28 Conferences on | 


Used-Car Selling | 


DETROIT.—Cadillac will present | 
a series of used-car sales manage- 
ment conferences in 28 key cities 


Ford's Wheel-less Vehicle— 







Andrew A. Kucher, Ford's engineering and research vice-president, standing beside 


a working model of his “Glideair,” 


believes the wheel-less vehicle will some day 


throughout the nation from Apr. 8| provide high-speed transportation on two-rail or monorail systems. The vehicle travels 
on a thin film of air a fraction of an inch above the ground. In the background is 


to May 29, it was announced by| 
Fredric H. Murray, general sales 
manager. 

Clarence J. Staufenbeil, Cadillac’s | 
used-car manager, will conduct the | 
one-day meetings which will be} 
held in General Motors training 
centers in each city. 

“Up-to-date information on used-| 
car merchandising will be offered | 
and opened for discussion,” Murray 
said, “with emphasis on used-car 
management and salesmanship. 
Suggestions are welcomed and we 
try to answer any questions or 
encourage a general discussion in 
any phase of the used car busi- 
ness.” 

There will be several cars on 
display demonstrating the latest 
methods of reconditioning. 

Conferences will be held in Hous- 
ton, Dallas, Oklahoma City, Kan- 
sas City, Omaha, Minneapolis, 
Milwaukee, Pittsburgh, Buffalo, 
Boston, New York, Washington, 
Cincinnati, Chicago, Philadelphia, 


| Charlotte, Atlanta, Jacksonville, 


New Orleans, Memphis, St. Louis, 
Detroit, Denver, Salt Lake City, 
Portland, San Francisco, Los An- 
geles and E) Paso. 





‘Week’ Slated Apr. 21-26... 


Growth for Auction Group 


By Robert M. Lienert | 
Associate Editor i 
DETROIT.—National Auto Auc-| 
tion Week, Apr. 21-26, will kick off 
efforts of the sponsoring National | 
Auto Auction Assn. to widen the) 
marketing scope of its members. 
Details were worked out here at 
a meeting of the NAAA executive 
committee, headed by Tim 


tion’s answer to the growing num- 
ber of finance companies and leas- 
ing firms which conduct their own 
used-car auctions. 

“It’s all business we should 
have,” an NAAA spokesman said. 

Committee members, swapping 
anecdotes on their private dears 


ences in handling repossessed cars, 
agreed that such deals had worked 


Anspach, Albany, NAAA president. | out smoothly, and that the service | 


The national observance will be 
highlighted by a campaign aimed 
specifically at banks, finance com- 
panies, leasing firms and fleets. 

Stressed will be NAAA mem- 
bers’ facilities for efficient han- 
dling of repossessed units or cars 
taken out of leasing service. 

The campaign to extend NAAA 
members’ services is the associa- 


Staal 





Chrysler Introduces Dartline— 


The Chrysler Windsor Dartline, featuring 


new trim all around and three new spring 


colors, will be introduced this week. The series is available in sedan, two and four- 
door hardtop and station wagon models in frosty tan, fireglow and Bimini bive as 


well as the standard range of colors. 


should be offered nationally on an 
organized basis. 

Committee members meeting 
here with Anspach included J, H. 
Ruhl, Manheim, Pa.; Tom Beasley, 
Nashville, and Joe Briley, Chicago. 
Larry Tribble, Warehouse Point, 
Conn., an NAAA director, also at- 
tended. 


Special observances during Na- 
tional Auto Auction Week also 
will be conducted by other indus- 
try organizations and individual 
auctions. 

The National Independent Auto- 
mobile Dealers Assn. will present 
a cash bonus to the NIADA mem- 
ber buying the greatest number of 
units at an auction during the 
week. The bonus will amount to 10 
times the sales fee at the auction. 


Callahan’s Hat in Ring 


ALEXANDER CITY, Ala.—James 
S. Callahan, auto dealer here, has 
announced his candidacy for elec- 
tion as Fourth District vice- 
president of the Alabama Junior 
Chamber of Commerce. The elec- 
tion will be held Apr, 25-27 during 
the Jaycee convention in Huntsville. 


‘ 


‘biles ever approaching speeds that 





a “scooter” supported by “levapads” 


through which stream tiny jets of air. Use of 


the principle is “far off’ for today's cars and trucks, Kucher said. 


* * * 


* * x 


Air Film Replaces Wheels 


On Ford Test Vehicle 


DEARBORN. —“Glideair,” a| 
wheel-less vehicle that rides on a| 
thin film of air a fraction of an} 
inch above the ground, will not| 
replace today’s cars and trucks in/| 
the foreseeable future, Andrew A.| 
Kucher, Ford’s engineering and re- 
search vice-president, told newsmen 
last week at a demonstration of the | 
“levitation” principle. 

But Kucher foresees its use for 
speeds of 200 to 500 miles an hour 
on two-rail or monorail systems | 
for distances up to 1,000 miles. 

Instead of wheels, the Glideair 
employs “levapads,” a word Kucher 
coined. Tiny jets of air stream 
through holes in the levapads, sup- 
porting the vehicle. As early as 1928 
Kucher proposed that vehicles could 
slide at high speeds, using air as 
a lubricant. 

He says he does not see automo-| 





would make the wheel obsolete for | 
this kind of vehicle use. 

“Our calculations show that it | 
would require considerably less | 
power to drive the Glideair at | 
speeds above 150 miles an hour | 
than would be needed to move a 


PS 


Plymouth Veteran Retires— 


C. George McDonald, 64-year-old 
master mechanic at Plymouth and veteran 
of 39 years in the automobile industry, 
has retired. McDonald is one of the fast 
disappearing “Old Guard" executives, 
who watched the first 1928 Plymouth roll 
off the assembly line in Detroit. After 
supervising the setting up of tool ma- 
chinery prior to the initial production of 
the Plymouth, McDonald subsequently was 
appointed general foreman of the ma- 
chine shop in 1928, assistant master me- 
chanic in 1940 and master mechanic in 
1955. 


wheeled vehicle,” he said, “Since 
the Glideair is propelled by re- 
action, a gas turbine or turbojet 
engine would supply the power to 
both levitate and propel it.” 

In addition to demonstrating a 
three-foot model of the Glideair, a 
highly-streamlined vehicle, he also 
introduced a “scooter” supported on 
levapads that newsmen rode along 
a corridor of Ford’s scientific 
Laboratory building. 

“One possible application of the 
Glideair might be on rails,” Kucher 
said. “The overhead monorail 
principle is ideally suited. Levapads 


|already have been designed to fit 


around a standard rail. They not 
only raise the vehicle from the rail 
but also hold it away from the rail 
sides.” 


He said that electronic sensing 
and control systems would be used 
to control Glideair vehicles because 
human reaction times could not 
cope with the: speeds involved. 
Braking would be accomplished: by 
any one of a number of means— 
reversing engine thrust, water 
scoops, mechanical or magnetic 


| brakes. 


“Gliding on a film of air offers 
great advantages over flying some 
distance off the ground in the con- 
ventional manner,” he said. “About 
60 percent of a plane’s drag is in 
the wings and empennage. Elimi- 
nating these, as we have done in 
the Glideair, gives considerably 
greater propulsion efficiency. I 
foresee that a 300-mile trip in the 
Glideair, about the distance from 
Detroit to Chicago, would require 
less than one hour.” 


3 U.S. Makers Cut 


Aluminum Price 


NEW YORK. — Following the 
lead of their principal Canadian 
competitor, the nation’s three ma- 
jor aluminum producers last week 
cut the price of primary aluminum 
two cents a pound. 

First to announced its decision 
was Aluminum Co. of America. 
Reynolds Metals Co. and Kaiser 
Aluminum & Chemical Corp. took 
similar action later. Anaconda Alu- 
minum Co. also was expected to 
match the lower price, 24 cents a 
pig. 

Aluminium, Ltd., the free world’s 
second largest producer and a 
large supplier to the U. S., an- 
nounced earlier that it would cut 
its prices approximately two cents 
in all its markets, 

















(One of a series) 





; ealers J 





Stainless Steel trim can help you sell 





I 

he 

re Tell your customers about the Stainless Steel trim on the 1958 Buick. It means 
a lot when they find out that Sta/n/ess Stee/ doesn’t depreciate! \t looks 
showroom-new for the life of the car because Stainless trim is so/id Stainless Steel, 
bright and beautiful all the way through. 

a Stainless trim doesn’t dent or scratch easily because Stainless Steel is hard. 

4 And, of course, Stainless Steel resists corrosion. Like Stainless tableware, 

m Stainless trim stays brighter than any other trim material. 

. People are already sold on Stainless Steel. Put it in the deal! 

= USS is a registered trademark 

to 







United States Stee! Supply—Warehouse Distributors 
United States Stee! Export Company 
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AUTOMOTIVE NEWS PLATFORM 
Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


2. Every dollar of gasoline and oil taxes, collected by states and federal 
: od to the building and maintenance of highways; 


{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 


Capsule Comments 


Starting in Cleveland, the “You Auto Buy Now” campaign 


now is spreading across country like wildfire. 


Let’s not forget the dealer’s side of the coin, “You Auto 


Sell Now.” 


President Eisenhower adds his voice to the “buy now” 
chorus, warning prospective purchasers against waiting for 


future action like excise tax reduction. 


As in Canada last year, too much talk without action 


plays havoc with the market. 
* * 


Reuther vs. the Big Three is under way again. 
Rarely has there been a poker game with higher stakes. 


Foreign 


-car sales boom continues; February penetration 
in Connecticut was 13!4 percent. 


Those Pilgrims must have left some awfully deep roots. 


* * 


Dealer associations are virtually unanimous in condemna- 
tion of below-cost vehicle sales to government agencies. 


The auto business can only suffer when factories bypass 


or undercut their: dealers. 
” ~ 


Senate approves supplementary speedup highway-aid bill. 
The superhighway age is coming almost as soon as that 


rocket trip to the moon. 
* * 


Another Federal Court overrules the Internal Revenue 


Service policy of taxing dealer-reserve funds. 
You'd think they'd take a hint. 
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Dealer Conventions 


Apr. 7—Joint Annual Meeting, Motor Car 
Dealers Assn. of Southern California and 
the Los Angeles Motor Car Dealers 
Assn., Ambassador Hotel, Los Angeles. 

Apr. !0—Annual Banquet, Rhode Island 
Auto Dealers Assn., Sheraton-Biltmore 
Hotel, Providence. 

Apr. 10-11—IHinois Automotive Trade 
Assn., Springfield, Ill. 

Apr. 15—Annual Meeting, Brooklyn and 
Long Island Automobile Dealers Assn., 
Garden City Hotel, Garden City, Long 
Island, 

Apr. 18-19—Arizona Auto Dealers Assn., 
San Marcos Hotel, Chandler. 

Apr. 21-22—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, 
Omaha. 

April 27-29—Automobile Dealers Assn. of 
— Buena Vista Hotel, Biloxi, 

158. 

Apr. 27-30—North Carolina Automobile 
Dealers Assn., Pinehurst, N. C, 

May 4-5—South Dakota Automobile Deal- 
ers Assn. Alonzo-Ward Hotel, Aberdeen. 

May 5-7 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 

May 8-9— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 


May I!1-13—-Idaho Automobile Dealers 
Assn., Lewiston, Ida. 
May !1-13 — lowa Automobile Dealers 


Assn., Ft. Des Moines Hotel, Des Moines. 
May 11-14—3éth annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 
May 12-13—Pennsylvania Automotive Assn., 
Hadden Hall Hotei, Atlantic City, N. J. 
May 13-14—Massachusetts State Automo- 
bile Dealers Assn., Statler Hotel, Bos- 


ton. 

May 17-19—South Carolina Automobile 
Dealers Assn.. Ocean Forest Hotel, 
Myrtle Beach, S. C. 

May 18-20—Texas Automotive Dealers 
Assn., Galvez Hotel, Galveston. 

May 21-22—Missouri Automobile Dealers 
Assn., Hotel Muehlebach, Kansas City. 

May 28-29—Kansas Motor Car Dealers 
Assn., Town House Hotel, Kansas City, 
Kans. 

June 2—Delaware Automobile Dealers 
Assn., Henlopen Hotel, Rehoboth Beach. 

June 3-5—Spring Meeting, New York 
State Automobile Dealers, inc., Gros- 
singer's, Grossinger, N. Y. 

June 6-7—New Mexico Automobile Deal- 
ers Assn. Ruidoso, N. M. 

June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 
June 15-17—Tennessee Automotive Assn., 

Noe! Hotel, Nashville. 

Aug. 8-9—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 
Mont. 

Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa 
vannah. 

Sept. 5-7—Maine Automobile Dealers 
Assn., Eastland Hotel, Portland. 

Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs. 

Sept. 7-9—Wyoming Automobile Dealers 
Assn. Lander, Wyo. 

Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 
Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 
Sept. 18-20—Arkansas Automobile Deal- 
ers Assn., Hotel Marion, Little Rock. 
Sept. 21-22—Kentucky Automobile Dealers 
Assn., Inc., Sheraton-Seelbach Hotel, 

Louisville. 

Sept. 21-23—Ohio Automobile Dealers 
Assn. The Neil House. Columbus. 

Sept. 21-23--New York State Automobile 
Dealers, Lake Placid Club, Lake Placid. 

Sept. 21-23—New York State Automobile 
Dealers, Inc., 35th Annual Convention, 
Lake Placid Club, Essex County. N. Y. 

Sept. 30-Oct. 2—New Jersey Automotive 
Trade Assn.. Chalfonte-Haddon Hall 
Hotel Atlantic City. 

Oct. 19-21—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 

Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. 1!2—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 16-I8—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Dec. 3—Utah Automobile Dealers Assn., 

Newhouse Hotel, Salt Lake City. 

* Se. @ 


Auto Shows 


Apr. 5-13—International Auto Show, New 
York Coliseum, New York. 

Nov. 5-16—Turin Auto Show, Turin, Italy. 

Jan. 17-25—Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 

. € @ 


General 


Apr. 23-25—i958 Spring Booth Conference 
of Automotive Wholesalers and Manu- 
facturers Representatives, Bon Air Hotel, 
Augusta, Ga. 


20 Years Ago... 





Automotive Cartoon 


Of the Week 








Letterbox 


He Has a Grievance 


I should like to call your atten- 
tion to your article entitled “Dealer 
Grievance Talks Set by Chrysler 
| Chiefs” on Page 3, March 17. 
| The article is a very unfortunate 
one because of the implications 
your readers may draw from it. The 
use of the word “grievance” is in- 
|accurate and unfair. Our Dodge 
meetings are not grievance sessions. 
They are conferences with factory 
| officials in which we discuss recom- 
| mendations brought to our national 
| meetings from regional conferences 
| by the regional chairman whose 
|local conference members brought 
| them from their home areas. I am 
| sure the Chrysler and DeSoto con- 
|ferences are so constituted also. 

The recommendations are con- 
structive, having as their objective 
| benefit to dealer and factory alike. 
They must be of nationwide im- 
portance to be eligible for national 
committee consideration. 

Our Dodge conference began in 
1950 at the suggestion of E. C. 
Quinn, then sales manager of 
Dodge. It has been a most useful 
vehicle for dealer and factory to 
confer on mutual considerations. 


The Big Stories 


In 1938, the United States had approximately 3,065,000 miles of high- 
ways, or nearly one-third of the world total of about 9,687,000, accord- 
ing to the Department of Commerce. At the close of 1929 the world 
total for highways was about 6,582,000 miles. 

Despite alltime sales of 2,116,897 units in 1937, General Motors Corp. 
reported a net income of $196,436,598, a drop of 17 percent under 1936 
earnings of $238,482,425. Car and truck sales during 1937 were 3.9 
percent over the 2,037,690 units sold in 1936. The net earnings, how- 
ever, were the fifth largest in the corporation’s history. 

Car registrations in all states during February, 1938, totalled 121,234 
units. The figure represented a decrease of 17 percent under January 
and about 43 percent under the 215,049 units sold in February, 1937. 


—From the files of Automotive News. 





‘Factory Conferences .. . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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Now after seven years of growth, 
we say it is the finest in the in- 
dustry. 


We meet twice a year every year, 
both on a regional and national 
level. Dealers wrote the original by- 
laws and have written all amend- 
ments since. We and the Dodge 
Officials are not inhibited or re- 
strained about what we want to 
say in our meetings. Dealers are 
elected on both regional and na- 
tional levels and they in turn elect 
national delegates who in turn elect 
national officers. It is democratic 
in every phase of operation. L. J. 
Ouellette, director of Dodge dealer 
relations, has been most fair in his 
management of the part Dodge 
plays in our conference. 


Your headlines also say “Talks 
Set by Chrysler Chiefs.” This, too, 
is inaccurate. These meetings are 
set by the by-laws drawn by deal- 
ers. They take place twice per year 
in May and November. The only 
flexibility is as to the day within 
the month, and that is set by mu- 
tual agreement. 


Dodge, as well as other Chrysler 
divisions, called in their national 
advisory committees at the time 
the marketing group was instituted. 
We were also called in to consider 
provisions of the new dealer agree- 
ment in the spring of 1957. I said 
at that’ time for AvTomotive News 
that we had the best dealer agree- 
ment in the industry. Cooperation 
between Dodge and myself and our 
national committee has been of the 
highest order. 


Why should you single out Chrys- 
ler chiefs as planning talks with 
its dealers on “grievances?” All 
manufacturers have dealer advisory 
conferences, and they undoubtedly 
meet as we do. Their dealers have 
suggestions, too, and perhaps as 
many and as important. 

You commented about sugges- 
tions from line groups. I do not 

(See Letterbox, Page 58, Col. 1) 
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Stainless Steel trim can help you sell 


Point out every line of Stainless Steel trim when you show customers the 
1958 Chrysler. Tell them why Stainless trim keeps that new-car gleam for years. 


Stainless resists corrosion. Rain, road salts, and gasoline splashes won’t hurt 
the mirror finish. You don’t have to protect Stainless Steel with a coating; 
just rinse away dirt and the Stainless sfays bright. And the shine is as thick as 


the trim itself because Stainless trim is so/id Stainless Steel. 


People are already sold on Stainless Steel. Put it in the deal. 


USS is a registered trademark 


United States Stee! Corporation—Pittsburgh 
American Stee! & Wire—Cleveland 

National Tube—Pittsburgh 

Columbia-Geneva Steei—San Francisco 

Tennessee Coal & lron—Fairfield, Alabama 

United States Stee! Supply— Warehouse Distributors 
United States Stee! Expert Company 


United States Steel 
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Milder Billboard Curbs 


Survive Senate Fire 


By William Ullman 


Washington C 
c TOOK the Senate three days to approve a hopped-up 


highway bill, despite little disagreement on how much 
extra to spend on the road program. The trouble was that 


old bogey—billboard control. 


When the smoke and fire of debate had cleared, billboard 
regulation along the inter-® naiianapieee 


state highway system was 


decided on. But it was no 
clear-cut victory for the garden 
clubs of America and other organi- 
zations and individuals who believe 
the superhighway network should 
not be defaced with commercializa- 
tion. What came out of the Senate 
was a control provision consider- 
ably weaker than desired by the 
antibillboard faction, led by Sena- 
tors Richard Neuberger, Oregon 





Unrelated facts and figures do resemble a nightmare—the 
kind that can catch an automobile dealer napping when wise 


decisions are needed 


The answer? Burroughs Typing Sensimatic.. . 
descriptive accounting that brings the ultimate in manage- 
ment control right to your fingertips, without any need to 
change your factory-approved bookkeeping setup. 


Versatile? Wraps up four different jobs at the flick of a knob. 
Even a newly trained operator can race through your daily 
accounting work. Speedy? Just watch the rapid-fire, jam-free 
typing of the unique box-writer. And the Typing Sensimatic 
accounting machine pays for itself in short order—then keeps 


orrespondent 


Democrat, and 
Thomas Kuchel, 
California Repub- 
lican. 

The _ provision 
stipulates that 
advertising signs 
and displays 
within 660 feet of 
the interstate 
right-of-way and 
visible from the 
highway shall be 


on returning a profit year after year. 


For the whole story call our 
nearby branch office and ask 
for a copy of our free booklet 
on Automotive Dealer Ac- 
counting. Or write Burroughs 
Division, Burroughs Corpora- 
tion, Detroit 32, Michigan. 


William Uliman 
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of Commerce. 

The states are not required to 
adopt the standards but have a 
definite incentive to do so. They 
would receive an additional one- 
half of one percent in Federal 
funds for interstate projects if 
they agree to go along. Thus, 
their share of Uncle Sam’s match- 
ing money would be boosted from 
90 percent to 90.5 percent, 

In any event, 

would not apply to the entire 41,000- 


ing control to those parts of the 
| system that are new, built through 
rural areas where no highways 
| (and, naturally, no billboards) pre- 
viously existed. 

Senator Norris Cotton, New 
Hampshire Republican, who offered 
the amendment, said this would 
protect advertising already up on 
existing highways to be incorpo- 
rated into the interstate system. 
Thus, if an auto dealer has erected 


McCarthy Drops Edsel 


McCarthy Motors, South St. Paul, 
Minn., has given up its Edsel fran- 
chise, 














BURROUGHS AND SENSIMATIC ARE TRADEMARKS. 


‘ 


the regulation | 
| mile interstate network. The Senate | 


took care of this by accepting an} 
amendment which limits advertis- | 





| regulated in line with national|a sign on one of these roads it|tion. However, the size of these 
standards to be set by the Secretary | won’t be hauled down. ; 


* * * 


| Covers Quarter of System 

| (°OTTON estimated that this ex- 
emption covered 25 to 35 per- 
| cent of interstate system mileage. 
| Another exemption in the Senate 
| bill relates to areas within incor- 
| porated muncipalities. 

A second amendment adopted 


| by the Senate permits the erec- | 


tion of signs along the interstate 
system that advertise commercial 
activities up to 12 miles away 
from the sign. Dealer advertising 
is, of course, included. 

There was quite a furor before 
this clause was passed. As the 
billboard-control section of the 
highway bill emerged from commit- 
tee, these signs were restricted in 
size to a 500-square-inch maximum. 
Opponents argued this was ridicu- 
lous. 

They exclaimed that a sign ap- 
proximately two feet square, lo- 
cated at a distance from the high- 
way, would be unreadable and 
valueless, especially at night. Try- 
ing to make it out would in itself 
be a safety hazard, it was con- 
tended. 

The Senate removed the limita- 


NIGHTMARE 


of journalizing facts and figures...banished | 
by BURROUGHS TYPING SENSIMATIC! | 


| 
| 
| 





signs would still be subject to 
standards set by the Secretary of 


Commerce. 
ca * * 


Kerr Assails Control 


ye chaag ROBERT KERR, Ok- 
lahoma Democrat, contended 
|the highway bill also was designed 
|as an anti-recession measure, 
| whereas the billboard control pro- 
|vision would have the opposite 
effect of putting out of work 
|thousands of people dependent on 
advertising. 


He also attacked the incentive- 
bonus provision as a Federal “hypo- 
dermic needle” to innoculate the 
states into a “twilight sleep.” 


“When the states awakened 
from the twilight sleep which 
would be imposed upon them,” 
he declared, “they would find 
that the power they had had from 
the creation of the Union to be 
the sole regulatory power of what 
was built along their highways, 
had been stolen from them by 
the Federal Government. 

Other opponents said the incen- 
tive provision in effect represented 
coercion because states could not 
afford to pass up a Federal-aid 
bonus of one-half of one percent. 
State action thus isn’t “induced 
it’s controlled, they said. 


Neuberger contended that none 
of these arguments about the “Fed- 
eral phantom” held water. He 
pointed out that no state is obliged 
to enter into an agreement with 


the Secretary of Commerce regard- 
ing advertising regulation. 


Few Roads Seen Affected 
— he said, the regula- 
tory standards apply only to the 
interstate system, which represents 
only 3 percent of the nation’s 1.5 
million miles of surfaced roads 

The Oregonian couldn't under- 
stand the logic behind the argu- 
ment that billboard control would 
create unemployment. “These will 
be predominantly new roads,” he 
said. “How can unemployment 
be caused by forbidding, regulat- 
ing or controlling signboards on 
roads which mainly have not yet 
heen constructed?” 

Neuberger didn't think roadside 
businesses would suffer because of 
sign regulation. He pointed to testi- 
mony of Federal Highway Adminis- 
trator Bertram Tallamy, who ran 
the New York State Thruway 
before coming to Washington. Tal- 
lamy, the senator said, had stated 
he received no complaints about 
loss of trade because of the Thru- 
way's restrictions on signboards 

The billboard control provision 
may get a further working over in 
a Senate-House conference meeting 
to iron out discrepancies in the 
measures passed by the two cham- 
bers. The House-passed bill carried 
no billboard regulation provision 

° ° . 


Bill Combines 2 Measures 


HE Senate bill, a combination 

of measures by Rep. George H. 
Fallon, Maryland Democrat, and 
Senator Albert Gore, Tennessee 
Democrat, was approved 84-4. 

The bill boosts fund authoriza- 
tions for interstate expressways, 

ABC highways and “public do- 
main” roads. It calls for $600 
million in new funds to be ap- 
portioned immediately and $3.4 
billion more to be allocated this 
summer. 

The legislation also suspends the 
“pay-as-you-go” provision of the 
1956 Highway Act for fiscal years 
1959 and 1960. 

«= 
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Injuries Up in Auto Plants 


7 1957 work-injury rate in 
plants making motor vehicles, 
bodies and trailers was above that 
of the previous year, according to 
the Bureau of Labor Statistics, but 


the rate in automotive parts and 


accessories plants was less. 

The motor vehicle-body-trailer 
rate for disabling injuries aver- 
aged 4.6 for each million man- 
hours worked last year. In 1956 
the figure was 4.2. 

Disablings in parts and acces- 
sories plants, on the other hand, 
fell from 6.2 per million man-hours 
to 5.8 in 1957. 

Both 1957 rates, however, were 
substantially below the 11.1 national 
average in manufacturing indus- 
tries. This average was a new low, 
representing a 7 percent improve- 
ment over the previous record low 
set in 1954. 




















Norwin Miller, Town & Country Buick, Inc., Jersey Shore, Penna., reports: 


“I make from *20 to *50 extra profit on 
every car I sell with nylon cord tires” 


“Depending on the deal, I put anywhere from $20 to $50 extra in 
my pocket every time I sell a set of nylons. I put them on my dem- 
onstrator models and bring them into the sales talk from the start. 
Once a customer is sold on a car like the B-58, he wants the best 
and the safest tires he can get. And he’s usually willing to pay a 


tien 


little extra for the real blowout protection he gets with nylon. 

“Back in ’55 I had to tell customers about nylon, but not any 
more. Recently one of them insisted he wouldn’t own a car without 
nylon cord tires. I’ve made it a practice to talk up nylon cord tires 
along with the other options. It’s paid off in profits!” 


~ oo 
—— 
“2 Mos) 
b adl TRAGIC ERA? 
Newsweek 
= ome 
Senet 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 


---THROUGH CHEMISTRY 


6 out of 10 customers say they will buy nylon Intensive advertising by Du Pont carries the Enjoy the “Du Pont Show of the Month” — on CBS-TV 
cord tires when you offer them, according to a nylon safety story to 19,500,000 people, the com- 
recent survey conducted by Dun & Bradstreet. bined circulation of these nine leading magazines. 


THE SAFEST, STRONGEST TIRES ARE MADE WITH N ¥ LON 
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PARTS & ACCESSORIES .. . 
Industry Underestimates 


Jobber, Says Executive 


TRAVERSE CITY, Mich.—Much;car to the dealer is governed by| used-car purchasers and kind of 
of the success of the auto manu-| the price for which the car is sold.| service they can afford. 


facturer and oil producer can be 
attributed to the jobber, according 
to G. W. Arnold, Northern Auto 
Parts Co. 

He said jobber groups should 
do more to convince the indus- 
try of their importance and stop 
“fighting each other.” They 
should recognize that the auto 
maker and oil distributor are 
their chief competitors and unite 
in promoting their own good, he 
said. 

Discussing the value of the job- 
ber’s service, Arnold said: 

“While new-model styling, eco- 
nomic conditions, finance terms 
and other factors of this nature 
influence the sale of new cars, one 
important factor largely overlooked 

and rarely mentioned is the value 
of the used car offered in trade. 

“Of course, the value of the used 


It is obvious, that if used cars were | 
suddenly worth $100 to $200 less, | 
the sale of new cars would feel the | 
immediate effects, for this would 
be no different than a similar raise | 
in the price of new cars. 
“Yet, this would most certainly 
happen if the automotive jobbers 
of America and the after-market 
equipment, and parts manufac- | 
turers would stop offering such | 
services as crankshaft grinding, 
cylinder boring, resleeving, in- 
installing and re pairing valve 
parts, cylinder-head grinding, re- 
pairing cylinder head, and cylin- 
der-block cracks, as well as 
rebuilt clutches, fuel pumps, gen- 
erators, starters, engines, etc. 

“All these services and many oth- 
ers not mentioned have been devel- 
oped by and offered to the used-car | 
owners of America by the parts 


ee 





jobbers and their supporting equip- 
ment and parts manufacturers. 
“The availability of these services 
has made it possible for used-car 
purchasers to operate their cars at 
a minimum of expense. This in 
turn has added to the price the 
prospect is welling to pay for a 


| given used car. 


“Also we can say that no car) 
manufacturer has given much} 
thought to the problem of offering 





“Perhaps the reason for this is | } 


that the car manufacturers’ engi- 
neering departments are so occu- 
pied with model changes, future 
designs and getting the ‘bugs’ out 
of new models, they do not have 
time to carry on the experimental 
and test work on the 3-to-10- 
year-old cars which would be 
necessary to come up with the 
proper service answers. 

“Most car manufacturers do not 
offer oversize pistons, rings, under-| 


| size bearings, sleeves, etc., and the 


car manufacturers’ service depart- 
ments know little or nothing re-| 
garding the service problems in- 


| volved in sleeving, boring crank-| 


shaft, grinding cylinder block and 
head repairing, etc., nor have they 
to date made any attempt in this 
direction. 

“It is a known fact that the car 


The 


TIONER SPECIAL 


1958 Funeral Coach Shown— 








Miller-Meteor division of Divco-Wayne Corp. introduces one of the 84 models of 
funeral coaches and ambulances for 1958 to distributors and salesmen. This model 


is equipped with an electric-powered casket-handling device. — 


manufacturer’s answer to a 
cracked block is a new block, a 


worn crankshaft a new crankshaft, 


etc. 
“There is another factor which 
greatly reduces the cost of service 
to used-car purchasers and this is 
the one-man independent garage, 
frequently referred to as the ally 
or shade-tree mechanic. 
“For example, in a town of 


NOVI AIR CONDI- 
famed 


participant in the Indianap- 
olis “500!” 





Dealers and Distributors! Stop and Compare 
Before Making Commitments on 1958 
Automobile Air Conditioners! 


See the all-new new? Automobile Air Conditioner for 1958 with 
the Novi new design trouble-free magnetic clutch. Excels all others in 


performance... beauty... warranty 


e Pre-season showings indicate outstanding customer preference! 


¢ Eliminate obsolescence with Novi’s advance design and .. . 


unique inventory control program! 


For further information, contact Novi Sales & Service Co., Inc., 
Novi, Michigan, or one of these Novi factory branches: 


BIRMINGHAM, ALA. 
2517 8th Court N. 


PHOENIX, ARIZ. 
714-W. Buchanan 


TUCSON, ARIZ. 
610 W. Sahuaro 


LOS ANGELES, CAL. 
1830 S. Figueroa 


OAKLAND, CAL. 
683 26th St. 


SACRAMENTO, CAL. 
430 ‘R” St. 


SAN DIEGO, CAL. 
3143 Kettner 


MIAMI, FLA. 
2840 N.W. 7th Ave. 


ATLANTA, GA. 
190 14th St. N.W. 


CHICAGO, ILL. 
4934 W. Madison St. 


INDIANAPOLIS, IND. 
750 Massachusetts 


NEW ORLEANS, LA. 
4303 Bienville St. 


DETROIT, MICH. 
20830 Coolidge Hwy. 


KANSAS CITY, MO. 
8 West 41st St. 


ST. LOUIS, MO. 
7001 Chippewa 


ALBUQUERQUE, N. M. 
618 Truman St. N.E. 


HOBBS, N. M. 
1320 W. Marland 


CINCINNATI, OHIO 
2512 Gilbert Ave 


OKLAHOMA CITY, OKLA. AMARILLO, TEX. 
1600 Linwood Bivd. 


TULSA, OKLA. 
24 E. 11th St. 


PHILADELPHIA, PA. 
831 N. Broad St. 


PITTSBURGH, PA. 
2020 W. Liberty Ave. 


MEMPHIS, TENN. 
475 Union Ave. 


ABILENE, TEX. 
2809 N. 2nd St. 


2722 Duniven Cr. 


AUSTIN, TEX. 
2026 E. Avenue 


DALLAS, TEX. 
1810 Irving Bivd. 


EL PASO, TEX. 
6906 Alameda 


FT. WORTH, TEX. 
1101 Norwood St. 


HOUSTON, TEX. 
2121 Hussion St. 





LUBBOCK, TEX. 
1305 Ave. “H” 


MIDLAND, TEX. 
3508 West Wall 


SAN ANGELO, TEX. 
108 N. Pierce 


SAN ANTONIO, TEX. 
811 Austin St. 


WACO, TEX. 
224 S. 15th St. 


SALT LAKE CITY, UTAH 
1552 S. Second West 


Assure Your Year-End Profits on Air Conditioners by Using Novi! 





|}owners low-cost repairs. 





15,000 and the surrounding coun- 
tryside, there may be approxi- 
mately 50 or more one-man re- 
pair shops. Most of these 
mechanics spend their full time 
repairing cars and are a big fac- 
tor in keeping the motor cars of 
America running. 

“These mechanics have little 
equipment, little money, no room 
to carry any great amount of parts 
stock. This stock is usually con- 
fined to ignition parts, spark plugs, 
filters, etc. 

“They have grown and 0»pros- 
pered only because of the whole- 


| Sale-parts jobber who makes parts 


available, provides delivery service, 
provides the machine shop serv- 
ices, and in many cases the serv- 


| icing ‘know how.’ 


“These mechanics give used-car 
It is not 
an over-statement to say that a 
large number of used-car purchas- 


ers could not afford to drive their 


|ears if they had to go to the car 


dealer for service, and it is a cer- 
tainty that used cars would sell for 


| less than they do today if used-car 


purchasers had to rely on car- 


| dealer service. 


“There can be little doubt that 
the automotive jobbers of Amer- 
ica have contributed much to 
make used cars more valuable, 
and by so doing have also made 
possible the sales of many more 
new cars. Also by increasing the 
new-car sales potential, the job- 
bers have added to the profits 
enjoyed by both car manufactur- 
ers and their dealers. 

“In addition the automotive job- 
bers of America offer car dealers 
many other services which help 
make the new-car dealer’s opera- 
tion more profitable. 

“1. The jobber machine shop pro- 
vides services and skilled ‘know 
how’ which individual dealers 
could not afford, to help them 
make economical repairs particu- 
larly on the used cars dealers take 
in trade. 

“2. Jobbers are the source of 
labor-saving shop equipment, and 
in addition—and perhaps more im- 
portant—the specialized service 
needed on shop equipment which 
saves the dealers many hundreds 
of dollars and ‘down time,’ and 
transportation expense if the equip- 
ment had to be returned to the 
manufacturer for repairs. 

“3. Many jobbers furnish 
loaner equipment to dealers for 
use while his equipment is being 
repaired. 

“4. Jobbers are a quick and eco- 
nomical source of literally hun- 
dreds of supply items necessary to 
run a dealership service depart- 
ment. Today this portion of the job- 
ber business may run as high as 
35 to 40 percent. 

“5. Jobbers provide pick up serv- 
ice on functional car parts for car 
dealers when they are out of stock 
due to factory shortages, factory 


back orders, and shipping delays. 


This helps build customer good will | 


for dealers. 

“6. Jobbers give fast and effi- 
cient counter and delivery service 
and maximum discounts on the 
parts and dealer needs to repair 
his used cars. 

“7. Last, but not least, jobbers 


provide employment for thousands | 


of people who buy cars, parts and 
service.” 


Rank Building Completed 


Rank & Son, Inc. (Dodge- 
Plymouth) announced completion 
of construction of a $175,000 build- 
ing at 3966 N. Fratney St., Mil- 
waukee. It will house body-repair, 
paint and used-car reconditioning 
operations. 
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HEADS AS WELL AS HEARTS get primary atten- 
tion from The Inquirer’s editors. News is pub- 
lished in a distinctive manner . . . so that readers 
can understand the meaning of important 
events. Maps, definitions, profiles present the 
background of significant stories . . . point out 


how and why as well as where and when. 
For The Inquirer’s avowed purpose is to 
aid, inform and entertain its readers. Out of 
this avowal has grown a firm loyalty to this 
understanding newspaper and this loyalty is 
transferred to advertisers in The Inquirer. 


The Philadelphia Prguirer 


Constructively Serving Delaware Valley, U. S. A. 


NEW YORK CHICAGO DETROIT 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH RICHARD I. KRUG 
342 Madison Ave. 
Murray Hill 2-5838 Andover 3-6270 


20 N. Wacker Drive 


Penobscot Bldg. 
Woodward 5-7260 


SAN FRANCISCO LOS ANGELES 


FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 


155 Montgomery St. 8460 Wilshire Boulevard 
Garfield 1-7946 Dunkirk 5-3557 


\ camonm \,. 
covert’ \ 


NEW SERSEX 
_ y atiante 
coumry 


Delaware Valley, U.S.A. —14 
county Retail Trading Area... 
home of 5,200,000 people... 
Philadelphia is the hub. 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





Complex Autos Cutting Gas Station’s Service Role? 


MAJOR source of routine maintenance for most U. S. 
cars—the corner gas station—is slowly. being eliminated 
from that field by the auto engineers and designers. 
This is the message which W. Richard Worthley, an inde- 
pendent Sun Oil Co. dealer in Birmingham, Mich., delivered 


. © ee aca ms 
at a recent meeting of the | services to the simpler and more 


American Petroleum Ins ti- | routine types of repair. 
tute. “I believe, however, that the 
Worthley asserted, “A little while | job in the service station is more 
ago I heard a new-car dealer talk- 
ing about his problems in servicing 
the cars he sells. I was impressed 
by the difficulty of the job he faces. | 
After hearing him, I realized that 
the service station today limits its 





not just one make of car, but all 
cars. This creates problems with 
the inventory of special products 
or service items and specialized 
tools. It also means that the 
manpower at today’s service 





~»+, national distribution 


of Globe Spinning Power batteries 
by STUDEBAKER-PACKARD 





.«.for your 
Maximum Opportunity for 
Sales and Turnover with the 
M.0O.S.T. system! 


With just a 4-size M.O.S.T. battery inventory, you service any car on 
the road. GRIP-RIDGE design, SURE-GRIP Hold-Downs and 

SURELOK CHANNEL fit a M.O.S.T. battery rigidly into any size 
battery carrier, While dynamic styling and vivid colors give 
you tremendous up-front EYE-AND-BUY appeal display — 
help you sell up to the highest profit level! 


It’s the big TBA news of ’58! Studebaker- 
Packard’s Parts & Accessory Division now sells 
and distributes famous Globe Spinning Power 
batteries — nation-wide — from 22 strategically 
located Zone Parts Depots! 

Distributors, key dealers and dealers are still 
being appointed. You can be among the first in 


STUDEBAKER-PACKARD, P&A 
Spinning Power Battery Division, Plant 8, South Bend, Indiana 
Gentlemen: | am interested in becoming a 
(CD Distributor (C Key Dealer C) Dealer 
for Spinning Power batteries using the M.O.S.T. system. 
Please send complete details at once, without obligation. 


complicated, because we handle 
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station requires more extensive 
training than ever before.” 


Declaring that the trend in the 
design of cars is making gas sta- 
tion servicing more difficult, he 
said that simple services such as 
replacing spark plugs are becom- 
ing harder and that items that 
should be serviced regularly are 
virtually impossible to reach—let 
alone service. 

= * * 
H® SAID that although everyone 
agrees that oil-filter cartridges 
must be replaced regularly, this 
operation sometimes requires 20 
minutes and even then it’s difficult 
to do properly. 

“There is a great risk of crimp- 
ing or damaging the gasket with 
| @ consequent loss of all the oil,” he 
said. “Engines have been ruined in 
this way. Now you can say that if 
the workman had been more care- 
ful it would not have happened; 
but I say that if the filter had been 
more accessible there would have 
| been much less possibility of its 
| happening. 
| “Not too long ago, you could 
get new spark plugs installed 
free at any service station. The 
dealer was satisfied with the $3 
| or so profit that he made on a 
| set of plugs. Today the job has 
become so difficult in many cars 
that the dealer must charge for 





GLOGE 
— 





| 


your area to sell the Globe Spinning Power bat- 


tery with the unique M.O.S.T. 


dry-charged unit package (everything compact- 
ly cartoned together for easiest, swiftest activa- 


tion with factory-fresh power) 


For the MOST in new battery sales and profits, 
fill and mail the coupon below — today. 








oS Rw 


S°ur-seconp svantie® 













MAIL THE COUPON 


and reap the profits 
(the sooner the bigger!) 


GLOBE-UNION Inc. 


Milwaukee 1, Wisconsin 


problem. I don’t know how many 
twists and turns are located in the 


fill-pipes but great care must be 
exerted if the salesman is not to 
spill gasoline all over the custom- 


er’s fender, With the increasing use 
of automatic nozzles, this is becom- 
ing even more important. 

“A straight fill-pipe, leading to a 
well vented gas tank and located 
in a convenient, easily found spot, 
would be most welcome. It would 
allow faster filling; it would eclim- 
inate the need for a quick wash 
down or rinse to handle spillege, 
and it would enable the service 
station to give the customer the 
quick service he wants.” 

Calling the recently introduced 
air-suspension systems an exam- 
ple of poor coordination, Worth- 
ley said many service station lifts 
were not capable of handling the 





Torsion-Bar Steering— 


The new Lincoln and Continental steer- 
ing gear employs a torsion bar to provide 
@ more natural feel in steering. 

. 


the time spent in installing them. 
For example, one factory allows 
1% hours to install eight spark 
plugs in one of its models.” 
Worthley said that a less critical, | 
but more annoying, problem is that | . a 
of locating the gas fill-pipe. This | — when they first came out. 
can be accomplished without delay| “Eventually,” he asserted, “the 
by an experienced station attend- | manufacturers of these lifts made 
|ant, he said, but an inexperienced | #dapters available—at $50 or so a 
man will have to search behind the | 8¢t—-which have made it possible 
license plate, inside tail lights on for service stations to handle the 
both sides, in the fenders and|"ew cars. I am not objecting to 
| around the rear fender. having to buy adapters this year, 
* * but what assurance will I have 


| ‘New Adapters Next Year?’ that I won't need a different set 


next year? 
ee the fill-pipe is only 4 


rs : “In addition, I would like to 
half the battle,” he continued. question the apparent lack of co- 


ordination between the car manu- 
facturers and the lift manufactur- 
ers which brought about the delay 
in the availability of these adapt- 
ers. A few dealers had to find out 
the hard way that they were not 
equipped to lift these particular 
models. This was expensive for the 
dealers and certainly left a bad 
| taste in the mouth of the cus- 
tomer.” 





° * > 


ORTHLEY said he would like 

to see the manufacturers tac- 
kle the problems with the same 
speed and ability with which they 
handled similar problems in the 
automatic transmission field. 


He commended the makers and 
the petroleum industry for cooper- 
ating by providing easily accessible 
transmission fill-pipes and drains 
and for permitting the use of one 
special fluid that is suitable for all 
automatic transmissions. 


Then he asked, “Is it not pos- 
sible for an industry, which can 
build five or six million cars a 
year, to agree on a few basic 
sizes and shapes of such things 
as oil-filter cartridges and bat- 
teries? A little cooperation along 
these lines would be beneficial to 
the customer as well as helpful 
to the service station operator. 
“With a smaller inventory to 

maintain, the service station oper- 
| ator would be much more likely to 
| have the product that the customer 
needs at any time. Stock would 
|turn over faster and the customer 
would be more certain of receiving 
factory-fresh merchandise in top 
condition.” 

Worthley said the car manufac- 
turers would be assuring car buy- 
ers that necessary servicing would 
be performed, just as they did 
when the batteries were moved 
from under the front seat to under 
the hood. 

Addressing the car makers, he 
concluded, “Whether you like it or 
not, your good reputation is at the 
mercy of the service station dealer. 
If you make his job difficult, your 
customer will suffer.” 

* * ” 


Torsion-Bar Steering 

NE of the new and largely un- 

publicized features of the 1958 
Lincoln and Continental is a 
power-assisted steering gear which 
uses a torsion bar to provide @ 
more natural feel for all driving 
conditions. 

The torsion bar reduces the valve 
centering load to zero as compared 
with high preloaded springs and 
reaction pressures used in previous 
systems, 

With the gear’s torsion-rod ac- 
tion, there is a smoother transi- 
tion from no power to full power 
assist. Also, road shock and vi- 
bration are reduced and assist- 
ance in recovery of the front 
wheels after a turn is improved. 

In straight-ahead driving, pull on 
the wheel is reduced from three 
pounds to one pound. 

The new Lincoln and Continental 
steering gear also has a hydrau- 
lically balanced design valve which 
is mechanically centered, making 
possible a system with equal efforts 
in either direction. 


features and the 


“To fill it in a hurry is another | 











Only Rambler Dealers Sell 


A Whole “Wardrobe” of Cars 
...for kvery Budget... Kvery F amily! 


No wonder Rambler is the hottest franchise in the industry! For Rambler dealers sell 5 different series... 
21 different models. . . and a wide variety of profitable optional equipment and accessories. A whole great 
family of compact cars... easiest to drive, park and garage... easy on the budget. There’s a car for 
every family, every pocketbook in the complete Rambler line. 


RAMBLER SIX 108-INCH 
WHEELBASE 


Has more of what today’s new car buyer 
wants—record economy .. . less than a 
penny a mile for regular gasoline . . . 
official NASCAR records . . . with over- 
drive. Room inside for six big 6-footers. 
Six different models from which to choose 
—hardtop, sedans and station wagons. 


AS LITTLE AS 


$10°3 


A WEEK* 


RAMBLER AMERICAN 
100-INCH WHEELBASE RAMBLER REBEL V-8 108-INCH WHEELBASE 


The only American-built car in the rapidly expanding AS LITTLE AS , : , 
small car field. A family sedan . . . seats > adults in com- Here's Rambler's world-famous parking and handling 
fot. A RAMBLER AMERICAN with overdrive set a S. 26 ease, plus smooth, high \-8 audieunnme and top V-8 
new NASCAR economy record . . . 35.39 m.p.g.— Los economy. The Rambler Rebel \-8 is available mo 
Angeles to Miami. Smart, thrifty, highly maneuverable. distinctive models -including Hardtop Sedans, Station 
The only small car offering fully automatic transmission. A WEEK* Wagons (above), 4-Door Sedans. 

Two-door sedan—deluxe and super models. 


AMBASSADOR V-8 BY RAMBLER IMPORTED METROPOLITAN “1500” Tie famous small car 
117-INCH WHEELBASE 85-INCH WHEELBASE made in England . . . but 


with parts and service 
available at Rambler 
a dealers throughout the 
Ss 7 e » “et . . 
I U.S.A. Available in hard- 
so close to the lowest. = : » 

; , top or convertible. Pro- 
Custom 4-door Hard- : . gs 
peg ein ar ay sheet = vides the finest in highly 

8s ec s s ¥ . . 
= : economical, personal 
one of 6 luxurious : 
transportation. 

Ambassador models, 
including 4-door hard- 
top station wagon. 


AS LITTLE AS 270 H.P. engine. AS LITTLE AS 


40 **Payments based on Suggested East Coast Port of 95 
Entry price, equipped with radio and Weather 
*Payments quoted are based on full suggested factory delivered prices, of Eye Heater, including finance charges at 6% 
on a 36-month contract, 1/3 down. Does not 


lowest priced models, equipped with Directional Signals, Reclining Seats 
include insurance or state and local taxes 
A WEEK** 


and Whitewall Tires—including finance charges at 6% on a 36-month 
MAIL THIS COUPON TODAY! 


A WEEK* contract, 1/3 down. They do not include insurance or state and local taxes. 
Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 
Gentlemen: Will you please provide me with more complete information 


about the Rambler franchise. | understand that | am under no obligation 
and my inquiry will be held in the strictest confidence. 


We have the Product for the 
| Expanding Compact Car Market... 
YOU Have the Opportunity! 





NAME 


IT tices ener 


Rambier Franchises Also Available In Canada and Important export markets. ee ee 


In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto 
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Bulletin Board 





Catalog Directory 
An annotated directory of techni- 
cal catalogs on solderless terminals 
and application tooling—20 pages, 
free. AMP, Inc., Harrisburg 30, Pa. 


* * * 


Rust Preventive Chart 


A chart listing military specifi- 
cations for rust preventives and 
conforming Nox-Rust products— 
free. Daubert Chemical Co., 333 N. 
Michigan, Chicago 1, Ill. 

* + * 


Hot-Rod Guide 
“How to Build Hot Rods,” a book 
covering every phase of hot-rod 
activity—144 pages, $2. Arco Pub- 
lishing Co., 480 Lexington Ave., New 
York 17, N. ¥. 


* 


Gnragent een 


“How to Specify Corrugated 
Boxes,” a booklet illustrating and 
discussing conventional types of 
corrugated board and corrugated 
boxes—36 pages, free. Hinde & 
Dauch, Sandusky, O. 

> oo > 


Tubeless Tire Valves 
Illustrated catalog sheet, describ- 
ing two new Valve-Pak assortments | 
of tubeless tire valves for all cars 
—free. Dill Mfg. Co., 700 E. Eighty-| 
second St., Cleveland 3, O. 
> * > 





Pavement Preservative 
Uses of Jennite J-16, heavy-duty 
coating for protecting asphalt, 
concrete, and metal—Bulletin LL- 
4874, free. Maintenance, Inc., 
Wooster, O. 
> 


Vibration Systems 
Description of complex-motion 
and sine-wave vibration-generating 
systems—Bulletin C-10 Series, eight | 
pages, free. MB Mfg. Co., PO Box 
1825, New Haven, Conn. 
> > > 


Accessories Catalog 


Automotive accessories catalog— 
free. Sutone Corp., 3001 E. Twelfth 
St., Los Angeles 23, Calif. 

> > > 


Pratt Car Lot Aids 


Car-lot decorations are described 
in a new catalog just published by 
Pratt Poster Co., Printcraft Bidg., 
Indianapolis 4, Ind. The 12-page| 
catalog covers pennants, propellers, 
banners, posters, letter-banners, 
vertical pole displays, mobile dis- 
plays, window display letters and 


plastic spinners. 
> * > 


Facts About Fram 


Three catalogs are available free | 
from Fram | SP Providence 16, 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
© Step Up Seles Volume! 
@ Pion on Steady Business! 





OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cers Are Leceted 
ln Your Aree 
CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6858 Cottege Greve Ave. 
Chicege 37, Illinois 


Netionwide Automotive Leesing 
Service 





RI. They are: “General Products 

Catalog”—16 pages; “Air Filter 

Catalog”’—36 pages, and “Filter 

Specifications Catalog”—76 pages. 
* + > 


Marking Machines 


Information on machines for 
marking items ranging from tran- 
sistors and TV tubes to instrument 
scales and spaghetti tubing—eight 
pages, free. Markem Machine Co., 
Keene 43, N. H 

2.» = . 


Panel Fastener 


Two technical bulletins contain- 
ing complete engineering specifica- 
tions and qualification test data for 
Waldes QAF' stressed panel fas- 
teners — free. Waldes Kohinoor, 
Inc., 47-16 Austel Place, Long 
Island City 1, N. Y. 

* > 


Storage Lockers 
A catalog describing its new line 
of steel storage lockers — eight 
pages, free. Penco Metal Products 








Division, Alan Wood Steel Co., 200 
Brower Ave., Oaks, Pa. 
* * + 


Hanson Testing Devices 
Information on basic automotive 
testing equipment—free. Harvey E. 
Hanson Co., Lake Blvd. at Com- 
mercial St., Paw Paw, Mich. 
* of * 


Passenger-Tire Care 


“Passenger Car Tires—Care and 
Service” — free. Rubber Manufac- 
turers Assn., Inc., 444 Madison 
Ave., New York 22, N. Y. 

- * + 


Water Demineralization 


Revised bulletin, WC-111A, on 
demineralization — free. Graver 
Water Conditioning Co. 216 W. 
Fourteenth St., New York 11, N. Y. 

- = + 


Welding-Torch Chart 


Illustrated two-color chart des- 
cribing the new No. 43 welding 


torch and operation—free. Harris|° 


Calorific Co., 5501 Cass Ave., Cleve- 
land, O. 


AEA Catalog for 1958 


AEA Electrical and Fuel Systems 
catalog for 1958—free. Automotive 
Electric Assn., 16223 Meyers, De- 
troit 35, Mich. 





Salesman Builds Car Fleet— 


Pontiac salesman and model car hobbyist, Richard Choler, examines a new addition 
to his collection—a 1957 Pontiac convertible. Choler, a member of Higgins Pontiac, 
Elkhart, Ind., and former president of Pontiac Chicago Zone Master Salesmen's Guild, 
has built some 700 models which date from 1877 to the present. Choler houses the 
huge fleet in his basement. 


qe Ue 


An “Automatic! | 
America a new}! 


Chevrolet —Dodge — Ford —GMC now offer 


the Allison Fully Automatic Truck Transmission 


@ A Rocky Mountain trucker cuts engine maintenance 50% 
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Highways and Safety bes 


‘Adults Draw Blame 


For Reckless Teens 


A leading accident prevention 
specialist believes that the “confus- 
ing melange of eager generosity, 
fierce protectiveness, criminal ex- 
ample and unreasonable expecta- 
tions’ which American parents 
have imposed upon young drivers 
“cannot help but result in the trag- 
edy of youth at the wheel which 
this country is now enduring.” 

Speaking before some 2,000 mem- 
bers of the Western Safety Con- 
gress, Dr. Marlan d K. Strasser, 
accident prevention specialist for 
the Assn. of Casualty and Surety 
Companies, discussed the subject, 
“Are We Unfair to Young Drivers?” 

His answer did not absolve the 
young drivers of total blame, but 
he cracked his whip at his fellow 
safety experts for a too comfort- 
able acceptance of the “status 
quo” and really lashed out at all 


| concern too casual, fortitude too 
frail” when it comes to control- 
ling “kids in automobiles.” 

To his safety expert colleagues, 
Dr. Strasser said, “It would no 
doubt be popular for me to answer 
the title question with a resounding 
‘NO. We could superficially claim 
to be fair to young drivers because 
we are less unfair now than we 
were a generation ago. 

“Then we could all feel a glow 
of satisfaction in knowing that this 
was a virtually insurmountable 
problem and that we were doing 
| just about as well as could be ex- 
| pected in view of the adverse cir- 
| cumstances. 
| “Of course we would continue to 
| kill 12,000 young people and injure 
|@ half million at an economic loss 
of one and a half billion dollars 
‘annually. The automobile would 
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continue to be a vital accessory to 
80 percent of the juvenile crime 
and delinquency in the country. 

“But can we really maintain a 
calm detachment when speaking of 
a problem so important to the well- 
being of your children and mine. I 
think not and suggest that we get 
down to specifics.” 

+ + * 


Clifton Olds Gives Car 
Dick Clifton Oldsmobile, Wil- 
mington, O., has turned over a new 
car to Klingman School to be used 
in the school’s driver-training pro- 
gram. 


Hike Road Aid, 
Congress Urged 


Congressional action to authorize 
$11 billion more in Federal aid to 
complete construction of the 41,000- 
mile interstate system within 11 
years has been recommended by 
the American Road Builders’ Assn. 


The recommendations were made 
to the Senate subcommittee on 
roads by the association’s execu- 
tive vice-president, Louis W. 
Prentiss. 

The association asked that the 





Brain’ brings 


kind of Iruck 


o wonder truckers call the Allison 





“pay-as-you go” philosophy be 
scrapped, that certain tax levies on 
highway users be extended beyond 
1972, that revenue bonds be issued 
as needed to finance the program 
on schedule, that diversions from 
the Highway Trust Fund be stopped 
and that Congress consider chan- 
neling the receipts from all motor 
vehicle taxes from the general 
fund to the trust fund. 


Auto Club in Ohio Drops 
Driver-Training Program 


The Crawford County Automobile 
Club in Bucyrus, O., has dropped 


|its driver-training program. 


The move was made because of 
new regulations and licensing costs 
imposed on such programs by the 
state legislature, the club said. 

* + 


Driver Training 
Is Inadequate, 


Critic Charges 


Too many high school driver edu- 
cation courses are failing to lay 
proper groundwork for a lifetime 
of driving, according to a spokes- 





Fully Automatic Truck Transmission 
“the most important development in 
30 years for faster, safer, lower-cost 


19? 


trucking! 


No wonder four leading truck makers 
have engineered the Allison Automatic 
transmission into their newest medium 
and heavy-duty trucks. 


The Allison Automatic can pay for itself 
in a year — pay for itself 5 to 10 times 
over during the life of your truck. It actu- 
ally gives you a new kind of truck. 


It’s more than a truck transmission 
—it’s an ‘‘Automatic Brain”’ 

On busy delivery routes, or over the open 
road, the driver simply selects the range. 
Then, the Allison ‘Automatic Brain” 
takes over. 

It begins by multiplying engine torque 15 
times. Out of mud and mire, up the steep- 
est grade, the power to move the load is 
there—instantly! 


It automatically senses the precise gear 
for any situation. Shifting is automatic— 
exact—every time. 


Your engine can’t lug or race. The Allison 
Automatic is virtually abuse-proof. It pro- 
tects drive lines from shock loads— protects 
you from repair bills. 


Its built-in Hydraulic Retarder saves you 
more than 50% on brake maintenance. 


The Allison Automatic is the first auto- 
matic transmission specially designed to 
make full use of today’s modern, high- 
torque engines—the only fully automatic 
transmission specially designed for medi- 
um and heavy-duty trucks. 


It was born out of more than 10 years of 
service in the heaviest military and off- 
highway vehicles. 


The Allison Fully Automatic Truck Trans- 
mission can repay its modest cost many 
times over in your trucking operation. See 


your dealer in Chevrolet, Dodge, Ford, 
and GMC. Or write: 


ALLISON DIVISION OF GENERAL MOTORS, indianapolis 6, indiana 


UWthistOns 
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man for the Assn. of Casualty and 
Surety Companies. 


After a decade of evaluating 
driver education programs in the 
nation, the association said its 
evaluation procedure is being 
sharply revised to place more em- 
phasis on the quality of instruction 
given than on the number of 
schools and students participating. 

Thomas N. Boate, manager of the 
association’s accident prevention 
department, said that the annual 
national high school driver educa- 
tion award program, established 10 
years ago, has been successful in 
stimulating the expansion of driver 
education courses throughout the 
nation. 

However, the movement has shot 
up faster than adequate instruction 
could be provided, he said. As a 
result, a great number of courses 
are being conducted so as to impart 
only that skill and knowledge nec- 
essary to enable beginning drivers 
to pass a state driver’s license ex- 
amination. It is more important, he 
said, that proper driving attitudes 
be implanted in young drivers, 

* * * 


Compulsory Education 
Lt. Gov. Robert T. Stafford has 
called for a law that would require 
a person to complete a driver-edu- 
cation course in order to be gradu- 
ated from a Vermont high school. 
- * ” 


Traffic Engineer 
Called Necessity 
In Large Cities 


“The growth of a city depends 
upon how its traffic problems are 
met, and if a city does not solve 
these problems it will stagnate, ac- 
|cording to Matthew C. Sielski, 
| safety and traffic engineering di- 
rector, Chicago Motor Club. 

Addressing the 10th annual 
Traffic Engineering Conference at 
| the University of Illinois, Sielski 
| said the traffic problem has three 
parts—accidents, congestion and 
| parking. 

“It is no longer a question of 
whether a city can afford traffic 
|}engineering but, rather, can it 
afford not to have traffic engineer- 
| ing service,” he said. 
| “Congestion robs many cities of 
countless amounts of money each 
| year. From the simple retiming of 
ja signal to proper channelization 
}and one-way streets, traffic engi- 
|meers can do much to speed up 
| traffic and minimize delays.” 

The engineer’s services far out- 
weigh his salary, Sielski said. He 
called for more training in traffic 
engineering and said the Chicago 
| Motor Club and the State are giv- 
| ing assistance to small cities which 
are unable to employ a full-time 
| traffic engineer. 
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YOUR CUSTOMERS CAN TELL THE 


DIFFERENCE 


... when they change to WoLF’s 
Heap. And it’s an important dif- 
ference to them. It’s an important 
difference to you, too, because 
satisfied customers keep coming 
back for more. 


















Be sure to stock, display and 
sell Wo.r’s Heap, the Oil with 
Nature’s Miracle Molecule—100% 
Pure Pennsylvania. It’s the supe- 
rior premium quality motor oil 
that makes the difference. 

@ Lower oil consumption 

@ Smoother engine perform- 

ance 
© Satisfied customers 


©@ Greater profits 


WOLF'S HEAD OJL REFINING 
Oil CITY, PA 





BULLETIN! 


During the past three years the number of imported cars sold 
has doubled the previous year, and 1958 has every indication 


that it too will double 1957. 

The trend toward low priced, economical-to-operate cars is 
on the upswing . . . Americans are watching the dollar and 
everyone in the automobile business knows that the public is 
becoming increasingly price conscious. Therefore, we think that 
the trend toward foreign cars during 1958 will be definitely on 
the up regordiess of what the trend may be with domestic cars. 


The GOLIATH motor car is built by one of Germany’s biggest automotive manufacturers, the Borgward-Werk of Bremen, Ger- 





many. The GOLIATH has been in mass production for 7 years. It has a powerful proven 4-cylinder opposed airplane type engine { 
...Slung under front spring... front wheel drive and 4-wheel brakes ...the car gets in excess of 32 miles to the gallon... its 


weight is 2000 Ibs. . . . its inside dimensions are 5” wider and 7” longer than the other popular German car. ( 


THE GOLIATH SALES CORPORATION AT THE END OF TWO YEARS OF OPERATION IN 3 WESTERN STATES HAS COME TO 
CERTAIN VERY DEFINITE CONCLUSIONS ABOUT THE ECONOMICS OF THE ENTIRE AUTOMOTIVE DISTRIBUTION SYSTEM 
IN THE U.S. FOR BOTH DOMESTIC AND FOREIGN CARS. 


@ We believe that in automotive distribution there are too many Chiefs and nut enough Indians . . . frankly, we're 


interested in Indians. 


@ We believe the average dealer hates to be loaded up with a lot of “extras.” He, like a lot of customers these days, 


at least wants to start with a “stripped-down deal’. . . he wants to be sure. 


@ We believe the whole idea of demonstration should be revised and updated, not only with the customer but also 
with new prospective dealers... how can a man tell if he wants to be a dealer until he’s tried the deal or had a 


few of the cars in his showroom and had the chance to find out how easy or difficult it is to sell them? 





BEGINNING MARCH I5TH, THE GOLIATH SALES CORPORATION IS PUTTING INTO EFFECT A NEW PLAN THAT WILL DO 
SOMETHING ABOUT THE 3 POINTS LISTED ABOVE. IT’S TO BE CALLED THE “GOLIATH 30-DAY Ist STAGE DEALERSHIP.” 
THE PLAN WILL OPERATE AS FOLLOWS: 


tad FIRST, GOLIATH WILL DEAL DIRECT WITH THE DEALER... 
Goliath Sales Corporation will deal directly with the dealers who go in on the plan. There will be 3 warehouses 
and service departments in the U.S. One is now in Burlingame, California; a second and third are being estab- 
lished in Baltimore and Chicago. 


MINIMUM NUMBER OF CARS... 


The dealers who try this plan can begin with the purchase of a minimum number of cars depending on the size 
of the city where the dealer is located. 





30 DAY “ist STAGE DEALERSHIP”... 


At the end of 30-days, the dealer can then decide if he wants a permanent dealership. At that date arrangements 
will be made for signs, parts, manuals, etc. All of these accoutrements will be on a minimum stripped-down, 
special package basis. 






















OFFERS A STARTLING NEW IDEA IN 
'| WITH" 30-DAY Ist STAGE DEALERSHIP” 


The GOLIATH prices start at $1995.00, port of entry. The profit 
to the dealer is big, very big, because of the fact that the middle- 
man has been eliminated. You, the prospective dealer, will be 
dealing directly with GOLIATH. The first cars sold will return 
a net profit per unit to the dealer like the good old days. 


ta 


There are 6 models in the GOLIATH line and 4 are pictured in 





this ad. They include a new De Luxe Sports Coupe called “The 
‘ “THE TIGER” 
Tiger ...a 2-door De Luxe Sedan. ..a Station Wagon and the 


Panel Truck...and in addition GOLIATH has a full line of 


See 


It you are an aggressive dealer and have been thinking about 


trucks and busses. 


adding an imported car fo your line, write, wire, phone or 
sign the attached coupon and you can be selling one of 


Germany's most exciting motor cars before spring. 





THE SEDAN 





Ll Ps NEY 


4 


THE STATION WAGON 











GOLIATH SALES CORPORATION 


1047 BROADWAY AVENUE, BURLINGAME, CALIFORNIA 








a. 


NAME OF CO. 








THE EXPRESS PANEL MODEL 


ACT TODAY ee | 






ADDRESS 
















AM DEFINITELY INTERESTED IN A GOLIATH DEALERSHIP 
AS OUTLINED IN THIS ADVERTISEMENT. 
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News to Note... 


Motors, Inc., 2001 Main St., Brock- 
ton, Mass. has been appointed 


scooters, it is announced by In- 
nocenti Corp., U. S. distributor. 
Skyview will offer the complete 
Lambretta line, including a new 
175-cc 9 h. p. model and a new 
three-wheel commercial vehicle to 
be introduced shortly. Sanford J. 
Mirling is sales manager of Sky- 
| view, which also is exclusive New 
England distributor for Borgward 
| cars. 
= o + 


Minnesota Rubber & Gasket 


Shortens Name; Shifts Units 

Security Motors Signs with S-P— | MINNEAPOLIS.—Minnesota 
Owners of Security Motors (Studebaker-Packard and Mercedes-Benz), San Diego,| Rubber and Gasket Co. has changed 
sign a S-P sales agreement as R. P. McGraw, left, S-P district sales manager, watches.| its corporate name to Minnesota 
At center is Ashton Garrett and Joseph Crownover is at right. Rubber Co. and has realigned its 
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Your $y," taillights!! 
Your @gly* headlights!! 


Before this happens to you... 


LOOK AT TOUR HEADLAMPS & the depts! | 
~ te be et b 


fev edvawd reGretweas, of 


CHECK FOR SYUPNEO OUT E848 LiO~TS: 


U 


Progress 's Our Most /mportent Protx t 


GENERAL @@ ELECTRIC | 


MAKE SURE TOUR HEADLAMPS 286 PROPERLY 
AIRED! 1 Pamper comms a be aA 





1958 


Auto World in Brief 


BROCKTON, Mass.—Skyview!| five subsidiaries, according to 





Robert W. Carlson, president, 
Minnesota Silicone Rubber Co. 


New England subdistributor of} now is Silicone Rubber division; 
Italian-made Lambretta motor| Minnesota Latex Rubber Co. is 


| Plastics and Latex division; Min- 
|nesota Rainbow Rubber Co. is 
Rainbow Rubber division; A. P. D. 
Co. is the Research and Develop- 
|ment division, and Master Tool, 
|Inc., is the Tool and Die division. 
- * * 
| 


|Dana’s Parts Division 


|Moves into New Quarters 

TOLEDO. — Dana Corp.’s parts 
division has moved into a new 
office and warehouse building at 
| 253 Wagonner Blvd. on land adja- 
cent to the company’s general 
offices and Toledo manufacturing 
plant. 

J. E. Martin, president, said the 
parts division will operate as a 





‘self-contained division within the 


corporation. Neil Moore will con- 
tinue as division general manager, 
a & od 


Indianapolis Yearbook 


Published by Clymer 


LOS ANGELES.—The Indian- 
apolis Yearbook covering the 1957 
race has been published by Floyd 
Clymer Publications, 1208 S. Alva- 
rado St., Los Angeles 6, Calif. 
Price is $2 for the regular edi- 
tion and $4 for the hard-bound 
edition. A special section covers 
the Monza 500 Mile Race in Italy. 


Michigan Kills Bill Banning 


Price Fixing by Wholesalers 


LANSING.—An antimonopoly bill 
designed to outlaw price fixing by 
wholesaler groups has been de- 
feated in the Michigan Senate. 

Food and gasoline distributors 
were called major targets of the 
bill, which required that discounts, 
services and other benefits be 
offered on an equal basis to all 


retailers. 
> * + 


Ohio Turnpike Group 


May Rent Patrol Cars 


COLUMBUS, O.—The Ohio Turn- 
pike Commission may rent 42 cars 


-|for the State Highway Patrol to 


In 1958 . . . G-E Ads like these will help sell more headlamps 
in pairs... more rear lights and aiming jobs, too! 


The reader is asked to look at his own headlamps in daylight for darkened 
reflectors, blackened bulbs and moisture droplets inside the lens. He will be 
told; how to see better by having a pair of new G-E @e-Zketie Headlamps 


installed .. . and properly aimed. 


G- QU-Moelin Headlamps 


In addition, the reader will be told; how to be seen by replacing burned S$ 
out rear lights with General Electric Automotive Bulbs. 

Take advantage of G.E.’s big 1958 advertising program . . 
watch for deteriorated or burned out head- 
lamps and rear lights . . . and sell aiming jobs, 
too. Order an ample supply of G-E Ze-Ziatte 
Headlamps and get G-E small bulbs in the new 
Space-Saver Packs. General Electric Company, 
Sinletuns Lamp Department AN-48, Nela Park, 
Cleveland 12, Ohio. 


. be sure you 


a 





ALL HEADLAMPS ARE NOT ALIKE! 


have 3 important features 


-E Aim-Right Gizmoes 


are molded in the lens. They 
hug the surface... 
they're smooth. Aiming is 
easier and more accurate. 


and 


Shield is attached to a 


_ separate rod. It doesn’t touch 
the lead-in wires, providing 


more secure grip and 


greater positioning accuracy. 


Retaining rings always fit 


tightly. In G-E GQe-Zoykeiin 


Progress /s Our Most Important Product 


GENERAL @ ELECTRIC 





Headlamps the glass lens 
and reflector are fused to- 
gether, the thickness around 
the entire rim is uniform. 





use in policing the Ohio Turnpike. 

The commission explained that it 
previously has purchased the pa- 
trol cars. It asked bids on rental 
units to determine whether that 
procedure would be more eco- 


nomical. 
> = * 


Shatterproof Film Shows 
When to Replace Glass 


DETROIT.—Shatterproof Glass 
Corp. has announced the comple- 
tion of its second insurance film— 
“Reducing Windshield Worries.” 

The movie explains the new 
SHAT-R-PROOF “Windshield Re- 
placement Guide” and shows when 
and why glass replacement is neces- 
sary for the safety and satisfaction 
of policyholder and the insuring 
company, the firm said. 

- 7 > 


Firestone Outlets Receive 


First ‘Steelcord’ Tires 


AKRON. — Initial deliveries of 
this country’s first general pur- 
pose “Steelcord” truck tire have 
been made to Firestone dealers 
and stores throughout the coun- 
try. 

The tire is being shipped to 
retail sale outlets following its 
announcement in December. Fire- 
stone has been producing special- 
purpose Steelcord tires for several 
years. 

> * > 


World Bestos Appoints 


Distributor in Cleveland 


INDIANAPOLIS.—World Bestos 
has announced that Triangle Auto 
Parts, Cleveland, will distribute 
World Bestos brake lining, bonded 
shoe sets, brake blocks and indus- 
trial friction materials. 

Parts Warehouse Corp., the new 
World Bestos warehouse, will carry 
complete stocks of linings and 
blocks to service Triangle and 
other distributors in the area, the 


firm said. 
> > + 


3 Winners Announced 


In Fox Sales Contests 


PHILADELPHIA.—The 1957 
winners of three annual contests 
have been announced by W. J. 
Hamilton, automotive division 
sales manager of Fox Products 
Co., Philadelphia manufacturer of 
battery chargers and battery- 
servicing equipment, They are: 

Southern Sales Co., Jackson, 
Miss., for highest sales standing; 
Beecher Sales Co., Ardmore, Pa., 
highest sales volume, and H. P. 
Moran, Oakland, Calif., greatest 
sales improvement in 1957. 


U. of Mich. Again Offers 
Business Training Course 


ANN ARBOR, Mich.—Business- 
men from throughout the country 
will have an opportunity to come 
back to class at The University of 
Michigan during the fifth annual 
Executive Development Program of 
the U-M School of Business Ad- 
ministration June 22 to July 18, 
1958. 

Topics covered in this year’s 
program will include accounting, 
business conditions, financial ad- 

(Continued on Page 23, Col. 1) 
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News to Note... 


Auto World in Brief 


(Continued from Page 22) 


ministration, economics, human 
relations, and marketing manage- 
ment. 

Further details on registration 
may be obtained from Prof. C. N. 
Davisson, program director, at the 
U-M School of Business Adminis- 
tration, Ann Arbor. Deadline for 
applications is March 1. 

= * - 


Tropical Paint Celebrating 


75th Year in Business 


CLEVELAND. — Tropical Paint 
Co., a subsidiary of Parker Rust 
Proof Co., is celebrating its 75th 
year in business, 

Praising the company’s stable 
employment records, Robert W. 
Englehart, chairman of the Tropi- 
cal board and president of Parker 
Rust Proof, said: “Eighteen per- 
cent of our employes have been| 
with us for over 25 years. Two em- 
ployes have each given 50 years of 
service to Tropical.” 

= * = 


Plant in Cudahy, Wis., 


Acquired by Bostrom 


MILWAUKEE.— Bostrom Mfg. 
Co., maker of truck and tractor 
seating, has acquired an additional 
70,000 square feet of plant space | 
in Cudahy, Wis., and has moved its 
metalworking department there. 
More than 90 employes were trans- 
ferred. 

The Cudahy plant is a one-story 
building at 3326 E. Layton. It 
formerly was occupied by Solar 
Paint Co. 


7 > . 
Chevrolet to Construct 


Louisville Headquarters 


DETROIT.—Chevrolet an- 
nounced plans for construction of 
@ new zone office and warehouse 
building at Louisville to serve its 
operations in a tri-state area. 

Scheduled for completion late 
this year, the one-story structure 
will contain 79,000 square feet of 
floor space. It will serve as the 
Louisville zone office for Chevro- 
let and as a General Motors 
parts division warehouse for 317 
Chevrolet, Pontiac and Oldsmo- 
bile dealers in Kentucky, North- 
ern Tennessee and Southern 
Indiana. 





* * * 


Dealers Aid Youth Ranch 


TWIN FALLS, Id.—Seven Chev- 
rolet dealers, members of the 
Magic Valley Chevrolet Dealers 
Assn., have donated a 1958 Chev- 
rolet to the newly organized Idaho 
Ranch for Youth. They are Glen 
Jenkins Chevrolet, Twin Falls; | 
Curtis Chevrolet, Buhl; Leo Rice} 
Motor, Gooding; Rice Chevrolet, | 
Jerome; Ward Rawson Chevrolet, 
Shoshone; Neyman Chevrolet, 
Hailey, and Henzel Chevrolet, Ru- 
pert. 





Chevrolet Building Sold 


CINCINNATI.—The Chevrolet 
parts warehouse and office build- 
ing in Sharonville, about 10 miles 
north of Cincinnati, has been sold 
by GM to Ohio National Life In- 
surance Co, for approximately $1 
million. The property is under lease 
to Chevrolet. 


Swimming-Pool Maker 


Seeks Auto-Dealer Qutlets 


LOS ANGELES. — Swimming 
champion Johnny Weismuller, 
now a swimming-pool manufac- 
turer, is seeking to market his 
Pools through automobile dealers. 

He said a 12-by-27-foot pool 
can be installed for $1,795 with a 
$500 profit for the dealer, while 
the 20-by-40-foot version sells for 
$3,995 with a $1,400 profit. Infor- 
mation may be obtained by writ- 
ne ae Radford, Studio City, 

alif. 


e ” * 
Consigned Car Damaged; 
Owner Sues for $30,700 
KANSAS CITY.—Mr. and Mrs. 
Fred Stubbs have filed a $30,700 
Suit against Country Club Motor 


Co. The action involves a 1951 
Chevrolet which Stubbs, a former 








employe of the firm, consigned to 
the company resale. 

The suit alleges that the car was 
involved in an accident when 
driven without permission, that it 
was stripped of accessories and 
that it was damaged when a tree 
fell on it. In a countersuit, the 
company claims that Stubbs al- 
lowed a friend to drive a car off 
the lot. The firm denies that a tree 


fell on the car. 
* om * 


Taylor Installed as Head 


Of Dealers Shrine Club 


LOS ANGELES.—Frank A. 
Taylor, Los Angeles, has been in- 
stalled as president of the Auto- 
mobile Dealers Shrine Club of 
Southern California. He succeeds 
Jack Symes, Pasadena. 

Other newly installed officers in- 
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clude Clifford Murphy, vice- 
president; Clarence R. Walker, 
secretary-treasurer, and directors: 
Harry A, Biszantz, Albert F. Randal 
and Tom D. Williams. 

* + . 
Van Norman Industries 


Combines 2 Divisions 

MANCHESTER, N. H.—Insuline 
Corp. of America and Transistron, 
Inc., sister divisions of Van Nor- 
man Industries, Inc., have been in- 
tegrated into one unit called the 
electronics division. 

S. K. Lackoff has been appointed 
divisional president, 

* > * 


$10 Vehicle Tax Voted 


LUNENBURG, Va.—The Lunen- 
burg County Board of Supervisors 
has approved a motor-vehicle tax 
of $10 per vehicle. It is expected to 
raise $25,900 for school operations. 

> * + 


Australian Road Test 


Switched to Good Roads 


SYDNEY, Australia—Ampol 
marathon reliability trials in pre- 
vious years have taken contestants 
over some of the worst roads in 
the Commonwealth. Last year the 
torturous route covered 6,075 miles 








Neppes 


“Don’t be discouraged, son! 
When they say they don’t like 
anything about your car, that 
usually means they want to start 
talkin’ !” 





and 40 of the 85 starters either 
crashed or cracked up before the 
finish. 

For 1958, the organizers have 
planned a “good roads” reliability 
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trial, with a route that takes con- 
testants through 150 major towns 
and cities. The trial will be held 
May 18-June 1, starting and 
finishing here, It covers 7,000 miles. 


* * * 


Thieves Get $2,156 in Loot 


From California Dealership 


ARCADIA, Calif. — Thieves stole 
tires, wheels and tools valued at 
$2,156 from Bates Chevrolet. Seven 
sets of tires and wheels were taken 
from seven cars. A number of tool 
boxes, one weighing about 300 
pounds, also were stolen. The tools 
belonged to employes. 


* * * 


Rubatex Picks Distributor 


BEDFORD, Va. — The Rubatex 
division of Great American Indus- 
tries, Inc., has appointed Stockwell 
Rubber Co., 1117-21 Shackamaxon 
St., Philadelphia, as a distributor 
for its products in the Philadelphia 
area. 

* * * 


Lighting Standards 
ANN ARBOR.—A new table of 
lighting standards will be intro- 
duced at a conference on light and 
vision March 19-21, at the Univer- 
sity of Michigan. 
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OTTAWA STEEL DIVISION 


Young Spring & Wire Corp. 
Ottawa, Kansas 


ih 


the Ottawa BACKHOE 


WITH NEW IMPORTANT FEATURES! 


@ Digs 122 feet deep @ Has 190° continuous swing @ Turret-type seat pivots 
with boom @ Reverse-mounted cylinders place rods up safely from rocks and 
dirt @ Rod-fed cylinders do away with exposed hydraulic lines @ “Bite” has 
7,000 Ib. force at bucket edge @ Two levers (dual “One-Trols”) control all 


now mounts on the 
eA ame 





backhoe actions @ Ejector bucket automatically forces all wet sticky material 
from bucket @ Hydraulic laydown shifts backhoe up and over rear axle for 


clean roadside drainage ditches . 


perfect roadability @ Quick on-and-off frees truck for other work in minutes! 
WORK MANY JOBS — IN DIFFERENT AREAS — THE SAME DAY! 

The Ottawa Truck-Mounted Backhoe is designed to meet the need of public 
utilities, plumbers and contractors for a COMPLETELY MOBILE DIGGER! 
It’s an UNBEATABLE COMBINATION for 
MUSCLE! The powerful hydraulic system of the Ottawa “Big Muscle” Backhoe 
provides EXTRA POWER for fast, smooth, economical operation! 

MOBILITY! Use it anywhere, anytime . . 
locations during one day! The Ottawa WORKING UNIT is also the MOBILE 
UNIT ready to move anywhere with great roadability, ready for operation 
seconds after arrival at a new jobsite! 
VERSATILITY! Dig trenches and ditches faster . 
to truck . . . dig square graves that need no hand finishing . . . dig and 
maintain irrigation channels... 


. one job or several jobs at different 


. . load dirt direct from trench 


.. dig 


building footings and septic tanks . . . use as a boom to lay lightweight pipe 
... the Ottawa Backhoe is COMPLETELY MOBILE to your needs! 


BUY the Ottawa BACKHOE and the Chevrolet TRUCK! GET the BEST, BENEFITS of each . . . PLUS 


...+ the NEW, DYNAMIC ADVANTAGES of the COMBINATION TRUCK-BACKHOE! 
AVAILABLE ONLY AT YOUR CHEVROLET TRUCK DEALERS! 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Denver 

Denver dealers sold 1,240 new 
cars in February, a decrease of 387 
from February, 1957, when 1,627 
were sold. 

New-truck sales in February 
were 141, compared with 220 in the 
same month last year, a decrease 
of 79. 

In the first two months of 1958, 
new-car sales numbered 2,956, 
compared with 3,099 in the same 
period of 1957. In the new-truck 


field, 364 new units were sold in | 


the first two months of this year, 
compared with 345 in the 1957 


period. 
February new-car sales by makes 
were: Chevrolet, 373; Ford, 220; 


Plymouth, 112; Buick, 72; Oldsmo- 
bile, 71; Dodge, 58; Pontiac, 58; 
Rambler, 57; Cadillac, 37; Mercury, 
36; Volkswagen, 15; Renault, 14; 
Edsel, 11; Lincoln, 9; DeSoto, 8; 
Goliath, 7; Metropolitan, 6; English 
Ford, 6; Hillman, 6; MG, 6; Simca, 


6; Volvo, 5; Studebaker, 4; Impe-| 
rial, 3; Checker, 2; Hudson, 1, and} 


miscellaneous, 17. 

New-truck sales were: Chevrolet, 
47; Ford, 34; Dodge, 15; GMC, 13; 
International, 12; Volkswagen, 6; 
Studebaker, 2; White, 1, and mis- 


cellaneous, 10.—(Ira Alexander.) 
= > > 


Milwaukee 

A total of 2,430 new cars were 
sold in Milwaukee County in Feb- 
ruary, compared with 2,757 in Jan- 
uary. The month’s total was the 
lowest since January, 1956. 

By makes, sales were: Chevrolet, 
688; Ford, 527; Oldsmobile, 231; 
Rambler, 209; Pontiac, 138; Plym- 
outh, 124; Buick, 121; Cadillac, 76; 


Volkswagen, 66; Dodge, 58; Mer-| 


cury, 47; Chrysler, 30; DeSoto, 25; 
Edsel, 20; Lincoln, 20; Studebaker, 
8; Imperial, 7; Vauxhall, 5; Willys, 
5; Hillman, 3; Mercedes-Benz, 3; 
Triumph, 3; Volvo, 3; Metropolitan, 
1, and miscellaneous, 12.—(John E. 
Hubel.) 


> 
Akron 

Summit County (Akron), O., 
which has been running ahead of 
the national average 
registrations, felt the full impact of 
the slump in February. 

Sales fell to 1,102, a reduction of 
40 percent below February of last 
year. It was the lowest number of 
cars registered in the county in a 
single month in recent years. 

New-truck sales also dipped 
sharply to 122, compared with 166 
in the same month of 1957, a reduc- 
tion of 26.5 percent. 

Chevrolet held its lead in the 
Akron area, with a total of 674 reg- 
istrations up to March 1, compared 
with Ford’s 505. Plymouth had 321; 
Oldsmobile, 178; Pontiac, 147; 
Buick, 132; Dodge, 75; Mercury, 75; 
DeSoto, 61, and Cadillac and Chrys- 
ler, 57 each. 

Next came Rambler, 36; Volks- 
wagen, 31; Lincoln, 29, and Edsel, 
28.—(Joe Kuebler.) 


Salt Lake City 

A total of 904 new cars were reg- 
istered in Salt Lake County (Salt 
Lake City) during February, com- 
pared with 603 in January. 
. By makes, registrations were: 
Chevrolet, 233; Ford, 172; Buick, 
59; Plymouth, 58; Oldsmobile, 57; 
Cadillac, 35; Pontiac, 35; Rambler, 
35; Mercury, 33; Dodge, 30; DeSoto, 
19; Studebaker, 12; Chrysler, 10; 
Lincoln, 5; Imperial, 4; Edsel, 3; 
Packard, 2, and miscellaneous, 102. 

There were 99 imported cars in 
the miscellaneous classification. 
These units accounted for nearly 
11 percent of total sales. 

New-truck sales. totalled 129, 
compared with 107 a month earlier. 
By makes, they were: Chevrolet, 
41; Ford, 37; International, 14; 
GMC, 13; Dodge, 7; Studebaker, 2; 
Willys, 2; Reo, 1, and miscellane- 
ous, 12.—(W. F. Smiley) 

= 


* * 


Baltimore 

Dealers in Baltimore sold 1,502 
new cars during February, com- 
pared with 2,031 a month earlier. 
New-truck sales also were down, to 
153 from 194. 

By makes, new-car registrations 
were: Chevrolet, 475; Ford, 342; 
Plymouth, 151; Oldsmobile, 100; 


in new-car| 


| Buick, 77; Pontiac, 63; Dodge, 53; 
Chrysler, 39; Cadillac, 38; DeSoto, 
28; Mercury, 27; Rambler, 27; 
Studebaker, 10; Fiat, 10; Edsel, 9; 
| Imperial, 9; Lincoln, 6; Volkswagen, 
6; Renault, 5; Triumph, 4; English 
| Ford, 2; Hillman, 2; Packard, 1, 
| and miscellaneous, 18. 

| Truck registrations were: Chev- 
rolet, 55; Ford, 43; Dodge, 17, GMC, 
12; International, 9; White, 7; Reo, 
3; Willys, 3; Mack, 2; Autocar, 1, 
and miscellaneous, 1.—(Kate Sav- 
age.) 

> * * 


Buffalo 

| New-car business is starting to 
show a slight seasonal improve- 
ment in the Buffalo area, although 
the pickup is less than dealers gen- 
erally expect at this time of year. 

A dealer in a high-volume line 
said his mid-March sales were 
|ahead of February’s, but they still 
are less than last year at this time. 
Another large-volume dealer 
reported he sold 180 cars in 
February against 150 in February, 
1957, despite a snowstorm that 
| closed the dealership four days. 
| However, this report was out of 

the ordinary. 

Foreign-car sales are reported 
| running about triple a year ago and 
|gaining all the time. One large 
| foreign-car dealer reported his sales 
j}are now largely in the low-priced, 
| family-sedan field. A year ago, 
| sports cars and “second” cars were 
| the big sellers. 
| Used-car sales also are lagging 
| behind 1957, but in the first two 
weeks of March there was a pickup 
|from January and February and 
|the late months of 1957. The de- 
|mand has been especially good for 


| 





| moderately priced used cars, at the 
|expense of the more-costly later 
models.—(George E. Toles.) 

* . 


j > 
| Cincinnati 

Motor vehicle sales in Hamilton 
| County (Cincinnati), O., during the 


| week ended March 20, amounted to| 
| 1,545 units, a decrease of 192 units) 


| when compared with sales of 1,737 
|}in the previous week. 

A total of 596 new cars and 86 
new trucks were registered, com- 
|pared with 587 new cars and 61 
new trucks in the previous week. 

A total of 827 used cars and 36 
used trucks changed hands dur- 
ing the period. In the preceding 
week a total of 924 used cars and 
65 used trucks were registered. 
| Repossessions dipped to 59 for a 
| drop of 18 units from the previous 
week and a decline of 4 units from 
| the like week a year ago.—(Frank 
Kappel.) 


Corvallis, Ore. 
New-car sales for February and 
March are about 15 percent below 
the corresponding 1957 period, deal- 





A Cadillac Veteran— 


Fifty years of loyal service to Cadillac 


|and still going strong—that is the out- 
| standing achievement of Lovis Sanders, 
| left, 67, of Canton, O. Louis receives his 
| 50-year service pin from William J. Towell, 
manager, Dave Towell, Inc., Canton. The 
two men are flanked by a 1903 and 1958 
Cadillac. Sanders started his automotive 
career in 1907 when the agency at that 
time occupied a converted livery stable. 











ers say. They add that service work 
is up and repossessions are few. 

Prospects appear to be good for 
any spring sales campaign the 
dealers might stage. There is in- 
creased activity in agriculture in 
the area; there are 6,000 students 
at Oregon State College, and an 
early start on construction of an- 
other Government project and home 
building near Camp Adair is ex- 
pected.—(F. K. Haskell.) 

+ 


* * 


Montana 

A total of 1,228 new cars and 398 
new trucks were registered in Mon- 
tana in February. 

Two-month totals show 2,749 new- 
ear sales, compared with 3,153 in 
1957. New-truck registrations are 
ahead of last year, 895 to 799. 

February new-car registrations by 
makes were: Chevrolet, 326; Ford, 
245; Plymouth, 84; Pontiac, 83; 
Oldsmobile, 82; Buick, 74; Ram- 
bler, 59; Mercury, 52; Dodge, 40; 
Cadillac, 31; Volkswagen, 28; 
Chrysler, 19; Studebaker, 18; De- 
Soto, 17; Edsel, 12; Lincoln, 10; 
Imperial, 9, and miscellaneous, 39. 

New-truck registrations were: 
International, 117; Ford, 101; Chev- 
rolet, 91; GMC, 27; Dodge, 24; 
Willys, 23; Mack, 4; Studebaker, 3; 
Four Wheel Drive, 2; White, 2; 


Kenworth, 2, and miscellaneous, 2. 
> > = 


Wisconsin 

A more active traffic in used cars 
during March was heralded as a 
good sign by Louis Milan, director 
of the Wisconsin Automotive 
Trades Assn. 

The WATA reported, however, 
that new-car sales in March were 
down about 17 percent below the 
year-ago month. February sales 
had declined 18 percent and Jan- 
uary sales, 10 percent. 

Milan said sales in the state are 
spotty, and that most of the sales 
decline has been in heavy manu- 
facturing centers. — (John Wyn- 
gaard.) 

> >. 


on 
Washington, D. C. 

New-car sales were cut nearly in 
half during February in the Na- 
tional Capital area, dropping to 974 
from the 1,892 recorded in January 
and 1,714 in February a year ago. 

New-truck sales also plummeted 
—numbering 63 in February, com- 
pared with 112 a month earlier and 
150 in February, 1957. 

By makes, new-car sales were: 
Chevrolet, 320, Ford,. 172; Plym- 
outh, 100; Oldsmobile, 58; Pontiac, 
48; Cadillac, 38; Dodge, 32; Buick, 
29; Mercury, 29; Imperial, 12; 
Chrysler, 9; Rambler, 9; Lincoln, 8; 
DeSoto, 8; Studebaker, 4; Edsel, 3, 
and miscellaneous, 95. 

New-truck sales were: Ford, 22; 
Chevrolet, 18; GMC, 10; Interna- 
tional, 6; Dodge, 3; Willys, 3, and 
miscellaneous, 1—(William UIll- 
man.) 

> * * 
Pittsburgh 

The seasonally adjusted index of 
general business activity in the 
Pittsburgh area sagged to 80.6 of 
the 1947-49 average during the week 
ended March 15, according to the 
University of Pittsburgh’s Bureau 
of Business Research. 

The index was 84.5 at mid-Feb- 
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Customer Hunting— 
left, and Mel 


Jacobson, 
partners in Jacobson-Young, Inc. (Dodge- 


Joe Young, 


Plymouth), New Orleans, use this heli- 
copter to pick up prospects and bring 
them to dealership's locations in Gretna 
and Marreno, La. When not flying pros- 
pects, the whirlybird gives free rides to 
showroom visitors. “We believe we are 
the first people in the history of the 
automotive business to send helicopters 
after customers,” Jacobson says. 


8; Edsel, 7; Pontiac, 7; Chrysler, 6; 
Mercury, 6; Buick, 5; DeSoto, 3; 
Dodge, 3; Oldsmobile, 3; Simca, 3; 
Studebaker, 3; Austin, 2; Imperial, 
2; MG, 2; Renault, 2; Volvo, 2; 
Hudson, 1, and miscellaneous, 5. 
New-truck registrations num- 
bered 79 in February, compared 
with 29 in January. By makes, they 
were: International, 47; Chevrolet, 
13; Ford, 8; GMC, 3; Willys, 1, and 


miscellaneous, 7. 
o am a 


Omaha 

Bad weather contributed to a 
February new-car sales decline in 
Omaha. January showed 1,068 new- 
car registrations to February’s 902. 

Chevrolet led with 271, followed 
by Ford, 214; Plymouth, 82; Olds- 
mobile, 74, and Buick, 52. The small- 
car appeal was reflected by the fact 
Rambler sold as many as Mercury 
—21, and Volkswagen, as many as 
Edsel—13. 

Sales of foreign cars continued 
to be a factor, with 40 registrations 
for the month. 

Ford held a strong position in 
truck sales, with 38. International 
sold 20; Chevrolet, 19, and GMC, 11, 
contributing to the February total 
of 95, a good increase over Jan- 
uary’s 79.—(Arthur R. Oleson.) 


New Orleans 


New-car sales in New Orleans for 
February amounted to 1,748, com- 
pared with 2,023 in January and 
2,256 in February, 1957. 

Registrations by makes were: 
Chevrolet, 621; Ford, 487; Plym- 
outh, 149; Pontiac, 110; Buick, 97; 
Oldsmobile, 88; Mercury, 44; 
Volkswagen, 41; Cadillac, 28; 
Dodge, 26; Renault, 14; Rambler, 
13; Chrysler, 12; Studebaker, 10; 
Lincoln, 9; Vauxhall, 8; Imperial, 
6; DeSoto, 6; Edsel, 6; Volvo, 5; 
Morris, 4; DKW, 3; Mercedes, 3; 


ruary and 883 in mid-January. Aj, 


year ago, it was 112.8. 

Although no figures were given, 
the bureau noted that new-car reg- 
istrations and bank clearings “in- 
creased appreciably” during the 
week. The auto improvement fol- 
lowed a “considerably larger than 
seasonal dropoff” reported for the 
week ended March 8. 

The Pittsburgh steel-ingot rate 
was 53.3 percent of practical ca- 
pacity, lowest since early January, 
and bituminous coal production 
showed a counterseasonal drop.— 
(Leon M. Leffingwell.) 

” = 


Boise, Id. 

A total of 205 new cars were reg- 
istered in Ada County (Boise), Id., 
during February, compared with 
140 in January. Foreign cars ac- 
counted for more than 12 percent 
of the total. 

By makes, sales were: Chevrolet, 
63; Ford, 31; Plymouth, 16; Ram- 
bler, 15; Volkswagen, 10; Cadillac, 


\ 





Salesman Wins Car— 


Simon Siegel, left, salesman at L. O. 
Gates Chevrolet Co., South Bend, receives 
a Chevrolet convertible for being the 
top salesman in over 100 Chevrolet deal- 
erships in Northern Indiana and Southern 
Michigan. The presentation is made by 
Frank Bush, Chevrolet South Bend zone 
manager. 


English Ford, 3; MG, 3, and mis- 
cellaneous, 4. 

Truck sales totalled 242 in Feb- 
ruary, compared with 301 in Jan- 
uary and 247 in February a year 
ago. By makes; registrations were: 
Chevrolet, 105; Ford, 77; Interna 
tional, 39; GMC, 7; Volkswagen, 5; 
Dodge, 4; White, 2; Diamond 17 
Mack, 1, and Studebaker, 1.—<« 
don Hebert.) i 


iT. 
* * 


Birmingham, Ala. 

New-car sales in Birmingham, 
Ala., showed no improvement in 
February, with a total of 1,110. The 
January count was 1,114. 

By makes, February registrations 
were: Chevrolet, 327; Ford, 273; 
Plymouth, 111; Oldsmobile, 92; Pon- 
tiac, 81; Buick, 80; Cadillac, 29; 
Mercury, 20; Chrysler, 14; Rambler, 
13; Volkswagen, 11; Dodge, 9; Re- 
nault, 9; Edsel, 8; Imperial, 7; Mor- 
ris, 5; Vauxhall, 5; Studebaker, 4; 
Lincoln, 3; MG, 3; Simca, 3; Nash, 
2, and Willys, 1—(Stuart Riddle.) 

= = * 


Toledo 


A total of 956 new cars were 
registered in Toledo and Lucas 
County in February, compared with 
1,304 in January. 

By makes, registrations were: 
Chevrolet, 294; Ford, 195; Oldsmo- 
bile, 87; Buick, 65; Pontiac, 58; 
Plymouth, 49; Mercury, 40; Cadil- 
lac, 38; Rambler, 21; Dodge, 19; 
Chrysler, 15; Volkswagen, 15; De- 
Soto, 14; Studebaker, 10; Edsel, 9; 
Lincoln, 7; Imperial, 3; Packard, 
2; Willys, 2, and miscellaneous, 13. 
There was also one Kaiser regis- 
tered as a new car during the 
month. 

Truck registrations numbered 59, 
compared with 36 in January. By 
makes, they were: Ford, 20; Chev- 
rolet, 17; International, 6; Willys, 
6; Mack, 3; White, 2; Dodge, 1; 
GMC, 1; Volkswagen, 1, and mis- 


cellaneous, 2. 
- 


* > 
Louisville 

New-car dealers in Louisville 
were somewhat disappointed as 
sales in February totalled 1,155 
units, compared with 1,396 in Jan- 
uary. 

Total for the two months was 
2,551, compared with 3.130 a year 
ago and 4,111 in 1956. 

Registrations by makes in Feb- 
ruary were: Chevrolet, 340; Ford, 
302; Oldsmobile, 84; Plymouth, 
78; Buick, 74; Pontiac, 55; Mer- 
cury, 51; Rambler, 35; Cadillac, 
22; Edsel, 21; Dodge, 19; Goliath, 
9; Volkswagen, 8; Chrysler, 7; 
English Ford, 6; Continental, 4; 
Lincoln, 4; Metropolitan, 4; 
Studebaker, 4; DeSoto, 3; Hill- 
man, 3; Lioyd, 3; Packard, 3; 
Triumph, 3; Imperial, 2, and mis- 
cellaneous, 13. 

New-truck sales in February 
numbered 92, compared with 122 in 
January. The two-month total was 
214, compared with 330 in 1957 and 
525 in 1956. 

By makes, new-truck registra- 
tions were: Ford, 37; Chevrolet, 17; 
International, 15; Volkswagen, 8; 
Studebaker, 2; Dodge, 1; GMC, 1; 
White, 1; Willys, 1, and miscellane- 
ous, 7.—(A. W. Williams.) 


> * * 


Rhode Island 

February new-car registrations in 
the state totalled 1,629, down 30 
percent from January’s total of 
2,330, according to the Rhode Island 
Automobile Dealers Assn. Truck 
registrations dropped 48.8 percent, 
totalling 106, compared with 207 in 
January. 

By makes, February new-car 
registrations were: Ford, 385; Chev- 
rolet, 349; Plymouth, 154; Oldsmo- 
bile, 120; Buick, 88; Cadillac, 84; 
Rambler, 74; Pontiac, 57; Dodge, 
50; Volkswagen, 47; Mercury, 37; 
DeSoto, 19; Chrysler, 17; Lincoln, 
16; Edsel, 13; Studebaker; 8; Nash, 
6; Imperial, 6; Packard, 4; Conti- 
nental, 2; Hudson, 2; Willys, 2; 
miscellaneous, 89. 

Trucks: Chevrolet, 29; Ford, 26; 
International, 17; White, 9; Dodge, 
7; Volkswagen, 5; GMC, 4; Mack, 
4; Willys, 4; Diamond T, 1; Divco, 


1; miscellaneous, 2. 
” * 7 
Houston 


February sales of new cars in 
Houston totalled 3,353, compared 
with 4,437 in January. New-truck 
sales also were down, to 459 from 
594. 

By makes, new-car sales were: 
Chevrolet, 1,085; Ford, 807; Buick, 
282; Oldsmobile, 262; Plymouth, 
226; Pontiac, 176; Cadillac, 76; 


Mercury, 71; Dodge, 58; Chrysler, 
(Continued on Page 63, Col. 1) 





Feb. Traffic-stopping dealer showroom displays 
an On April 15, Pontiac, Alcoa® Aluminum and Courtaulds 
_ "Be Coloray fiber join hands in the most exciting fashion promotion 
ai = F ever designed to help Pontiac dealers boost showroom traffic 
and sell more cars. Dealers throughout the country will create 
- in their showrooms eye-catching reproductions of the beautiful 
— Vogue ad shown on the next two pages. Showroom displays 
men from will feature Pontiacs with gleaming Alcoa Aluminum trim, plus 
ra Cole of California bathing suits made from Coloray fiber and 
29; Alcoa Aluminum yarn. 


bler, 

Re- 

x" Al d Fashion tie-ins with 75 great department stores 
z 9 Simultaneously with the Pontiac dealer displays, leading de- 


partment stores in 75 major cities will create window and 


— interior displays featuring Pontiac, Alcoa and Cole swimsuits. 


’ 
icas 
vith Some stores will move actual cars into their windows; others 
— 9 will show giant blowups of the Pontiac and gleaming trim 


mo- 
a parts of Alcoa Aluminum. Thousands of shoppers will see the 
De “4 Pontiac in a glamorous new fashion setting 
ard, 
13. Your powerful new sales feature: 
gis- . 
the Alcoa Aluminum on TV 


59, On April 21, the top-ranking TV dramatic show, Alcoa 


e, 2 e 
By 
ev- Theatre, ties in with the promotion with a full-length commer- 


lys, 
cial featuring Pontiac. Over twenty-five million Americans will 


t : t k learn more about your powerful new sales feature: grilles and 
promo 10n 0 ma e body trim of gleaming Alcoa Aluminum that can’t rust, pit or 

° peel... . trim that stays bright and new with no more care than 
an- | f P t qd | you give the paint finish! Tell your customers that every Pon- 
ves Sa es Or On 1acé ea ers tiac you sell has trim of Alcoa Aluminum—standard equip- 
ear 


nis- 


ille 


ment at no extra cost! 
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: Sparked by six full-color pages in Vogue 

Six color pages in the April 15 Vogue will spark the promotion 
| —a color spread by Alcoa, Pontiac and Coloray. The Alcoa 
advertisement is shown on the next two pages. Here’s exciting 


advertising that will gain new customers and prestige for you! 


PA RS 


ALCOA ! ALUMINUM GIVES EVERY CAR MORE GLEAM AND GO! 











Here’s the Alcoa spread that gives you a powerful new sales feature: ALUMINUM! 


| \ESTINATION 
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Aluminum marks the way to beauty. How beautiful can a car be? Pontiac’s answers are written in the lustrous colors 
of sterling-toned aluminum for the grille ...of golden aluminum for the flashing crest. Both are more durable than beauty 
ever was before, because this is Alcoa® Aluminum, anodized to the hardness of sapphire for a lasting accent to elegance. 
Inside and out, Pontiac uses more aluminum than ever before for Gleam and Go! 

Cole swimsuits keep their colors undimmed, too—in gleaming aluminum yarns (right); and in Courtaulds Coloray®— 


the fiber with color caged in for life (left). Aluminum Company of America, Pittsburgh 19, Pennsylvania. 


destination—the colorful life with 











This Alcoa ad will run in the April 15 issue of Vogue . . . to make new customers for Pontiac and capitalize on Pontiac’s new sales 
feature: aluminum. Grilles, dash panels and body trim of Alcoa Aluminum won’t ever rust, pit or peel. Alcoa Aluminum helps sell new 
cars, boosts trade-in value. Mechanical parts of strong, lightweight Alcoa Aluminum mean more power and performance, more get-up- 
and-go. Alcoa g Aluminum gives every Pontiac more GLEAM AND GO. 
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Cole of California sparklers by the sea. Brilliant shimmer of gold lastex fabric woven with yarns of Alcoa Aluminum in a fashion of evening-dress ele- 
gance, about $35. Bright stripes of can‘t-fade Coloray pink or blue in a sheath of Rayflex lastex, about $19.95—with Power Profile innerbra for a lovely contour. 
Sizes 10 to 18. Wm. H. Block Co., Indianapolis; Dayton’s, Minneapolis; Filene’s, Boston; D. H. Holmes, New Orleans and Baton Rouge; Joseph Horne Co., Pittsburgh; 
Rich’s, Atlanta; Vandevers, Tulsa; Woodward & Lothrop, Washington, D. C. and all stores listed for Cole and the Colorful Life. 


Xx ALCOA 


P-ONTIAC COLORAY AND ALCOA 
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Lawsuits Affecting Dealers... | 


Court Decisions 


By Leo T. Parker 


Attorney at Law 


enone to a recent higher- 
court decision, salvaging old 
automobiles by burning them is a 
legal nuisance when carried on in 
a location near private dwellings 
and residences. 


For instance, in Dale v. Bryant, 
141 N. E. (2d) 504, it was shown 
that an automobile dealer pur- 
chased a seven-acre tract of land 


Tygard Heads Committee 


AIKEN, S. C.—John Tygard has 
been named chairman of a com- 
mittee of four auto dealers that is 
planning Aiken's participation in 
the “Masters hospitality week” pa- 
rade which will be held in Augusta, 
Ga., prior to the Masters golf 
tournament in April. Other commit- 
teemen are Elder S. Hollingsworth, 
Earl Holley and William McElmur- 
ray. 








in an area close to private resi-| 
dences. 


In subsequent litigation, the| 
higher court is- | 
sued an injunc- 
tion prohibiting 
the dealer from 
salvaging the 
metal from auto- 
mobiles by means 





of open burning 
process. The court 
said: . 

“Where the 
business of sal- 
vaging used auto- 
mobiles and parts L, T. Parker 

includes the open burning of cars 
for the purpose of removing paint, 
enamel, upholstery and rubber 
parts and creates obnoxious and 
offensive gases, odors, smoke, and 
flying foreign substances, which 
pass over and upon adjoining resi- 
dences, the rights of the neighbor- 
ing home owners are invaded. The 





CONVENTIONAL TRANSMISSION 


owner or operator of such a busi- 
ness will be enjoined.” 


This court went on to explain 


that the mere storage of automo- 
biles does not invade the rights 


of adjoining property owners. | 
Also, unsightliness of a junk yard | 
does not violate the rights of | 


neighbors any more than an un- 
sightly house or other building. 

But, as above explained, burning 
old automobiles which produces fly- 


|ing particles, smoke and unnatural 


odors is unlawful, 
* * & 


Law of Sales by Samples 


FEW weeks ago, the writer at- 
tended a convention of auto- 
mobile dealers. At this time a well- 
known automobile dealer said that 
he had been a constant reader of 
my legal writings for many years 
and that never had I explained the 
law involving disagreements be- 
tween automobile dealers and sell- 
ers of merchandise particularly 
where the sale was made by dis- 
play of samples. 

This automobile dealer stated 
that very often sellers, and their 
salesmen, display samples and then, 
when the merchandise is delivered, 
the purchaser discovers that the 
delivered merchandise does not 


EATON 2-SPEED AXLE 











“How do you do, sir,.. 
to keep you waiting!” 


. sorry 





equal the quality of the displayed 
samples, 

Also, in the past I received 
numerous letters from automo- 
bile dealers asking about their 
legal rights after signing con- 
tracts with salesmen, and later 
learning that the delivered mer- 
chandise was not the same or did 
not equal the salesman’s guar- 
antee. 

First, it is important to know 





This Combination can Save Hundreds of 
Dollars on Investment and Hauling Costs! 


it’s the BEST and LOWEST COST Combination 
Providing 8 or 10 Forward Speeds 









More than Two Million 


Eaton Axles in Trucks Today. 
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e Lower total weight—permits handling as much 
as 200 pounds additional payload 


e Permits shorter tractor wheel base 


e Simple, easier shifting 
e Lower maintenance cost 


e Lower original cost 


EATON 
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MANUFACTURING COMPANY 
CLEVELAND, OHIO 
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that the law is well settled that 
'under ordinary circumstances a 
seller is bound to deliver merchan- 
|dise equal in quality to the con- 
|tract specifications of samples 
shown when the sale was made. 

When the suit involves the sale 
|of merchandise by samples a ques- 
tion which often arises, is: Did the 
buyer inspect the merchandise 
|when the sale was made by the 
samples? 

Also, in many instances, a pur- 
|chaser may attempt to avoid ac- 
cepting or paying for merchandise 
on the contention that the verbal 
| promises made by a salesman were 
|at variance with the terms of the 
written contract, or the quality of 
the displayed samples. 


* - * 


Past Actions Checked 

HE law is well settled that if in 

the past an employer shipped 
merchandise on orders and con- 
tracts made by his salesman, he 
has automatically assumed a posi- 
tion whereby he is obligated to con- 
tinue to do so. 

Moreover, the same law is 
effective to a present guarantee 
given by a salesman whose guar- 
antees in the past his employer 

| filled with respect to the pur- 
chaser now in litigation. 

On the other hand, if in the past 
a salesman’s employer did not make 
a practice of filling orders and ful- 
filling guarantees made by the 
salesman, the employer is not obli- 
gated under a present contract un- 
til he notifies the purchaser that 
he has approved the contract and 
guarantee. 

This is so because all higher 
courts hold that an ordinary sales- 
man has no implied power to make 
enforceable contracts or guaran- 
tees. 


6 Dealer Units 
Elect Officers 
In Ohio Districts 


CLEVELAND.—Six local dealer 
organizations in Ohio have elected 
officers. The new slates include: 


Belmont County Assn.—William 
J. McClain, Bellaire, president; Ira 
H. Thomas, St. Clairsville, vice- 
president; C. L. Dulaney, St. Clairs- 
ville, treasurer; William R. Butcher 
jr., St. Clairsville, secretary; Ches- 
ter C. Adams, Cadiz, Ohio Automo- 
bile Dealers Assn. trustee, and 
Richard A. Hughes, Martins Ferry, 
and John N. Shepherd, Barnesville, 
directors. 


Drake County Assn. — Lowell 





| 


Hamilton, president; Leonard 
Shultz, vice-president; Paul Wil- 
son, secretary-treasurer, and Bill 


H. Wright, Don Smith, Ernest 
Banta, Earl Hittle and Red Elson, 
directors. 


Knox County Assn.—J, Ira Met- 
calf, president; Don Harris, vice- 
president, and James Metcalf, 
secretary-treasurer. All are Mt. 
Vernon residents. 


Preble County Assn.—Dale Har- 
ris, Eaton, president, and Harry 
Shipley, West Alexandria, secre- 
tary-treasurer. 


Wayne Assn.—Dean B. Williams, 
president; Harold J. Davault, vice- 
president, and John R. Sanderson, 
secretary-treasurer. 

Ironton Assn, (a new organiza- 
tion)—Robert Gillen, president; J. 
F. Tomko, vice-president, and A. H. 
Keyes, secretary. 


3 Dealer Groups 
El 7 * a . 
ect in Virginia 
RICHMOND, Va.— Three dealer 
organizations in Virginia have 
elected officers for 1958. They are: 
Blue Ridge: H. S. White jr., White 
Chevrolet Sales, Inc., president; 
Robert H. Munns, Wythe County 
Motors, vice-president, and J. H. 
Mink, Mink Motor Sales, secretary- 
treasurer. 
Norfolks-Portsmouth: W. O. 
Lewis, Davenport-Lewis Chevrolet 
Corp., president; M. D. North, M. D. 
North, Inc., vice-president, and F. 
H. Huttmann, secretary-treasurer. 
Virginia Beach: Herb Holt, Holt 
Buick, Inc., president; W. C. Ev- 
erett, Everett-Jordan Motor Co., 
vice-president; John F. Marshall jr., 
Marshall Nash Motors, Inc., treas- 
urer, and Roy Alphin, Alphin 
Motors, Inc., secretary. 
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THE terms of the western|I got my early truck education | 
melodramas, the last of the old-| when the “assemblers” and the| 
time big “assembled” truck com-|“made under one roof” boys were} 
panies has “hit the dust.” Diamond going at each others’ throats with | 
T as a separate concern is no more, | hammer and tongs. 
having become a wholly-owned| And being with the Timken com- 
subsidiary of White Motor Co. | panies, which furnished the axles 

established | 2nd the majority of the bearings 


Diamond T was an 7 
truck company in the “big time”| that went into the assembled 
by the time I became acquainted | ‘tucks, I had to be a staunch sup- 
with it and its officers in 1914. One| Porter of the truck companies that 


of the first guys I met in this or-| US€d our products. 


ganization was the son of the shoe 
manufacturer who, rather than fol-| Made It Possible 
UT if it hadn’t been for the Dia- 


low in his father’s footsteps, be- 
mond Ts, the Federals, Denbys, 











* * * 


ORD’S sales increase to 14,616 

units was good for 27.91 percent 
of the market, a hefty 4.57- 
Percentage-point increase. 

International was able to in- 
crease its share of the market 
even though registrations were 
down slightly to 7,522. The com- 
Pany got 14.36 percent of the 
market, a gain of 1.13 points. 


Brockway’s sales were up to 62 


came enchanted with the possibili- 
ties of “on rubber” transportation | Republics, Garfords, Acmes, Stand- 
and started the company which) ards, Indianas, Services, Morelands, 
gave him homage by using one let-|Gramm-Bernsteins, Lippard- 
ter in his name. | Stewarts, Schacts, and all the rest 
Many have wondered about the (of the more than 300 different truck 
“T” in the Diamond T name, T | companies that assembled their 
stood for Tilt, in honor of Art C. | vehicles from standard built com- 
Tilt, the founder of the company. | ponents between 1910 and 1930, 
It may be but a happy coinci- | there would be no truck industry 
dence that Tilt also expressed the | as we know it today. 
main feature of the cab they de- As custodian of “The Company 
veloped so that they could get | Timken Keeps” and editor of the 
the load further forward on the Timken Magazine, I was sup- 
chassis and still service the posed to know all the top execu- 
engine. | tives of all of these companies, 
Down through recent years I| 9% Well as the “built under one 
have been taken to task several) TOof” companies — and I pretty 
times for referring to Diamond T| Well did. At least I knew Art Tilt, 
and Federal in particular as the| Who started Diamond T in 1907. 
last of the “assembled” trucks, but} And now the last of the proud 
ge | pioneers becomes just a division of 
the company that was sparkplug- 
Onl Ford IH |ged by Windsor White, one of the 
y 3 |colorful men of the industry. 
° I hope White doesn’t wipe out 
Make Gains as | that more than 50 years of glori- 
° ous heritage and pioneering by 
Sales Nosedive | dropping the Diamond T. 
> + a 
EW-TRUCK registrations in| a 
N January were off 8.09 percent | Better Training 
from the level of the like month of| J JUST couldn’t help but look) 
1957 and a full 15.75 percent below| back on my early experiences 
the December total. |} in the truck business when I got a| 
Sales bE |long letter recently from Wally | 
io cee anuary | Spielman, of the J. B. E. Olson| 
of last year and the 62,160 for | Corp., on the need for starting the 
December, according to data from | ball rolling for better training of 
R. L. Polk & Co. | truck salesmen. 
eanten a \ decii | I agree with Wally, even know- 
oa io 2 — ecline, Ford|ing the current tremendous job 
sien ernational, along with the! being done along this line by Ford, | 
iscellaneous group of producers,| International, Chevrolet and the 
were able to show gains in January) other truck makers. But Wally 
over the year-ago level. does bring out a point that I feel 
Even with its sales gain, Ford|is not only well worth repeating 
had to be content with second place| but also emphasizing. 
on the registration list. Chevrolet In his letter he says: 
sold 17,649 units in January, good “Perhaps it can be stated that 
for first place and 33.70 percent of| for many years, dealers have 
the market. That share of the| been urged to teach truck sales- 
market was 2.84 percentage points| men the fundamentals of road 
below Chevrolet’s showing in Jan-| transportation, but to my way of 
uary, 1957, thinking, many of these dealers 
think in terms of the large fleet 
accounts (who do not need the 
help of the truck dealers) instead 
of the 90 percent of the truck 
market who own less than five 
trucks. 

“Inasmuch as most trucks are 
sold to single buyer accounts, this 
is the buyer that needs help in 
making a good choice of equip- 
ment. Since intelligent choice can 

save operators thousands of dollars, 
a truck salesman that really knows 





Truck Market Brigh 


In Many Areas; Gloom 


Reported in Northeast 


SPOT-CHECK of truck dealers| sales and in the Southeast on gen- 
in various sections of the nation| eral business conditions and the 
|indicates that the sales picture is| reports of salesmen who have been 
| following general business accounts. 


far from gloomy. 

While reports indicate a very 
spotty market, with even dealers 
in the same area reporting widely 
divergent results and opinions as 
to the future, the general tone of 
dealers nationally, with the ex- 
ception of the Northeast, is gen- 
erally better than fair and they 


see possibilities of equalling or 


| 


perhaps bettering 1957. 
The picture in the Northeast, 


however, would lead one to think) 
the business had gone to pot. How-} 


ever, the New England and Middle 
Atlantic states have had the heav- 
iest snows in recent years during 
this winter. The snow blanket cut 
into all business, not just truck 
sales. 


Contrasted to that is the entire) 


Mississippi Valley. Most dealers 
contacted there said business is 


| better than fair right now. They 


look forward to a truck sales boom 


just as soon as the farmers come 


into the market. 


Commenting on the current used- 


truck market, which has more than 
a little significance on the truck 
market as a whole, the Northeast 
is the only part of the nation where 
stocks are above normal and sales 
are reported slow. 
> * * 

N MOST of the rest of the nation 

and especially the West Coast, 
stocks are reported below normal, 
sales high and prices showing a 
fair profit. In fact, more than one 


dealer reports that he has brought | 


up new-vehicle gross considerably 

with the profits from the used. 
Competition, however, is keen 

and profits normally are reported 


fair to good in only the South) 


Central and Northwest sections of 
the country. 

However, dealers reporting low 
gross on the business done thus 
far this year admit that profits 
are not off when compared with 
the first three months of last year. 
Most dealers in every section of 
the country report their business 
off from last year but a high per- 
centage outside of the gloom- 
infested East can find a bright ray 
of optimism that makes him think 
that a better market is not far 
away. 

As reported in the Central States, 
this optimism is based on the feel- 
ing of the farmers, in the North- 
west on the outlook for heavy-duty 





Top Trucks 


New-truck registrations for one 
month, plus 36 states for Feb- 


units, good for .12 percent of the 
market and a gain of .03 points. 
The miscellaneous group virtually 
doubled sales in January. Registra- 
tions amounted to 1,930 units or 3.69 
Percent of the market. This was an 
iMcrease of 1.81 points from the 
gToup’s showing a year ago. 
. . ad 
i ADDITION to Chevrolet, both 
GMC and Dodge suffered large 
losses in the percentage of market 
captured. GMC moved 3,923 units 
(Continued on Page 34, Col, 4) 


the type of equipment the customer 
should have will afford to him and 
his dealership rewards that he 
could hardly dream about. 


* * * 


Goodwill Gimmicks 


‘'T DO not believe that intelligent 
merchandising on the part of 
the truck dealers will increase the 
market. I do believe, however, that 
such actions will provide better 
transportation for the user which 
will save him many thousands of 
(Continued on Page 32, Col. 1) 


ruary: 
1958 1957 
Pos. Make Pos. 
1—29,505 Chevrolet 36,396— 1 
2—24,419 Ford 26,284— 2 
3—11,881 Intern’l 12,047— 3 
4— 6423 GMC 8,666— 4 
5— 4,970 Dodge 6,110— 5 
6— 2,196 Willys 2,996— 6 
I— 1,427 White 1,986— 7 
8— 1,243 Mack 1,629— 8 
9— 591 Stude, 1,103— 9 
10— 387 Diamond T 492—10 
l1l— 9% Brockway 61—11 

3,195 Misc. 1,881 

Total All Makes 
86,331 99,651 


Further details on Page 54. 








promotional work with them that 
will spark sales. 

An exception is the Southern 
California area where dealers claim 
they get little cooperation from the 
body and truck-equipment distribu- 
tors. 

Used-truck stocks are reported 
high in the Northeast, low in the 
Southeast and West Coast and 
normal in the Central States. 
Used-truck sales are reported 
generally off considerably in the 
snowbound Northeast, and good 
to exceptional in the rest of the 
nation. 

Light-truck sales to date are 
(Continued on Page 35, Col. 1) 


* * * 


Distributors Cooperate 
AS bright spot in the 
truck-sales picture is that deal- 
| ers are finding the body and equip- 
ment distributors generally willing 
and anxious to cooperate in doing 





Truck New Products 







First Truck Auction Set— 


Len Pollak, who runs the Dyer Auto Auction, Dyer, Ind., will open the first truck 
auction to be held in the Midwest at 11 a.m. Apr. 11. If the auction is successful, 
Poliak plans to continue it every Friday and eventually shift it to another day so that 
an entire day can be given to trucks. Pollak feels that, with the great expansion of 
truck ownership in the greater Chicago area, dealers have need for a clearing 


| house on used vehicles and a place where they can sell and acquire the merchandise 


they need. The auction has an air-conditioned restaurant, dual ring facilities and five 


|acres of fenced blacktop. 


Today’s Market Is Waiting 
To Be Sold, Studies Show 


wo SURVEYS made recently , driving new trucks to the prospect's 
by leading truck manufacturers | place of business and getting him 
may hold answers for all franchised | to drive the truck. 
dealers’ problems this spring. The second survey did find, 
One survey found that only 7 per-| however, that more than twice as 
cent of all truck sales last year| many calls were being made on 
were initiated by a salesman. In 93| potential buyers by truck sales- 
percent of the cases the buyer came| men than by car salesmen. 
into a dealership of his own accord It also found that approximately 
to price and buy. |}one of every nine truck salesmen 
The other survey found that in | working for this company’s dealers 
28 percent of the 1957 sales by (had been exposed to the training 
one truck maker, a salesman | course and that most had been ex- 
made the initial approach. |posed to good selling habits and 
The wide difference in the results| techniques. 
of the two surveys, both of which Fleet-sales departments of vari- 
were made by experienced survey | ous truck factories report fleet buy- 
people calling on the buyer in per-|ers are purchasing normally this 
son, indicates that calls by sales-| spring despite the “gloom” stories 
men made the difference. that have been flooding the news- 
The first survey covered buyers | papers. 
of any truck bought in 1957. Only They claim that among buyers 
purchasers of a certain maker’s ve-| most affected by the “expanded- 
hicles were contacted in the other| growth” influence, such as food, soft 
study. drink, baking, creamery and retail 
This maker had conducted a/stores, purchases are running a 
widespread retail truck-salesman’s| little ahead of normal. 
training course, and it was felt that ea 


substantial increase in truck sales Most Trucks Are Old 


made by the company and the calls 

by salesmen were due to this course. RUCK - MERCHANDISING stu- 
a ak Tigh dents point out that Polk fig- 
a i | ures show 45.7 percent of all trucks 
Didn’t Go Far Enough on the road today are at least seven 
[JNFORTUNATELY, neither sur-| years old and that most of these 
vey went far enough to find out | should be retired from active duty 
what percentage of sales was gen-|in the interest of economy for their 

erated by demonstrations, or by (Continued on Page 30, Col. 1) 
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Truck Sales Going Begging? 


Surveys Show Dealers Passing Up Profits 
By Not Contacting Good Prospects 


(Continued from Page 29) 


-owners. The figures also show that| in remaining gross profit per truck 
trucks on the! in 1957 over 1956. 


20.1 percent of all 
road are 10 or more years old. 
There are 344,775 trucks on the 
road today that are pre-1939 vin- 
tage, representing 3.5 percent of 
the national transportation fleet. 

“With this kind of a replacement 
potential it is easy to see that the 
truck market is like a dormant vol- 
cano, and could break out into a 
real sales explosion under any one 
of a number of stimulating condi- 
tions,” said one expert. 

The makers of the second survey 
said dealers could have profitable 
truck sales this year if they employ 
some hard selling. 

= > > 


Truck Profits Are High 


ou gross profits last year 
were the highest in the last five 


Calls on owners who perhaps do 
not realize they need a new truck, 
plus demonstrations, could easily 
increase the number of truck 
sales each dealer will make this 
year and result in another ma- 
terial increase in gross profit on 
the sales. 

In the only GVW category that 
showed any noticeable increase in 
sales last year—under 5,000-pound 
pickups—the two companies mak- 
ing the largest gains had come out 
with new bodies that stimulated 
buying. 

But new-truck sales are hard to 
generate among buyers such as the 
business man who wrote one of 
the big makers recently: 

“This brings me to one of the 
important reasons for writing you. 
We are sold on your trucks, now 


years among this company’s deal-| where can we buy one? 


ers. They showed an increase of $16 


Much history has been written since the early 
days when Perfect Circle began making parts to 


“I'm not being silly, we seemingly 


a 
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can’t buy one. We called the near-| 

est dealer we know. We called him | 

twice, in fact, but we were never} 

able to get them to send us any}! 

literature, prices or a salesman. | 
* ea * 


Salesman Helps Little 


a XT at a local fair, we did 
| meet a salesman (from a deal- 
|}ership that handles both passenger | 
|cars and trucks). He did come | 
down in (one of the dealer’s cars) 


| 


a couple of months ago and did ery! 
|to interest us in buying the car, | 
| but said he did not have the prices | 
}on the truck with him, that he} 
|would have to look them up. 
“We haven’t heard from him 
since. Now where do we go, and 
what do we do to get one of your 
trucks? We know what we want, 
a %-ton pickup with heater, four- 
speed transmission, six-cylinder 
(we think) engine and a big box. 
“Straight-cash deal with no trade- | 
in. Any suggestions that you might 
have to offer would be appreciated. | 
We would like to know soon, for 
my wife and I had planned to take 
a break by going East and driving 
out a truck. 
“I realize that you are liable to 
think I am all wet in stating that 
I can’t find anyone to sell me a| 


truck, just as silly as though some-! never had a truck salesman or a 
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PROGRESS 


GENERAL MOTORS 





car salesman call on me unless I 
called and begged him to do so, and 
neither have any of my business 
friends. 

* * * 


Poor Selling Job Charged 


“WE READ much of the pressure 
from the manufacturers to sell 
cars and trucks, but in my opinion, 
the car and truck salesmen are 
doing the poorest job of selling 
that it is possible to do. I am ina 
position to judge since prior to my 
entry into this business, I spent 
many years in sales and sales- 
| management. 

“Please let us know, if you 
know, how we can get a new 
truck?” 

It seems incredible that a busi- 
ness house the size of the one run 
by this writer could have such an 
experience. But unfortunately these 
experiences seem to be the rule and 
not the exception. 

A man in New Jersey had a simi- 
lar experience with a little differ- 

j}ent twist. His letter says: 
one were to write me and tell me! “My original plans —— to buy 
that they had a hard time buying | a used truck, but the prices on used 
our plants. tg hap so high oe = 

‘s : ito look at new ones. Once e- 

ssowever, the fact remains that | cided on a new truck, I did a lot 


in 10 years at this | i 
~ = corn » SO of shopping before I bought one. 


“I checked dealers all over the 
|area. I'll bet I visited 35 dealers. 
I went as far as Newark to look at 
|a certain truck. I had to visit the 
dealers. It was the only way I could 
accomplish anything. They’re an in- 
|dependent bunch. Even though 
|some of them knew I was in the 
| market for a truck, not one called 
|}on me.” 
| * > > 


Prospects Ready to Buy 


| EALERS must know that when 
a prospect comes into the show- 
room to ask about trucks, he has 
made up his mind to buy and 
|usually has narrowed his selection 
to one or two makes. 

When he visits the showroom, 
in most cases all he is looking 
for is the lowest possible price 
and delivery information. 

In other words, his mind is 
pretty well made up and only an 
exceptional deal will sway him at 
| that stage of his purchase. 
| On the other hand, many truck 
| dealers who have found the answer 
|to good profits in truck retailing 
| know that a call by a salesman 
catches the prospect with an open 
mind and more interested in hear- 
ling the whole story of why the 
|truck the salesman represents is 
|a better buy. He has yet to become 
|a price buyer. 

Some of the most successful pro- 
| motion plans include a chance for 
the salesman to bring in service 
business or to sell truck accessories 
}on each call. : 
> 


Constant Direction Needed 


| FpOwavan, no plan that entails 
calling on the prospect seem- 
| ingly will work these days without 
constant direction and checking by 
ithe dealer or his sales manager. 
And that means checking with each 








Hydraulic Power Gate— 


Amstan supply division, American-| 
Standard, Toledo, says its Daybrook hy- 
draulic power gate is the one-man answer | 
for delivering heavy and bulky items. The 
model T-2A gate in use is manufactured | 
by Daybrook hydraulic division, Young | 
Spring & Wire Corp., Bowling Green, O.| 
It has a 2,000-pound capacity. 





salesman on his calls and results 
at least once each week. 

The dealer who will outline a 
sales plan to his salesmen—one that 
includes so many personal con- 
tacts, a certain number of telephone 
calls each day on “cold-call pros- 
pects” and mailing pieces—will find 
there are a surprising number of 
profitable truck sales to be made. 





GMC TRUCKS ...more ruggged, powerful and dependable than ever 
before ...GMC is one of the leading engine manufacturers using Perfect 
Circle piston rings for both original equipment and replacement service. 


original equipment and for replacement service 
than any other brand. 


put horsepower into the “horseless carriage.” 


Year after year, we have been privileged to take 
an active part in the development of the won- 
derful vehicle that is today’s truck. 


Because they are specifically engineered to meet 
the exacting demands of modern high-compres- 
sion engines, Perfect Circle piston rings are 
preferred by more engine manufacturers for 





When engine overhaul time comes, do as the 
manufacturers do! Specify Perfect Circles. 
PC 2-in-1 Chrome piston rings more than double 
the life of cylinders, pistons and rings, assure 
sustained power with lasting oil economy. 
Perfect Circle Corporation, Hagerstown, 
Indiana. The Perfect Circle Co., Ltd., 888 Don 
Mills Road, Don Mills, Ontario. 


PERFECT CIRCLE ?isron eines 


The dealers with a. satisfactory 
gross who are on top of the sales 
in their areas know it. Others can 
find it out with very little effort. 





Truck Study Notes Swing 
To Comfort, Options 


DETROIT.—There is a definite 
swing by truck buyers to custom 
cabs, comfort conveniences, power 
accessories, and lighter colors, ac- 
cording to L. F. Desmond, Dodge 
sales vice-president. 

Desmond said a Dodge survey 
showed that demand for custom 
cabs has increased 14.3 percent on 
1958 light and medium-duty trucks. 
Power steering is up 20.6 percent 
on medium and heavy-duty units, 
and 16.3 percent more buyers asked 
for two-speed electric windshield 
wipers, Desmond said. Two-tone 
color jobs have increased to 21 
percent on new models, he added, 
up 114 percent over 1956. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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Now, make your lubritorium a Golden Invitation to new sales 


Loo 


CEILING LUBREELS“* 








/ 


with LINCOLN 


iphone 


Gu ry Pr 


to merchandise your 
modern lube service! 





AIR-OPERATED 
AUTOMATIC RETRACTING 


The best dealers choose 
the Golden Standard 


styling ... dramatic functional styling attracts 
customer attention, inspires confidence in your 
service ... makes your lube room a Golden Invi- 
tation to new sales. 


efficiency . . . exclusive air-power actuation and 
smooth, uniform retraction help men do faster, 
neater, better work. 


dependability . . . maintenance is the lowest . . . 
installation is simplicity itself. 


Call your Lincoln Sales and Service Wholesaler. 
He’ll be happy to advise and assist you in plan- 
ning all your lubritorium requirements. No obliga- 
tion, of course. 


Lead with Lincoln 


*Trade Nome Registered 


= 
saa ht 


BS 
\ Lince/n LINCOLN ENGINEERING COMPANY ¢« Division of The McNeil Machine & Engineering Co. 





Engineers and Manufacturers « AUTOMATIC LUBRICATING EQUIPMENT e SAINT LOUIS 20, MISSOURI 
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By Jack Weed 


(Continued from Page 29) 


dollars in his operation and that 
part of these savings can be im- 
parted to the dealer to give him the 
profit he is entitled to for a job 
well done.” 

I do not think that Wally is try- 
ing to say that the shopper will be 
any easier in his drive for the low 
dollar because the salesman shows 
him how to have money in his 
operations. That’s asking for the 
millennium. 

What I believe that Wally is 
trying to point out, and my con- 
tacts with dealers who do a good 

merchandising job have borne 
this out, is that the salesman 
who makes an effort to show the 
operator how he can get the low- 
est possible hauling cost for his 
operation will accomplish at least 
three things: 

1. He will throw the buyer off 
from his “shopping” base by inject- 
ing a number of new elements into 
the deal. 

2. He will demonstrate to the 
trucker that he has a real interest 
in the trucker’s problem and in- 
variable this alone will get consid- 
eration and give that dealer an 
edge that is not all price. 

3. Dealers and salesmen who get | 
into the habit of selling on this| 
basis usually approach the opera- 
tor before he makes up his mind} 
that he is in the market for a new 
job and before he becomes a| 
“shopper.” 

> * 
Remembrances 


ANP when you add good main- 
tenance service to this type of | 
selling a dealer can corral a group | 
of customers who have such faith | 
in the dealer's recommendations | 
and deals that many will actually 
order by phone. 

But this means living with the 
customers and never letting them) 
forget you and the services you 
have to offer. | 

To get salesmen to make a cer- | 
tain number of calls each day or 
each week on owners who have 
had their vehicles for a couple of 
years, however, takes constant | 
supervision by the sales manager | 
or the dealer. 

I remember a truck sales man- 
ager for Mardell Co. in Baltimore 
back in the early twenties, who 
went several steps beyond that. He | 
made it a point to know the birth- 
day of every owner who bought 
from them and would either send 
a card or telephone the owner on 
his birthday. 

If one of his customers had a/| 
baby and he knew of it, he would 





Hyster Completes 
Merger with 


Martin Machine | 


PORTLAND, Ore. — Merger of | 
Hyster Co., Portland, with Mar- 
tin Machine Co., Kewanee, IIl., has 
been completed, according to Phil- 
lip S. Hill, Hyster executive vice- 
president. 

The merged organization retains 
the Hyster name and has been in- 
corporated under Nevada laws. 

The Martin company, which man- 
ufactures heavy-duty low-bed trail- 
ers, becomes the Martin Trailer 
division. It will be operated as a 
part of Hyster’s tractor-equipment 
division, with headquarters in Pe- 
oria, Ill. 

Hill said the company later may 
manufacture the Martin trailer in 
Oregon for West Coast distribu- 
tion, with the Kewanee plant con- 
tinuing to manufacture trailers for 
Eastern and export distribution. 

Hill said the merger created an 
organization with assets of more 
than $24 million. 


Clark’s British Licensee 
Building Tractor Shovels 

BENTON HARBOR, Mich. — 
Clark Equipment International, a 
wholly owned subsidiary of Clark 
Equipment Co., announced that 
“Michigan” tractor shovels are 
being manufactured in England by 
its British associates, All Wheel 
Drive, Ltd., at Camberley, England. 

England is one of the seven 
countries in which Clark Equip- 
ment International has one or more 
licensees. 





send a pair of baby shoes with his 
best wishes for the mother and the 
father. He made it a point to call 
at least four customers on the tele- 
phone every day. 

And Red Williams (I'll never for- 
get that guy’s name), had more 
telephone sales to one-two buyers 


than any dealer I ever knew about. 
* + * 


Pay Must Be Good 


. ADDITION to close supervi- 
sion and checking to make cer- 
tain that the calls are made, how- 
ever, the dealer must provide the 
kind of compensation that keeps 


Dealers Building Quarters 


SAN FRANCISCO—Davis & 
Helman Chevrolet, Manteca, Calif., 
has started work on a new $60,000 
headquarters. M. J. Davis and F.. D. 
Helman own the firm, which has 
been renting a building at 139 E. 
Center St. 





“ Enhite 3400 . 





The White 3400TD is available in Single-Axle, 
Tandem and Pusher Model Tractors Engineered 


the salesman on his toes and satis- 
fied. 

Dealers sometimes complain that 
after they send a man to school to 
learn how to sell trucks properly, 
they lose them to other dealers or 
to other lines of business. In most 
cases they can look right into their 
own handling of salesmen’s com- 
pensation or the limitations they 
put around his job. 

Good salesmen must be paid well. 
The dealer must allow commissions 
on the bodies and other equipment 
the salesman sells with the truck 
and must take in trades. 

Sound truck dealers know 
there is profit in both of these 
phases of the business. In fact, 
many dealers right now are look- 
ing to their used trucks to bring 
their remaining gross up to the 
figure they feel makes the truck 
operation profitable. 

The dealer who gives away the 
profit in his body and equipment 
sales is just not interested in the 
truck business as such. 

A new booklet by Boyertown pro- 
vides truck salesmen with a wealth 
of information on “forward con- 
trol” and merchandiser type bodies. 
Recently added distributors bring 

these bodies to the Midwest as well 
as the South and East. 
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Speeds Deliveries— 


An increased number of bottled water deliveries per day are said to be achieved 
by a West Coast firm through the use of International model AMC-160 trucks with 
Metro walk-in cabs and bottlers bodies. The units have 161%4-inch wheelbases. Other 
equipment includes two-speed rear axles and power steering. Mounted on the 
reinforced frame, the 15-by-7-foot bodies with pigeon hole racks for five-gallon water 
| bottles feature low side loading and unloading for easier handling. 





Highway... 


to your exact operating conditions. 


AMERICA’S MOST ADVANCED=— 


Diesel at its economical best in the COE tractor 
that sets the industry standard for functional 
design—the White 3400TD Series with the 
BIG NH-180 diesel engine. 

Top earning power because this great new 
White accommodates 40 ft. trailers within 50 ft. 
over-all length, even with a sleeper cab. Excep- 
tional weight distribution, too, with the drive 
axle weight 700 Ib. lighter than other COE’s. 

Incomparable White 3000 power-tilt cab adds 
life, cuts maintenance cost. Its wonderful ride, 
driving ease, visibility and safety are unmatched 
++. nothing like it! 

Add to all these proved and exclusive advan- 
tages new, efficient power with the big NH-180 
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News to Note... 
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Truck World in Brief 


BUCYRUS, O.—Bucyrus has de- 
cided to buy a three-quarter ton 
pickup from Ken Smith Motors, 
Inc. (Chevrolet), and a_ two-ton 
dump truck from Huggins and 
Wingate, Inc. (Ford). 

Price of the pickup was $1,648.15 
plus tradein while the dump truck 
will cost $2,974.74 plus tradein. Both 
tradeins are 1956 models. 

= * * 


Puerto Rican Firm Orders 
50 Buses from Mack 


PLAINFIELD, N. J.—Mack 
Trucks, Inc., has received an 
order for 50 transit buses from 
Cia. Metropolitana De Autobuses, 
Inc., of Puerto Rico, for use in 
San Juan. 

This brings to 190 the number 
of transit buses sold by Mack to 
Puerto Rico since 1955. The new 








buses will be 45-passenger ve- 
hicles, powered with Mack’s Ther- 
modyne diesel engines. 

* * * 


International Truck Branch 


Opened in Culver City, Calif. 


CHICAGO. — International has 
opened a truck branch at Culver 
City, Calif., with Elmer Kendrick as 
manager. 

The Culver City branch, housed 
in a new building, is completely 
equipped for truck service, Kend- 
rick said, and is staffed by factory- 


| trained mechanics. 


* * * 


Nylon-Cord Truck Tire 


Introduced by Goodyear 
AKRON.—A new all-nylon cord 
truck tire—the Rib Hi-Miler Nylon 
—has been placed on the market by 
Goodyear Tire & Rubber Co. Priced 


10 percent above Rib Hi-Miler 
rayon tire prices, the new tire is 
made of triple-tempered 3-T nylon 
cord and features the wide, flat, 
five-ribbed tread design of its 
rayon counterpart. 

The Rib Hi-Miler Nylon is avail- 
able in tube-type construction in 
sizes 6.00-16 through 10.00-22. Tube- 
less versions are available in 6.50-16 
and 6.70-15 sizes. 

* * * 


Great Lakes Diesel Builds 


New Center in Cleveland 


CLEVELAND. — Great Lakes 
Diesel Co., distributor of General 
Motors diesel engines in Northern 
Ohio, has occupied its new main 
building at 4980 W. 150th St. 

The new building measures 7,400 
square feet. It has air-conditioned 
offices, a separate injector service 
room and a dynamometer for 
engine testing. Included in the 
facilities is a special bay to ac- 
commodate engine servicing on 
large trucks. 

* a * 


Clark Uses ‘Mobilvans’ 


\In Interplant Shipping 


BUCHANAN, Mich. — Clark 
Equipment Co. has adopted a new 











“Now get out there and dig up 
some customers!” 





method of interplant shipping. It is 
using demountable, interchangeable 
Mobilvan cargo containers to ship 
sheet-metal components and sub- 
assemblies the 90 miles between its 
Buchanan and Battle Creek plants. 

Clark says the system has elimi- 
nated some materials-handling op- 
erations, reduced warehousing costs 





TD 


SERIES 


diesel. Plus a cooling system 
higher cooling standards than in any 
other diesel . . . 250 sq. in. additional 


radiator cooling capacity. 


And, typical of White customer- 
design, this King of the Highway 
Diesel—like its conventional counter- 
part—the 4400TD— is engineered to 
your exact work requirements. 

More than ever, your profitable 
choice in highway diesel power—The 


King of the Highway! 


THE WHITE MOTOR COMPANY 


Cleveland 1, Ohio 







with 


NEW WHITE DIESELS 


ARE OUTSTANDIN 
GO 
FUEL ECONOMY TEST ; 


RUNS 




















MOST COMPLETE DIESEL LINE 
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and has done away with much 
duplicated motion. 
* + * 


Truck Firm Organized 


DAYTON, O.— Formation of a 
corporation to specialize in truck 
and trailer equipment, truck re- 
building and repair and truck 
rental and leasing for fleet opera- 
tions was announced. J. J, Dues is 
president of the firm, Dues Com- 
mercial Equipment, Inc., at 3300 
Delphos Ave. 


* * * 


Alternators Made Standard 
On Ford’s Heavy Trucks 


DETROIT. — Standard 12-volt, 
50-ampere alternators are now 
included as standard equipment 
on all Ford heavy-duty trucks, 
according to Ford Motor Car Co. 
and Cleveland’s Leece-Neville Co., 
manufacturer of the alternator. 

The firms said that never before 
has an alternator system been 
standard equipment on any mass 
produced vehicle. All 1958 Ford 
trucks in Series C-900, C-1000, 
C-1100; F-900, F-1000, F-1100, and 
T-900, T-1000 and T-1100 will be 
so equipped. Alternators will be 
offered as optional equipment on 
all other company truck models. 


* ® * 


Yale & Towne Branch Opens 


PHILADELPHIA.— Yale & 
Towne Mfg. Co. has established a 
factory branch at 6055 Fairmount 
Extension, San Diego, Calif. 


* * * 


10% More Mileage Claimed 


For New General Truck Tire 


AKRON.—A new truck tire it 
claims will give up to 10 percent 
greater original mileage than the 
tire it replaces, with no change 
in price structure, has been an- 
nounced by General Tire & Rub- 
ber Co. 


Named the Traction Rib Special 
Service, it has a wider, deeper 
tread than the Highway tire it 
supersedes, General said, while 
the tire body is of the same 
standard construction. 


Md. Police Buy 12 Pontiacs 


BALTIMORE.—Twelve 1958 Pon- 
tiacs have been sold to the Mary- 
land State Police, according to 
Lawrence Glezen, Pontiac repre- 
sentative in this district. This is 
the first time State Police have 
purchased Pontiacs for official use, 
he said. 

* z > 


Dodge Truck Center 
Opens in Minneapolis 

MINNEAPOLIS. — Midwest 
Dodge Truck Center, Inc., whole- 
sale Dodge truck distributor for 
Minnesota, North Dakota, South 
Dakota and Western Wisconsin, 
has opened at 20 N. Sixteenth 
here. President is W. B. McKin- 
stry, who is also a Dodge- 
Plymouth dealer in suburban 
Hopkins. 

The new distribution center will 
have a stock of 100 to 150 trucks 
for immediate delivery to dealers 
in the territory. The building, 
which has 15,000 square feet of 
space plus storage facilities, is 
being remodeled. 


* . * 


Ash Trucks to Be Inclosed 


CHICAGO.—Harold Jensen, pres- 
ident of the Chicago Suburban Ash 
& Scavenger Assn., said private 
rubbish trucks will be inclosed to 
prevent scattering of refuse in 
compliance with a proposed air- 
pollution control ordinance. 

+ = * 


IH Gets Chicago Order 

CHICAGO. — Contracts totalling 
$263,880 for 40 refuse-collection 
chassis have been awarded to In- 
ternational Harvester Co. by City 
Purchasing Agent John F. Ward. 
Also, the Chicago police commis- 
sioner said he will again order 
three-wheeled motorcycles rather 
than squad cars. 


Truck Depot Named 


Lee Motors (Ford), 911 Cherry 
St., Toledo, has been named dis- 
tributor for Ford extra-heavy-duty 
trucks for Northwestern Ohio and 
Southern Michigan, according to. 
Matt A. Tank, president. 
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Willys Shows Off 'Mule’— 


Brig.-Gen. Selahattin Gunkut, left, chief 
of ordnance, Turkish Army, inspects the 
U. S. Army's new Mechanical Mule during 
a visit at the Willys plant in Toledo. 
Pointing out features of the M-274 half- 
fon weapons carrier is 
right, sales vice-president, Willys-Overland 
Export Corp. Looking on is the general's 
aide, Capt. Recep Bayirlioglv. The Mechan- 
ical Mule is a platform-type vehicle pow- 
ered by a Willys four-cylinder, air-cooled 
engine mounted under the bed. 





W. S. Pickett, | 
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How They Fared ... 


Commercial Car Registrations 


By Makes 


January, ‘58 vs. January, ‘57 


Percent 
Share of 
"58 Market 


33.70 
27.91 
14.36 
749 
5.79 
2.66 
1.61 
1.55 
15 
37 
12 
Miscellaneous** 1,071 3.69 
TE sccsvevsersnnitvnnevies 52,368 56,979 100.00 
* White includes Autocar, Freightliner, Reo and Sterling. 
** Miscellaneous includes Corbitt, Divco, Four Wheel Drive, 
Herrington, Peterbilt, etc. 


Make January 


1958 


January 
1957 


20,820 
13,296 
7,539 
5,175 
3,881 
1,873 
1,016 
1,253 
697 
308 
50 


Studebaker 
Diamond T 


Percent 
Share of 
°57 Market 


36.54 
23.34 
13.23 
9.08 
6.81 
3.29 
1.78 
2.20 
1.22 
5A 
-09 
1.88 


100.00 


17 
+ 03 
+1381 


Kenworth, Marmon- 


—Compiled from R, L, Polk & Co. data. 





loss of 1.59 points. 

Sales of Dodge trucks amounted 
to 3,033 units or 5.79 percent of 
the market. The Dodge loss was 
1.02 percentage points. 

Other makers, their registrations, 


| Anthony Distributors Elect 
| Three to Advisory Council 


STREATOR, Ill.—Three new 
| members of Anthony Co.’s Distrib- 
|}utor Council were elected at the 
firm’s second International Sales 
Conference here. 

They are: John Laudano, Con- 
|necticut Truck & Trailer Service, 
| North Haven, Conn.; Clarence Nel- 
son, Nelson Truck Equipment Co., 
| Seattle, and E. L. Shebiel, North- 
|\land Equipment Co., Janesville, 
Wis. They will serve for two years 





|} on the 10-man council. 








von you wor AdVaNCeM design... 


you want Hercules Dump Bodies and Hoists 


CHECK THESE NEW 
HERCULES FEATURES 


New Contractor's Bodies—sioping 
rub rail reduces spillage — design 
reduces rust, stays new longer. 


New Batch Bodies provide faster, 
cleaner dumping of loads, stepped 
up. batching procedures, cut labor 


costs. 


New Batch Trippers—cab- 
controlled, hydraulically operated, 
underbody mounted. 


double-batching. 


New Dump Angle Selector—cab- 
operated device offers added 
Safety, gives positive control at all 


times. 


H-258 





Hercules. 


Prevent 





For profitable operations, complete satisfaction every time, insist on 
genuine Hercules dump bodies and hoists. Designed and produced by 
the leader of truck equipment research and development, they've been 
job-proved in the toughest hauling assignments. 

New designs provide longer body life and lower maintenance costs. 
New front mounted telescopic hoists give fast, safe dumping, plus lower 
mounting height for added safety. For advanced engineering and the 
latest time-saving, cost-cutting construction features, always specify 


_ Ask your distributor today about new Hercules equipment “applica- 
tion engineered” to meet your specific hauling needs. 


W Hercules 


DUMP BODIES and HOISTS 


ERCULES STEEL PRODUCTS COMPANY - Galion, Ohio 








Only Ford and IH Gain... 


Truck Sales in Nosedive 


(Continued from Page 29) 





for 7.49 percent of the market, a| percent of market, and percentage- 


point losses are: 

Willys, 1,395 units, 2.66 percent, 
down .63 points; Mack, 845 units, 
1.61 percent, down .17 points; White, 
810 units, 1.55 percent, down .65 
points; Studebaker, 390 units, .75 
percent, down .47 points, and Dia- 
mond T, 193 units, .37 percent, 
down .17 points. 

(Reo registrations are included 
in the White total this year, along 
with Autocar, Freightliner and 
Sterling.) 

* 


* + 
ALIFORNIA had a stiff race 
from Texas but maintained its 
customary position as the top truck- 
buying state in January. The top 
10 states and their registrations for 
January of 1958 and 1957 are: 


1958 1957 
1. California 5,180 6,487 
2. Texas 5,121 4,342 
3. New York 2,945 2,274 
4. Illinois 2,857 2,833 
5. Pennsylvania 2,509 2,328 
6. Ohio 2,020 2,514 
7. Indiana 1,706 1,741 
8. Florida 1,639 1,827 
9. Missouri 1,630 1,823 
10. Michigan 1,611 1,813 


Year-to-year sales declines were 
noted in 31 states and the District 
of Columbia in January. Registra- 
tions were up in 16 states while the 
Minnesota total was exactly the 
same—1,035. 


Truck Designed 
For Radio Checks 


Draws Attention 


BOULDER, Colo.— Reefer runs, 
bull hauls and common carrier 
over-the-road operations are all 
run-of-the-mill jobs so common- 
place they don’t cause a head to 
turn. 

But a Diamond T tilt-cab unit 
with aluminum dromedary and 
house-type semi-trailer understand- 
ably causes some eyebrows to raise 
in the course of its travels in the 
Southwest and Far West. It is used 
by the Federal Government's Na- 
tional Bureau of Standards, a divi- 
sion of the Department of Com- 
merce, for testing radio reception 
in different sections of the country. 

Technicians accompanying the 
mobile laboratory check low fre- 
quency, high frequency and ultra- 
high frequency radio waves, with 
emphasis on experiments in so 
called “dead areas” which have ex- 
perienced difficulties in the past. 

The rig is 62 feet in overall 
length. The dromedary box houses 


|two large generators which provide 


current for operation of the trailer 
facilities, as well as for the radio 
transmitters housed at various 
places throughout the unit. 

The house-trailer provides all the 
comforts of home for bureau per- 
sonnel assigned to the project. 
There’s even an air-conditioning 
unit, a shower room, complete with 
ceramic-tiled walls and an electric 
water heater used on cool evenings 
to take the chill off of the shower 
water in the 150-gallon tank. 

Kitchen of the trailer is as com- 
plete and compact as the galley of 
a yacht; an electric range, built-in 
coffee maker and other accessories 
are provided. Three permanent 
bunks are built in, as is ample stor- 
age facilities for personal belong- 
ings of the crew. 

Approximately a third of the 
trailer, which was built by Denver's 
Woeber Auto Body & Mfg. Co., con- 
tains a lavishly equipped laboratory 
bristling with complex electronic 
equipment. Aside from the batteries 
of instruments used for testing 
radio reception, there also are deli- 
cate instruments designed to sur- 
vey each site on which the unit is 
located, plus equipment to measure 
and maintain a precise amount of 
electrical output for the maze of 
electronics. 

A Diamond T Model 730C Tilt- 
cab tractor pulls all of this equip- 
ment. It was selected partly for its 
compact dimensions which make 
possible a shorter over-all length of 
the rig. Powered by Diamond T’s 
XL-450 six-cylinder valve - in - head 
engine, the tractor develops 174 
brake horsepower at governed 
speed of 2,600 r.p.m. 


re] 
nor 
Nor 
We 
of 1 


buye 
they 
thei: 
effec 
depr 





ce 
its 
k- 
op 
or 


el ed ee 


o6U"m 
oreo 


~ = & ¢ 
oo: 


1s, 
er 
all 
n- 
to 


iit 


vi- 


es 
de 
er 
lio 
us 


es 


ig 


its 
ke 
of 
"Ss 


74 
> d 


v 





—— 


Dealer Survey Shows... 
ee cea NSS 


AUTOMOTIVE NEWS, APRIL 7, 1958 


Truck Picture Looking Better 


(Continued from Page 29) 


reported off in the Northeast, 
normal in the Southeast and 
Northwest, fair in the southern 
West Coast and good in the rest 
of the nation. 

= * + 


EDIUM weight truck sales are 
fair to good in the Southeast 
and Southcentral States, spotty in 


the southern West Coast area and| 


fair in the rest of the nation. 

While heavy-duty truck sales are 
reported slow to only fair in most 
of the nation to date, dealers report 
prospects in these units are begin- 
ning to look optimistic for early 
sales. 

While profits due to intense 
competition are reported low to 
normal for this time of year in 
most of the country, dealers in 
the Central States are admitting 
that they are getting at least fair 
deals. 

All over the nation, dealers report 
that those with the new wide 
pickup boxes are getting good 
small-truck sales. They also say 
that in most cases the standard 
pickup boxes are a drug on the 


market. 
* * = 


Styling and Color Help 


os, also are reporting that 
styling and two and three-tone 
paint jobs have sparked many a 
sale thus far this year not only in| 
the pickups but in the used stuff. 
Many dealers report that they are 
giving their used stuff a good re- 
conditioning and a new paint job, 
putting it on the front rows of their 
lots and reaping what can be con-| 
sidered better than normal profits. 


Kansas said that he had sold more 
trucks already this year than he 
sold in all of last year and that 
farm buying had not yet started. 

His sales consisted of pickups 
to two-ton units, He seldom sells 
any heavy-duty units in his terri- 
tory. He said his truck inventory 
was exceptionally low and that 
most good used trucks were 
snapped up rapidly. 

“With conditions so favorable for 
|the farmer and stockraiser,” this 
|dealer reported, “we expect our 
greatest volume of trucks sold to 
farmers in many years. 

“Truck business has been off for 


|many farmers are expecting to 
build up their hauling equipment 


Dealer Quits Sheriff Race 


DURHAM, N. C.—Sam Williams, 
operator of Williams’ Nash Motors 
who announced he would be a can- 
didate for sheriff of Durham 
County, said he had decided to 
withdraw due to press of business. 











Our reporters in the field, how- 
ever, state that small town dealers | 
and those in primarily agricul- | 
tural areas are having some diffi- 
culty moving their used stuff 
so far, due primarily to the fact 
that the farmers have not yet 
begun to buy. 

They feel, however, that once the 
farmer comes into the market they | 
will be understocked with used 
trucks. 

In the same area, however, sales 
can be going “hot as a pistol” with 
some dealers while others in the 
Same area report sales hard to get 

and profits low. 

For instance, in Southern Cali- 
fornia dealers of the heavy-duty 
makers are reporting sales of 
mediums slow, spotty, with cus- 
tomers meeting only bare replace- 
ment needs. The dealers represent- 
ing Dodge, Chevrolet and Ford| 
report mediums as being hot items. 

> > > 


ERE, however, sales of used 

mediums and heavies are rela- 
tively poor, requiring a solid down 
and good credit as most of the 
prospects seem to be “gypsy” op- 
erators with an unsavory credit 
background. 

For real enthusiasm and truck- 
sales optimism, dealers should visit 
“Mid-America.” 

Reports from the Kansas City 
area say truck demand is grow- 
ing stronger. And, with fresh 
reports from big stockraisers that 
the beef business is returning to 
& sound operation, dealers expect 
that farm truck-buying talk will 
soon be turned into signed orders 
to further increase a better than 
normal volume. 

They say that one quirk of the 
present rejuvenation in the truck 
business which has been dragging 
its feet here for two or three years 
is the apparent reluctance of the 
individual to buy a truck as com- 
pared with the purchase of replace- 
ment vehicles by fleet operators. 

Owners of small and large fleets 
in almost all lines such as utility, 
contracting and store delivery are 
apparently replacing their older 
Vehicles with new units as soon as 
they are needed. 


+ * * 


Business Goes Ahead 


E dealer said he was very 
much enthused by the optimis- 
tic attitude of some of these 
buyers since it clearly indicates that 
they are going ahead as usual with 
eir business and do not fear the 
effects of an unexpected further 
pression. 
Another old-time dealer in mid- 


























the last three or four years but now | 





with the betterment of the farming 
industry.” 
* * * 


NOTHER dealer in Jefferson 

City, Mo., reported that his 
sales for this year were about the 
same as for the same period as last 
year. He explained that last year 
he sold a number of units to the 
state but none this year, so that 
his business with individual buyers 
was considerably ahead. 

This dealer reported considerable 
activity in heavy-duty units, indi- 
cating that construction and heavy 
hauling plans were being made for 
the spring and summer construction 
season. His used truck stock is 60 
percent under last year and his 
new-truck stock is about normal. 

Here again the farm buying 
had not materialized but the 
dealer feels that a rash of farm 
orders can be expected within the 
next few weeks since the farm 
profit picture is definitely becom- 
ing better. 


—_— OH 
FLAmme 


Only the rich could afford the 
early American automobile. This 
was changed in 1904 when auto- 
mobiles were first sold on the 
installment plan. 





the St. Paul area says that light- 
duty trucks have been moving at 
a good profit. Mediums are moving 


A dealer of heavy-duty trucks in’ good, he declared, with sales prin- 


We’ll show you how to 


DOUBLE YOUR SERVICE INCOME 


-_.> 


chanics to work on them? 


about 144 items per R.O.) 


NAME 


FIRM. 


Malarkey? Can you possibly double your 
service income if you can’t get any more 
cars in your service department—or me- 


By a little quick figuring: Divide your 
total R.O.’s for a week into the total number 
of charged-for items. (Most dealers find 


Then ask, “How much more service 
would we sell—with no more space, no 
more employees—if each customer bought 
the services his car needs ?”’ And, from the 
viewpoint of your new-car trading posi- 
tion, ask how a healthy boost in your per- 
centage of absorption would increase your 
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cipally to individuals and small 
business. 

Heavy-duty truck business has 
started to pick up. Used-truck 
stocks are normal to low with used 
trucks selling exceptionally well for 
this time of the year. 


* * * 


Lightweights Show Gain 


HEAVY-DUTY dealer in At- 

lanta says sales of lightweights 
are up. They picked up during the 
last month. Selling at a profit. 
Mediums good now but not as good 
as pickups. Individuals and small 
companies buying both lights and 
mediums. 

Heavy-duty business never has 
slacked off. Good business. Used 
trucks selling well and go as fast 
as they come in. Stocks are 
normal, Lightweights selling good 
and can’t get enough mediums. 
Higher priced heavies hard to 
move but anything selling below 
$3,000 moves well. 

To show spotty nature of busi- 
ness, however, an East Point (Ga.) 
dealer says small businessmen are 
buying light trucks and it is hard 
to get a profit. Small contractors 
buying mediums. Used truck stocks 
low and selling better than usual. 
No trouble to move. 


total net profit in this competitive market. 
Your Pennzoil distributor has two an- 
swers. One for your customers, one for you. 


For customers—motor oil and lubricants 


happy. 


that support your good service by keeping 
their cars in top condition, keeping them 


For you—the most painless way yet de- 


Sales Manager, Kontax System 
Pennzoil, Oil City, Pa. 

Let's see you prove the claims you make for your program. 
Name of system | use now___ 





ADDRESS. 


CITY. 


veloped to get customers to ask for all the 
services their cars need. That’s why this 
Pennzoil Kontax System® is a 4-to-1 favor- 
ite over any other with car dealers. 

No harm in finding out about it, is there? 
Your Pennzoil distributor is listed in the 
yellow pages, or mail the coupon. 


-- NOW! Top-Grade Motor Oil for Every Service and Price Ciassl 








DEALER PUBLICATIONS — For you 
and your department managers, we publish 
THE FORD DEALER MAGAZINE, 
LINCOLN LEADER and YOUR EDSEL 
MARKETER~—all filled with field-tested 
and dealer-originated ideas. Each case 
history is researched and reported from 
recent on-the-spot interviews. 


SELL USED TRUCKS 
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* LINCOLN 


NEWSLETTERS—A new source of 
information for you and your per- 
sonnel. These newsletters give a quick 
round-up of Company and dealer 
activities related to sales—with per- 
tinent facts on current industry 
trends and forecasts. 
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NEW MERCURY DIRECT-MAIL CAMPAIGN 
OPENS DOOR TO MORE PROSPECTS 


A NEW DIRECT.MAIL CAMPAIGN by Mercury bas a» 
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THE FORD TRUCK MARKETING LETTER 


Confidential wo ail Ford dealers and their sales maeegers 
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PORD TRUCK 


Ss WORKSHOP NEWS 
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Dealer-Tested Ideas 
To Help You 


The practical, money-making publications you 
see on these pages are designed to help you sell 
Ford Motor Company products by keeping you 
up-to-date on the latest, successful automotive 
sales trends and methods. 

They provide you with a source of authentic, 
up-to-the-minute, dealer-tested ideas—gathered 
in the field by a group of experienced business 
editors, who report in detail the most successful 
management and sales promotion techniques 
being used by our dealers. 

This invaluable, pre-tested information, 
proved in day-to-day use, covers all aspects of 
dealership operations. It is just one more way in 
which we try to help you, your sales managers 
and your salesmen make more money. 

Another reason why it’s great to be a dealer in 
the Ford Family of Fine Cars. 


FORD FAMILY OF FINE CARS CLEARINGHOUSE 
No. 77 


FORD MOTOR COMPANY + THE AMERICAN ROAD 
DEARBORN, MICHIGAN FORD * THUNDERBIRD + EDSEL 


MERCURY + LINCOLN « CONTINENTAL MARK Ili «© ENGLISH FORD LINE 


FORD TRUCKS * TRACTORS «+ FARM IMPLEMENTS «+ INDUSTRIAL ENGINES 


Dealer Publications— 





HOW "BOUT YOU? PAGES 10-11 


FORD CREST NEWS-—In the pages of 
this magazine, designed especially for 
them, Ford salesmen read about successful 
selling methods and learn from the experi- 
ence of those who are making profitable 
careers selling Ford cars. 


SHOP TALK—A widely distributed serv- 
ice-and-parts promotion idea magazine that 
gives independent garagemen and service 
station operators quick facts about Ford 
parts; stimulates dealer sales. 
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DeSoto Quality Dealer— 


E. J. Roberts, left, DeSoto Detroit regional manager, presents Ben Roberts, center, 
president, Schutz Motors, Inc. (DeSoto-Plymouth), Birmingham, Mich., with the DeSoto 





Quality Dealer Award. Joining in the ceremonies is L. 1. Woolson, right, DeSoto 
president. Schutz Motors is the first DeSoto dealer in the Detroit region to receive 
the award. 
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YOU Benefit From 
Spicer 


Nationwide 





Power Take-Off 
Distribution 








*| How Nation's Salesmen Meet... 





Practical Problems of Selling 


_ DURHAM, president 
of Southtown Motors, Inc., 
Kansas City, recalls this incident 
in his early days when he was a 
salesman: 

I always thought a salesman 
should be energetic and resource- 
ful as well as per- 


sistent in present- Case 
ing his case, and I 

believe that these Sales 
character- Histories 


istics often will 
generate an extra sale. 

In this case, I had been work- 
ing on a prospect and had gone 
out to his home. 

I persuaded him to use my 
demonstrator and let me drive 
his car back to the showroom. 
He was to return the demon- 
strator the next day and get his 
car unless a deal was made for 
the new car. 

When he drove up the next 
morning with the demonstrator 


he had his brother-in-law, whom 
he called Slim, with him. 


* * * 


E GOT to talking over the 

details of the deal and he 
was offering many objections, I 
tried to counter each objection 
as fast as it was raised, and it 
finally got so hot for him that 
he said: “Why don’t you give me 
a rest and sell Slim?” 

Just for a joke I turned to 
Slim and said: “All right now 
we have this such-and-such a 
car, It sells for so much and 
what kind of a car have you 
got to trade?” 

Slim gave me the details and 
before I knew it he had signed 
the order and a new car was 
being made ready for him. Then 
my original customer who had 
watched and listened to the trans- 
action said: 

“Now that I’m rested a little I 





Wherever you are you can get Spicer Power Take- 
Offs and PTO joints through your distributor. 


Available immediately—in a wide range of models 
to meet all your requirements. Buy the standard of 
the industry. Ask your distributor about the Spicer 





Joint Replacement Kits «+ 
¢ Spicer Transmissions, Clutches and Axles 
¢ Monmouth Clutch Plates °* 


Spicer Power Take-Offs and PTO 


line, or write Dept. 85, Dana Corporation. 


DANA CORPORATION + DEPT. 85 - TOLEDO 1, OHIO 


Products offered by Dana: Spicer and “Mechanics” Type Universal 
Spicer Universal Joints and Drive Lines 


Auburn Clutches 


Industrial and Agricultural Joints 


‘ 





guess I'll just take that deal you 
offered me.” 


I later sold Slim three other 
cars as well as another car or two 
to the original prospect. Slim 
said he got the idea of buying a 
new car from listening to me 
but had no idea of buying a car 
when he left home. 

- * * 


_ proves that a salesman 
must watch his conversation 
and his selling procedure because 
someone watching and listening 
may be given the germ of 
thought that will lead to a sale, 

Selling a car to a person who 
walks in out of the blue is an 
extra dividend and an interest- 
ing experience to every sales- 
man, and I believe that the 
more energetic you are, short of 
high-pressure, the more apt 
you are to get such windfall 
sales. 


Low-pressure selling has no 
place in the auto business any- 
way because in order to complete 
a large number of sales the sales- 
man must push resolutely for- 
ward to a close as rapidly as 
possible. 


BBB in Buffalo 
Warns Customers 


On Chain-Sales 


BUFFALO.—The Buffalo Better 
Business Bureau warned car buyers 
to beware of any sales plans in 
which the salesman proposes that 
the buyer pay part or all of the 
cost of a new car with commis- 
sions earned from referring addi- 
tional customers to the dealership. 


Gleason Lapey, manager of the 
bureau’s merchandise division, said 
it is practically impossible for a 
person to earn sufficient income to 
pay for a new car by referring 
buyers. The Buffalo Automobile 
Dealers Assn. also opposes this 
method of selling, Lapey said. 

He cited the experience of one 
purchaser: When the customer told 
the dealer he couldn't sell cars, he 
was informed that he was on his 
own and they couldn't help him. 
Now he is without a car and in debt 
besides. 


“They took the car back after 
several weeks,” the victim wrote. 
“IT am stuck for $600 and lost my 
own car with the deal. I had to 
cash an insurance policy to pay 
$500 and I still owe $100 on another 
note. 

“I have to pay that and deprive 
my family of what they need. 
Where I work, another lad got 
clipped.” 


German Engineers 


Form U.S. Unit 


DETROIT. — The Society of 
German Engineers (VDI) has 
formed an American Branch, it was 
announced by Curt Schmidt, 
secretary-treasurer of the newly- 
created division. 


Schmidt said “the purpose of the 
American branch is to establish 
connections, working cooperation, 
and an exchange of experiences in 
the engineering field among engi- 
neering societies and technical en- 
terprises in the U. S. and Germany.” 


All engineers, whose qualifica- 
tions are in agreement with the 
VDI bylaws, and who are not re 
stricted by any requirements in 
this country, are invited to join this 
new organization. As its first presi- 
dent, the American branch has 
elected H. B. Kulose, chief engi- 
neer of Huppower, a division of 
Hupp Corp., Detroit. 





Illinois Fair to Feature 
Antique Sports Cars 


SPRINGFIELD, Ill.—Gov. Wil- 
liam G. Stratton again has ap- 
pointed Secretary of State 
Charles F. Carpentier as superin- 
tendent of the Antique Auto and 
Sports Car meet at the Illinois 
State Fair Aug. 8 to 17. Last year 
there were 225 entries. 





8S 885 


— 
= 
—- 


¢ 
. 








al you 


other 
or two 
Slim 
ying a 
me 
i car 


o 


sman 
sation 
cause 
ening 
m of 
| Sale, 
who 
is an 
rest- 
ales- 

the 
rt of 

apt 
dfall 


S no 
any- 
nplete 
sales- 
for- 
ly as 


rs 


Better 
buyers 
ins in 
s that 
of the 
mmis- 
addi- 
-rship. 
of the 
1, said 
for a 
me to 
erring 
mobile 
; this 
l. 

ff one 
r told 
rs, he 
yn his 
} him. 
n debt 


after 
wrote. 
st my 
ad to 
> pay 
1other 


eprive 
need. 
i got 


ers 


ty of 

has 
t was 
ymidt, 
ewly- 


of the 
ablish 
ation, 
ces in 
engi- 
al en- 
any.” 
lifica- 
a the 
ot re- 
ts in 
n this 
presi- 

has 
engi- 
on of 


—_—— 


‘e 


Wil- 

ap- 
state 
prin- 

and 
inois 
year 


—_—— 


' 





AUTOMOTIVE NEWS, APRIL 7, 1958 


39 





den of inventories on working capi- 
tal. 

“If the used-car inventory is par- 
tially financed,” Associates pointed 
out, “a high degree of control is 
mandatory to prevent accumula- 
tion of unnecessary depreciation 
losses and interest by slow selling.” 


Must Have Adequate Supply... 
Strict Capital Control 


Vital, Says Associates 


By Kenneth C. Kelley, Jr. 
Staff Writer 

DEQUATE capital, properly 
controlled, is always important 
to an auto dealer, doubly so in 
times like these, according to Profit 
Pointers, a publication for dealers 

from Associates Investment Co. 
The question of the amount of 
capital must be de- 


News cided on an individ- 
of ual basis. The right 
answer is “not nec- 

Finance’ essarily big capital, 


certainly not exces- 
sive capital but adequate capital,” 
Associates said. 

The publication said capital defi- 
ciencies “result from  under- 
financed beginnings, excessive 
withdrawals, increased costs or ex- 
pansion not supported by fresh 
money, and losses.” 

Adequate capital, it added, con- 
sists of the money needed for | 
fixed items, a relatively constant | 
item, plus working capital, the 
money the dealer needs to pay 
his day-to-day bills. 

“The primary hunting ground for 
improvements in money-manage-| 
ment is working capital,” Associ- | 
ates said. These pointers were 
offered: 

Working capital is the difference 
between current assets and current 
liabilities. If the assets exceed lia- 
bilities by about three times, work- 
ing capital is usually satisfactory, 
“unless too much of the current 


assets are frozen.” 
> > > 


Little Help Offered 


NVENTORIES which are exces- | 
sive for the rate of sales, obso-| 
lete parts, over-aged used cars, de- 
linquent receivables and overdue 
notes are examples of frozen assets 
that are of little help in the work- | 
ing capital department. | 
| 





If total cash on hand and in 
banks is not about equal to one 
month’s total expense, the dealer 
should ask himself if his supply 
of cash is adequate. 
Associates listed three points| 


that call for the closest supervi- | 
sion in the dealership’s money-| 
management. They are: 
1. Receivables must be closely 


controlled. “Dealers who are too| 
liberal with credit always find that | 
many of the pigeons never come | 
back home.” | 

The granting of credit must be} 


Goodyear Sees | 
Spectacular Gain | 


In Rubber Use | 


AKRON.—Consumption of new! 
rubber, both natural and synthetic, | 
in the U. S. is expected to reach} 
1,635,000 long tons by 1960—an in-| 
crease of 151 percent in the 20) 
years since man-made rubber came| 
into general use, according to the| 
annual report of Goodyear Tire & 
Rubber Co. 

This estimate compares with U. S. 
requirements of 652,000 tons in 1940, 
when 99 percent of the total was 
natural rubber, and with 1957 con- 
sumption of 1,469,000 tons—60 per- 
cent of which was synthetic. 

Goodyear said its synthetic plants 
at Houston and Akron were ex- 
Panded by 50 percent during 1957, 
providing a total production capac- 
ity of 247,500 tons annually, the| 
largest in the industry. 

The Houston plant alone, accord-| 
ing to the report, has become the} 
largest facility of its kind in the 
world. It employes 700 and has a 
Production capacity of 220,000 tons 
of rubber annually. To grow an 
equivalent amount of natural rub- 
ber would require a plantation of 
$28,000 acres planted with 36 mil- 
lion rubber trees, Goodyear said. 

Although the synthetic rubber 
industry has added 500,000 tons of 


} 


additional capacity in less than 30 
Months, Goodyear said, increasing 
worldwide demand for rubber and 
rubber products indicates that early 
in the next decade there will be a 
Shortage of natural rubber. 

Goodyear said its program for 
Meeting this problem is the syn- 
thesis of Natsyn rubber—a man- 
made polymer essentially identical 
to tree rubber. 


strictly controlled. One person 
whose credit judgment is good 
should rule on all credit extended 
by the dealership. 

Potential losses can be minimized 
by making continuous drives on| 
over-aged accounts by phone and 
in person. The assistance of credit 


bureaus ‘can help here. 
+ * = 


Washout-Sale Notes 


DEALER-HELD short - term! 

* notes on washout sales are 

sometimes unavoidable. The dealer 

can guard against loss here by call- 

ing for bigger downpayments and 
cosigners. 

“Don’t take a note just to make| 
a sale,” Associates warned. 
3. Inventories, which make the 
biggest demand on working capi- 
tal, call for keen judgment. In- 
adequate inventories limit sales, 
excessive stocks increase ex- | 
penses and lead to waste or loss. | 
Fast turnover reduces the bur- 





* * * 


Record Sales in 1957 Put 


Rheem in the Black Again 

Sales in 1957 amounted to a rec- 
ord $188,580,607, up 8 percent over 
the previous year’s $173,903,212, 
according to Rheem Mfg. Co., New 
York. 

A. Lightfoot Walker, president, 
said last year’s net income totalled 


$1,968,916, compared with a net loss | 


in 1956 of $9,163,134. 


Sales, Profits Up 
At General Tire 


General Tire & Rubber Co.’s con- 
solidated sales for fiscal 1957 were 
$421,165,147, an increase of $30,693,- 
375 or 7.9 percent over the previous 
year’s sales of $390,471,772. 

The figure does not include the 
sales of General Tire’s wholly 
owned Broadcasting-television- 
entertainment subsidiary, RKO 


Teleradio Pictures, Inc., nor those| 


of its operations outside of the U. S. 
excepting its Canadian company. 

Consolidated earnings, including 
those of RKO Teleradio, were $11,- 
300,355, or an increase of 4.1 per- 
cent over fiscal 1956. This figure 
does not include the undistributed 
earnings of the foreign subsidiary 
and affiliated companies. 

* * * 


Industrial Rayon 


Industrial Rayon Corp., Cleve- 
land, annual report, 1957 vs. 1956: 
Sales, $58,085,769 and $59,316,290; 
earnings, $1,199,555 and $4,543,719. 

+ * a 


Clevite Reports Increase 


In Profits, Drop in Sales 


Clevite Corp. reported profits in 
| 1957 were slightly higher than in 
1956, while sales and other rev- 
|}enues dropped from $75,112,000 in 
11956 to $72,672,000. 

Profits totalled $3,989,000, com- 
|pared with $3,972,000 the previous 


year. 
- * * 


Rebels Name 2 Directors 
| In Sullivan Proxy Fight 
A proxy fight for control of Su- 


perior Tool & Die Co. ended in the 
election of two directors by an in- 





| surgent group, two by management 
and a fifth by a neutral group. 
Named to the board by the in- 


TELL IT... 146,000 


Petersen Automotive Group readers! 


a7! 


...t0 600, 


am 


What a set-up for an automotive story! Almost half of Petersen 
Automotive Group families own two or more automobiles. That adds up to 
approximately 600,000 multiple-car families. It also adds up to the ripest 
market in the nation for an automotive sales message. 


Get the facts today on the Big Three of the P.A.G. — Motor Trend, 
Motor Life and Hot Rod. You'll discover that it’s easier to sell it, if you tell 


it to Petersen Automotive Group two-car families. 


AEC circulation: 1,146,000 World’s Largest Automotive Consumer Audience 


2-CAR families: 48.3%* (*Bennett-Chaiken Survey, 1956) 
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surgents were Wesley J. Peoples, 
Detroit financier, and Roger C. 
Hubbard, Detroit industrial realtor. 
James I. McClintock, Superior 
chairman, and Medel Lurie, New 
York attorney, were reelected by 
the management group. Eugene V. 
Kipp, Chicago executive, was the 
fifth elected member. 


* * * 


Federal-Mogul-Bower 
Federal - Mogul - Bower Bearings, 
Inc., annual report, 1957 vs. 1956: 
Sales, $109,070,000 and $100,642,000; 
earnings, $9,190,000 and $8,884,000. 


3M Sales Rise 
12 Pct.; Profits Up 


Sales of $370,106,838 in 1957, an 
increase of 12 percent over the 1956 
volume of $330,807,692, were re- 
ported by Minnesota Mining & Mfg. 
Co. 

Earnings totalled $39,446,558, com- 
pared with $38,437,684 in 1956, the 
firm said. 

Herbert P. Buetow, president, 
said the lower 1957 profit margin 
was due to price reductions in 
| some tape lines, a changing product 





| mix and losses sustained in some 
| subsidiaries. 





360 North Michigan Avenue 
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Across the Nation... 





Auto Dealer Changes 


Shorty’s Auto Supplies, Ltd., 2540 
Dougall Ave., Windsor, Ont., has 
been named a Diamond T dealer- 
ship. Owner of the firm is Rudolph 
Assef, who has more than 15 years’ 


experience as a Reo dealer. 
= 


Berkey Opens L-M Deal 


John W. Berkey, formerly sales 
manager for Cadillac and Pontiac 
dealerships in Minneapolis, has 
opened a Lincoln-Mercury dealer- 
ship in Fargo, N. D. 


* * * 


Burns Buick Moves 
Burns Buick has moved from 
3901 Laclede, St. Louis, to new and 
larger quarters at 2337 Big Bend 
Bidg. 


> +. 


>= 
AMC Signs Wadsworth 
S. R. Wadsworth has been named 
a Rambler dealer in Philadelphia’s 
Chestnut Hill-Mt. Airy area. The 
showroom is at 32 West Highland 
Ave. 


Diamond T Adds Dealer 


P. H. Fischmeister and M. D. 
Goss have been awarded a Dia- 





mond T franchise in Jackson, | 
Mich. They are partners in Dia-| 
mond T Truck Sales & Service, 722 
Hupp Ave. 
* « 

Wolfe Opens Import Deal 

Tom Wolfe, Tampa (Fila.) used-| 
car dealer, has opened Tom Wolfe 
Auto Imports, 2108 Florida Ave. 
The firm handles and services Brit- 
ish Motor Corp. cars. . 


Scarbrough Franchised 
Scarbrough Motors, Inc., 501 Ohio 
St., is a new Rambler dealership in 
Pine Bluff, Ark. 
> > > 
Foreign Lines Signed 
Read-Lancaster, Inc. (Renau!t- 
AC-Alfa Rome o- Berkeley-Borg- 
ward-Triumph) has opened in 
Franklin, Tenn. 
= > 
Safe Motors Opens 
Safe Motors (Rambler) has 
opened at 88 Remsen, Brooklyn, 
N. Y. Irving Horowitz is president. 
> > > 


S-P for Brandt & Bryant 

Brandt & Bryant Auto Sales, 1244 
S. LaBrea Ave., Los Angeles, has 
been appointed a Studebaker- 


Packard and Mercedes-Benz dealer- | 


ship. Fred W. Brandt is manager. 
a7 > = 


Johnson Boosts Marr 


Tommy Marr is the new head of 
the Ford - Edsel - Lincoln - Mercury 
dealership in Bishop, Calif. He was 
assisted in the purchase by Phil 
Johnson, head of King Motors, Ford 
dealership in Huntington Park, 
Calif. 

7 > > 


Second Dodge Deal 


Jack Snyder, who has a Dodge- 
Plymouth dealership in Hollywood, 
Calif, has opened a new Dodge 
dealership in Reseda. Calif. 


37 Dealerships 
‘Are Franchised 
To Sell Renault 


Renault of France has added 37 
dealers in the U. S. They are: 

Orent Motor Sales, Inc., 115 E. 
Main St., Babylon, N. Y.; Edson 
Motors, Inc., Westcott Hill Road, 
Danielson, Conn.; Al’s Auto Im- 
ports, Saybrook Rd., Middletown, 
Conn.; Kay-Chrysler, 949 Central 
Ave., Albany 5, N. Y.; C. W. Up- 
church & Co., W. Fifth at Pine St., 
Charlotte 2, N. C.; Jamison Motor 
Company, Inc., 


ford, Va. 

Windish Motors, Inc., 131 N. 
Cherry St., Galesburgh, Ill; Tri- 
City Foreign Cars, Inc., 325 E. 


Second St., Davenport, Ia.; Over- 
seas Motors, Inc., 427 College St., 
Springfield, Mo.; Ben F. Dreiling, 
Inc., 108 E. Thirteenth St., Days, 
Kans.; Struhblefield, Inc., Box 732, 
Second and Pointz, Manhattan, 
Kans.; Brag Motor Sales, 116 W. 
Elm, Salina, Kans. 

Selland-Salem Pontiac, Inc., 623 





33 First St., Rad-| 


sion, 126 E. Fourth St., Pueblo, a 
|Colo.; Gordon MacGregor, Inc., Plymouth 
| Glynn Ave., Drunswick, Ga.; Con- Atl - Pl = Sa 

tinental Motors, 1103 Thirteenth b WwW. W. cans h ee ed| 
St., Columbus, Ga. y, acy, Bas opened at} 
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Calif.; Allied Motors, Inc., 1306 W. 
Valley Bivd., Alhambra, Calif.; C. J. 
Rogers, Inc., 850 Castro Blvd., Hay- 
ward, Calif.; Beare Motors, 20 Red- 
wood Dr., Hillsborough, Calif. 


Mel Alsbury, Inc., 6119 Hollywood 
Blvd., Hollywood, Calif.; George C. 
Warner Motors, 820 Third St., 
Napa, Calif.; Bud Grosso, Inc., 1580 
El Camino Real, San Carlos, Calif.; 
Carlsen Plymouth, Inc., 1900 Nine- 
teenth Ave., San Francisco, Calif.; | © 
Whitehead Motor Co., 870 Broad-| | 
way, Sonoma, Calif., and Desert 
Edsel, Renault Division, P. O, Box 
1910, Las Vegas, Nev. 





Second Ave. N., Fargo, N. D.; Peak 
Imports, Colorado Springs, Colo.; 
Sports Car, Inc., 1300 Lincoln St., 
Denver 3, Colo.; June Motor Co., 
First and Raton, La Junta, Colo.; 
Hunter Bros., European Car Divi- 


3333 Beach Blvd., Jacksonville, Fia., | Dean 


Thorton Motors, Inc., W. Broad 
St., Douglasville, Ga.; Jack Branch 


| Harold Slater i ‘ 
Motors, 800 Broad St. arold Slater is general manager 


Charl La “oo | elena 
arles, .; Griffith Motor Co., ° ° 
Jerge Switches Lines 


Oak St., McRae, Ga.; J. Talbert 
Jerge Motors, Buffalo Ford dealer 


Leigh, 1812 Twenty-fifth Ave., Gulf- oa 








Dealer Anniversary— 


left, 
selling Plymouth cars exclusively. | (DeSoto-Plymouth), Provo, Utah, 


Anderson, 


|a silver tray on his 25th anniversary as 
a@ DeSoto dealer. With Anderson are Mrs. * * * 
Anderson and Joseph M. Dean, DeSoto 
Francisco 
| made the presentation at a luncheon in 


law, Jack Keyland, former Ford 
dealers at Wheaton, Minn., have 
purchased Olivia Motors (Ford) 
at Olivia and Bird Island, Minn, 
from A, W. Barrott and sons, 
Gordon and Kenneth. 


* * * 


Wilson Pontiac Opens Doors 
Wilson Pontiac Co. has opened 
for business at 314 S. Flores, San 
Antonio. Gomer Wilson is head of 
the firm. 
* * * 
Gillespie Duals Simca-Buick 
Gillespie Buick Co., 401 S. Water 
St., Corpus Christi, Tex., has been 
appointed a dealer for Simca. 
* * = 


Lone Star Opens 


Lone Star Motor Import, Ine. 
(Volvo), San Antonio, has opened 
new showrooms at 830 Broadway, 


Anderson's 
receives 


of 


Beuffelman Buys into Deal 
Curtis Beuffelman is now a 


regional manager, who 








port, Miss.; Holbrook Buick, Inc.,| since 1920, is switching to DeSoto 

901 N. Federal Highway, Hallan-| autos and Dodge trucks. Peet WDelbete-Piymscuthh Dodoo) "onan 

dale, Fla.; Platt Motors, 509 Park/|Jerge is president of the firm and Des Moi | well, Id , ; 

St., Jacksonville, Fla. his brother-in-law, Edward Hanley, oe 2 oines, has been appointed ee ’ *: 24 | Sok 
Clearwater Auto Imports, 1232| is vice-president. weed bil. the German-made io. Rambler Deal | Mo 

Cleveland St., Clearwater, Fla.; Bal- Se oe Suemene. . ££. 2 F Sen a. — AMC . cente 

singer Motor Sales, 502 Eighth Ave., \In Sout amed b | 

Palmetto, Fla.; Howard Motor Co. Sumner to Sell Isetta Barrotts Sell Ford Deal American Motors phe has an- which 

969 San Pablo Ave., Albany 6, Sumner Pontiac Co., 519 Fourth Art Stamhauser and his son-in- | (Continued on Page 41, Col. 3) trucks 
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For Today¢ Most Complete Line of Quality | / 





Tin 


Whatever your requirements for highway or off-the-road-equipment... 
Timken-Detroit offers you a full line of torture-tested axles and brakes, both 
proven by almost 50 years of field testing and laboratory research! 


Timken-Detroit manufactures today’s most 
complete line of driving, trailer and front 
axles, plus brakes and gear boxes . . . with 
a full range of capacities in each product 
line. 

As a prime supplier to this nation’s auto- 
motive industry for nearly 50 years— 
Timken-Detroit has learned the exacting 
needs of the trucking industry. The result: 
TDA® Axles and Brakes mean leadership in 


Plants at: Detroit, Michigan 
Oshkosh, Wisconsin « Kenton and Newark, Ohio 
New Castle, Pennsylvania 


TIMKLEN 
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ROCKWELL SPRING AND AXLE COMPANY 
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quality, service, safety and dependability. 

Today we are manufacturing the in- 
dustry’s most complete line of front axles 
. .. ranging in capacity from light commer- 
cial vehicles to the heaviest off-highway 
applications. 

An example of the engineering features 
and superior quality built into every 
Timken-Detroit product is the F-900 Front 
Axle shown below. 






























Sokolosky Signs Franchise— 


Martin T. Sokolosky, center, signs a contract to operate the new Dodge truck 
center in Houston. Looking on are George Bilque, left, Dodge Houston truck man- 
| ager, and Chuck Anderson, heavy-duty truck manager. The Houston truck center, 

which opened at 3114 Navigation Bivd., stocks all medium and heavy-duty Dodge 
| trucks and four-wheel-drive units, as well as a complete supply of parts. 
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Auto Dealer Changes 


are: 
Schmittou Motor Co., 1134 Pettus | 
St., Clarksville, Tenn.; Bill Penney | 
Motor Co., 306 Meridian St., Hunts- 
ville, Ala.. and Brownlee Rambler, | 
|Inc., 975 Texas Ave., Shreveport, 

La. 
* 


Peuser Takes on Buick 


= * 





Medium and Heavy-Duty 


To Fill Two-Year Gap 

Bill Peuser Chevrolet Co., Paola, 
| Kans., has obtained a Buick fran- 
chise for Miami County. 

The new franchise marks the 
return of Buick to that area after 
a two-year period following the sale 
of Heger Motor Co. in early 1956. 

* * * 
Jenks Opens in Miami 


Jenks Dodge-Plymouth has 
opened at 2000 N. Miami Ave., 





Driving Tandems 


TIMKEN-DETROIT FRONT AXLES OFFER 


You get better vehicle performance—under all 
conditions — with the F-900 Series Front Axles. 
Superior Timken-Detroit design and construc- 
tion features give you front end stability — 
maximum strength and balance. 

These improved Front Axles reduce driver 
fatigue ... make steering easier . . . hold the driv- 
ing path better . . . offer greater maneuverability 
. .. and contribute to increased vehicle life and 
superior performance. 


a 

























(Continued from Page 40) 


nounced the appointment of three| Miami. Officers are E. IL Ofgant, | 
Rambler dealers in the South, They| president; Robert H. Jenks,| La., has changed its name to Alpine 


secretary-treasurer, and Ben C. 
MecGahey, vice-president. 
* * * 


Mank Motors Gets Rambler 
Mank Motors, Inc., Third St. and 


Highway 50, Lee’s Summit, Mo, 
|has been appointed a Rambler 
dealer. 


= = +. 
MacDowell to Build 
E. J. MacDowell, owner of the 
Oregon City (Ore.) Dodge dealer- 
ship, announces plans for a new 
building on McLoughlin Blvd. 


Wynne to Handle Opel 
Wynne Chevrolet & Buick, Foss- 
ton, Minn., has received an Opel 


franchise. 
>= 


Dealership Has New Name 
The name of Carver Motor Co. in 


* * 


TARTAN AE 


YOU GREATER STABILITY, SAFETY AND SERVICE! 


Forged Axle Centers of high carbon steel are 
specially hardened for greater strength. The 
unique “Equalized-I” design between the spring 
pads provides uniform resistance to both horizon- 
tal and vertical forces. 


Forged Knuckles of Alloy Steel are hardened for 
best metallurgical characteristics . . . are of im- 
proved design with large size spindles. A generous 
fillet where the spindle joins the knuckle body 
gives additional stiffness. These design features 
along with shot peening assure utmost strength. 


Forged Steering and Tie Rod Arms are also of 
alloy steel and hardened. Stub arm design with 
carefully proportioned sections give these arms 
extra stamina and rigidity. 


True Sphere Ball Studs in steering and tie rod 
arms have generous radii for maximum strength, 
and are induction hardened for long wear. 


WORLD’S LARGEST MANUFACTURER OF AXLES FOR TRUCKS, BUSSES AND TRAILERS 
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Crowley, La., has been changed to 





Meaux Pontiac Co., 


Inc. 
aa * * 


| Brownlee Changes Name 
| Brownlee Reo Truck Co, in 
Shreveport, La., has changed its 
— to Brownlee Rambler Co., 
| Inc, 





* = 


Star Edsel Is Renamed 
Star Edsel Motors, Alexandria, 


* 


| Motors, Inc. 
7: 
Talley Leases Building 
Clarence E. Talley, English Ford 
dealer, has leased a 60,000-square- 
foot building at 2112 N. Harwood 
St., Dallas. John Talley is manager. 
> * > 
Glass Opens Ford Deal 
Glass Motor Co. (Ford), 9407 
Garland Rd., Dallas, has been for- 
mally opened. Joe B. Glass is pres- 
ident. 


. + 


> 


Mercury Deal Expands 


Downtown Mercury, Inc., 710 W. 
Broadway, Louisville, has opened a 
new-car warehouse and used-car lot 
at 960 S. Third. G, K. McCutchan 
has been placed in charge of the 


new facility. 
= 


- = 


* * 


Alderson Sells to Sons 


W. G. Alderson has sold his 
interest in Alderson Cadillac Co., 
Lubbock, Tex., to his three sons, 
Orville, Jack and W. E. (Gene) 


Alderson. Gene will be dealer and 
general manager, and Jack will be 
sales manager. The senior Alderson 
is a former president of the Texas 


Automobile Dealers Assn. 
> 2 > 


Ronald Rice Adds Buick 


Ronald Rice Chevrolet, El 
Dorado, Kans., has acquired a 
Buick franchise. The firm is now 
known as Ronald Rice Chevrolet- 
Buick, Inc. 


Heaston Buys Edsel Deal 


Joe Heaston has purchased an 
Edsel dealership in Albuquerque, 
N. M., from Von Davidson. From 
1938 to 1954, Heaston operated 
Ford, Lincoln and Mercury dealer- 
ships in Albuquerque, Silver City 


and Los Alamos. 
> 


> > 


Davis Shifts to S-P 
Davis Auto Sales, Broad and 
Federal Sts., Philadelphia, has 
dropped Rambler and has taken 
a Studebaker-Packard franchise. 
Ben Davis is president. 
o > * 


Erskine Buys Out Murphy 


Murphy Chevrolet Co., Pomona, 
Calif.. has been purchased by Bob 


Erskine, former president of 
Rhodes-Erskine Chevrolet in Bev- 
erly Hills. 


> = > 


Scott Opens Triple Deal 

Gerald Scott has opened a 
Plymouth-Dodge-DeSoto dealership 
in Fort Scott, Kans. 


> « 


Coover to Handle Renault 


Coover Chevrolet, Inc., 916 N. 
Washington St.. Junction City, 
Kans., has been named a Renault 
dealer. 


Barron Buys L-M Deal 


J. O. Barron jr., owner of Barron 
Motor Co., has purchased Parkway 
|Motor Co. (Lincoln-Mercury), 
| Broadway Dr., Hattiesburg, Mass. 
| Frank Pitcher and Palmer Barron, 
who sold the firm, will continue 
as general manager and shop 
superintendent, respectively. 

+ * . 


Burkholder Picks Fives 


Joseph C. Fives has been named 
sales manager for Burkholder 
Chevrolet Co., Grand Rapids, Mich. 
He has had 18 years’ experience in 
automobile sales, including trucks 
and buses. 


Atchison Sells to Barron 

Mark Atchison sold Mark 
Atchison Motors (Ford), Hia- 
watha, Kans., to Frank King, 
Hiawatha. King’s sons, Frank 
jr. and Ward, will be associated 
in the business, renamed Frank 
King Motors. 


* 


x * 


* * 





Simca for J. C. Motors 


J. C. Motors, Inc., Junction City, 
Kans., has been awarded a Simca 
franchise, Fred R. Perry heads the 
firm. 
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Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe 


TUTTGART, Germany. — Robert | 

Bosch has introduced a clutch 
assist for trucks and buses which 
is connected to the air-pressure line 
for air brakes. 

It reduces the necessary pressure 
by about 80 percent, and it is said 
to permit the “feel” for a smooth 
engagement of the clutch. It can 
be installed on vehicles already in 
service. 

* + = 


Automatic Clutch 


OVER, of Great Britain, has 

automated driving by combin- 
ing a torque converter with a 
clutch that is moved automatically 
when the shift lever is touched or 
when the two-speed gearbox should 
shift by itself. Buyers like it. 

* 


* * 


New Scammell Trucks 


‘O* 
ey ae: 3 Automatic for Midgets? 








rT 
i | @CAMMELL LORRIES, LTD., of 
England, has announced a new 
series of eight-wheel, heavy-duty 
|trucks for special purposes. The 
series is called the “Highwayman.” 
Some 325 British A.E.C. diesel 
| engines for the Montreal Transport 
|Commission have been shipped to 
| Canada. 


WATERLESS 
HAND CLEANER 


N GREAT BRITIAN, the affiliate 

of an American firm is said to 

be tooling up for an automatic 

transmission for cars with engine 

displacements as low as 82 cubic 
| inches. 

To date, U. S. automatics have 
| not been too efficient on engines 
| below 183 cubic inches. 

The new development, which will 
|}not be ready before 1959, could do 
|away with the automated clutches 
|}or combinations for automatic 
driving. An American automatic 
truck transmission for England 
also is said to be in the works. 

7 > > 


Motorcycles for Egypt 


oes is importing motorcycles 
made in East Germany. 
* * 





Cut your hand cleaner bill 60%! 
This beautiful copper-finish alumi- 
num dispenser measures exact 
amount of Mac’s Waterless Hand 


Cleaner needed... usually one - 





shot. (Two are plenty for the 
grimiest hands!) Dispenser is 
quickly loaded, self-priming, sturdy, 
dependable, holds over 3 Ibs. And 
you'll like Mac’s Waterless Hand 
Cleaner. Contains special solvents 
that clean gently but thoroughly 
++.» plus soothing lanolin. 


Rush order today, | 
offer is limited! 


SUPER GLOSS 
COMPANY, INC. 


Los Angeles 42, Calif. 
Cincinnati 26, Ohio 


20,000 at Work 


BOUT 20,000 workers are em-| 

ployed in the new Dutch auto- 
motive industry. Its first car, the 
DAF-600, was displayed at the 
Amsterdam Automobile Show. 

Also displayed were the new 
Austin eight-passenger Omni- 
coach with a 42-horsepower 
passenger-car engine and the 
Varitone Saloon, a new version of 
the MG Magnette. 

Holland believes that the main 
reasons for promoting more auto- 
| motive employment in the country 
| are the lack of foreign exchange, 
savings in freight costs, the differ- 
j}ence in customs duties between 
|finished cars and parts for as- 
sembly and the Dutch trend toward 
more industrialization. 
| Holland wants to be the supplier 





MADE BY THE MAKERS OF MAC’S IT 


DON’T WAX IT, 
MAC'S IT! 









Dealer Starts 
Every Day on 





Giant banners 
with your own 


Write your own sales message. We spell it out 
with big 13” x 19” all-weather cloth letters, 
and sew on 60-ft. ropes ready to hang. Two 
regular colors (red and blue): 40c per letter. 
Four Day-Glo colors: 70c per letter. 


FREE CAR LOT DISPLAY CATALOG 
Shows wide variety of outdoor display items 
manufactured and sold direct by Pratt— 
pennants, banners, posters, vertical and mobile 
displays, and letter-banners. Write for your 
copy. 

For lower prices, faster delivery and 

guaranteed quality, buy direct from . . . 


The Pratt Poster Co. 


PRINTCRAFT BUILDING * INDIANAPOLIS 4, IND. 








Goodwill Note 


PONTIAC.—Good community re- 
lations is the secret of his success, 
says James S. Dailey, owner of 
Dailey Motors, Ine. (Pontiac), 
Martinsburg, W. Va. 

His formula for keeping people 
happy starts early 
in the day. He 
serves free break- 
fast to his em- 
ployes. 

His record in 
community affairs 
includes two 
terms in the 
Legislature and 
terms as pres- 
ident of the 
Chamber of Com- i 
merce, the Com- J. 8. Dailey 
munity Fund Assn., the Eastern 
West Virginia Automobile Dealers 
Assn. and a men’s Bible class. 

He also is a member of the 
Kiwanis Club, Izaak Walton 
League, Elks, Moose, Shrine, West 
Virginia Automobile Dealers Assn., 
NADA and the Masons. 

Dailey claims he consistently 
captures 13 percent of the total 
market in his area and outsells all 











for the entire Benelux market, com- 
posed of Belgium, Luxembourg and 
The Netherlands. 


* * * 


Import Box Score 


Smee are the figures for auto- 
motive imports into The Neth- 
erlands in 1957: 


Cars—U. S., 121; Belgium and 
Luxembourg, 25,119 (mostly assem-| 
bled U. S. cars); West Germany, 
16,486; East Germany, 27; England, 
2,160; France, 1,024; Italy, 3,522; | 
Czechoslovakia, 256; Soviet Union, | 
20; Sweden, 5; Australia, 1. 

Cars assembled in Holland: 
U. S., 456; West Germany, 2,744; | 
England, 7,280; France, 3,143; 
Italy, 1,034; Sweden, 479. 

Station wagons and related units: 

U. S., 32; Belgium and Luxem- 
bourg, 1,810; West Germany, 1,332; 
East Germany, 5; England, 218; 
France, 17; Italy, 342; Czechoslo- 
vakia, 10; Sweden, 31, 

Assembled in Holland—vu. §S., 61; | 
West Germany, 467; England, 150. 


* a * 





Ceylon Buys Buses 


EYLON has ordered 80 Albion| 
“Aberdonian” buses from Ley-| 
land Motors, of Great Britain, The| 
engines of these buses are located 
under the floor. 
> = = 





Service Sessions 


RITISH MOTOR CORP., has 
conducted a worldwide series of | 
service conferences. Parts availabil-| 
ity was stressed at the sessions. | 


« * * | 


Larger Singer Engine 

A NO extra cost, purchasers of 
Singer automobiles may request 

a larger, overhead-valve engine) 

that is rated at 60 horsepower. 


> > > 


Riley Founder Dies 


ILLIAM VICTOR RILEY, 

manufacturer of the Riley 
automobile, died Feb. 9. He was 81. 
Mr. Riley and his two brothers 
founded the auto firm in 1903. 


. > * 


Trade Group Moves 


BRRtTAurs Society of Motor Man- 
ufacturers and Traders has 
moved to Forbes House, at the cor- 
ner of Halkin St. and Grosvenor 
Crescent, London. The house was 
built around 1800 and first was oc-| 
cupied by the eighth Earl of Gran- 
ard, who was the manager of the 
King’s horses, 

The trade group’s former office 
at 148 Picadilly once was the home 
of the Rothschild family. It is be-| 


ing torn down to make way for a 
new road. 


. 

Double-Decker 
A DOUBLE-DECK bus designed 

for speedy “passenger flow” is 
being manufactured by Orenstein & 
Koppel, Inc., here. It will accom- 
modate 98 passengers plus the 
driver and the conductor. 


Passengers enter at the rear 
and move past the conductor’s 


Bus 


desk which is equipped with | 


mone y-changing and receiving 
devices, It also has a device that 
automatically counts the persons 
on the upper level. A red light 
flashes when the upper level is | 
nearly filled. 

After paying their fares, pas- | 
sengers move forward or turn 
right and walk up six steps to the 
upper level which has a section for | 
smokers. | 

The buses are priced at about 
$24,500, FOB Berlin, depending on 
the type of mechanical units 
selected by the buyer. 


Automatic Drive Offered 


HE BODY is a self-supporting 
(unitized) structure, and me- 
chanical units are supplied by 
Buessing, of Braunschweig. 
Mechanical choices include a six- 
cylinder diesel pancake-type under- 
floor engine, a selection of trans- 
missions including fully automatic, 
a so-called “resort-town” exhaust 
system and power steering. Air 
springs will be available in the 
future. 


The lower part of the body 

























with aluminum sheet metal, and 
the entire upper level is made of 
aluminum alloy. The bus is lubri- 
cated by an air-pressure-operated 
central lube system. 

Orenstein & Koppel claim that 
the passenger-flow system, or in- 
board traffic system as it also is 
called, permits close adherence to 
time schedules and produces maxi- 
mum fare revenue. 

* + = 


VW Hauls 42 Passengers 


ANT to transport 42 passen- 
gers for about $7,000? 
Hermann Harmening KG, of 
Bueckeburg, Germany, is building 
exhibition trains which are pulled 
by a Volkswagen that has been 
converted into a_ truck-tractor. 
The passenger compartments are 
of semitrailer design. Resort towns, 


Conductor's Quarters— 


The conductor's desk on Orenstein & 
| Koppel's double-deck bus is designed to 
speed the flow of passengers. It has 
money-changing and receiving equipment 


airports, 
| installations are using these trains 
which are sold through Edward 


fairgrounds and similar | 


plus a device that automatically counts | 
| the passengers on the upper level. A | 
|red light flashes when the upper section ! 





Winter, Berlin-Halensee. 


is nearly filled. 
* * = > 


* 
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| Volkswagen Exhibition Train— 


An exhibition train, built by Hermann Harmening, of Bueckeburg, Germany for 
about $7,000, can carry 42 passengers. It is pulled by a Volkswagen which has been 
converted into a truck tractor, and passenger compartments are of semitrailer design. 





‘Passenger-Flow’ System on German Bus— 
A 98-passenger, double-deck bus manufactured by Orenstein & Koppel, Berlin, is 


| designed for easy handling of passengers. Riders enter at the rear, moye past the 
| conductor’s desk and then take seats in the front section or walk up six steps to the 


upper level. 





Automatic Clutch and Transmission— 
An automatic clutch and transmission is offered by Rover, of England. A torque 
converter is combined with a clutch that is moved automatically when the shift lever 


cars but two of the low-price three.| consists of steel beams covered | is touched or when the two-speed gearbox should shift by itself. 






















Perfect vision for night driving 
SOLD THROUGH NEW-CAR DEALERS ONLY. Now standard 


equipment on top-line Buick* models. 


With this amazing E-Z-I Mirror, headlights behind you are dis- 
tinct—yet glare-free. You can judge more accurately how near the 
‘| headlights are behind you. No guessing, no blinding! Safer! It’s 
optically better because it’s a front-surface mirror—you see only 






, one image. 
la 343 J Not just two positions, but three! 
123 
Pre (1) DAYTIME, you get a clear, soothing yellow-green image. 


esign. (2) NIGHT IN CITY, you filter out low-beam headlight glare. 
. (3) NIGHT ON HIGHWAY, you de-glare “brights” behind you. 


a 


Perfect vision in 


clear or rainy weather 


SOLD THROUGH NEW-CAR DEALERS ONLY. 
Cromir is an outside-mount, front-surface, chromium-alloy-type 
mirror. It provides clean, sharp, single images. No ghosting! No 


blurred reflections! A Cromir gives you better day-night vision 





than ordinary back-surface mirrors. It’s clearer in wet weather 
because moisture droplets run off, don’t cling. The mirror is 
guaranteed for as long as the first driver keeps the car. Available 


from manufacturers of outside mirrors. 


i i te. 


*Also available from Accessory Department. 


LIBBEY- OWENS-FORD 
a Great Name in Glass 


LIBERTY MIRROR DIVISION, Brackenridge, Penna. 





que 
ever 





Tune in THE PERRY MASON SHOW Saturday Nights, CBS-TV Network 





Dodge Cites Contest Winners— 


Winners in the New York region's “Put the Green in Dodge's White Christmas" 
sales contest are congratulated by M, C. Patterson, second from right, Dodge presi- 
dent, and Jack Friday, right, Dodge New York regional manager. Duke Vanderpool, 
left, of Ed Van Ness Motors (Dodge), Mountain View, N. J., was awarded a color TV 
set for the top sales performance for a dealer, and Mr. and Mrs. Manny Martinez 
received an all-expense trip to Bermuda for the top performance for a salesman.| nounced its “spring sell-a-bration” 
Martinez is a salesman for Titus Motors, Inc. (Dodge-Plymouth), Springfield Gardens, 
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How They're Pushing Sales ... 





Dealer Ad Ideas 


Sweet Idea 

HILDREN in Gibson, Ga, re- 

ceive a pound of candy from 
Robert Wallace, a used-car dealer, 
when they bring their parents to 
Wallace’s lot. 

* * « 

Texas-Style Business 


- MEAN business the way 

Texans like doing business,” 
said an ad of Freeway Motors, 
Inc. (Chrysler-Plymouth-Imperial), 
Houston. 

The dealership told readers that 
all cars would be sold as advertised 
with “no gimmicks, no free trips, 
no double talk.” Freeway added 
that it offers “the finest service 
after the sale.” 

= = = 
‘Spring Sell-A-Bration’ 
OODY ANDERSON MOTOR 
CO. (Chrysler-Dodge-Plymouth- 
Imperial), Huntsville, Ala., an- 


with a color advertisement. 
The firm set a goal of 50 new-car 


sales in 10 days for the promotion, 
aiming to top the 37 cars sold with 
another 10-day promotion last 
August. 

“Biggest trades in history” and 
prices like “as low as $1,799” for 
a new Plymouth were offered. 

* + * 


‘Wagon Town’ Promotion 


A “WAGON TOWN” promotion 
was carried out by Greensboro 
(N. C.) Ford. The dealership offered 
what it called “the largest new 
wagon stock ever assembled in 
North Carolina on one lot.” 

The company said it had all 
models and colors on its used-car 
lot for the three-day sale. 


* * . 


Dealers Are Different 


OSSY OLDSMOBILE, New Or- 
leans, headed an advertisement 
with a color picture of two peas in 
a pod and said, “All automobile 
dealers are not alike.” 
The dealership said it “has been 


McQUAY-NORRIS makes the 


most Powe Focked rings 


in the world 


= 


The Duo Oil-Compression 
Ring with Chrome Armored 
Steel Rail 


The Famous 
**400" Oil Ring 
with Chrome Armored Rails 


McQUAY-NORRIS 
CHROME 


— 


...and the Famous 


“400” Oil Ring 


is in every set... 


When the problem 

is oil consumption, the 
Famous “400” 

Oil Ring will 
outperform 

any other type oil 

ring made today. 


d 


The Famous Torsion-Tight 
Aviation Fire Ring 


ROOF 


PISTON RINGS 


Distributed by the finest wholesalers in the industry 


McQUAY-NORRIS MFG. CO., ST. LOUIS - TORONTO 








crusading for many years against 
the selling tactics of the unethica] 
car dealer who makes the new car 
you buy cost a lot more than yoy 
should actually have to pay. 

Mossy offered readers an Olds. 
mobile for less than “price-packing” 
dealers sell “one of the smaller low. 
priced cars.” 

= = . 


Second Car for $1 
A $1 SALE, offering two cars for 
the price of one, was staged by 
City Auto Sales, Youngstown, O. 
The company urged: “Buy this 
sharp 1952 Ford four-door sedan 
with radio, heater and automatic 
transmission for only $449 and get 
a nice ‘47 Plymouth for only $1 
more. Two cars for only $450.” 
= > > 


Questions and Answers 

"1 HAT YOU should know about 
ear dealers” is the heading on 

a two-column ad placed in the Mil- 

waukee Journal by Edwards Motor 

Co. (Chrysler- Imperial-Dodge- 

Plymouth), Milwaukee. 

The ad posed eight questions it 
says every customer ought to ask 
his dealer and provides what 
Edwards calls the answers of an 
honest and qualified dealer. 

The questions touched on the 
dealer’s business reputation, ethics, 
high-pressure tactics, gimmicks, 
fabulous discounts, “pie-in-the-sky” 
promises, adequate inventory, serv- 
ice facilities, finance plans and 
showroom facilities. 

> > > 


Maggio Tries Supermart 
D. MAGGIO, a Dodge- 
* DeSoto-Plymouth dealer in 
Chicago, is testing the super- 
market concept in automobile 
selling. 

His showroom is stocked with 
most colors and body styles of 
his three lines, but there are no 
salesmen, gimmicks or give- 
aways. 

Customers visit the showroom 
prepared for a “self-service” type 
of deal. The price of each car is 
indicated on the windshield, and 
the price of each option also is 
noted. 

> > > 


‘We Can Do It, BUT— 

ASTLES-WILSON BUICK, St 

Louis, burst two hot-air bal- 
loons—the hot air of ridiculously 
low downpayments and low weekly 
payments. 

The advertisement declared: 
“Sure—we can sell you one for 
$53.50 down if your credit qualifies 
and if that’s the kind of deal you 
want. (Monthly payments might be : 
a little high). 

“Certainly we can sell you 4 
Buick for $9.65 a week—if your 
downpayment is high enough and 
if that’s the kind of deal you 
want. 


“Of course we can allow you 
$1,800 for your 1950 model tradein 
—provided we make a few minor 
changes in our list prices and if 
that’s the kind of deal you want 


“We don’t believe this is the kind 
of hot air you are looking for. We 
think you want a darned good 
proposition on a Buick with all the 
cards on the table.” 

7 s = 


Buick Dealer Writes Nance 


ILL PRICE, a Buick dealer in 
Burlington, N. C., wrote to 
James J. Nance, M-E-L general 
manager, and published the letter 
in a three-column-by-19-inch ad- 
vertisement in his local newspaper. 
Price noted that, as a Buick 
owner, he had received from Nance 
a “very colorful brochure compar- 
ing Mercury to Buick.” The dealer 
said he’d like to tell the Buick side 
of the story. 

“As a smaller Buick dealer, we 
cannot duplicate your mailing,” 
he wrote Nance, “so we are sim- 
ply presenting our views to you 
via registered mail, with carbons 
to our division of GM and with 
copy to your customers and mine 
via our local newspaper.” 

Price then summarized some of 
Buick’s selling features and con- 
cluded: “Your’s for good business 
in 1958, but here in Burlington we 
can hardly visualize it being at 
Buick’s expense... .” 
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38¢ out of every dollar spent on automotive 


products is spent by households that 
read an average issue of [M933 


LIFE gives you a vast and responsive market every single 
week. The average issue of LIFE is read by 15,320,000 
households—31% of all U.S. households. And these 31% 
buy 38% of all automotive products. 

What a market. And what a selling opportunity, when 


you know for certain that you can reach 38¢ out of 
every consumer dollar spent for these products. 


These newly released figures from LIFE’s Study of 
Consumer Expenditures reaffirm what LIFE advertisers 


already know: that all across the country, people who 
read LIFE are the people who are receptive to selling 
messages . . . the people who actually do the better-than- 
average purchasing. 


No wonder in 1957 U.S. passenger car manufacturers 
invested more dollars and bought more pages in LIFE 
than in any other magazine. 


Source: LIFE’s Study of Consumer Expenditures, an analysis of $200 
billion of the $265 billion spent by U.S. households for consumer goods 


and services in 1956. 
Copyright 1958, by TIME Inc. 


ONLY (a3 gives you 
so much selling support...so swiftly, so surely 
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Auto Personnel 


The appointment of Hugh S. 
Floraday as assistant zone manager 
of the California zone of Willys 
Sales Corp., with headquarters at 
Emeryville, Calif, has been an- 
nounced. 

Floraday joined Willys in 1948 in 
the service department and became 
district manager in the Minneapolis 
zone in 1955. Most recently he has 
been on special assignment in the 
Willys Denver zone. 

e om > 


Daybrook Hydraulic Names 


McKiernan as Manager 


J. Frank McKiernan has been 
appointed general manager of Day- 
brook hydraulic division of Young 
Spring & Wire 
Corp. 

McKiernan suc- 
ceeds T. W. Hel- 
wig, who recently 
was appointed 
group executive 
in charge of both 
Daybrook and 
Young’s Ottawa 
Steel division at 
Ottawa, 
McKiernan joined 
the former Day- 
brook Hydraulic Corp. in 1939 and 
was promoted to sales manager in 
1948. He continued in that post 
after the company was acquired 
by Young Spring & Wire in 1954. 

* * > 





4. F. MeKiernan 


Farquharson Appointed 


Floyd J. Farquharson has been 
appointed carburetor field service 
engineer in the eastern Great Lakes 
region for Rochester Products. 

> > 


Weinstein Named President 
Of Devoe & Raynolds Co. 


Doran S. Weinstein has been| 


elected president of Devoe & Ray- 
nolds Co., Louisville paint manu- 
facturer. Weinstein is an associate 
of financier Louis E. Wolfson, one 
of whose firms owns Devoe & 
Raynolds. 

Weinstein has been executive 
vice-president of the paint firm 
for the last three years and a 
director for two years. 

- > > 


Ford Shifts Anderson 


Lawrence M. Anderson has been 
appointed manager for the Chicago 
sales district of the Ford division. 


He formerly was service manager | 


for the division’s Fargo (N. D.) 


sales district. 
> > . 


Hertz Names Evans 
Robley H. Evans has been named 


executive vice-president of the) 


newly-formed Hertz American Ex- 
press International, Ltd. The com- 
pany is owned jointly by Hertz 


Corp. and American Express Co..,| 

conduct worldwide car} 

outside the U.S.) 
> 


and will 


rental operations 
. - 


CCC Appoints Church 


Pacific Area Executive 


The selection of Thomas W. 


Church as senior vice-president and 
his appointment as Pacific territory 
manager has been announced by 
Commercial Credit Corp., Balti- 
more. 

Church succeeds Charles C. 
Greene, who was elected president 


Kans. | 





of Commercial Credit Co. The Pa- 
cific territory is comprised of the 
Los Angeles, Salt Lake City, San 
Francisco and Portland (Ore.) di- 
visions. Church will headquarter in 
San Francisco. 

= + a 


General Moves Kramer 
General Tire & Rubber Co, has 
transferred Bomar Kramer from 
the Bolta Products division in 
Lawrence, Mass., to the manufac- 
turing analysis group at the cor- 
porate offices in Akron, Kramer 
formerly was Bolta Product sales 
manager in charge of original 
automotive equipment. 
> * * 


Monaghan Joins Board 
Peter 


Warren, Mich., engineers and man- 
ufacturers of service tools and 
equipment. He is the senior partner 


mer, a Detroit law firm. 
= = - 


GM Clubs in Seattle, 


Portland Elect Officers 


E. A. Snyder has been elected 
president of the General Motors 
Club of Seattle for 1958. He is Se- 
attle zone manager for Chevrolet. 
Other officers are R. B. Bower, 


| Manager of GMC’s retail store, 


S-P Proxy Fraud 
Alleged in Suit 
By Stockholders 


| DETROIT. — In a suit filed in 
Federal District Court here to upset 
|the management agreement be- 
|tween Studebaker-Packard and 
Curtiss Wright, six New York 
stockholders charged fraud and 
|}conspiracy to violate Federal 
| security laws. 

They said Studebaker-Packard 
| actually failed to win stockholder 
approval at a meeting in 1956, but 





proxy votes. 

The suit referred to the Curtiss 
| Wright plan under which C-W took 
over all S-P assets “that could be 


production and left Studebaker- 
Packard with obsolete property,” 
said Sol Dann, of the law firm of 
Dann, Rosenbaum & Bloom, which 
filed the action. 

Proxy votes of “thousands of 
stockholders who several times 
voted against management” were 
not properly inspected or counted 
by S-P officials, the suit charged. 

The court is asked to recount 
the proxies, declare void all ac- 
tions taken at special stockholders’ 
meetings, impound the proxies, en- 
join the defendants from destroy- 
|ing any proxies or records and 
name a receiver to handle S-P af- 
|fairs pending the outcome of the 
| suit. 

Dann said he expects “a large 
number of other stockholders will 
join in the action as plaintiffs.” He 
added that he has appealed to the 
Securities & Exchange Commission 
to intervene in the action for pro- 
tection of stockholders. 








Colorado Independents Elect 


Officers— 


Officers of the Independent Automobile Dealers Assn. of Colorado, elected at the 
group's annual meeting in Denver, are, seated, from left, Howard H. Stark, general 
manager; Iva Mae Smith, reelected director; John D. Shay, reelected president, and 
Richard Crane, reelected vice-president. Standing: Vern Sheets, Earl Bolin, Bill Dreiling, 
Dick Risley, Ed Smith and Charles Stiffler, all directors. 


J. Monaghan has been| 
elected to the board of directors of | 
Kent-Moore Organization, Inc.,| 


of Monaghan, Monaghan & Craw-| 


recorded a victory by miscounting | 


normally used efficiently for auto) 


vice-president, and J. G. Sked, 
underwriting manager, Motors In- 
surance Corp., secretary-treasurer. 

G. H. Carr, Portland (Ore.) zone 
manager for Oldsmobile, is the new 
president of the General Motors 
Club of Portland. Charles F. Thiele- 
man, Buick zone manager, is vice- 
president; J. F. Reilly, assistant 
Oldsmobile zone manager, secre- 
tary, and Guy C. Carr, Beaverton 
Chevrolet dealer, treasurer. 

“« + * 


U. S. Royal Names Crawford 


Rubber Co., has announced the ap- 
pointment of Sid R. Crawford as 
assistant sales manager in the Los 
Angeles district. 

* > * 


Losee Joins Ford in LA 
Walter J. Losee has been named 
parts-and-accessories representative 
| for English Ford in the Los Angeles 


area. 
* * * 


Willys Appoints Floraday 
Hugh G. Floraday has been ap- 
|pointed assistant manager of 
| Willys’ California zone, with head- 
| quarters at Emeryville. 

= = = 


Hemphill Honored by CIT 
| Claude L. Hemphill, a director of 
CIT Financial Corp., was presented 
|a 50-year service pin by Arthur O. 
Dietz, president. 


> > = 


Henrix Heads GM Club 





ager for Buick, has been elected 
president of the General Motors 
Club of Denver. Other new officers 
jare V. D. Daniels, Chevrolet zone 
manager, vice-president, and M. W. 
Steffes, Buick business manage- 
ment manager, secretary-treasurer. 
= = * 


Firestone Names Stuart 


In Manufacturers’ Sales 


Arthur N. Stuart, former De- 
troit district manager, has been 
named sales manager of Firestone 
Tire & Rubber 
Co.'s manufactur- 
ers sales depart- 
ment. 

He succeeds W. 


named sales man- 
ager of the firm's 
Airide springs 
division. Stuart 
will be respon- 
sible for original- 
equipment tire 
sales to automo- 
tive firms. He joined Firestone in 
1935 and had been Detroit district 
manager since 1949. 

> > > 


Goodrich Hikes Manuel 


Paul Manuel has been appointed 
manager of retail credit sales for 
B. F. Goodrich Tire Co., succeeding 
J. Marvin Lark, who has been 
named manager of dealer services. 
Manuel joined Goodrich in 1941 and 
was coordinator of retail credit 
sales when given his present as- 
signment. 





Arthur N. Stuart 


* * > 


Miss Oliveti Promoted 


Constance Oliveti has been ap- 
pointed secretary and sales man- 
ager of Fort Steuben Metal Prod- 
ucts Co., Follansbee, W. Va. Miss 
Oliveti joined Fort Steuben in May, 
1948, as a clerk. 

* 





+ = 
Borg-Warner Promotes 
Wiggins in Washington 

Charles S. Wiggins has been 
appointed manager of the Wash- 
ington office of Borg-Warner. 

He has been assistant to the 
manager of the Washington 
office since February, 1951. Prior 
to joining Borg-Warner, Wiggins 
was advertising manager of 
Armed Force. 

. . On 


3 Appointed by Cadillac 


Three personnel assignments in 
the San Francisco branch have 
been announced by Cadillac. They 
are Robert W. Jenson, assistant 
sales manager; Edward E. Houli- 
han, manager of the Stonestown 
sub-branch, and Daniel S, McIntire, 
branch merchandising manager. 

* on 7 


New York Air Brake Names 


Brandt Kalamazoo Manager 
Howard W. Brandt has been 


U. S. Royal Tire division, U. S.|2 





J. R. Henrix, Denver zone man-| 


D. Gohr, who was | 








Take a Ride— 


Demonstration rides are an important 
part of Mercury's “Performance Champion” 
merchandising campaign currently gaining 
momentum throughout the nation. Sales- 
men in dealerships are wearing large 
lapel buttons inviting the showroom visi- 
tor or prospect fo “Ask me to Demon- 
strate the New Mercury—Performance 
Champion for 1958." Jack Eleveld, sales- 
moan with Mulligan of Dearborn, Inc. 
(Lincoln-Mercury), Dearborn, Mich., reports 
that prospects like Joseph Forrest, left, 


like the invitation to toke that drive in| 


a new Mercury. 


recently as assistant general man- | 


ager. 
Brandt previously had been with 


GM for 28 years. Before coming to| 
Kalamazoo he was general man- 


ager of GM’s Rochester Products 
division. 
> + > 


Moody Ends 28-Year Career 


With U. S. Rubber Unit 


Curtis L. Moody, production plan- 
ning manager for the tire division, 


U. S. Rubber Co., is retiring after 
i 


28 years of service. 

Moody was factory manager of 
the Detroit plant for 17 years. As 
division production manager for 
several years, he was responsible 
for operation of the company’s five 
tire plants. 

> . . 


Bokn Promotes Disser 


Paul Disser has been appointed | 


refrigeration division sales man- 
ager for Bohn Aluminum & Brass 
Corp., Detroit. He joined Bohn in 
1949 as a salesman and had been 
Indianapolis district sales man- 
ager. 

> . > 


Goodyear Promotes Grant 


Norman D. Grant, former truck- 
tire representative for Goodyear 
Tire & Rubber Co.’s Los Angeles 
district, has been appointed petro- 
leum account representative for the 
firm’s Western Region. 

> - > 


Garlock Names Hartranft 


Manager of Gasket Products 


Garlock Packing Co., Palmyra, 
N. Y., has appointed William Hart- 


|ranft product manager of its gas- 


keting line. 
Hartranft had been a field rep- 





— 


resentative for the mechanical sea] 
department. He joined Garlock in 
1934. 


* * * 


Boyce Gets New Post 
Walter Boyce has been ap- 
pointed production vice-president 
of Highway Products, Ine, 
Kent, O. He formerly was plant 


manager of Twin Coach (Co, 
Kent. 
* * * 
I-H Elects Schumacher 
Executive Vice-President 
W. C. Schumacher, has been 


elected an executive vice-president 
and member of the board of direc. 
tors of International Harvester 
Co. He formerly 
was a vice- 
president of the 
company and ex- 
ecutive head of 
its motor truck 
division. 

Schumacher has 
been with I-H 
since 1917. He was 
named general 
manager of the 
motor truck divi- 
sion in 1946 and 
guided it through its period of 
greatest growth and development. 
In May, 1953, he was elected a vice. 
president of the company. 

* + = 


Dartmouth Picks Bradley 


Albert Bradley, General Motors 
board chairman, has been named 
chairman of the sponsoring com- 
mitee in connection with Dart- 
|mouth College’s 200th anniversary 
| development program. Bradley was 
graduated from Dartmouth in 1915. 

* 


* * 





W. C. Schumacher 


DeSoto Promotes Tedesco 


C. A. Tedesco has been named 
DeSoto Minneapolis assistant re- 
gional manager. He formerly was 
dealer planning manager in the 
Minneapolis zone office. Tedesco 
replaces R. G. Cullen, who was 
| transferred to the Chrysler Train- 
ing Center, Detroit. 

& > > 


Dana Names Louis Melick 


Vice-President and Secretary 
| Louis L. Melick has been named 
| finance vice-president and _ secre- 
tary of Dana Corp., Toledo. He 
| succeeds John V. Melich, who has 





retired. 
Louis Melick, 
who joined the 


Dana organiza- 
tion in 1920 when 
it was known as 
Spicer Mfg. Co, 
also will be vice- 
president and 
secretary of two 
Dana subsidi- 
aries, Atlas Drop 
Forge Co., Lan- 
sing, and General 
Drop Forge Corp., Buffalo, and 4 
director of Dana Corp. 


> * * 


Kurtz Moves Up 


William C. Kurtz has been ap- 
pointed manager of truck tire sales 
for General Tire & Rubber Co.’s 
Detroit sales division. The former 
Saginaw territory manager re- 
places Don H. Luse, who was pro- 
moted to division manager in Kan- 
sas City. 


| 
| 





L. L. Melick 





. 


Planning Peugeot Distribution— 





At a recent meeting for Renault distributors in the United States, Robert Valode, 
Renavit U. S. general manager, announced that Renault will handle the national 
distribution of the French Peugeot. Shown at the Houston meeting are, from left, Pierre , 
Vignal, Renault export director; John Green, Renault distributor in California, Arizona, 
named general _ Manager of the| Nevada and Utah; Valode; Francois de Peyrecave, president, Peugeot, Inc., and Jack 
Kalamazoo division, New York Air | Kent, sales manager, Renault, Inc., New York. Approximately 400 Peugeots will arrive 
Brake Co. He, joined the division | in the U. S. in April. 

















IELCO HAS ‘THE FIRST 
"AR RADIO thars PORTABLE 


been 
sident 
direc- 
rvester 


L N. ST. DE Yl O U, R CA R » this all-transistor engineering masterpiece combines with a powerful built-in audio system, 


antenna, and big, full-range speaker for the finest in car radio performance. 


J 


OV 7 ST. DE Yl O U, R CAR, you have an all-transistor portable radio complete with its own speaker, 


antenna and batteries. It goes where you go, plays where you play. 


IT’S ALL-TRANSISTOR AND IT’S PORTABLE! .. . a car radio that plays or mechanical noises. And, in the car, it provides greater tonal range, volume and 

anywhere, inside your car or out of it. It’s one of Delco Radio’s most exciting clarity than the most expensive vacuum tube sets. 

developments in a long string of electronic “‘firsts.”” While locked in the instrument The Delco portable car radio is moderately priced and available on the 1958 

panel, this versatile radio operates off the car’s electrical system, uses the car’s Pontiac and Oldsmobile. Ask your new car dealer today about the only car radio 

built-in audio system, speaker and antenna for the finest tone possible in car radios. that goes where you go—plays where you play. 

When you slip it out of the instrument panel, it’s a self-contained unit with its own 

speaker, antenna, carrying handle, and batteries. D é LLCO tH AD | O 
This rugged, dual-purpose radio is equipped with tiny transistors that take up Division of Genero! Motors * Kokomo, Indiane 

less space, use 90% less power, and last for years and years! It plays without warmup WORLD LEADER IN AUTO RADIO 
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What's New... 
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In Parts and Accessory Distribution 








Western Welcome— 


A. E. Birt, center, president, Hambro Automotive Corp., British Motor Corp.'s importer 
for the U. S., participated in a three-way handshake when he was welcomed on 
arrival in Los Angeles by P. G. Gough, right, and John R. D. Beazley, of Gough 
Industries, Inc. Gough is the Southern Californian distributor for BMC's automobiles. 
Birt arrived from New York to address BMC dealers from four states on 1958 a 


and after-sales service programs. 


Kee-Klamps Offered 
By Gascoignes Industries 


WICKLIFFE, O.—Gascoignes In- 
dustries, Inc., is distributing Kee- 
Klamps which are used in the con- 
struction of storage racks. The 
company said they are especially 
useful in making tail-pipe and 
muffler racks. 

Kee-Klamps are malleable iron 
fittings of numerous types and 
sizes which are designed to join 
two or more pipes together without 


merly owned by National Biscuit| District of Columbia for Electric 


Co., is being remodeled and will be 
occupied by Auto Equipment early 
in July. 

Auto Equipment & Service Co. is 
distributor in five states and the 





Auto-Lite, Trico Corp., Briggs ¢ 
Stratton and other automotive sup- 
pliers. The new quarters wil! have 
a classroom for instruction and 
clinics on the products handled by 
the company. 

+ * * 


Designer Sundland Joins | Ace Drill Bushing 


Reynolds Detroit Office 
DETROIT. — Designer Sven 
Sundland has joined the Great 
Lakes sales office of Reynolds 


7 * 


Philadelphia Distributor 
Readies New Quarters 


PHILADELPHIA. — Auto Equip- 
ment & Service Co. has signed 4a} many materials in Europe and 
15-year lease on a 27,000-square-| most recently was a designer for 
foot building at Twelfth St. and; Kaiser Aluminum. 

Glenwood Ave. The building, for- 








welding, threading or drilling. 


Metals Co. in what the company 
described as a move to add depth 
to its aluminum design and engi- 
neering service for the auto 
industry. 

He has done design work with 











Socony Mobil can help boost your 


service absorption in many important ways! 





How much of your overhead does 
your service department pay for? 
Socony Mobil can help you increase 
that amount. Here’s how: 


We can advise you how to set up 
and operate an efficient lubrication de- 
partment. Sometimes a simple change 
can speed up job turnover . . . increase 
volume. 


We're ready to give you the benefit 
of years of merchandising experience 
... Suggest sales tips . . . give you vital 
retailing information that can change 
labor and parts sales figures from red 
to black. 


And, of course, there’s our lubrica- 
tion training program. We'll instruct 


your men on the most up-to-date 
equipment . . . show them proper 
lubrication techniques on the make of 
car you sell. 


Here’s why it’s good business 
to do business with Socony Mobil 


e@ You get America’s top sellers .. . 
Mobilgas, Mobiloil, Mobiloil Special! 


e@ You get the help of experienced men 
to help you boost service absorption. 


e@ Yet get expert on-the-job training for 
your personnel. 


@ You get the benefit of merchandising 
and lubrication knowledge unsurpassed 
in the petroleum industry. 


Another reason you’re Miles Ahead with Mobil 





Mobil means 


business ...more 
business for you! 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


Opens Detroit Office 


DETROIT.—Ace Drill Bushing 
Co., Inc., Los Angeles, has opened 
an Office and warehouse at 10620 W. 
Nine Mile, Detroit 37. The new 
facility is known as Ace Bushing 
Co., Inc. 

Bob Jobe is manager of the 
Detroit operation, and Virgil Eas- 
terday is his assistant. Jack Her- 
bert has been named sales manager 
for the Great Lakes region. 

* * * 


Teletype System Links 
14 Used-Parts Firms 


NASHVILLE. — Fourteen large 
used-parts companies, with yards 
and warehouses in several states, 
have established a teletype service 
whereby parts for a great many 
ears can be located quickly. Auto 
dealers and insurance companies 
have acclaimed the idea. 

The system was developed by 
Harris Abernathy, of Abernathy 
Auto Parts, Nashville. It includes 
companies in Tennessee, Kentucky, 
Alabama, West Virginia, Ohio and 
Indiana. 


DuPont 759 Plan 
Offers Guaranteed 


‘Zerex’ Service 


WILMINGTON, Del. — DuPont 
has announced a “guaranteed radi- 
ator protection” program and 4 
reduced dealer price for its “Zerex” 
antifreeze during the 1958-1959 sea- 
son. 

Under the “guaranteed radiator 
protection” plan, duPont said, 
dealers may offer early installa- 
tions of “Zerex” to the degree of 
protection car owners desire, with 
any additional antifreeze needed to 
maintain this protection suppliedat 
no extra charge until Apr. 1, 1959. 

DuPont said the dealers also will 
replace worn or faulty hoses, fan 
belts, thermostats, pressure caps, 
leaking gaskets and flush radiators 
under the program. 

“Zerex” price to the dealer will 
be reduced by 6% cents per gallon, 
according to T. A. Parriott, anti- 
freeze sales manager. This price 
reduction, he said, would be more 
than enough to offset the cost of 
“guaranteed radiator protection” to 
the dealer. 

Parriott added that duPont will 
back dealers with an extensive 
local advertising and promotion 
campaign, providing point-of-sale 
material and merchandising aids. 


Dealers Assigned 
Milwaukee Posts 


MILWAUKEE. — Committee as- 
signments for 1958 have been an- 
nounced by the Milwaukee County 
Automobile Dealers Assn. They 
follow: 


Apprenticeship: John Madden, 
chairman; Ray Lorch and Art 
Farrow. Entertainment: Ed Wehe, 
chairman; W. W. Rank, Harold 
Duckler and Bob Eisen. Parking 
and Highways: Joseph Burbach, 
chairman; Joseph Koehler and E. 
Gardner Goldsmith. 

Public and Employe Relations: 
Lou Siegel, chairman; Madden and 
Farrow. Finance: Rank, chairman; 
Siegel and Al Shallock. Advertis- 
ing: Shallock, chairman; Wehe, 
Goldsmith and Bob Black. Mem- 
bership: Duckler, chairman; Lisen, 
Gerald Daum and L. P. Hartung. 

Safety: Farrow, chairman; 
Lorch, Burbach and A. H. Lecher. 
Registration and Licensing: Black, 
chairman; Lecher, Wehe and Abe 
Malofsky. Insurance and Pension: 
Lecher, chairman, Koehler and 
Hartung. 
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There’s No Buy Like It In the Country . 
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ord Dealers Love F. J. 


@ “Trucks aren’t bought just on impulse—people 
have to be pretty interested to even come into the 
showroom. In my territory nothing gets them in- 
terested like an ad in FARM JOURNAL.” 

Bill Binder, Joplin, Missouri 


@ “I believe in results, so I’m a strong believer in 
Ford Truck advertising in FARM JOURNAL.” 
F. W. Wylie, Williamsport, Pennsylvania 


@ “Farm families are among my best customers and 
prospects. In my trading area FARM JOURNAL de- 
livers Ford Truck advertising down the rural routes 


like a local newspaper.” 
Frank E. Feckley, Medina, Ohio 


FARM JOURNAL is America’s largest selling farm 
magazine. It’s bought and read by twice as many 
farm families as any other publication because it 
gives farm families everywhere what they want... 
need .. . and can’t get anywhere else. 


FARM 


JOURNAL 


One of the nation’s truly great service magazines « Read by most of the best farm families 


Graham Patterson, Publisher 





Richard J. Babcock, President 
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Used-Car Auction Prices 


(Continued from Page 50) $410*. 


54 Coronet 4-dr., $470*. °52 Meadow- | 
prook 4-dr., $269. 

p—'58 Fairlane (8) 500 4-dr. Hard- 
top, $2, 390° (ps). °57 4-dr. station wag- 
on, $1.895*, $1,880*, 2 at $1,875*, $1,865, 
1,700*, $1, 660°; Fairlane (8) 500 4-dr. 
Hardtop, $1, 855 (ps); 2-dr. Hardtop, 
2 at $1,825* (ps) 56 4-dr. station wagon, 
$1,465* (ps), $1,425; Fairlane Hardtop, 
$1,385* (ps); 4-dr., $1,245*; 2-dr., $1,- 
110* (ps); Custom 4-dr., $1,140* (ps); 
g-dr., $1,070, $1,050*; Main 2-dr., $955. 
"55 Custom Ranch Wagon, $1,140*; 2- 
dr., $1,100*, $890, $870; 4-dr., $895*, 
$855* $765; Main 4-dr., $640. '54 Ranch 
Wagon, $805; Custom conv., $790°; 4- 
dr., $585*, $515*. 52 2-dr., $295*; 4-dr., 
$285°, $280°. ‘51 2-dr., $265°, $175*; 
4-dr., $170*, $150, $145*, °49 club coupe, 
$110° 

LINCOLN— 57 Premiere Hardtop, $3,050* 
(ps) 

MERCURY—'57 Montclair Hardtop, §$2,- 
010; Monterey 2-dr. Hardtop, 2,000*, 
$1,770*. °56 Custom Hardtop, $1,350*. 
’55 Montclair Hardtop, $1,225*; Custom 
4-dr., $1,010*. ‘54 Sun Valley Hardtop, 
$910* (ps); 4-dr., $820*; conv., $790* 
(ps). °53 Hardtop, $655; 4-dr., $410*. 
62 4-dr., $320°. °49 4-dr., $140°*. 
OLDSMOBILE—’55 (98) Hardtop, $1,380* 
(ps); (88) Hardtop, $1,375* (ps), $1,- 
200°. °54 (98) Hardtop, $1,155* (ps); 
(88) Super 4-dr., $995*. '53 (88) conv., 
$675* (ps). °50 Hardtop, $195*; 4-dr., 
$110. 

PLYMOUTH—’57 Belvedere (8) Hardtop, | 
$1,820*; Savoy 4-dr., $1,505*; 2-dr., $1,-| 
475*. "56 Belvedere 2-dr., $1,050*; Savoy | 
4-dr., $1,000*. °55 Plaza 4-dr., $660, 
$655. "53 station wagon, $560. '52 4-dr., | 
$175. | 








PONTIAC—'56 4-dr. station wagon, $1,-| 
670*: Chieftain 2-dr. Hardtop, $1,290* 
(ps). $1,120°. '55 Chieftain Hardtop, $1,- 
025°; 2-dr., $865°. °54 2-dr., $495. "52 
4-dr. $170. "51 4-dr., $225°. 

RAMBLER—’55 Cross Country, $1,200°. 


STUDEBAKER — '56 Commander 4-dr., | 
$1,165*; Hardtop, $1,100*, °54 club) 
coupe, $525°. 


MISCELLANEOUS—’'57 GMC % =ton Pick- | 
up, $1,280°. °56 Volkswagen 2-dr., $1,- 
310; Chevrolet %-ton pickup, $970, "$800; 
Ford %-ton pickup, $870. ‘55 Volks- 
wagen 2-dr., $1,140; Ford %-ton pickup, 
$750, $725. ‘54 Ford %-ton pickup, | 
$550; panel, $495. °53 Ford Courier, | 
$420. °50 Chevrolet %-ton pickup, $325. | 
"49 Chevrolet %-ton pickup, $375. 


OMAHA | 


Richard Abel Auto Auction. Sale every | 
Thursday. Prices are for sale af March 27. | 
Both buying and selling has shown a 
marked improvement. Partial list. | 
BUICK—’57 Special Riviera, $1,695*. °56 
Special Riviera, $1,415*. °55 Century 
Riviera, $1,090° (ps); Super Riviera, | 
$920° (ps). ‘54 Special 4-dr., $580*. 52 

RM 4-dr., $270° (ps). 

CADILLAC—'57 Eldorado Seville, $3,995* 
(ps); (60) 4-dr., $3,790*° (ps); coupe de 
Ville, $3,685° (ps); (62) 4-dr., $3,490°| 
(ps). $3,170* (ps). °56 sedan de Ville, | 
$2.845° (ps); (62) coupe, $2,560° (ps). 
"35 (60) sedan, $1,680* (ps); (62) 4-dr., 
$1,565* (ps). | 

CHEVROLET—'5S Bel Air 4-dr. Hardtop, | 
$2,455* (ps). '57 Two-ten station wagon, | 
$1,825*, $1,650; Bel Air 4-dr., $1,775* 
(ps). $1,500°; Sport coupe, $1,755*; 2- 
dr.. $1,560°. ‘56 Bel Air Hardtop, §$1,- 
490°; 4-dr., $1,265*%; Two-ten sedan, 
$1,240*, $1,220°. '55 Bel Air Sport coupe, 
$1,105*; 4-dr., $1,010*; One-fifty station 
Wagon, $1,055°. "53 Two-ten 4-dr., $550, 
$535; 2-dr., $440; club coupe, $380*; Bel 
Air 2-dr., $375. "52 Two-ten 4-dr., $355°; 
2-dr.. $295°, $295. "51 4-dr., $255. 

DODGE—'57 Coronet 2-dr., $1,680*. °55 
Royal sedan, $670*. 

FORD—'58 Custom 300 4-dr., $1,820*. °57 | 
Country sedan, $1,755*; Victoria, $1,- 
750°. $1,595. "56 Country sedan, $1,450°*; | 
Fairlane Victoria, $1,420; 4-dr., $1,090°. 
‘55 Fairlane Victoria, $1,070*, $1,055*; 
2-dr., $720*. '53 Crest Victoria, $630*, 
$625; Custom 2-dr., $425, $280°. ’52 4- 
r., $295. 

LINCOLN—'54 Capri 4-dr., $875* (ps). 

MERCURY—'55 Monterey station wagon, 
$1,290* (ps). ’54 Monterey 4-dr., $740*; 
2-dr., $585°. °52 2-dr., $275°. 

NASH-—'55 Statesman 4-dr., $870* (ps). 
"53 4-dr., $295. '52 4-dr., $310*°; coupe, 
$200° 


OLDSMOBILE—’'57 (88) Holiday, $2,120* 
(ps); (88) Super Holiday, $2,180* (ps); 
(98) Holiday, $2,110* (ps). "56 (88) 2- 
dr., $880. °55 (88) Super Holiday, $1,- 
165°. "54 (88) Holiday, $880*; (98) Holi- 
day, $865°. "50 (88) 4-dr., $150°. 

PLYMOUTH—’55 Savoy 4- dr., $830°, $575; 
Plaza 4-dr., $405. '51 4- dr., $170. 

PONTIAC — ‘53 Chieftain station wagon, 
$655. '52 4-dr., $280 

MISCELLANEOUS—'57 Ford %-ton pick- 
up, $1,200. °51 Chevrolet 2-ton truck, 
$235. '48 GMC %-ton pickup, $185. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of March 





Rainy weather somewhat hampered the 
consignment of cars, but as usual we 
had plenty: of top dollar buyers, Per- 
centage of cars sold holding high with 
geod cars much in demand, Sold 15¢ 
Units from 182 offerings. 

BUICK —’55 Century Hardtop, $1,135*; 
Special Riviera, $1,125*, $1, 025*, $980*; 
Super conv., $1,110* (ps); RM 2-dr., $1,- 
070* (ps). "54 Special 4-dr., $735. ’53 
Super Hardtop, $365* (ps), $275*. °52 
| ze 5-é., $215. 51 Special Hardtop, 

CADILLAC ~’55 (62) 4-dr., $1,920* (ps). 
54 (62) conv., $1,735* (ps). '53 (62) 
conv. $800*. °51 (62) 4-dr., $460*; 
coupe, $430°. °50 coupe, $325*; conv., 
ao $290*. °48 4-dr., $200*, $180*, 

OHEVROLET—’58 Bel Air Hardtop, $2,- 
225*. '56 Two-ten 4-dr., $1,375*, $1,285°, 
$1,085, $1,010, $965, 6 at $940, 5 at 
$900°; Bel Air conv., $1,210*; 2-dr., $1,- 
160* (ps). ’55 Bel Air Hardtop, $1, 025*; 
Two-ten 2-dr., $790; One-fifty station 
Wagon, $705, "$650. °54 Bel Air 2-dr., 

; Two-ten 2-dr., $600, $590, $560, 
$555. °53 Two-ten 2-dr., $485*, $260; 

One-fifty 2-dr., $400; Bel Air 4-dr., 
$250. °52 4-dr., $340, $330. °51 2-dr., 
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PONTIAC —'56 Chieftain 2-dr., $1,100* $1,150*, $1,095*; 4-dr., $1,135* (ps). °53 

(ps). ’55 Chieftain Hardtop, $890*; club Monterey 2-dr., $745°*. ‘51 club coupe, 
coupe, $685*; Star Chief Hardtop, '$855* Model Breakdown $250*, $190°. 
(ps), $800* (ps), °54 Chieftain’ 4-dr., a OLDSMOBILE—’57 (88) Hardtop, $2,155* 
$550*. "53 Chieftain 4-dr., $405*, $375*,| Of Auction Averages (ps); coupe, $2,085* (ps), °54° (88) 4- 
$350*, $260. °51 station wagon, $400*, dr., $900*. '53 (88) coupe, $665* (ps). 
$215°*. Apr., 1958 Mar., Feb., 52 2-dr., $240*, 50 4-dr., $195*. 

RAMBLER—’51 station wagon, $250°. —_— eee 1958 | PLYMOUTH—'56 Savoy 4-dr., $925; Plaza 

STUDEBAKER — '53 Champion Hardtop, $2,778 $2,828 2-dr., $910, '54 Belvedere Sport coupe, 

1,657 1,691 $740*. °53 coupe, $400. °52 club coupe, 
’ ’ $280. '51 4-dr., $240; coupe, $220. 

















MISCELLANEOUS—’56 Ford %-ton pick- 

















$235, $145*, $135. '50 4-dr., $150. '49/ up $965. '55 Chevrolet 1%-ton cab and 1,166 1,171 | PONTIAC—'56 Chieftain Hardtop, $1,200*. 
4-dr., $105. chassis, $750; %-ton pickup, $620; Dodge 895 891 =. Chieftain 4-dr., $445*. '51 2-dr., 
) (SLER — ’5Sé ardtop, $1,125* %-ton pickup, $670. . 
~~ Bw te. ae =< °° " ~ 598 = 590 | sTUDEBAKER—'56 Golden Hawk coupe, 
Hardtop, $280*. SEATTLE 359 357 $1,620*; Power Hawk coupe, $1,175*. 
DeSOTO—'54 Firedome 2-dr., $460*. 53 ~ = 243 230 +E gccpesanay 4-dr., $185. °47 4-dr., 
Powermaster 2-dr., $305*; Custom 4-dr., South Seattle Auto Auction. Sale every 100. ‘ : 
$290*. 52 4-dr., $195*. Wednesday. Prices are for sale of March : ed 183 | MISCELLANEOUS—'57 Volkswagen 2-dr., 
D O D GE — 56 Coronet 4-dr., $940*. '53 | 26. Overall $1,405. °56 Ford %-ton pickup, $1,010; 
Meadowbrook station wagon, $400, $255*. Good sale, Need more cars. Average $ 989 $ 985 $ 993 Dodge %-ton pickup, $870; Volkswagen 
FORD—’57 Custom station wagon, $1,825*,| BUICK—’58 Century Sport coupe, $2,750* _| 2-dr., $1,260, $1,065. °55 Ford %-ton 
$1,450*, $1,290*; Fairlane 500 2-dr., $1,- (ps). °57 Special Riviera, $1,850*. °56 mies. os Gauen & ee 
760*, $1,725*, $1,535*. °56 Fairlane Vic- Special station wagon, $1,605*; Riviera, *. 2. 5*. °f » wou, vrole -ton pic up, 
toria, $1,300* (ps); Custom 4-dr., $950;| $1,330*. ’55 Special Riviera, $1,225* sation, Goan “ones 50° 53 Coronet) $560. '52 Dodge %-ton pickup, $345. 47 
Main 2-dr., $635. ’55 Custom 4-dr., $1,- (ps); Century Riviera, $1,100*. °52 Spe- as aad 7 Studebaker %-ton pickup, $150. 
100*, $710; Ranch Wagon, $580. '54 Cus- cial 2-dr., $275*. ’51 4-dr., $230*. °50| FORD—'57 Fairlane (8) 500 Sport coupe, 
tom 4-dr., $565*, $400; Crest Victoria, 4-dr., $125*. $1,880* (ps), $1,825° (ps); 4-dr., $1,- ALBANY 
$695*; Main Ranch Wagon, $620*, $525. | CADILLAC—'56 (62) coupe, $2,625* (ps),| 740°, $1,645°; Country sedan, $1,850"; , ; 
53 station wagon, $670*; conv., $475*, $2,600* (ps). "49 4-dr., $210*. Custom 4-dr., $1,500*, $1,455*, $1,450. Tim Anspach Dealer’s Auto Auction. 


2 at 
$230 


HUDSON — ’'54 Hornet 4-dr., $360*. ‘52 coupe, $2,050*%, $1,840%; conv. $1,895* 
Hornet 2-dr., $125*. (ps), $1,875* (ps); 4-dr., $1,755°*, 
LINCOLN—’56 Premiere Hardtop, $1,750* $1,750* (ps); One-fifty (8) 2-dr., $1,- 


425: 2-c 390. '52 4-¢ 365*. | CHEVROLE .’58 Impala rt coupe, ’56 Country sedan, $1,595*, $1,415*; | Sale every Monday. Prices are for sale of 
o "Si 2-ar., O58 S00. — Oe (ee). "57 Bol Pans “oor Fairlane Victoria, $1,300; 4-dr., $1,290°, | March 24. 

, ‘ $1,270*; Custom 4-dr., $1,165*, $1,085*; | Looks like the used-car market has 

2 at| 2-dr., $980. "55 Country Squire, $1,330°; passed the bumpy road and hit the 

| Crown Victoria, $1,230*; conv., $1,075"; | speedway, Today's sale indicated a real 

Custom Ranch Wagon, $1,070*; 2-dr.,| stmong market, Car quality above aver- 





490*, $1,395. °56 Two-ten (8) station 








(ps). . | 
MERCURY —'56 Medalist Hardtop, $1,| wagon, $1,505*, $1,480" (ps), $1,365%;| $900*, $895*. ’54 Custom coupe, $680°.| age with » larger percentage sold. How- 
250*, $825; Montclair 4-dr., $1,050*. "54 4-dr., | $1,295*, $1,140*; 2-dr., $1,175, | 53 Custom 4-dr., $550 _Main 2-dr., ever, prices were not insanely high. Sold 
Monterey 2-dr., $730*, $675%, $510*. °53| $925. 55 Bel Air Sport coupe, $1,325*;| $245. 52 station wagon, $250*, '50 club | 150 cars from 188 consigned. 
2-dr., $510, $475*%, $455. Two-ten 2-dr., $975, $795. '54 Bel Air| coupe, $145°. BUICK—'57 RM _ 4-dr., $2,125* (ps). '56 
OLDSMOBILE — '57 (88) station wagon, Sport coupe, $870*; One-fifty 2-dr., $555. | HUDSON—’53 Hornet 4-dr., $385. °52 Hor- Special 2-dr., $1,470°, $1,260°; Riviera, 
$2,175. °54 (88) 4-dr., $690* (ps). "52 *53 Bel Air 4-dr., $510. ’52 station wag- net 4-dr., $370, $145. $1,400° ; Century Riviera, $1,335*; Super 
Hardtop, $310*. °'51 4-dr., $145*, $110*. on, $505, '51 station wagon, $455*. °50 | LINCOLN—’57 Capri Sport coupe, $2,880* 4-dr., $1,100° (ps). $1,050* (ps). ’55 
PACKARD—’55 4-dr., $660* (ps). "52 4- 4-dr., $170, °49 2-dr., $170. | (ps). '54 Capri 4-dr., $925* (ps). | Super Riviera, $1,450°; 4-dr., $910° 
dr., $290*, $210*. CHRYSLER—'56 Windsor Sport coupe, $1,- | MERCURY — ’57 Montclair Sport coupe,| {PS); Special Riviera, $1,075*, $1,050*; 
PLYMOUTH—’57 Savoy Hardtop, $1,650*. 635*. °55 NY 4-dr., $1,255* (ps). $2,120* (ps); Monterey coupe, $2,010*| 2-dr., $900°. °54 Century 2-dr., $650* 
’56 station wagon, $1,100; Belvedere 4-| DeSOTO—'51 Custom coupe, $165°*. | (ps). "56 Montclair Sport coupe, $1,440*; (ps) S53 RM conv., $420°. '52 RM 2- 
dr., $1,035*. ’53 conv., $400*. '51 2-dr.,| DODGE—’58 Coronet 4-dr. Hardtop, $2,- Monterey 2-dr.. $1,155*. °55 Montclair dr., $170°. 50 Special 2-dr., $120°, 
$165. 475* (ps). °56 Royal Lancer coupe, $1,- Sport coupe, $1, 335°; Monterey coupe, (Continued on Page 52, Col. 1) 









Now... at last an 
experienced auto 
air conditioner man- 
ufacturer offers a 
combination Heat- 
ing and Cooling 


under-dash unit... 


aay Lo & 


Heating and/ar Cooling 


heres what you get... 


Instant Cooling with Tecumseh high speed compressor 

Warner Electric Magnetic clutch thermostatically controlled 

insures constant temperature automatically with no freezeups 

High velocity twin blower fans for quiet operation 

Three directional louvres for complete air control 
Push button controls at your finger tips 
Factory performance Warranty 
Quick installation makes it easily transferable 


As Dealer-Distributor You are assured by: Kee 


%* An experienced manufacturer of auto air conditioning offering a unit with proven past performance 
%* Easy installation and Trouble-Free service building customer confidences 

*% Good Profit margin although at competitive retail sales price 
* Unit fits all makes, all models, all body styles 

* Quality engineered in design and all component parts 


Factory in Tyler, Texas 
Jack W. Durrett, Sr., President 
Over 25 years in the automotive business 







Telephone Riverside 1-3838 2915 Canton Street, Dallas 26, a 


Write — Wire — Call : 
Some Territories Available NOW for Distributors and Dealers 
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Hillman coupe, 
ton pickup, $560. 


$730. ’55 Chevrolet %- 





67 State Units Bring 


Used-Car Auction Prices || ,.. PYF NP. | $32,645 in Oregon 





(Continued from Page 51) cars out of 378 


Prices are for sale of March 28. SALEM, Ore.—Used motor ve- 


tity of along with desira- 
wanes yO - — Ban sad 908 hicles sold at the rate of one 


every two minutes at a State 


consignments. 
BUICK—’56 Century Riviera, $1,200* (ps);| sale and brought a total of 


CADILLAC—’56 (62) coupe, $2,550° (ps); | LINCOLN — '57 Premiere conv., $2,720* Super Riviera, 


$1,035°. 55 Super Rivi- $32,645. 


coupe de Ville, $2,500°. '55 (62) coupe, (ps). °55 Capri 4-dr., $1,160* (ps); Cos- era, $905°, 20° (ps); Special Riviera, 
$1,850* (ps). "53 (60) 4-dr., $835* (ps).| mopolitan 4-dr., $1,000* (ps). $940°. °54 ion Riviera $750*, $450°. The 67 vehicles, which included 


*51 conv., $450°. MERCURY—’57 Monterey 2-dr., $1,500*. 53 RM 4-dr., 


OHEVROLET—’57 Bel Air (8) 4-dr., $1,- ’56 Montclair 4-dr., $1,325*; Monterey $305; 2-dr., 
725°, $1,690° (ps), $1,670* (ps). "56 Bel; 2-ar. $1,350*. ’55 Custom station wagon, $125°. 


Air (8) 4-dr., $1,350° (ps); Two-ten (8) $1,220*; Montclair conv. $1,150*; 2-dr., | CADILLAC—’55 


Special ‘Riviera,| cars and heavy-duty trucks, sold 


$500° ; 
$245°. ‘50 Special 4-dr.,| at an average of 13 percent over 


(62) coupe, $1,580°. °53 NADA wholesale price. Forty 


4-dr., $1,150*; Two-ten (6) 4-dr., $935, $950* (ps); coupe, $1,125*. '54 Monterey (62) coupe, $640*. "49 4-dr., $200; coupe,| percent of the vehicles went to 


$925, $910; 2-dr., $900, $875. "55 Bel Air; 4-dr. $660; coupe, $650°; 4-dr., $475°*. $195*; conv., 


$260°. dealers and the balance to indi- 


(8) 2-dr., $1,150*%; conv., $1,100; Sport "53 Custom coupe, $410; Monterey coupe,| CHE VROLET—’58 Brookwood station 
coupe, $900, $785;'Two-ten station wag-| $380*, '52 Monterey 4-dr., $400°, '5i| wagon, $2,445* (ps), $2,250°. '57 Bel air| Vidual buyers. 


on, $1,030; 4-dr., $500; coupe, $675*. °54 Sport coupe, $210*. (8) conv., $1,545*; 4-dr., $1,550°, $1,- 





Bel Air station wagon, $720; 4-dr., $725, OLDSMOBILE—’57 (88) Super 4-dr., $1,- 400; Two-ten (8) 2-dr., $1,405*, $1,390°, 


$700; 2-dr., $680; Two-ten 2-dr., $680°; 950° ( , >. $1,365°; 4-dr., 
’ é e ps). "56 (98) Holiday, $1,675* (ps), of 
sors, pl c= qure, 058 95100 =, $1,630* (ps), $1,575* (ps); (88) Super $1,100, $1,075 
: » 3 , La ; . 4-dr., $1,525° (ps). 55 (88) 4-dr., $960*. 
52 2-dr., $280°, $260, $210; 4-dr., 2 at} 455 (oe) bar. goRoe. ; 

$900. '55 Bel 


$260. , 
CHRYSLER—’55 NY coupe, $1,080* (ps);| PLYMOUTH—’57 Belvedere Sport coupe,| pnesoTO—’51 


$1,295; Two-ten (6) 2-dr. ° terey coupe, $400*. 


'56 Bel Air (8) coupe,| NASH—’53 Ambassador coupe, $225°; 4- 


$1,275*; Two-ten (8) coupe, $1,195*; dr., $200. 
station wagon, 
Air coupe, $700. $2,360* (ps). °56 (88) Holiday, $1,460* 


$1,115*; 4-dr., $1,040*, | OLDSMOBILE — ’'57 (88) Super Holiday, 
Custom coupe, $135. °50 (ps), $1,400°. °55 (88) Holiday, $1,210*, 


Windsor coupe, $1,150*. $1,615*. "55 Belvedere 4-dr., $850*; 2-| conv, $160. $1,100*. ‘54 (98) 4-dr., $625* (ps); (88) 
DeSOTO—’57 Firedome 4-dr., $2,000* (ps). dr., $800*; station wagon, $740, $710;| popGE—'57 Coronet eonv., $1,600* (ps). Holiday, $850*. ’53 (88) 4-dr., $535°, °52 
56 Firedome 4-dr., $1,175°, '53 Fire-| Savoy 2-dr., $800*. °54 Savoy 4-dr., *55 Coronet 2-dr., $805*. ’53 4-dr., $210. 4-dr., $290* (ps), $130°. 
dome 4-dr., $480*, $260* (ps). $630°. ’53 Cranbrook coupe, $350; 2-dr.,/ +52 4-dr., 2 at $100. PACKARD—’54 coupe, $520*; 2-dr., $395* 
DODGE—’52 Wayfarer 2-dr., $180°. $140; Cambridge 2-dr., $330, 49 station| EDSEL—’58 Citation 4-dr., $2,500° (ps). (ps). 
FORD—’58 Fairlane (8) 500 conv., $2,- wagon, $130. FORD —’58 Thunderbird 2-dr., $3,900*| PLYMOUTH—’58 Belvedere coupe, $2,200*. 
485°; 4-dr., $2,390*. °57 Fairlane Vic-| PONTIAC — '58 Chieftain Catalina, $2,- (ps). °57 Thunderbird, $2,600* (ps); Re- ’57 Belvedere Hardtop, $1,600*; Plaza 


toria, $1,800*; Ranch Wagon, $1,510; 535°. *57 Chieftain coupe, $1,720°. ‘56 tractable Hardtop, 2 at $2,100*; Fair- 2-dr., $1,150*. °55 Savoy 2-dr., $535; 
2-dr., $990*. °56 Country sedan, $1,500*°; Star Chief Catalina, $1,300° (ps). °55 lane (8) 500 Victoria, $1,705*, $1,665° station wagon, $335; Plaza 2-dr., $480. 


$1,350*; Custom Ranch Wagon, $1,300*; Chieftain conv., $930°; 4-dr., $850°, °53 (ps), $1,550%; conv., $1,675*, $1,650°; ’53 station wagon, $335; 4-dr., $165. 
4-dr., $900. °55 Fairlane sedan, 2 at $1,- Chieftain 2-dr., $380; Catalina, $310°. Custom 4-dr., $1,300*; 2-dr., $1,130. °56| PONTIAC—'55 Star Chief Catalina, §$1,- 
000°, $900*, $775; Custom Ranch Wag- "52 Chieftain 2-dr., $130. ‘51 2-dr., Fairlane conv., $1,120* (ps). 125° (ps); 4-dr., $1,070* (ps); Chieftain 
on, $1,000; coupe, $900; sedan, $830°*. $120°. HUDSON—'56 Wasp 4-dr., $665*. "54 Wasp Catalina, $725*. °54 Catalina, $700; 4- 
’54 Ranch Wagon, $800, $710*; Custom | RAMBLER—'55 Cross Country, $900*. 4-dr.. $400. dr., $510°, $450°. °53 4-dr., $225°. 
2-dr., 2 at $470, $400; Crest 4-dr., $550. | STUDEBAKER—'52 Land Cruiser 2-dr.,| MERCURY —’'57 Monterey 2-dr., $2,000°| RAMBLER—’54 coupe, $470*. °51 coupe, 
"63 4-dr., $520; Victoria, $500° (ps). °52 $110. (ps). "56 Montclair conv., $1,180*; coupe, $165. 

2-dr., $250, $190°. ‘51 4-dr., $110. MISCELLANEOUS—’57 Renault Dauphine, $1.050°; 2-dr., $700. '55 Montclair 4-dr.,| STUDEBAKER — ‘55 Commander 2-dr.. 

KAISER—'54 4-dr., $270. "53 4-dr., $110. $1,150. '56 Ford %-ton pickup, $840; $910*; Monterey coupe, $745°. °54 Mon- $635°; 4-dr., $675°*. 
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Let this 1000 Ib. payload “bonus” 
help you sell more dump trucks 


Now as never before, legal payload is a “buy- 
OWL word.” Stiffer enforcement of loading plus 
rising costs have combined to make legal 


AWN TH CG NW payload per dollar today’s only true measure 


of dump truck value. 


And that’s why you’re always ahead with 
AntuHony. For today’s ANTHONY line—hoists, 
bodies and trailers alike—is engineered to 
give you up to 12% extra legal payload on 
every truck you quote! 


Famous “Teleramic” design makes the dif- 
ference. By this AnrHony principle, hoist 
weight and other dead weight is first sharply 
reduced ...then shifted to an extreme for- 
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ward position, thus minimizing dead weight 
on your truck’s important rear axle. 


The result? You deliver up to 1000 lbs. of 
“bonus” legal payload on ANTHoNny “Frame- 
less” dump trailers. In terms of extra hauling 
profit, that’s a hefty sales argument in any 
prospect’s language! 


Free payload engineering 

Now! Learn how much extra legal 
payload your line can deliver. 
ANTHONY engineers have it fig- 
ured. To get this free data, contact 
your nearby AnTHony distributor 
or write us direct. 





1752-56 Baker St. 


ANTHONY COMPAN Y /steator, iinois 


TRUCK-CRANE DUMP HOISTS LIFT GATE 


WILLYS—’53 2-dr., $110. 

MISCELLANEOUS—’57 Ford %-ton pick. 
up, $1,050, °54 Dodge %-tor Pickup, 
$550. °53 Studebaker %-ton Pickup, 
$430. 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of March 27 
Demand on ’50, ’51 and ’52 ¥ 
was exceptionally good if clean. '53, 54 
and "55 also moving good, Sold 47 ‘cars 
from 58 consignments, 

BUICK—’56 Super Riviera, $1,250* (pg), 
’55 Special 4-dr., $740. °53 Super Rivi- 
era, $525* (ps), $450°, $425*. 52 Super 
4-dr., $280°; 2-dr., $310°; Special 4-dr, 
$245*. °51 Special 2-dr., $125* 

CADILLAC—’49 4-dr., $195*. 

CHEVROLET—'56 Bel Air (8) Hardtop, 
$1,510*; Two-ten (8) 4-dr., $1,115, $1, 
080, °55 Two-ten 4-dr., $840*; Bel Air 
Hardtop, $830. °54 station wagon, $660, 
"53 4-dr., $400. °50 2-dr., $150. 

CHRYSLER—’52 4-dr. $250°. 


D O D G E—’55 Hardtop, $785. °52 conv, 
$275. 

FORD—’57 Fairlane (8) 500 4-dr $1,550° 
(ps); Custom 4-dr., $1,190; 2-dr. $1. 


035. ’56 Custom 2-dr., $980. 54 Custom 
sedan, $310. °53 Victoria, $395; sedan, 
$380, $335, '51 2-dr., $140°*. 

OLDSMOBILE—’53 4-dr., $300. ‘52 2-dr, 
$260*. 

PLYMOUTH—’57 Savoy 2-dr., $1,260. ‘53 
Cambridge 4-dr., $210. °52 2-dr., $250, 
51 2-dr., $130. 

PONTIAC—’55 Chieftain 2-dr., $730, ‘53 
Chieftain 4-dr., $525. 

MISCELLANEOUS—’57 Volkswagen bus, 
$1,405. '53 Chevrolet 1-ton cab and chag- 


sis, $375. °51 Chevrolet %-ton panel, | 


$185. °47 Ford 1%-ton flat bed $160. 


DANVILLE, VA. 


Danville Auto Auction. Sale every Wed. | 


nesday. Prices are for sale of March 26. 
An excellent sale with buying very 
strong, despite rain all day. 

BUICK—’55 Super 2-dr., $930* (ps); Spe 
cial 4-dr., $778*; 2-dr., $665°. °53 Supe 
4-dr., $485. 

CADILLAC—’53 (62) 2-dr., $900* (ps). 
"52 (62) 4-dr., $615*° (ps). 

CHEV ROLET—’57 Bel Air (8) 2-dr., $1,- 
645°, $1,315; Two-ten (8) 4-dr., $1,110*, 
"56 Bel Air (8) 4-dr., $1,165*; 2-dr., 
$1,155; Two-ten (8) 4-dr., $1,180; 2-dr., 
$905, $875; Two-ten (6) 4-dr $885, 
$845, $820; 2-dr.. $880. 2 at $855. ‘55 
Bel Air (8) 4-dr., $1,010, $851; 2-dr., 
$800; Bel Air (6) 2-dr., $750*; Two-ten 
(6) 4-dr., $830; 2-dr., $655, $645, $575; 
One-fifty 2-dr., $540. °54 Bel Air 4-dr., 
$480; Two-ten (6) 4-dr. $490; 2-dr., 
$510, $505*, $495°, $470, $270. ‘53 Two- 
ter 4-dr., $365° (ps); Bel Air 2-dr., 
$315. °52 4-dr., $300*, $235. 


DODGE—’56 Coronet 4-dr., $730. ‘55 Cor- 


onet 2-dr., $810*° (ps). 


FORD — ‘58 Fairlane (8) 2-dr., $2,165°. 


’S7T Fairlane (8) 4-dr., $1,550°, $1,.475°*; 
Custom (8) 2-dr., $1,380, $1,255. ‘Sé 
Fairlane (8) 2-dr.. $1,100°. $840: station 
wagon, $995*; Custom 4-dr., $920*. $880. 
9825. °55 Fairlane Victoria, $1.000°, 
$955, $810; 4-dr., $690, $655; 2-dr., 
$730*; Custom 2-dr., $955, $715. $655, 
$630; 4-dr.. $735°, $650. °54 Custom 4- 
dr., $615; 2-dr., $480°. '53 Custom 4-dr., 
$475, $255, $185. ‘52 Victoria, $330°, 
$285; Custom 2-dr.. $185°; Main 2-dr., 
$200. 


MERCURY "56 Monterey 2-<dr., $1,005° 
(ps); Custom 2-dr., $995°. ‘55 station 
wagon, $1,175; 2-dr., $730°_ 'S4 conv., 
$455° (ps). °53 4-dr., $485; 2-dr., $495, 
$385°. °52 4-dr.. $280; 2-dr $255° 


OLDSMOBILE —‘°56 (88) 4-dr., $1,525*, 


$1,335. ‘54 (S88) 2-dr., $1,080°, $705° 
(ps). °53 (98) 4-dr.. §500° (ps); (S58) 
2-dr., $520, $410°, $395°*; 4-dr., $435° 


PLYMOUTH—'57 Belvedere 4-dr., $1,740° 


(ps); Fury 2-dr.. $1,700; Plaza 4-dr., 
$1,130. ‘56 Plaza 4-dr., $840°, ‘55 Bel- 
vedere 4-dr., $985; 2-dr., $605, ‘53 Sta- 
tion wagon, $455; 2-dr. sedan, $335. 


PONTIAC—'55 Chieftain 4-dr., $850; 2 


dr., $480. ‘53 2-dr., $870; 4-dr., $355°; 
Station wagon, $750°. ‘52 4-dr. 295° 


STUDEBAKER ‘51 C hampion 2-dr., 


$135°; 4-dr., $105°. 


MISCELLANEOUS—'56 Ford \%-ton pick- 


up, $805. "54 Ford %-ton pickup, $705; 
%-ton pickup, $435. 


FARGO, N. D. 


Tri-State Auction Co... Inc. Sale every 


Thursday. Prices are for sale of March 27. 


61 cars from 116 units offered. 


| ' 
= "55 Special 2-dr., $795. ‘52 Spe- 


cial ro $235*. ‘51 Hardtop, $165°; 
4-dr., $125. '49 2-dr., $110°. 


OHEV ROLET ‘ST Two-ten 4-dr., $1,545°, 


$1,535°; One-fifty 2-dr.. $1,150. "56 2- 
dr. $895. '55 Two-ten Delray, $520. "54 
club coupe, $535*, °53 Sport coupe, $545. 
51 4-dr.. $170* 


CHRYSLER—'49 4-dr., $150°. 
=a "55 Coronet 4-dr., $715*. ‘51 4- 


$155°. 


FoRb*” 58 Fairlane (8) 500 4-dr., $2,150°. 


"57 Country sedan, $1,560* (ps); Fair- 
lane 4-dr., $1,450*%; Custom 2-dr., $1,- 
280. °56 Country sedan, $1,450° (ps); 
Fairlane Victoria, $1,280° (ps); 2-dr., 
$1,145*; Custom 4-dr., $960, $935. ‘55 
Main 4-dr., $565. ‘53 Victoria, $510; 4- 
dr., $435, $425. °52 4-dr., $370. 


OLDSMOBILE — '56 (88) 4-dr., $1,295*. 


"55 (88) 4-dr., $1,250°. °53 4-dr., $555° 
(ps). "51 4-dr., $165*, $155, $115°*; 2- 
$135°*. 


r., 
PLYMOUTH—'56 Savoy 4-dr., $1,070*. '53 


Cranbrook 4-dr., $400, $290. ‘51 coupe, 
$165; 4-dr., $135. 


PONTIAC—'56 Chieftain Hardtop, $1,275* 


(ps). °53 4-dr., $225. °'51 Chieftain 4- 
$115°. "50 4-dr., $120°. 


STUDEBAKER—’52 4-dr., $100*. 
MISCELLANEOUS—’57 Volkswagen 2-dr., 


$1,885, $1,425. 55 Chevrolet %-ton pick- 
up, $640; Ford %-ton pickup, $375; 
GMC %-ton pickup, $660; Jeep pickup, 
$640. °52 Chevrolet %-ton pickup, $395. 
"48 Dodge %-ton pickup, $245. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction. Sale every 


Friday. Prices are for sale of March 28. 


We had a big sale today, sold a real 
os 5 percentage of the cars we had rec- 


BUICK—'’57 Special 4-dr., $1,800°; 2-dr., 


$1,550*. °56 RM Riviera, $1,125* (ps). 
55 RM 4-dr., $810* (ps), '54 Century 
Hardtop, $700*, ’53 Super 2-dr., $370°. 
*50 Super 4-dr., $100*. 


280°. °57 Bel Air 2-dr., $1,600*; 4-dr., 
$1,490*; Two-ten 4-dr., $1,800; 2-dr., 
$1,400*.’ °56 Two-ten 4- dr., $915; Bel Air 
2-dr., $750°: °55 Two-ten station wagon, 
$910*; 2-dr., $775*; Bel Air coupe, $840. 
(Continued on Page 53, Col. 1) 
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en bus, 
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1 panel, 
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} ponNTIAC—’'56 Chieftain Catalina, $1,285*. 












Used-Car Auction Prices 










53 Two-ten 2-dr., $295°; 4-dr., $285. 
gg 4-dr., $325°, "51 2-dr., $270°; 4-dr., 


gi00*. °49 2-dr., $225. 

popGer—'57 4-dr., $1,400*, '56 4-dr., 

goso*. °55 Royal 4-dr., $710*, '53 4-dr 

$100. 

FoR D— '58 Fairlane Hardtop, $2,280* 

(ps); Country sedan, $2,250*; Ranch 

Wagon, $2,210. '57 Fairlane coupe, $1,- 
*- 4-dr., $1,540*%; Custom 4-dr., $1,- 


400°. 56 Fairlane Victoria, $1,230* (ps); 
Town sedan, $1,110* (ps); 4-dr., $1,080* 
(ps); Custom Ranch Wagon, $1,175°; 2- 
ar., $700; Main 2-dr., $790*, $700*. '55 
Country sedan, $930*; Fairlane 4-dr., 
- Custom 4-dr., $660; 2-dr., $650. 
54 Ranch Wagon, $650; Custom 4-dr., 
$410*; Crest sedan, $410. °53 Custom 2- 
ar., $405. "52 Main 2-dr., $335, 51 2-dr., 
$170; 4-dr., $100. 
N—’'55 4-dr., $365. 
LINCOLN 58 Premiere Hardtop, $4,000*° 


). 

MERCURY — ‘57 Monterey Hardtop, $1,- 
450°; 4-dr., $1,630°. "56 Monterey 4-dr., 
$1,100*. "55 2-dr., $515. °54 4-dr., $445. 
53 2-dr., $200. 

OLDSMOBILE—'56 (88) Hardtop, $1,775*. 
54 (88) 2-dr., $900*. '52 2-dr., $175; 4- 
ar., $105°. 

PLYMOUTH — '57 Savoy 4-dr., $1,165*. 
"56 Savoy 2-dr., $710*. "55 Savoy 4-dr., 

*. Plaza 4-dr., $440. °54 4-dr., $250. 
55 conv., $850°. °54 4-dr., $525°. '53 2- 
dr., $300. : 

STUDEBAKER—'48 2-dr., $115. 

MISCELLANEOUS —'52 English Ford, 


$250. 





BUFFALO 


Thruway Auto Auction, Inc. Sale every | 
Monday. Prices are for sale of March 24. | 

Searcity of cars today, but the buyers | 
here in droves. Used-car market seems 
te have opened up early and at good 
prices at all levels. Sold 29 cars out of 
49 consignments. 


BUICK—'55 RM 4-dr., $965° (ps), $800° 
(ps). "53 RM 4-dr., $400° (ps). 
CADILLAC—'52 (62) coupe, $490° (ps). 


CHEVROLET—'56 Bel Air Hardtop, $1,-| 
325°. "55 Bel Air conv., $1,115* (ps). "54 
Bel Air Hardtop, $540; Two-ten 2-dr., | 
$555, $490, $450. ‘53 Bel Air 4-dr., | 

* 

DeSOTO—'55 Firedome 4-dr., $925° (ps). 

FORD—'57 Fairlane Victoria, $1,825. ‘56 
Custom Victoria, $1,180°; 4-dr., $660; 
Ranch Wagon, $900. ‘55 Fairlane club 
sedan, $725*: Custom 2-dr.. $675. ‘54/ 
Crest 4-dr., $565. '53 Custom 2-dr., $300. 
HUDSON—'53 Hornet 4-dr., $185°. 
MERCURY—'53 Custom 2-dr., $320. 
NASH—'52 coupe, $115*. 
OLDSMOBILE-—'56 (88) Hardtop, $1,280* 
(ps). 

PLYMOUTH—'57 Belvedere 4-dr., $1,400°. | 
"SS Belvedere 2-dr., $860°. ‘53 Cranbrook | 
2-dr., $375, $250. | 


FLINT 


Flint Auto Auction, Inc. Sale every Wed- | 
nesday. Prices are for sale af March 26. 
seems to be a renewed in- 


Ue ° 
Seld 142 cars out of 201 consignments. 
BUICK—'58 Super Riviera, 
"ST Special station wagon, $2,255° (ps); 
4-dr.. $1,815*; Century 4-dr. Riviera, 
2 at $2,000° (ps); RM Hardtop, $2,000° 
(ps). ‘56 Super Riviera, $1,275* (ps). 
‘35 Special station wagon, $1,170*; 4- 
dr., $1,100° (ps); 2-dr., $1,000°; conv., 
$910°; Riviera, $840, $805; Super Rivi- | 
era, $950° (ps); Century 2-dr., $1,160°; 
conv.. $1,060° (ps); 4-dr., $1,010°. "54/ 
Special Riviera, $800*, $755*° (ps); Super 


| 
| 
| 
| 





2-dr., $550. "53 Special 2-dr., $320°, | 
$300°. ‘S51 4-dr., $105. "50 4-dr., $165°. 
CADILLAC—'57 (62) club coupe, $2,175° | 
(ps). '49 4-dr., $370°. 

LET ‘S57 Two-ten (8) station 
wagon, $1,785°; Bel Air (8) Hardtop, | 
$1,685*; One-fifty 2-dr., $1,120. "56 Bel 
Air (8) conv., $1,425; Hardtop, $1,095°, | 
$760*; Two-ten (8) 4-dr., $1,120°, $805; 
Two-ten (6) 2-dr., $950, $900; 4-dr., 
$925. ‘55 Bel Air (6) station wagon, 
$1,000°; Hardtop, $925; 4-dr., $905; 2- 
dr., $730; Two-ten station wagon, $1,- 
040°, $910°; 4-dr.. $730°; 2-dr.. $730°, 
$700, $640. ‘54 Bel Air Hardtop, $640*; 
4-dr.. $610; Two-ten station wagon, 
$615; 4-dr., $610°; One-fifty 4-dr., $350. 
‘53 Bel Air 4-dr., $505; 2-dr., $440°; 
Two-ten 4-dr., $225. ‘52 2-dr., $210*, 
$190, $110. 


Le Roi Engine Line 
Sold to Waukesha 


MILWAUKEE.—The Le Roi di- 


(Continued from Page 52) 





vision, an operating unit of West- 
inghouse Air Brake Co., has an- 
nounced the sale of the assets of 
its engine business to Waukesha 
Motor Co. 

The line of internal combustion 
engines made by the Le Roi divi- 
sion, along with certain inventories, 
Special tools and equipment, make 
up the major assets involved in the 

ction. No financial considera- 
tion was disclosed for the agree- 
ment, which became effective Apr. 1. 

Frank Zielsdorf, general man- 
ager of the Le Roi division, stated 
that “the removal of this engine 
line will permit the division to 


Concentrate its efforts on the air 

Compressor and tool business and 

to obtain a greater share of the 

— for this type of equip- 
nm ” 


O'Neal Adds English Ford 


Dutch O’Neal Motors, Inc., Little 
Rock, Ark., has obtained a fran- 
chise to handle English Ford. 


DODGE—’55 Coronet club coupe, 
"53 station wagon, $345. 
FORD—’'57 Fairlane conv., 


$905°. 
$1,650; Vic- 


toria, $1,650* (ps); Country sedan, $1,- 
650, $1,530; Custom (8) 4-dr., $1,255; 
2-dr., $1,225; 4-dr., $1,175°. °56 Fair- 


lane 2-dr., $980*; Main 2-dr., $880, $700; 
Custom 2-dr., $840*. '55 Country sedan, 
$1,040*, $1,000*, $885; Fairlane Victoria, 
$875*, $685*; 4-dr., $740*; 2-dr., $720*, 
$650°; Custom 2-dr., $650, $505. ‘54 
Ranch Wagon, $590, $400; Custom 4-dr., 
$530; 2-dr., $360*. ’53 2-dr., $240, $230. 
"52 4-dr., $305*, $230*, $215. 

IMPERIAL—’'57 4-dr., $2,200* 

MERCURY—’57 Monterey 4-dr. 
$1,660* (ps). '55 Monterey 4-dr., $865*; 
Custom 4-dr., $680*; Montclair conv., 
$585*. °54 Montclair 4-dr., $590*; club 
coupe, $475. 

OLDSMOBILE — ‘58 (88) 4-dr., $2,735* 
(ps). "57 (88) Hardtop, $1,920° (ps). '56 
(98) Holiday, $1,655*° (ps); (88) Super 
Holiday, $1,000. '55 (98) Holiday, $1,- 
240° (ps); (88) Super Holiday, $1,150* 
(ps), $1,105*; 2-dr., $1,075*; 4-dr., $875. 
*53 2-dr., $260*, 

PLYMOUTH—'57 Savoy (8) Sport coupe, 
$1,590*. °56 Savoy 4-dr., $975°; 2-dr., 
$830; Plaza 4-dr., $675°. °55 Plaza 2-dr., 
a Savoy 4-dr., $510*. 52 club coupe, 
135. 


(ps). 
Hardtop, 


PONTIAC—'56 Star Chief 4-dr., $1,265* 
(ps). °55 Chieftain conv., $1,050* (ps); 
Catalina, $895*, $830°; 4-dr., $8.0°*. "54 


Chieftain 4-dr., $565°, $405°; Star Chief 
Catalina, $540, $525*; conv., $510. 
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4-dr., $340*. '52 2-dr., $175*, $165, $145. 
RAMBLER—’55 4-dr., $675. 


WILLYS—'46 Jeep 4-wheel drive, $300. 


MISCELLANEOUS—’'56 Ford %-ton pick- 
up, $600. 55 Ford %-ton pickup, $650. 
’52 Chevrolet %-ton panel, $100. 

* * * 


— Auctions in Brief — 


JENISON, MICH. 

Grand Rapids Auction, Sale every Tues- 
day (March 25). Market very solid. Con- 
signment was short, but all cars sold well 
through the entire sale. 95 units were sold 
from 146 offerings. 

* * o 


MANHEIM, PA.—BEL AIR, MD. 

Manheim and Bel Air Auto Auction. Sale 
every Thursday and Friday (March 27 and 
28). The largest sale (except for an anni- 
versary sale) in our history. Even though 
we started early and worked late, the per- 
centage sold was greater than average. 
The buyers are getting ready for spring. 
Clean cars like those that come to Man- 
heim are hard to buy. Sold 82 percent of 
825 cars registered. 

* * * 


BORDENTOWN, N. J. 

National Auto Dealers Exchange. Sale 
every Wednesday (March 26). N.A.D.E. 
tops record for second sale in a row. 426 
cars were registered and 301 cars sold de- 
spite an all day downpour. The average 
units brought firm prices, but the sharp 
cars were still bringing top dollar and the 
buyers were looking for more of this type 
merchandise. 100 percent sales on both 
foreign cars and trucks. 


* * = 


SYRACUSE 


Syracuse Auto Auction. Sale every Wed- | 


nesday (March 26). Another red-hot sale. 


"53 | Sold 72 percent of 93 consignments. 








Showroom Eye Catcher— 


Displays featuring fishing and camping equipment should attract showroom traffic 
| this time of the year. Complete data for this attractive display, built around the 
| Conver-Tour tent, can be obtained from Gordon B. Miller & Co., 809 Walnut St., Cin- 
cinnati 2, O. The tents are designed to fit all General Motors, Ford Motor Co. and 
Chrysler Corp. station wagons. 





TV GUIDE HITS A 


if men figure in your marketing plans, 





count on TV GUIDE to give your 


advertising a man-sized sales punch! 


it wraps 612 million men around its 
contents five times a day—seven days 
a week. Man for man, it takes just 


two cents per thousand exposures 





to talk sales. This, in short, is a sales tool 


you can afford to go to market with! 


CIRCULATION NOW OVER 6,000,000 


Source: Magazine Reading Trends, Sindlinger & Co., 1957 
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Makers Seen 
Switching from 
HP to Economy 


PHILADELPHIA. — With the 
horsepower race over, American 
automobile manufacturers will di- 
vert further refinements of power 
plants to things like economy in 
gas consumption, Arthur W, Baum 
said in a Saturday Evening Post 
article entitled “Those Little 
Foreign Cars.” 


He said we can look for an esti- 
mated 20 percent improvement in 
gas mileage in next year’s models 
and bigger gains after that. 


Baum said this type of progress 
will hold customers in the face of 
competition from abroad. 


“If it comes true,” Baum said, 
“it will add to another developing 
advantage for American automo- 
biles, the promise that major 
growth in private-car use will come 
in distance travel and vacationing, 
as countrywide road networks 
spread. 

“This is the area in which the 
small economy cars are weakest, 
for the simple reason that they 
have considerably less space for 
carrying passengers, luggage, 
camping gear, fishing poles and 
souvenirs. 


“Owners of small foreign cars 
readily concede that they are best 
as second cars for city use. For 
over-the-highway and suburban use 
by large families, they fail to out- 
shine an American station wagon.” 


30 Pet. of Vehicles 
Ordered Off Road 
In Florida Check 


TALLAHASSEE, Fla.—More than 
30 percent of 1,138 tractor semi- 
trailer combinations inspected by 
Interstate Commerce Commission 
examiners in Northern Florida dur- 
ing a one-week check were placed 
out of service because of mechani- 
cal defects. 


A breakdown by types of carriers 
showed that 103 of 413 vehicles of 
authorized carriers were declared 
unserviceable; 141 of 421 private 
vehicles were cited, as were 83 of 
228 exempt carrier trucks. 


Also declared unserviceable were 
22 of 76 vehicles whose types were 
not defined. 


Some 27 percent of service brakes 
on power units were found to have 
defects, and the brake hoses on 21 
percent of the power units and 40.8 
percent of the trailers were ruled 
deficient. 


The ICC said four or more de- 
fects or deficiencies of either vehi- 
cle or driver were found on 168 
(or 40 percent) of the vehicles of 
authorized carriers, 306 (or 72 per- 
cent) of the vehicles of private 
carriers and 181 (or 79 percent) of 
the exempt carrier trucks. 













| Brookwood, 





AUTOMOTIVE NEWS, APRIL 7, 1958 


Current Prices on U. S. Cars 





The following prices include the sug- 


the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment, 


(Copyright, 1958, by Automotive News) 


BUICK—Special—4-dr. sed., $2,700; 2-dr. 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr, 2-seat 
stat, wag., $3,145; 4- dr, 2-seat hardtop 
stat. wag., ” $3,261. Century—4-dr. sed., $3,- 
316; 4-dr. hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr. 2-seat hardtop 
stat. wag., $3. 831. Super—4-dr, hardtop, 
$3,789; 2-dr. hardtop, $3,644. Readmaster 75 
—4-dr, hardtop, $4,667; 2-dr. hardtop, $4,- 
557; conv., $4,680. Limited—4-dr. hardtop, 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
(Variable-pitch standard on Cen- 
tury and Super; Flight-pitch Dynflow 
standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 
master 75 and Limited. Power brakes 
standard on Roadmaster 75 and Limited.) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 
079; 2- dr, hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr. hardtop, $5, 497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13, 074. 
Sixty Special—4- -dr. hardtop, $6,232, Series 
75—8-pass,. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matie, power steering, 
power brakes standard on all models.) 


CHEVROLET — (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013, Bisenyne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2, 511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman. $2,467; 4-dr. 
2-s eat Brookwood, $2,571; 4-dr. 3-seat 
$2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 
(V-8 std.), $3,631, 

CHRYSLER — Windsor — 4-dr. sed., $3,- 
129; 4-dr, hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr. 3-seat stat. wag., $3,803. Saratega— 
4-dr, sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 


Royal—4-dr. 


$2,915.25; 


Royal—4-dr. 
$3,142; 2-dr, hardtop, $3,071; conv., 
Regal Lancer—2-dr., 

Station Wagons—2-dr. 
4-dr., 


$2,970.25; 


4-dr. 


2-dr. 


sed., 


sed., 


$2,797; 4-dr. hardtop, 
hardtop, $2,854. Custom) hardtop, $5,632; 
$3,030; 4-dr. hardtop, | conv., $5,758.50 
$3,298. | 968.50; 4-dr, 


2-seat Sierra, 
3-seat Sierra, $3,176.25; 4-dr, 2-seat 
Custom Sierra, $3,212.25; 4-dr. 3-seat Cus- 


tom Sierra, $3,354.25, 


EDSEL—Ranger—4-dr. 


dr. sed., 


2- 
$2,735; 


top, $2,805; conv., $3,028, Corsair—4-dr. | 2-dr. sed., $2,547. Monterey—4-dr. , 
hardtop, $3,425; 2-dr. hardtop, $3,346.| $2,721; 2-dr. sed., $2,652; 4-dr. hardtop, 
Citation—4-dr, hardtop, $3,615; 2-dr. hard- | $2,840; 2-dr. hardtop, $2,769; conv., $3, 
top, $3,535; conv., $3,801. Station Wagons | 91. Montclair—4-dr. sed., $3,236; 4-dr. 
—Roundup—2-dr, 2-seat, $2,876. Villager— | hardtop, $3,365; 2-dr. hardtop, $3,284; 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990.|COnv., $3,536; Turnpike Cruiser 4-dr. 
Bermuda—4-dr, 2-seat, $3,190; 4-dr. 3-| hardtop, $3,577; Turnpike Cruiser 2-dr. 
seat, $3,247. (Automatic transmission | hardtop, $3,498. -dr, hard- 
standard on Corsair and Citation.) top, $3,944; 2-dr. hardtop, $3,867; conv., 


models. 


FORD 


wagons; 


$2,519; 
dr. hardtop, $2,593. 
4-dr, hardtop, $2,863; 2-dr. 


For V-8s add: 
$107.66 for Fairlane 
Fairlane 500 sedans and hardtops; 
for Fairlane hardtops; 


4-dr. 


(Prices are for six-cylinder 
$107 for station 
sedans and 


300.) Custom 300—4-dr. sed., 


sed., 


hardtop, $2,418.73; 2-dr. hardtop, $2,354.12. 

Fairlane 500—4-dr, sed., $2,427.72; 2-dr.| OLDSMOBILE — Series 88 — 4-dr. 

sed., $2,373.72; 4-dr. hardtop, $2,498.72; | $2,837; 2-dr. sed., $2,772; 4-dr. 

2-dr. hardtop, $2,434.72; conv., $2,649.88; | $2,971; 2-dr. hardtop, 

retractable hardtop (V-8 standard), $3,-| 221; 4-dr. 

162.69. Station Wagons — 2-dr. 2-seat | 2-seat hardtop stat. wag., $3,395. Super 88 
Ranch Wagon, $2,396.76; 2-dr. 2-seat Del | —4-dr. sed., 

Rio Ranch Wagon, $2,503.24; 4-dr. 2-seat | 2-dr. hardtop, $3,262; conv., 

Ranch Wagon, $2,450.76; 4-dr. 2-seat | 2-seat hardtop stat. wag., $3,623. Series 98 


Country Sedan, $2,557.24; 
Country Sedan, 


$2,664.24; 


hardtop, $3,245.25. 
2-seat Suburban, 


sed., $2,592; 2- 
hardtop, $2,678; 


Pacer—4-dr. 


$137 for Custom 
$2,109; 2-dr. 
$2,055; business sed., $1,967. Fairlane 
—4-dr, sed., $2,275; 2-dr. sed., $2,221; 4-dr. | 


4-dr. 
4-dr., 
Country Squire, $2,793.90. Thunderbird — 


$3,034.75; 


sed., 
hard- 


muter, 


$123 | ger, 


$3,775. 
steering, 





2-seat | - 
3-seat | 2-dr. 


$3,635; 


-4-dr. sed., 
hardtop, 
away Hydra-Matic, 


4-dr. 


2-dr. 


4-dr, 


2-dr. hardtop (4-passenger), $3,630.85 (V-8 | brakes standard on Series 98.) 


standard). 
IMPERIAL — Imperial —4-dr. sed., 


945; 4-dr, 


Truck 








hardtop, $4,945; 2-dr. hardtop, ' $3,384. 


PACKARD —- 4-dr. 
hardtop, $3,262; 
Haw k — 2-dr. 


$4,- | 


4-dr. 


sed., 


stat. 


$4,838.50. Crown—4-dr, sed., $5,632; 4-dr. 
hardtop, 
. LeBaron—4-dr. sed., $5 
hardtop, $5,968.50. 
Flite, power steering, power brakes stand- 
ard on all models.) 


LINCOLN—Capri—-dr. 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr. hardtop, $5,318. 
power steering, power brakes standard on 
all models.) 


MERCURY—Medalist—4-dr. sed., $2,617; 


(Torque- 


$4,951; 


(Turbo-Drive, 


$4,118. Station Wagons—2-dr, 2-seat Com- 
$3,035 ; 2-seat Commuter, | 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
2-seat Colony Park, 
(Multi-Drive Mere-O-Matic, power | 
power brakes standard on Park 
Lane; Mere-O-Matic standard on Montclair, 
Voyager and Colony Park.) 


$3,112; 4-dr. hardtop, $3,339; 
$3,529; 4-dr. 


$3,824; 4-dr. hardtop, $4,096; 
$4,020; conv., $4,300. Jet- 


power steering, power 


sed., $3,212; 
2-seat 


$5,388; 


., | tom—4-dr. 
hardtop, 
$2,893; conv., 
2-seat stat. wag., $3,284; 4-dr. 


2-dr. 
wag., 
hardtop, $3,995. 


(Flightomatic and power brakes are stand. 
ard on all models.) 


PLYMOUTH—(Prices are for six-cylinder 
models. For V-8s, add $107.) Plaza—4-dr, 
ed., $2,169; 2-dr, sed., $2,117.50; bus. cpe, 
32,028.25. Savoy—4-dr. sed., $2,304.75; 9: 
dr. sed., $2,254.25; 4-dr. ” hardt p, '32,. 
399.50; 2-ar, hardtop, $2,328.50. Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388 .50; 
4-dr. hardtop, $2,527. 50; 2-dr. hardtop, $2,. 
456.50; conv. (V-8 std.), $2,762 Fury 
2-dr. hardtop (V-8 std.), $3,066.5 Sta- 
tion Wagons (Suburbans)——2- dr. 2-seat De. 


luxe, $2,431.50; 4-dr. 2-seat Deluxe, $2, 
485.50; 2-dr. 2-seat Custom, $2,553.25; 
4-dr, 2-seat Custom, $2,607; 4-dr. 3-seat 
Custom, $2,747; 4-dr. 2-seat Sport, $2,. 
759.75; 4-dr. 3-seat Sport, $2,899.75 
PONTIAC—Chieftain—4-dr. sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792: 


2-dr. hardtop, $2,707; conv., $3,019: 4. dr. 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat 


wag., $3,088. Super Chief—4-dr. sed., $2, 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
| $2,880. Star Chief—4-dr. sed., $3,071: 4. 


a hardtop, $3,210; 2-dr. hardtop, $3,122; 


-dr. 2-seat stat. wag., $3,350. Bonneville 

2-dr. hardtop, $3, 481: conv., $3,586. 

RAMBLER — American — Deluxe 2-dr, 
sed., $1,789; Super 2-dr. sed., $1,874, 
Deluxe Six—4-dr. sed., $2,047. Super Six— 
4-dr, sed., $2,212; 4-dr. hardtop, $2,287; 
4-dr,. 2-seat stat. wag., $2,506. Custom Six 


$2,327; 
wag., $2,621. Rebel 
sed., $2,342; 4-dr. $2, 
636. Custom — 4-dr. sed., $2,457; 4-dr, 
hardtop, $2,532; 4-dr. 2-seat stat. wag., 
$2,751. Ambassador — Super — 4-dr. sed., 
$2,587; 4-dr, 2-seat stat. wag., $2,881 Cus- 
sed., $2,732; 4-dr. hardtop, $2,. 
822; 4-dr. 2-seat stat. wag., $3,026; 4-dr, 
2-seat hardtop stat. wag., $3,116. 


STUDEBAKER—Scotsman 6—4-<dr., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat. 
wag., $2,055. Champion 6 —4-dr. sed. 
$2,253; 2-dr. sed., $2,189, Commander v4 
|—4-dr. sed., $2, 378; 2-dr, hardtop, $2,493; 
4-dr. 2-seat’ Provincial stat. wag., $2,644. 
President V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
352; Golden Hawk V-8 2-dr. hardtop, 
$3,282. (Overdrive standard on Golden 
Hawk. Heater standard on Scotsman. ) 


4-dr. 2-seat 
V-8—Super 4-dr. 
2-seat stat. wag., 


4-dr. sed., stat, 


sed., 
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Continental Industries, Inc., De- quereioed to — accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
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“The feteemation contained in this report has been compiled from official state documents. 


Every reasonable 
precaution has been exercised to insure accuracy of this report to the extent of the registrations received and 


The 1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 


tabulated at the time the report is published, R, L. Polk & Co. cannot assume any liability by reason of 
inaccuracies or omissions.""—R. L. Polk & Co. 
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oliowing tmported-car prices are 
py > eee figures at New York, They 
ocean freight, U. 8, excise tax 
import duty. They do not include 
emergency freight’’ charges, U. 8. trans- 
portation fees, state and local taxes or 
optional equipment, 
(Copyright, 1958, by Automotive News) 
ALFA ROMEO—Glulietta—Spider, $3,- 
$3,686; Sprint Cpe., 


- Super Spider, 
784: Veloce Cpe., $4,194. 2000 § 
jar, sed., $4,994; Spider roadster conv., 
$4,982 


| 
| 
| 
NOLT-BRISTOL—(Prices are F.O.B. | 
alzeae) Competition, $3,995; Bolide, $4,-| 
245; Deluxe, $4,995. 
ASTON-MARTIN—DB24 Mark III ee 
| 


1 AS STIN -A-35 Deluxe 2-dr. sed., $1,- 


557; A-55 Deluxe 4-dr. sed., $2,214. 
Hea ter standard.) 
‘ AUSTIN-HEALEY —conv., $3,087; De-| 
juxe conv., $3,389. (Heater standard on) 
| 
OO OENTLEY—Series S—S-andard Steel Sa- 
joon, $12,900. (Other models are custom- 
puilt and vary considerably in price.) 
roadster, $1,595 





BERKELEY — 328-c.c. : 
in New York ($1,695 in Los Angeles. West 











Coast is principal entry point). 

BMW Model 502/3.2 $6,198; Model 
5903/8, $9,292 

BMW ISETTA 300 sunroof, $1,048; 
cabriolet, $1,098. BMW (iIsetta) oo0—4- | 
pass. sed., $1,398. (Heater standard on all| 
models ) 

SORGWARD Isabella—2-dr. sed., $2,- 
495; stat. wag., $2,685; Touring Sport, 


$2,545; Touring Sport Coupe, $3,750. 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298 (centrifugal clutch). ID-19—4-dr. sed., 
$2,995 (air suspension). DS-19—4-dr. sed., 
$3,595. (Alr suspension, heater, power 
brakes, power steering, automatic cluteh 

on DS-19). 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
530, (Heater standard on all models.) 

FACEL-VEGA — 2-dr. hardtop, $9,750; 
Excellence 4-dr. hardtop, $12,800. (Aute- 
matic transmission, power brakes, power 
windows, radio, heater are standard.) 

FIAT—600 Series—Multipla 4-dr. sed., 
$1,598; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Series—4-dr. sed., $1,683; stat. 

, $2,069. 1200 Series—Gran Luce Sed., 
$2,278; roadster, $2,498. (Heater standard 
on all models.) 

FORD (England) Anglia 2-dr. sed., 
$1,539; Perfect 4-dr. sed., $1,639; Escort 
2dr. stat. wag., $1629; Squire 2-dr. stat. 
wag., $1739. Mark II Series—Consul—4-dr. 
sed. $2,012; conv., $2,351; Zephyr 4-dr. 
sed.. $2,193; conv., $2,552; Zodiac—4-dr. 
sed., $2,365; conv., $2,910. 

GOLIATH—1100 Series — Standard busi- 
ness sed., $1,995; Custom 2-dr, sed., $2,- 
088.80; Custom conv., $2,395; Custom 2-dr. 
stat, wag., $2,287.80; Empress Deluxe 2-dr. 
sed., $2,481.14; Tiger sport cpe., $2,834.98. 


| (Heater standard on Empress, Tiger and 


Custom models.) 

HILIMAN—4-dr. 
4dr. Deluxe sed., $1,849; 
2-dr. stat. wag. (Husky), 4-dr. 
stat. wag. (Minx), $2,299. 

JAGUAR—Mark VIII 4-dr. sed., $5,605 
(overdrive), $5,695 (automatic transmis- 
sion). 3.4 Liter sed., $4,460 (overdrive), 
%4.560 ‘automatic transmission). XK-150 
epe., $4,475; cpe. (automatic transmission), 
$4,725; conv., $4,595; conv. (automatic 
transmission), $4,845. 

LLOYD — 4-pass. sed., $1,295; 
conv., $1,395; 4-pass. stat. wag., 
6-pass. stat. wag., $1,545; 6-pass. 
wag. (long wheelbase), $1,645. 

MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020: 190-SL cpe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-S 4-dr. sed., $4,283; 


sed., 
conv., 
$1,639; 


$1,699; 
$2,099; 


Special 


4-pass. 
$1,345; 
stat. 





226-S conmv.., $7.641; 300-C 4-dr. sed., $7,- 
559; 300-SL ecpe., $8,905; 306-D 4-dr. 
Car-Registration 


Dip in N.Y. Laid 
To *57 Checkups 


ROCHESTER, N. Y.—Auto regis- 
trations in New York State in 1957 
were off 32,000 instead of up an an- 
ticipated 200,000 because of the 
auto-inspection program that went 
into effect last year, said a spokes- 
man for the State Motor Vehicle 
Bureau. 

In Monroe County (Rochester), 
for instance, passenger-car regis- 
trations dipped almost 2,000, al- 
though there had been an unbroken 
Tise of 6,000 to 8,000 annually from 
1953 through 1956. 

An official of the Rochester dis- 
trict bureau, covering nine coun- 
ties, said last year’s registration 
decline most likely could be traced 
to the inspection program and com- 
Pulsory insurance laws. 

Thousands of motorists, he re- 
Ported, apparently preferred not to 
drive rather than pay for repairs 
and insurance on their cars. 

In the first 11 months of the in- 
Spection program, 19,699 registra- 
tion plates were suspended or re- 
voked throughout the state, the 
bureau spokesman said. After the 
Cars were repaired, 10,453 suspen- 
sions were rescinded, he added. 


Paddock Deal Renamed 


James L. Paddock, president, has 
changed the name of Falls City 
Pontiac, 839 E. Broadway, Louis- 
Ville, to Jim Paddock Pontiac. 





Port-of-Entry Prices 
On Imported Cars 


hardtop, $10,418; 300-SL roadster, $10,928; 
300-SO© conv. or roadster, $12,272. (Power 
brakes standard on 219 sed.; sutomatic 
transmission standard on 300-C sed, and 
300-D hardtop.) 


METROPOLITAN — 2-dr, hardtop, $1,- 


626.10; conv., $1,650.10, ries 

MG—MG “A”—roadster (disk wheels), | 575) tonne ge’ on 31 us, Biyoee ear | 
$2,462; roadster (wire wheels), $2,546;| 5.4’ $1,745:  Montlhery, $1,810; Grand 
cpe. (disk wheels), $2,695; cpe. (wire/Targe 2-dr. hardtop, $1,980; Grand Large 
wheels), $2,785. Magnette—4-dr. sed., $2,-| special, $2,030; Chatelaine 2-dr, stat, wag., 
740. (Heater standard on Magnette.) | $1,875; Plein Ciel sport cpe., $2,795; 

MORRIS—4-dr. sed., $1,794; 4-dr. De-| Oceane conv., $2,995. Vedette V 8 Series— | 
luxe sed., $1,860; 2-dr. sed., $1,705; 2-dr.| Trianon 4-dr. sed., $1,999; Versailles 4-dr. 
Deluxe sed., $1,761; Tourer (conv.), $1,-|sed., $2,199. (Heater standard on Pilein| 
689; Deluxe Tourer (conv.), $1,745; stat.| Cie] and Oceane.) 
wag., $1,912; Deluxe stat, wag., $1,967. SUNBEAM—Rapier—2-dr. hardtop, $2,-| 


(Heater standard on Deluxe models.) 


OPEL — Rekord — 2-dr. sed., $1,957.50. | 
Caravan—2-dr. stat. wag., $2,370. 
standard on both models.) 


PANHARD — 4-dr. sed., $1,995; 


deluxe sed., $2,195. 


PEUGEOT — 403 — 4-dr. 
$2,175. 

PORSCHE — Speedster — 70 horsepower, 
$3,215; 88 horsepower, $3,615; 115-125 


sunroof sed., 


horsepower (Carrera), $5,215. Coupe—70 | 
horsepower, $3,665; 88 horsepower, $4,115; 
115-125 horsepower (Carrera), $5,665. 


Mardtop—70 horsepower, $3,830; 88 horse- | = A 
| mann-Ghia—sport cpe., $2,445; conv., $2,-| Thames “800" to C. H. Calhoun, center, English Ford sales manager, and J. H. 


Stechman, Western regional sales manager. The Thames %-ton van will be handled 
by English Ford dealers. Powered by a 103.9-cubic-inch engine, the van has a payload 
| of over 170 cubic feet. 


power, $4,280; 115 horsepower (Carrera), 
$5,830. Convertible—70 horsepower, $3,915; 
88 horsepower, $4,365; 115 horsepower 
(Carrera), $5,915. 

RENAULT — 4CV 4-dr. sed., $1,345; 


Meee. 


tractors we’ve 


“And, we’re gaining added protection by using Mid- 
land Emergency Relay Valves ... both on new trailers 
and those adapted to comply with the latest I.C.C. regu- 


lations.” 


For extra savings ... as well as that extra margin of 
dependability and safety ... be sure to insist on Midland 
Power Brakes. Call your nearest Midland Distributor for 
the most complete line of air and vacuum brakes. 





(Heater | 


4-dr. | 
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Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 

RILEY—1.5 setl., $2,316. (Heater stand- 
ard.) 

ROVER—90 4-dr. sed., $3,295; 1058S 4- 
dr. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr, sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 

ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $13,250, (Other models are 
custom-built and vary considerably in 
price.) 

SAAB — “‘93”’ — 2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995. Grantu- 
rismo 750— 2-dr. sed., $2,568. (Heater 
standard on ‘‘93’’ models.) 


499; conv., $2,649. 

TEMPO — Matador — 12-passenger stat. 
wag., $2,575; 9-pass. stat, wag., $2,495; 
6-pass. stat. wag., $2,425. (Heater stand- 
ard.) 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899. TR-3 (sports cars)—=softtop, 
$2,675; hardtop, $2,835. | 

VAUXHALL — Victor — 4-dr. sed., $1,- | 
957.50. (Heater standard.) 

VOLKSWAGEN—2-dr. sed., $1,545; 2- 
dr, sunroof, $1,625; conv., $2,045; Combi 
stat. wag. (8-pass.), $2,020; deluxe stat. 
wag., $2,120; deluxe camper, $2,737. Kar-| 





725. (Heater standard on all models.) 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on both 
models. ) 





“Maintenance Is My Job... 
and I’m Strong for MIDLAND!” 


“We’ll operate a vehicle for 150,000 miles and never have 
to touch the Midland Compressor,” states J. F. Whitlow, 
Superintendent of Maintenance for Central Motor Lines, 
Inc., Charlotte, N. C. “That’s why we specified Midland 
Compressors as original equipment on a fleet of 54 new 


just purchased. 


ee 


CORPORATION 


Ohio 


Executive Offices: Cleveland 1 





| Demonstrating the Thames— 


























































































P. D. Quirke, left, overseas representative for Ford of England, demonstrates the 









Central Moter Lines, Inc., was founded 
in 1936 and has its headquarters at 
Charlette, N. C. The company has a 
fleet of 658 vehicles and a netwerk 
ef 17 terminals in North and Seuth 
Carolina, Ohie and the commercial 
zones of Chicage, New York and 
Philadelphia. 
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AUTO TESTING UNIT—Commercial pro- 
duction of a machine which is said to 
permit the actual road testing of cars, 
trucks and buses in a garage has been 
announced by Otis Auto Dynatester Corp., 
75-02 Eighty-eight St., Glendale 27, N.Y. 
Called a dynatester, the unit is basically 
a dynamometer, a machine for measuring 
power or exerted force. It is said to dif- 
fer from all other automotive dynamom- 
eters in that it is the only unit which 
can both absorb and apply force while 
operating at road speeds. A Dynatester 
can be used to simulate actual road driv- 
ing conditions for motor tune-up under 
perfectly regulated circumstances. The unit 
also permits check up and adjustment 
of those parts of a cor not directly driven 
by the engine. 

Ss 6 *s 


Aeroil Products Announces 
Air-Agitated Parts Washer 


An air-agitated metal parts 
washer has been announced by 
Aeroil Products Co., Inc., South 
Hackensack, N. J. 

The unit has a fusible link safety 
closing device and a nozzle with an 





adjustable flexible hose that per- 
mits efficient rinsing. Air agitation 
is controlled by a regulating valve, 
and the air-agitation tube is lo- 
cated in the soaking tank. 

aa * 





LIFT GATE — The Express-O-Lift, a 
hydraulically operated pickup lift gate 
designed specifically for Y. and %-ton 
pickup trucks with express-type bodies 
has been added to the lift gate line| 
manufactured by Anthony Co., Streator, 
iil. The unit will raise or lower loads up 
to 800 pounds from a truck, it is claimed. 
The Express-O-Lift comes as a single unit) 
that can be bolted to the truck body in 
place of the original tail gate. The hy- 
draulic lifting mechanism is driven by a 
small electric motor powered by the 
truck's battery. Loads are lowered by 
gravity. An automatic control stops the 
gate instantly if the driver releases the 
lever, A safety valve prevents operation 
of the gate if e is pretended. 











ALUMINUM DUMP TRAILER—This aluminum dump trailer by Anthony Co., Streator, 


lil., is one ton lighter than steel frameless 


dump trailers of the some capacity. Built 


of 3/16-inch high-strength aluminum alloy, the trailer is available in a range of 


lengths from 14 to 24 feet, and capacities 


to meet buyers’ specifications. The trailer 


is equipped with a single eight-inch Teleramic hydraulic telescope hoist with a 
25-ton load rating. Weight saved in both the body and the hoist, together with the 


absence of a trailer frame, make bigger 


permissible payloads possible, it is said. 





REFUSE BODY—Production of a packer-type garbage and refuse body for 1958 


has been announced by Hydro E-Z Pack 


Division, Hercules Galion Products, Inc., 


Galion, O. The models will feature two saw-tooth retainer bars extending the length 
of the cab roof, which hold the packed load in place after the packer plate has been 3 
withdrawn, keeping the loading area clear and reducing the number of strokes of the Centri fugal Blowers Offered 


platen. 


Other engineering features of the Hydro E-Z Pack are said to include an 


obsiruction-free floor, watertight body, two-side loading and greater compaction 
pressure. A single-lever control releases all latches on tail gate in one operation. 





| provides 





* 
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TRUCK NEW PRODUCTS 


signed specifically for use in ve- 


hicle heater supply systems, are 
part of a new line of air-moving 


units now available from Ameri- 
can-Standard, American Blower 
division, Detroit 32, Mich. 

One model is a small blower de- 
signed for use as a truck cab 
heater. It is a 1/50-horsepower de- 
sign capable of moving 97 c.f.m. of 
air at free delivery. Its totally en- 


TOOL BOX—The service body division,| closed D.C. drive motor operates 


Morrison Steel Products, Inc., 601 Amherst 
St., Buffalo, N. Y., has announced an im- 
proved line of tool boxes that are said 
to fit all makes of pickup trucks and are 
designed to take all standard packaging 
of small parts and equipment. The tool 
boxes are available in three standard 
lengths—75, 90, and 105 inches. The 
doors feature the patented Morrison pad- 
die locks, flush mounted for safety and 
appearance, with slam-action safety catch 
and completely serviceable in the field 
using only a pair of pliers. Double-layer 
door construction of a flat inner panel 
welded to a deeply embossed outer panel, 
a fiat work table when the 
door is open, and conceals the lock and 


latching mechanism. 
* * * 


Melton Expense Books 
Help Traveling Taxpayers 


An expense book, designed to help 
individuals and companies keep 
records for tax purposes, is offered 
by Melton Publishing Co., P. O. Box 
6661, Dallas 19, Tex. 

The books have spaces for enter- 
ing all types of automotive expenses 
plus such other travel items as 
meals, hotel bills,- phone calls and 
transportation fares. Weekly or 
monthly record books are available. 

> . - 


Liquid Car Wash 


Bell Co., Inc., 411 N. Walcott, Chi- 
cago 22, Ill, has developed a non- 


soap liquid car wash for manual or} 


mechanical application. The com- 
pany said three capfuls of Flare 
Liquid Car Wash produce a rich 


“power-suds” when water is added. 
> > > 


Sealed-Beam Lantern 

Bright Star Industries, Clifton, 
N. J. is marketing a Sealed Beam 
Flasher Lantern No. 2002, which 
features a 100-hour sealed-beam 
bulb in a specially designed search- 
light head that provides a rear red 
light for both steady glow and red 
flashing warning. 

> 


Sinko Cigaret Lighter 


Sinko Mfg. & Tool Co., 7310 W. 
Wilson, Chicago 31, Ill, has an- 
nounced a 12-volt cigaret lighter 
with a built-in ash guard. It in- 
cludes a receptacle complete with 
cord and a snap-out cartridge with 
self-adjusting thermostat. 

* 7” * 


Car-Wash Concentrate 
Swaco Products Corp., 204-08 
Jamaica, Hollis 23, N. Y., has an- 
nounced Swaco 2-step. The com- 
pany said it is a gentle, powerful 
concentrate that washes cars to a 
polish without the use of a hose. 
. * > 


Leather Refinisher 
Re-Tan-Er, for restoring and re- 
finishing leather products, has been 
repacked in a 16-ounce aerosol con- 
tainer by Arnold Leather Products 

Co., Box 133, Cleveland 21, O. 


Air Cleaner Seal 
An air tight seal designed to pre- 


vent dirt and other corrosive 
materials from entering the car- 
buration system of 1958 model 


trucks and cars is being installed 
in all air cleaners produced by the 
AC Spark Plug Division, General 
Motors Corp. Produced by the 
Rubatex Division, Great American 
Industries, Inc., Bedford, Va., the 
seal consists of a series of closed 
cellular rubber gaskets installed in 
the top of the air cleaner. 
” * . 


For Vehicle Heat Systems 
Three centrifugal blowers, de- 





at 3,450 r.p.m. The other two 
models are double-air-inlet, high- 
volume blowers suitable for V-belt 
drive. 













REFLECTOR — A plastic reflex --fector 
has been announced by J. W. Speaker 
Corp., 3059 N. Weil St., Milwaukee, Wis, 
The Speaker reflector is precision-moided 
of abrasion-resistant, shatterproof acrylic 
plastic. Over 1500 mirror-smooth prism 
surfaces are said to reflect light actually 
brighter than the source. The three-inch 
lens is set permanently in a pliable white 
plastic case, hermetically sealed to keep 
out dirt and moisture, away from the 
prism surfaces. 





TRUCK BODIES—A fleet of “job-planned" truck bodies for use by James D. Mor- 
rissey, Inc., Philadelphia, road construction contractors, has been manufactured by the 
Reading Body Works, Inc., Reading, Pa. To facilitate rapid communications between 


| working porties on projects, all units carry two-way radio equipment in special 


compartments. Other watertight compartments were specially divided and partitioned 
with shelves, bins and trays to transport parts and materials. All bodies have a 


special rear platform-bumper and tailgate combination. The bumper protects the 
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body from all angles. The tailgate drops flush with the platform to facilitate loading. 


| All the vehicles are equipped for installation of a four-inch machinist's vise. 


> > > 





ALUMINUM BODY—The Airvan all-cluminum parcel delivery body is manufactured 
by Dayton T. Brown Co., Copiague, L. I., N. Y. It is available in three different body 
sizes, the Airvan 96, 126 and 144 with body lengths of eight, 10% and 12 feet 
respectively; each body is 72 inches high and 78 inches wide. The Airvan bodies are 
mounted on the forward control chassis manufactured by Chevrolet, Ford and GMC. 


MATERIALS HANDLING UNIT—Cobey Corp., Galion, O., is marketing a materials 
handling unit known as the “Perfection Liftainer.” The “‘Liftainer System" comprises | 
a truck-mounted, hydraulically-operated lifting, loading, and dumping unit with 
which individual steel containers are havied to any desired location, their contents 





dumped and the containers returned for refilling. One truck mounted “Liftainer Unit’ 
can service a number of containers of various types. 
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Dealer Tells Employes... 
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Good Attitude Builds Business 


NEBRASKA CITY, Neb. — John 

Chevrolet-Cadillac Co. here 

gas prepared a statement on cus- 

tomer relations which stresses the 

jmportance of the right attitude on 
the part of dealership employes. 

Cecil L. Manewal, sales man- 
ager, said the article was given 
to each employe and the dealer- 
ship was pleased with the results. 

The statement follows: 

Cooperation by the service, parts 
and sales departments is absolutely 
necessary in our combined effort to 
coordinate the various activities of 
the entire organization. 

First, we would like to eliminate 
entirely the mistaken idea, should 
it exist, that the sales department 
only is interested in and responsi- 
ble for the sale of merchandise. It 
is true that actual sales are made 
primarily by the sales and parts 
departments. 

However, it is equally true that 
the “leg” work or ground work is 
yery often done by individuals not 
in either department. By the same 
token deals are sidetracked. And in 
the final analysis SALES make up 
the life blood of our organization. 

NEVER MINIMIZE the im- 
portance of YOUR position with 
respect to actual sales, You can 
be a definite ASSET toward the 
making of a sale. You can also 
be a definite hindrance in the 
making of a sale. Your ATTI- 
TUDE toward a customer reflects 
either good or bad upon our 
organization as a whole. 


mechanic, grease man, parts man, 
janitor or what — you come in 
DIRECT CONTACT with the cus- 
tomer. Therefore, you are an im- 
portant cog in our mechanism. 

Now consider this seriously: If 
anyone in our organization meets 
any individual customer with a 
dead-pan expression, a “don’t-give- 
a-darn” attitude, a “take-it-or- 
leave-it” attitude, that customer 
will without a doubt look for 
another place to trade. 

He doesn’t HAVE to trade with 
us. 
On the other hand, if he gets a 
smile, a courteous greeting, a 
showing of definite interest on 
OUR part — he'll be glad he came 
in and will want to return. 

It’s the little things that makes 
your wife unhappy or happy. 

Like-wise, it’s the little things 
that pleases or annoys a cus- 
tomer. He doesn’t bawl you out 
like your wife, He doesn’t even 
complain to the boss. 

He merely STAYS AWAY. And 
by so doing he very neatly cuts 





your throat and mine! 

Now we're taking it for granted | 
that you are going to service a 
man’s car properly. That's your 
business. We assume you know 
your business. But what are some 
of the little things about which we 
| should be especially careful? Here 
jare a few: 

1. Greeting: Primarily your job 
is to fix a man’s car or give him the 
parts he wants. However, you can 
work wonders with adding to that 


who is trained to get EVERY point 
with the right kind of lubricant. 
On a wash job, besides giving the 
man his money’s worth, it gives you 
a chance to mention the need of a 
porcelainize job — the need of new 
tires — the chance to check his 
battery — his seat covers, and the 
opportunity to point out anything 
that should be of interest to him. 


things. And little things can mean 
dollars IN or OUT of your pocket. 
Take a tire change for instance. 
The easiest and usual way to re- 
move a hub cap is to flip it off, let 
it fall on the cement and put the 
lug nuts in it. 

This little procedure doesn’t 
mean much to some people—but 
it can very easily mean the LAST 
TRIP IN to a customer. He’s 
been babying those hub caps. He 


what he’s thinking—he’ll just go 
somewhere else. 


He DOESN’T have to transfer that 
grease to the car of the customer. 
Taking particular pains to help the 
customer keep his car clean is ap- 
|preciated and is very definitely 
noticed. 

It’s a simple matter to take the 
necessary precautions against 
| getting grease on a customer's car 
j}and it’s imperative that such pre- 
| cautions are taken. 
| A mechanic HAS to use tools, He 
| DOESN’T have to lay them on the 
bare finish of the car. To do so 


merely invites the LOSS of another | 


customer. 


3. We're still talking about little 





| Host at Jobber Show— | 


Overload Fines 
Not Deductible, 
High Court Rules 


WASHINGTON.—The Supreme 
Court has ruled that fines which 
truckers pay to states for overload- 
ing their vehicles may not be de- 
ducted as “ordinary and necessary” 
business expenses on Federal in- 
come tax returns. 

One of the cases involved in the 
decision concerned Tank Truck 
Rentals, Inc., a firm which carried 
bulk liquids. The tax year was 1951. 

At that time, Pennsylvania lim- 
ited weight to 45,000 pounds, Tank 
Truck could not operate profitably 
at that limit and violated the law 
regularly. During the year, it paid 
718 fines totalling $41,060. 

The company argued that the 
fines were in the nature of a Penn- 
sylvania highway toll and, as such, 
were deductible from the Federal 
corporation tax as an “ordinary 


won’t embarrass you by saying | .44 his “stooge,” 


4. A mechanic HAS to get greasy. | 


“Georgie,” the ventriloquist'’s dummy,| and necessary” business expense. 

Ted Marche, man the} The Government argued that the 
booth for Auto Spring Supply Co., Los| fines were penalties and declared 
Angeles, at the Pacific Automotive Show.| that “it is not ‘ordinary and neces- 
Jobbers registered for a drawing con-| sary’ for men to violate the law in 
ducted by Forbes Jones, Auto Spring| this country.” The Supreme Court, 


president, who gave winners a month's 
supply of replacement springs. 


in a unanimous decision, agreed 
with the iatter contention. 












It’s Paying Off, Says U. C. Dealer... 
Wildlife Show Lures Buyers 





and I mean work—16 hours a day 
to represent my cars and sell 
them profitably and in volume, 


ALLSTON, Mass.—David J, Shee- 
han jr., owner of Sheehan Motors, 
is stirring up plenty of excitement 


Regardless of your position of 
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«| Dual Headlights 
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set | Offered for 757 | 

ve a | 

=| Fords, Chevrolets | 

' 

” DETROIT. — Kits for up-dating 
1957-model Chevrolets and Fords 
with dual-headlamps like those on} 
1958s are being offered by C. M. 
Hall Lamp Co. 

‘ The kits are being produced in a| 
model for each of the two makes 
of cars. Both models offer a choice 

ie, of exterior-parts finish in either 


chrome or primed for painting to 
match the auto in which the instal- 
lation is made. Each kit contains 
all necessary hardware, wiring with | 
connectors attached and two pairs 
of dual-system bulbs. 

Harry D. Hirsch, Hall Lamp pres- 
ident, said distributors and jobbers 


|can very easily mean a new cus-| 


|make him glad he is dealing with | 


a friendly greeting. 


A smile won't cost a dime and| 5. A man walks or drives in— 


we can’t tell by looking at him 
whether he’s a millionaire or a 
pauper. We should be concerned 
only with one thing. He had a 
definite reason for entering our 
place! Our responsibility became 
effective as soon as he entered 
that door! 


tomer. Don’t ignore him. You can} 


YOU. You can make him WANT'| 
to come back. 

2. A wash or grease job may 
not seem too important. But, if 
@ man comes in for a wash or 
grease job, he doesn’t want you 
in particular just because he 
likes the color of your hair. He 
wants YOU in particular because, 
for some reason, he believes you 
know your business—you have 
HIS interest at heart — you are 
courteous and you are friendly. 


Some people like to watch this| ,» sales, see that he leaves satisfied 


operation while they’re waiting. | ’ 
Make them feel welcome. Take this and happy. Ant nell be back, ... 


opportunity to point out a few 

things they might not know—for Godeny Chevrolet Opens 
instance, why you wipe off the| Godney Chevrolet has opened 
fittings before shooting them and| showrooms and service facilities at 
show the importance of a proper| 840 Baltimore Pike, Springfield, Pa. 
lubrication to all points by a man | Julius Godeny is the owner. 


| is to determine as PROMPTLY and 
as COURTEOUSLY as possible 
|what his wants are and whether 
| we can fill them. And in an attitude 
which will indicate HE is the one 

who is doing US the favor! 
6. Follow through with your cus- 





Our IMMEDIATE responsibility | 


| tomer. Whether it be parts, service) 


[SS ame 


are now being appointed to market 
the kits through parts supply 
stores, repair shops, service sta- 
tions, car dealerships and mail- 
order houses. List prices are $56.50 
in primed finish, $72.75 in chrome. 
The only tool required for the 
conversion is a screwdriver, and the 
job can be done in half an hour, 
Hirsch said. Screws holding the 
original equipment and wiring con- 
nections are removed, and the 
single-unit assemblies lifted out. 


Dual-lamp housing assemblies are | 


then placed in the fender openings 


wed and fastened in place with screws, 
ody using existing holes in the fender. 
feet The new bulbs are inserted in their 

Sockets and secured by retainer 


als 
ses 
ith 
nts 
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rings; the attached new wiring har- 
hess is hooked up to the terminal 
block, and the beams are aimed 
with the assemblies’ built-in adjust- 
ing screws. 





Dual Lights for '57— 


These dual headlights on a 1957 Ford 
Gre from a kit offered by C. M. Hall 
lamp Co. A similar kit provides new lights 
for 1957 Chevrolets. Hall Lamp said the 
lights can be installed with the aid of 
One tool, a screwdriver. 





Auto Insurance Called His Idea. . . 


Doctor’s Orders 





BUFFALO.—The first automobile 
insurance policy ever written has 
been called the idea of Dr. Turman 
J. Martin, a Buffalo physician of 
years ago. 

Dr. Martin reportedly became 
the holder of the first policy, is- 
sued Feb. 1, 1898, after writing a 
letter to Travelers Insurance Co., 
Hartford, Conn. 

The doctor died of a heart attack 
in 1930 “after vigorous exertion in 
trying to push his auto from a 
ditch in the road” near Bethlehem, 
Pa. 

Owner of the first electric auto- 
mobile in Buffalo, Martin feared 
the new-fangled conveyance might 
frighten a horse and cause a run- 
away. He wanted protection from 
litigation in case of injuries or 
property damage. 

A Travelers vice-president, Wal- 
ter G. Cowles, took care of the phy- 
sician’s fears. 

In longhand, the executive 
wrote an insurance contract that 
was an adaptation of a “teams 


Thieves Steal $6,000 
From Missouri Dealership 


KANSAS CITY.— Thieves broke 
into a safe and cash register at 
DeBacker Chevrolet, Hickman 
Mills, and took about $6,000. 

Police said checks totalling about 
$14,000 were strewn about the 
office, many of them torn to pieces 
with other accounting records. 
Five vending machines also were 
pried open. 


liability” form issued at that time 
to owner of horsedrawn vehicles. 

The yearly premium was $11.25, 
it was said, and covered liability 
from $5,000 to $10,000. 








Showmanship Sells Cars— 


|for his used cars with el 
bing gimmicks of wild animals, 
stuffed animals, a 35-foot luxury 
trailer, offers of TV entertainment 
and refreshments. 


Sheehan’s showmanship in this 
Boston suburb is paying off in 
sales. Installation of a screen 
and wood cage, with live pheas- 
ants, rabbits, flying squirrels and 
homing pigeons, attracted many 
customers and resulted in the 
sale of 19 cars the first week, 
Sheehan said. 


“It’s amazing how peope like to | 
|look at animals. The wild-game | 
| display keeps crowds coming all) 
day,” Sheehan said. Lifelike stuffed 
animals are placed around the lot, 
in the cage and in the trailer, 
which is used as a sales office. 


The firm, with a staff of 15, has/| 
two retail offices on the lot and a| 
dealer office. Customers are wined, | 
dined and entertained in the 35-| 
foot trailer on the lot, which is an| 
office, waiting room, dining room| 
and can even sleep visiting dealers. 

Sheehan’s “sideshow” operates} 
from around 8 a.m. to midnight. | 
His newspaper advertisements, | 
even when seeking salesmen, also 
have built up a big following. 

A recent advertisement for a| 
salesman in Boston newspapers 
was headed “Please!” and said: 

“I need a man—a believer in 
the Golden Rule—who believes in 
treating others as he himself 
hopes to be treated. To work— | 

> > + 





| 


but in the only right way I know. 

“By sincere, unexaggerated sales 
methods so that you the buyer will 
receive not only your money’s 
worth but those plus _ requisites, 
friendly fair treatment—a square 


| deal that makes for happy buyers 


—happy sellers. 


“At this moment I am proud to 
say that Sheehan Motors now en- 
joys the privilege of having the 
finest men in Boston in its employ. 
And we are selling cars in volume 
at big savings to you. Because that 
is the only way to stay in the 
black and out of the red.” 


Heading the staff is Martin Bar- 
gad, sales manager, and Gordon 
Roberts and Bernard Silver, sales 
executives. The 35-foot trailer has 
built-in television, refrigerator, 
sink, lavatory and sleeping quar- 
ters. 


On the 200-car lot, giant flood- 
lights have been erected and 
there are numerous signs. Shee- 
hand, who said his advertising 
budget runs between $400-$500 a 
week, dreamed up this motto for 
his sales force: “Once a customer 
comes in, he’s got to buy a car.” 

“Promotion will work,” said 
Sheehan. “We are selling more cars 

than anybody in town, and it’s all 
through making ourselves known 
and plugging away at specials and 
getting the customers to come in.” 

He is planning to open another 
used-car business in Fort Lauder- 
dale, Fla., with a view toward ex- 
porting cars to Cuba and South 
America. Plans include a boat for 
the entertainment of customers. 


State Withdraws 
Ennis Charge 


MILWAUKEE. — A warrant 
charging Ennis Motor, Inc., with 
turning back a tradein’s speedom- 
eter 27,891 miles was withdrawn by 
the district attorney’s office. 


“The charge could not be proved,” 
said Richard B. Surges, assistant 
district attorney, in announcing the 
action. 

Wisconsin law requires the dealer 
to get an affidavit from the former 
owner confirming turn-in mileage, 
or turn the indicator back to zero. 

Ennis contended the speedometer 
broke while his employes were 
setting it back to zero. He sup- 
ported his explanation with a re- 
ceipt for purchase of a part to 
repair the speedometer. 








Lange Sells to Pierson 


L. A. Pierson, formerly with ABC 
Motor Sales, Minneapolis, has pur- 


A wildlife display featured the promotion campaign launched by these staff leaders 
at Sheehan Motors, Alston, Mass. Left to right are Martin Bargad, sales manager; 
David J. Sheehan jr., owner, with a stuffed bear cub; Gordon Roberts-and Bernard 
Silver, sales executives. Sheehan reported his used-car sales had increased since the 
show was introduced. 


chased the Ford dealership in Sauk 

Centre, Minn., from Al Lange and 

will operate it with his son, Larry. 

a firm has been named Pierson 
‘ord. 
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In the Letterbox 





(Continued from Page 10) 


know what you mean by line 
groups. 

I would suggest that whenever 
you need representative informa- 
tion about dealers relations you let 
me help you get it or call my suc- 
cessors in the future. If you want 
regional information, the best 
source would be the advisory con- 
ference chairman in that area. 

I believe it is so important that 
during this period of reduced sales 
your paper emphasize the good 
news in the trade and help get it 
back to normalcy as fast as we 
can. 

I appreciate your attention to 
these thoughts.— Ferris Mies, 
Chairman, National Committee, 
Dodge Dealer Advisory Conference, | 
Redwood City, Calif. 

Eprror’s Notre: We appreciate 

Reader Miles viewpoint, yet the 
gripes from dealers in the Chrys- 
ler lines are persistent, and many 
dealers feel it is beneficial to 

bring them out in the open. 
> > + 


Golden Opportunity Here 


|also programming to prevent the 


|} recently done. 





A new and wonderful opportunity 
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is knocking at the reliable automo- 
bile dealer’s door. An opportunity 
to capitalize the present depression 
instead of letting it gradually but 
consistently put him out of busi- 
ness is his if he will but raise his 
sights and move quickly. 

Actually what is taking place 
is that our national economy is 
returning to normal. Any dealer 
who does not seize this opportun- 
ity to peel back his overhead to 
prewar figures, eliminate some of 
his fixed expenses, revamp his 
facilities in the interest of func- 
tional efficiency, and restaff with 
fresh young blood, may never 
have a chance to do so. 


Auto makers are doing the same 


dealer’s pie from being cut too 
small by reducing the number of 
dealerships. The dealer who does | 
not adjust his thinking, his policies 
and methods, faces the possibility 
of dissipating his assets — even 
going broke in a flash as some have 


It must be realized that a high| 





percentage of the depression is 


psychological and based on “fear” 
which is just as “phony” as the in- 
flated prosperity based on “fear- 
lessness” which lulled persons into 
over-extending themselves buying 
on credit. 


There are not as many persons 
affected as pretend to be. Some 
will use the present economic con- 
ditions as an excuse for not buying 
a new car (but will spend money to 
fix up the old one; which is ex- 
cellent for the dealer who is pre- 
pared to profitably handle this 
service business). 


The market for automobiles 
(the persons who buy them) is 
rapidly going back to normal. It 
has been abnormal for the “fear- 
less” ones to buy new cars (at 
three times the normal prices) 
and suffer the depreciation loss. 
If we crossoff those fearless ones 
who are out of the market at 
this time and the fearful ones who 
can’t quite figure what the future 
holds for them, we would still have 
more buyers than in the prewar 
years when conscientious dealers 
made more money (which they 
could keep) than during the lush 
period that followed — the “ab- 
normal” period. 

There is another market which 
has been dormant for years — 


| those who buy wisely and maintain 


carefully. You see these persons 
on the street every day passing by 
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in old model cars (all makes) that 
look like new and run smoother 
and more quietly than may of the 
current models. 

Every dealer has said to himself 
as one of these cars pass: “I'd like) 
to take that car in trade—I could 


sell it and a hundred more like 
it.” But these persons have taken 
themselves out of the market they 
are frequently referred to as the| 
stability group. 

They are not poor, they own their 
|}own homes, they are not prone to) 
overextend and their credit is A-1. 

These people have been out of 
the market because they just 
can’t bring themselves to paying 
over twice as much for a new 
car as they paid for the one 
which has given them excellent 
| service with economy of opera- | 
tion. 
This market is wide open to the) 
|dealer who can _ conscientiously 
| offer a sound used car, a ‘56 or a 
|’57 at a figure slightly over the 
cost of the original car or one of 
the full-sized economy cars made 
in a foreign country. 

As the dealer aggressively tries 
| to sell to one of the stability group 
|}@ sound used car he will automati- 
cally develop a prospect for a '58 
|model in the so-called low or 
| medium-priced field. 

The dealer who desires to take 
| advantage of this new and wonder- 
|ful opportunity must contact at 
| least 20 persons in order to find 
|}onme prospect (person to person 
| contacts). He must treat each per- 
| son to whom he sells an automobile 

—new or used—as if he is im- 
| portant to the dealer’s success. 
He must keep the car adjusted, 
| at his expense, and keep the 
| owner so enthused the owner will 
| 








become a salesman for the dealer. 
This kind of “indirect” selling 
is very powerful and is very pop- 
ular under “normal” 
conditions. 

Needless to say, the dealer will 


economic 


|need some help to contact at least) 


20 persons to get one prospect but 


|he does not need the so-called | 


|salesman; he needs young well 
|educated men and women with 
no previous “automobile selling” ex- 
perience whose standing in the 
community will permit them to be 
employed as executive assistants to 
the dealer—not “salesmen.” 

The dealer will find it necessary 
to teach these executive assistants 
whom to see, what to say and how 
to keep everlastingly on the job 
being of service to persons in the 
type of purchase that would be 
most beneficial to the individual, 
the art of letting the prospect buy 
a car instead of letting himself be 
“sold” a deal. 

These executive assistants would 
also pursuade the persons to bring 
their present cars to the dealer for 
service following through after the 
work is performed to see that the 
customer got his money’s worth 
and preparing him for a new pur- 
chase as soon as practicable. 

The service department should 
be headed up by an administrator 
—not an ex-mechanic, The im- 
pression a customer gets of the 
service department must be good 
enough to make him glad there is 
a dealer in his community in 
whom he can place his eonfidence 
when a new purchase is in the 
offing. 

The service administrator greets 
the customer, takes a genuine in- 
terest in his needs, relaxes him of 
the tension that takes over, because 
of previous experience with serv- 
ice managers when the work was 
not done properly and where the 
charge was ridiculous. 

Service labor charges will have 


;car an 





to be peeled back before union 
scales are reduced—this re luction 
is bound to come rather quickly, 
This is the opportune time to 
turn back the calendar, clean house 
and make a fresh start with the 
determination to operate a profit- 


able business regardless of the 
franchise and economic cor ditions, 

The automobile business still 
the best business in the world and 
the only one in which the owner 
can control the overhead providing 
he has the “guts” to do it.—Arruupr 
CraNnpDAaLL Wo tr, San Rafael M«tors, 

,|San Rafael, Calif. 
* * * 

Sam’s Swansong? 

Ol’ Sam, who disappeared from 
the American scene shortly after 


I interviewed him regarding his 
opinion on imported cars, was found 
recently at the local dump where 
he had ordered his mail forwarded, 

It seems the flood of mail from 
irate foreign car Owners got so 
heavy he had to move outside. And 
the dump, being the most likely 
place to set up his Office, was 
selected. 

Unfortunately, a load of mail in 
a dump truck (Detroit-made) was 
hydraulically dumped when Sam 
wasn’t looking and so it was a week 
or so before he was located. 

When found by this alert and 
progressive correspondent, he said 
he was fit to be committed but 
nevertheless noncommittal, and so 


| handed out this printed statement: 


“P aris—LeMonde’s Washington 


| correspondent calls the American 


popularity of the small European 
‘Egghead’s Revenge.’ He 
writes that— besides its economy 
and ease of operation—the little 
car is ‘a means of expressing a non- 
conformist personality, and individ- 
ualism (touched with) eccentricity 
and intellectualism.’”—L. H. Hovck, 
Traveling Correspondent. 
. af > 


Farewell to the Shop 


I think the article, ‘An Auto 
Mechanic Gripes’ doesn’t go far 
enough. A mechanic is still classed 
as a laborer; the NLRB doesn't 
seem to think we have any skill. 

We have to go to schools on 
different component accessories, 
keep and maintain at least $500 
worth of tools and equipment and 
constantly study to keep abreast of 
new things. Still, if I were a union 
laborer, I could make better wages 
with a shovel. 

Your mechanic shortage is going 
to be one more short because I am 
giving it up for a job with a lot 
less headaches and more money. 
I have been in this business for 24 
years, both as employe and em- 
ployer. 

High school kids, if you can get 
them, get as much in this area as 
a good mechanic. 

You may print this if you care to. 
I cannot sign this due to employ- 
ment reasons at this particular 
time.—Ferp UP. 
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A Prestige Sign— 
Dedication of a new display 


sign, 
using the latest findings in plastics, is 


made at Prestige Motor Sales, Inc. 
(Lincoln - Mercury - Continental), Evanston, 
lll., with Robert G. Steveley, general man- 
ager, pointing out the features of the 
sign to James M. Moran, Prestige pres- 
ident; Evanston Mayor John Kimbark, and 
Joseph L. Lynch, sales manager. The 18- 
foot sign is of white laminated plastic 
and gold leaf lettering. Moran also owns 
Courtesy Motor Sales (Ford), Chicago. 
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Hard Selling, Good Management... 


TOPEKA, Kans. — The impor- 
tance of intelligent management 
and constant direction of effort is 
highlighted here in the outstanding 
success of Bob Nowlin Edsel, Inc. 

Nowlin leads the central Kansas 
Edsel territory in sales. 

Bob Nowlin, a retired TWA pilot, 
started in the auto business in 1949 
with Joe O’ffil, well known Kansas 
City Nash dealer at that time, 
where he was salesman and used- 
car manager. Before opening up 
with Edsel this August he was gen- 
eral manager of the Buick dealer- 
ship here. 

In building his Edsel sales staff, 
Nowlin selected six men who had 
selling experience in other lines, 


lines. Their ages ranged from 20 
to 35. One had been selling appli- 
ances and plumbing, one rugs, 
another advertising. They had no 
auto selling tricks to “unlearn.” 
Nowlin set up a basic training 
program prior to public announce- 
ment of the new car. 

Basically, the selling procedure is 
rather simple and is based princi- 
pally on hard work under intelli- 


ways kept in view. 
The method is direct and honest. 
Each salesman was directed never 


ton to tell an intentional untruth or 
can make a misrepresentation. They 
can were told that they were never to 
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tell a prospect on a house call that 
they found themselves accidentally 
in the neighborhood but that they 
had come to the home to sell an 
Edsel. 
The emphasis 
car. not the deal. 
No appraisal is made until the 
ear has been demonstrated to the 
customer. The customer must get 
behind the wheel and listen to the 
sales story before he can get a 
figure on his trade. If he is not 
willing to do this, Nowlin figures 
he isn’t much of a prospect. 
Each salesman is required to 
make at least four demonstrations 
a day, which means that a mini- 
mum of 24 people take rides in 
Edsels every day at this dealership. 
Nowlin emphasizes home selling 
in the evening when the family is 
home. He requires each salesman 
to carry a brief case which con- 
tains every element of completing 


is on selling the 





French Firm Plans 
Atomic-Engine Auto 


PARIS.—Plans for an auto with 
an atomic engine are being de- 
veloped by a French engineering 
firm. The auto would use nuclear 
fuel in cartridge form and give 
off only weak radiation. 

Power output would be equal 
or superior to that of a steam 
— said the firm, F. Arbel 
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sometimes called the “hard-sell” | 


gent direction. The objective is al-| 


room and then 
> > 


a sale then—not the next morning. 
For instance, the brief case con- 
tains blank checks so no deal will 
be delayed for want of a check, It 
contains time contracts, purchase 
agreements, order blanks and ac- 
sessory lists. 

Nowlin asked his. staff at one 
sales meeting the greatest obstacle 
to completing a sale. Unanimously, 
they said the biggest stumbling 
block was the tradein appraisal. 
Nowlin asked them how they ar- 
rived at its value and received 
various replies. 

He suggested that each sales- 
man carry a section of the local 
newspaper showing advertise- 
ments of car dealers so he could 
show the prospect the price at 
which cars similar to his were 
bringing on the local market. 

A few mornings later Nowlin 
came down with a handful of $1 
bills, called in his sales staff and 
asked each one if he had a copy of 
the classified section of the news- 
paper in his brief case. He handed 
a bill to each salesman who had 
the page in his case. 

Nowlin is likely to check a brief 
case at any time and hand out any- 
thing from $1 to $10 for it being 
properly stocked. 

Nowlin once worked out a pro- 
motion on used cars. This time he 
came down with a handful of $10 
bills and assigned a certain used 
car to each salesman. He handed 
each $10, and said: 

“If you sell that car in three days, 
you keep the $10. If another sales- 
man sells your car, you give him 
the $10. If you fail to sell it at the 
end of the time, you give the $10 
back to me.” 

Nowlin said the plan worked well 
and any salesman who had to re- 
turn the $10 to Nowlin felt as 
though the money was coming from 
his own pockets. 

Nowlin also trained his sales 
staff to sell pre-delivery service. 
They were told to tell the cus- 
tomer that a new car can be well | 
built but still require proper pre- | 
delivery service and that Now- 
lin’s pre-delivery service is the | 
best that can be developed, com- 
bining a modern shop, modern | 
equipment and the backing of 
the factory service department. 
Salesmen are instructed and 

trained to make only positive state-| 
ments—no maybe stuff, no hedging. 
That's how the statement of telling 
the customer directly that the sales- 
man has come to sell him an Edsel 
originated. 

“Most prospects are compli- 
mented when the salesman tells 
him that he has made a special trip | 
to see him for a special purpose) 
and is also prepared to lay all the 
facts before him at one sitting,” 
Nowlin said. 

In cases where a customer has 
been talking a deal at the sales- 
decides to put it | 
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Want-Ad Section Worth a Dollar— 


Bob Nowlin (seated), owner of Bob Nowlin Edsel, Inc., Topeka, Kans., requires each | 
of his salesmen to have a brief case stocked with every sales tool needed for a 
quick close. Local classified sections are used to show prospects the market value 
of tradeins. Nowlin constantly checks brief cases and gives salesmen bonuses of $1 
to $10 for having proper items at hand. In this check, the classified section was 


worth a dollar to the salesman. 


How Edsel Dealer Built Success 


off, the salesman usually beats 
him home and has the Edsel 
parked in the driveway when the 
prospect and his wife get there. 
He tells them that he just wants 
them to see how it will look in 
their driveway. 

Each salesman gets some floor 
time but the emphasis is on devel- 
oping prospects and visiting them 
in their home. Each salesman mails 
out more than 100 pieces of mail 
per day. Records are kept on each 
one’s activities on a bulletin board. 

Opening a new dealership for a 
| new car is a tremendous task. Now- 
| lin came off with flying colors with 
| more than 25,000 visitors during the 
first three days. 

Besides newspaper advertising, 
he bought all available space for 
| the three days on one of the local 
|radio stations and had the live 
broadcasts originate from the sales 
floor. Each advertisement was an 
| interview with some local visitor 
j}and the listeners heard his com- 
ment on the Edsel. 

Nowlin accents service and 


sell 









| 


WITH THE 


Every new car customer will appreci- 
ate a Valvoline Guaranty . . . at no 
additional cost to them or you! This 
guaranty can be the deciding factor 


in closing a new car sale. 


brooks no customer dissatisfac- 
tion, 

“Top notch pre-delivery service 
with prompt attention thereafter to 
all customer complaints reduces 
the number of customer requests 
for warranty service,” Nowlin said, 
“because the customer who has not 
been properly serviced soon begins 
to look for things which do not 
meet with his approval and the 
list multiplies. We are sure that we 
have 100 percent customer satisfac- 
tion and that owners know that all 
they have to do is to let us know.” 


Nowlin had to establish a new 
service department from scratch. 
He found a crew and put in $10,000 
worth of the latest equipment. 

A service department has to have 
business to operate and a stock of 
parts must have customers. To sat- 
isfy this lack he sent out letters to 
all Ford, Mercury and Lincoln 
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for service. Of course, we couldn’t 
handle that many and a lot of 
them went away. So we cut 
down our mailings and now our 
service department is operating 
every day to its full capacity. 

“I think this demonstrates the 
importance of service and that the 
car owner is definitely service- 
minded and wants to go where his 
service business is wanted and 
appreciated.” 

Nowlin’s sales staff sells both 
new and used cars but only the 
best used cars are kept. 

“We think it is our best policy to 
offer only used cars that have a lot 
of good miles left in them, to put 
them in perfect running condition, 
so that the customer who buys 
them will always have a favorable 
remembrance of our service and 
our quality,” he said. “Conse- 
quently, we wholesale the ones we 
don’t want to keep and we have no 





owners as well as others, stating) 
that he was authorized Edsel dealer : . 

; Seedti “Used-car owners take pride in 
with Ford parts and inviting them| ownership of geod used dam just 
to come into the service department | as new car owners do, and man 
for service. No gimmicks nor prizes} : y 









jalopies to move. 


VCO) Cw 





were offered. 

“We made the mistake of send- 
ing out too many letters in the 
first mailing,” Nowlin said, “be- 


cause the next morning when I | 


came down there was a line of 
cars almost a block long waiting 


| turn into new-car buyers.” 
|Keefer Opens Plymouth Solo 
Bob Keefer has opened an ex- 
clusive Plymouth dealership at 
501 N. Hawthorne Blvd., Haw- 
thorne, Calif. 








new 


Cars... 


GUARANTY PROGRAM... 


Valvoline provides promotion and 
merchandising aids to attract car 
buyers into your showroom. Write 
TODAY for the Brochure that will help 
you SELL MORE NEW CARS. 


Never has a program covered so much with 
such a small amount of effort or detail. 


OlL COMPANY 


Ashland Oil & Refining Company 


VALVOLINE 


ay ee ‘ 
Division of 


FREEDOM, PA. 


AN-458 
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Louisville, a district manager in S . . He 
Contest Winners Colorful bw Chevrolet’s field organization. 15 Distributors — 
In introducing Van Sandt, N d b A 
Power noted, “His hobbies are ame y & 
k f h ® h hunting, fishing—and trading-in . ° 
GM Has Luck of the Iris Buicks” To °58 Council 
Each winner was called to the 
podium to be congratulated by FLINT.—The 1958 membership of 
DETROIT.— Maybe a company| loaded with color and human | President Harlow H. Curtice to the se = ales ao cee a na- BC 
that lists Cronins, Hogans, Keat-| interest. accompaniment of popping flash ay group representing | sto 
bulbs. The GM president was pho- warehouse distributors of automo- 
ings, Monoghans and Roches For example, the grand - prize tographed more than 100 times tive parts produced by AC Spark finar 
among its hierarchy is entitled to! winner was a secretary-stenog- Gentian the hour-lon resentation Plug, has been announced. mobi 
the luck of the Irish. | rapher who is the sole support of een Bs . : Phill 
For the statistically minded, GM The 15-member council held th 
Whatever the reason, General | her nearly blind father and a announced that 984575 emstoves Gant af these 208 Gnallerences ot e | Gare 
Motors reaped a bumper crop of | younger sister who is confined to a oe a —e = ‘neces with | eran 
sed forte t la dinner | wheelchair had written letters in the 50th an- top AC executives here in March. “] 
g #. _ S ‘e ~ n in | _— s niversary contest. Subject of the Design, manufacture, distribution but 
honoring the 45 top winners She is Roberta M. Wight, of| letters was “The golden milestone and sale of AC products were dis- | aap 
its $500,000 Golden Milestone es- | Hinsdale, Ill, who is employed by|-—what it means to me, my famiy cussed. 
say contest. The champions were GM's Electro-Motive division. Miss| and my community.” Seshenins ts fourth year, ths an 
- | co oo * ae te oe re The entries represented 63.6 per-| council was established to] eall 
, 0 help pay the taxes on It.| cent of all employes eligible to par- strengthen relationships betwe ” 
Kentucky Passes Two Hungarian refugees were|ticipate. The average age of the|For a Restful Ride— warehoune distributors. and retail cn 


Truck-Tax Bill 





among the winners. Receiving one 
of the greatest ovations of the eve- 





contestants was 40, and they have 








been with GM an average of 13 | 








A single knob controls Chrysler divi- 


sion'’s Auto-Pilot, the power assist which 


outlets for automotive replacement 
parts and AC, the firm said. 





ning was Steven Gathelyi, who ar-| years. its the dri to dial hi d and >: Re 
Saabceiad $0 nad ‘1 snfttion wal rived in the U. S. just a year (less Plaques for highest degree of | nets oe ln fon the contents when re ene aoa 
bill expected to 7 1 = ee one day) before the awards dinner.| participation by eligible employes | eryising Velome shipments of Chrysiers G. W. Arnold, Northern Auto Is 
year was passed by * ve — A Gathelyi is with GM central office,| were won by Moraine Products| ong imperials equipped with Auto-Pilot Parts Co. Traverse City, Mich.; 
Legislature. The major features Of | notroit, division (97.5 percent) in the manu-| , oye been launched Harry M. Bare, Blumel Ignition ‘ 
the measure are: Another escapee from the Red | facturing category and by GEIC- Co. East Cleveland, 0.; B. B. ] 
Reenactment of the two-cent-a-| terror was Laszlo Kozsely, who |MIC_ division (insurance) which | . Cameron, MacMillan & Cameron Ww 
gallon surtax, and extension of sur-| aq served more than seven | ad 100 percent participation in the | Chr sler Be ins Co., Wilmington, N. C.; John W. é 
tax and motor-fuels use taxes wil : s : . nonmanufacturin r ; yke, yke otor Supply Co. 
costae . years in prison in his homeland ao Sree : eS . eon — uM Supply C orn: 
be extended to include three-axle| 7,. on¢i-Communist activities. A Second prize of $15,000 in GM Volume Shi ment ittsburgh. er 
trucks. These levies now apply only Chevrolet worker in Cleveland common stock went to Arthur M. P : | Leonard A. Garnett, Jobbers 6-8, 
to trucks with more than three! Eossely’s prize was a Buick. " | Kalder, 59, a plant protection | f A Pil . |}Automotive Warehouse, Inc. Ric! 
axles. Weight fee on private as The youngest wiieon observed | man for Cadillac in Detroit, and O Auto-Filot Uars | Wichita; J. C. Hamilton jr. J. C rich 
mercial vehicles of 39,000 pounds or the third prize of $10,000 in GM ‘tata | Hamilton Co., Tulsa, Okla.; E. C. 
more will be increased from $200 to| Ris 25th birthday at the banquet.) stock was awarded to Kenieth grime ee oe aaa Hill, Hill Piston Service Co., Battle _ 
$300. He was James W. Holsapple, who| Murry, an inspector at Detroit |"8S begun volume shipments of| O01 Mich.; G. F. Johnson, Auto | ¥"! 
Basic registration fee on com- works for Chevrolet in St. Louis. | Transmission division, Ypsilanti, |Corysler and Imperial cars|sying @ Bearing Co. Roanoke, “a 
mercial vehicles of 42,000 pounds or Holsapple won an Oldsmobile but,| Mich. |}equipped with Auto-Pilot, a new| ya. 
more will be increased from $150| noting that the young man is a/ Other prizes announced at the| power assist which permits the} goth B. Mellen sr., Mellen Parts os 
to $250, a new fee of $10 will be| Sports-car fan, Toastmaster Bill| banquet were a Cadillac, seven| driver to dial his speed and remove|Co, Atlanta: John W. Patrick, ¥ 
charged for permits for isolated) Power remarked: “You don’t have| Buicks, seven Oldsmobiles, seven|his foot from the accelerator in| Mountjoy Parts Co., Houston; H. a 
trips by carriers not licensed to| to take it, you know. By the way; | Pontiacs and 20 Chevrolets. cruising. | Wickert, Automotive Supply Co. ] res: 
make them, the license fee for a a a = ewe Another ee letter wrners te- Auto-Pilot cars were shipped last | Appleton, Wis.; E. A. Wildermuth, ate 
large private and for-hire com- Power is Chevrolet's advertising| ceived lesser prizes, and all 5,000 : -, |B. A. Wildermuth, Inc., Brooklyn. “ 
mercial trailers will be increased Manager. | awards included cash allowances to| Week to dealers in the Detroit, net Withersen, Wren a“ 
from $5 to $20, and one-trip use The affable Power was at his| help defray income taxes. GM said| Minneapolis, St. Paul and Cleveland A seen : 'e “rc ata Wwon Ro: 
of overweight, overtall and over- best when he announced that a|the tax allowances ranged from $5| areas. Auto-Pilot cars also are be- Ross R Woody United’ Pd, R 
long vehicles will be raised from| Buick Super hardtop had been) to $42,750 and totalled $150,595. ing shipped from Chrysler divi-| ; > 7 F 
awarded to Jack L. Van Sandt —Joun K. Teauen, Jr Reel Shreveport, La., and R. D. Wootten, yea 
$4 to $15. 7 : ee? SR | sion’s Los Angeles plant. | Berkeley Automotive Center, Cor 
C. E. Briggs, sales vice-president, | Berkeley, Calif. wit 
said the division has set up facili- — con 
| ties to equip cars with Auto-Pilot the 
F F at the rate of about 1,000 a month. Metals Groups Set gra 
AY The driver sets his desired legal fins 
DEALERS! MAKE MORE MONEY! ie ger sets he dented ee! Ari] Meetings — | ™ 
rv) knob. When the speed is attained, N ’ . 
e -« - : NEW YORK.—The American tho 
: Auto-Pilot takes over the accelera-| ,. : s : 
HFS ew AUG imeem a ee SFTP Pht) tor pedal, making adjustments for | Zine Institute will hold its 40th ex] 
hills and other topographical ir- annual meeting at the Chase-Park 
FASTEST-COOLING, FASTEST-SELLING REFRIGERATED AUTOMOBILE regularities. A touch on the brake | !42 hotels in St. Louis, Apr. 14-15. 9 cor 
pedal releases Auto-Pilot. The = a = - held - ae 
AIR CONDITIONING — HERE TO STAY! Briggs said tests revealed that caiaiediiien, alt tien stock tndecien. Sn gat 
i ae — Auto-Pilot gives motorists 14 per- Tuesday morning session will be tio 
: , Bra es F = 3 i — fuel ae oo re- | held jointly with the Lead Indus- po 
; | Sult of steady, smooth acceleration | tries ‘Assn, which will continue its sai 
4 not possible for the average driver 30th annual meeting Apr. 16. nm 
who tends to move his accelerator ] 
; : a pedal up and down to relieve ten- aN, inca aa one 
2 at IDITIONER J.) sion on foot and leg. WO liiciias al to Head ( 
1 . : Safety experts have praised 
{ 
: ; ate Auto-Pilot, Briggs said, because it Dealer Group in N. C. n 
: ea leaves complete control of the car; ASHEVILLE, N. C.—C. LeRoy hi 
q ne) with the driver at all times. Robinson, secretary-treasurer and p: 
Auto-Pilot also functions as a| 8¢nmeral manager of Matthews mm 
speed-reminder when not on auto-| Motor Sales, Inc. (Ford), is the a P 
4 matic, Briggs said. By setting the = of the Asheville a 5 el 
; control knob at the legal speed in| TTuUck Dealers Assn. He succeeds 
i towns and on secondary roads, a|J0hn Orr, Ed Orr Motors, Ine. H 
warning backpressure automati-| ‘Rambler-Metropolitan). e 
4 cally appears on the accelerator; Robert Hunter, sales manager of Pr 
, pedal when that speed is reached.| Parkland Chevrolet Co., was named te 
; The eyes need never be diverted | vice-president, and Robert E. P 
| from the road to check the speed-| Perkins, Perkins Motor Co. (Dodge- Ww 
| ometer, he said. Plymouth), secretary-treasurer. D 
COMPLETELY COOLS STATION WAGONS & CONVERTIBLES, TOO! a h 
e EVERYONE CAN AFFORD! PRICED RIGHT FOR VOLUME SALES. 
MEETS ALL COMPETITION! 
; e EASY, FOOLPROOF INSTALLATION BY AVERAGE MECHANIC IN 
f LESS THAN 4 HOURS. FACTORY TRAINING PROGRAM. 
e FITS ALL POPULAR MAKES, MODELS. MORE FRIGIKINGS IN USE 
THAN ANY OTHER INDEPENDENT BRAND. | 
f D: 
i e FACTORY FURNISHES GOOD SALES AIDS. me 
sa 
P FOR LITERATURE PACKAGE-TRAY UNIT 
Write Joday PRICES, SPECIFICATIC LABLE > 
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PIONEERS SINCE 1949 
asone ;  FRIGIKAR CORPORATION hs 
CITY AND STATE | 1602 COCHRAN ¢ DALLAS, TEXAS its 
| Riverside 1-1661 ar 
M 
S-P Dealers Sponsor Radio Show— 
Southern California Studebaker-Packard dealers will sponsor the Beth Norman B 
“Meet A Celebrity" radio show, heard every Sunday over station KFI. Signing the R 
" contract with Miss Norman are, from left, Bob James, Long Beach; Frank H. Afton, : 
Inglewood, president of the Los Angeles Zone Studebaker-Packard Dealer Advertising de 
Assn.; Leo Schactmayer, Santa Monica, and Lloyd Pearson, Pasadena. The program Cc: 
‘ 


features interviews with well known personalities. 
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Robert W. Hill, Southern. 


dealer locations in the U.S., Alaska, 
Canada and Hawaii, the firm said. 


— 


He Wants Them Outlawed . 
=e 
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Dealer Attacks Finance Packs 


By L. H. Houck 
Staff Correspondent 
BOWLING GREEN, Mo.—Legis- 
jation is needed to curb growing 
fnance-charge abuses in the auto- 
mobile business, in the opinion of 
Phillip Schaper, owner of Hiway 
Garage (Chevrolet) here and a vet- 
eran dealer. 
“I’m not talking about car packs 
put finance packs,” Schaper said, 
“and I don’t think it will ever 
be stopped unless stringent new 
laws are passed, directed specifi- 
cally at the heart of this racket. 
“One of the things that’s keeping 
it going is 36-month terms,” Schaper 


Record Attendance 


Is Predicted for 
Highway Congress 


WASHINGTON. — A record at-| 
tendance for the seventh Highway | 
Transportation Congress to be held 
at the Hotel Mayflower here May | 
6-8, was predicted by William S.| 
Richardson, director, B. F. Good-| 
rich Co., and chairman of the Na-| 
tional Highway Users Conference 
which sponsors the congresses | 
every two years. 

He said this was indicated by the 
heavy advance registrations re- 
ceived to date from highway trans- 
portation, farm and business lead- 
ers, public officials, and other rep-| 
resentatives of NHUC’s 1,900 affili- | 
ated groups. The theme of this| 
year’s congress will be “Keeping 
the Highway Program on the Right | 
Road.” 

Richardson observed that this 
years Highway Transportation 
Congress could not be more timely, 
with the nation’s lawmakers now 
consid-ring ways of accelerating 
the Federal-State highway pro- 
gram and reevaluating methods of 
financing it. 

As always, he said, the congress 
will be an open forum, giving all 
those who attend an opportunity to 
express their views. 

“With far-reaching decisions 
concerning the highway program 








to be made this year, the delibera- | 


tions and recommendations of dele- 
gates to the Highway Transporta- 
tion Congress are more vitaly im- 
portant than ever,” Richardson 
said. 





Inform Police of Repos, 
Connecticut Assn. Asks 


HARTFORD, Conn.—The Con- 
necticut Automobile Trades Assn. 
has notified banks, finance com- 
panies and auto dealers that they 
must inform police when they re- 
Possess a car without the pur- 
chaser’s knowledee. 

CATA acted at the request of 
Henry Pierce, State banking 
commissioner. “The first thing a 
person does when he misses his 
ear is phone the police and re- 
port it stolen,” Pierce said. “It 
will save time and money if the 
Police know whether such cars 


have been repossessed.” 





said. “Long-time terms and exhorbi- 
tant financing charges will eventu- 
ally break both dealers and custo- 
mers.” 

Schaper said an honest man 
can’t fight it and cited a specific 
example of what happened to one of 
his customers. 

Schaper tried to deal with the 
customer but the customer went 
to St. Louis where he was offered 
$200 more for his trade. This 
dealer gave the man $900 for the 
trade on a $2,000 car. He signed 
the papers, left his old car and 
drove the new car home. 

In about a week, he received 
copies of his papers from a St. 
Louis bank. He was astonished to 


to force the bank or the dealer out 
into the open. The dealership finally 
accepted the $1,100 balance in full 
settlement of the claim, the money 
being advanced by a finance com- 
pany. 

Schaper said this practice is 
growing. Here’s the way it works 
on legitimate dealers. Say, for 
instance, that one dealer has a 
deal worked up to within $200 of 
a close and the customer gets to 
another dealer who packs the 
finance charge. 

He tells the prospect immediately 
that he will make the trade the 
first dealer refused. He reduces the 
price $200 or even more to make 
it look good and adds the amount 


see that the contract showed that|of the reduction to the financing 


the balance after the $900 trade 
was a total of $2,300 and that the 
financing and insurance charge 
which was not itemized amounted 
to $1,200. 

The customer drove the car to 
Schaper’s place, asked if he would 
accept the new car on a paid- 
storage basis and went to get a 
lawyer. 

The lawyer instructed the cus- 
tomer to write to the dealer in St. 
Louis, stating that he had been 


| overcharged and that he would not 


make any payments until the 


matter had been changed to his | 


satisfaction. 

A short time later Schaper was 
called by an official of the bank 
and asked if he had the car in 
storage. When this question was 
answered in the affirmative, the 


| 





and insurance charges. 


A lot of buyers never notice the 
difference. They may suspect their 
payments are high for the amount 
owed but then almost everyone is 
erying about big payments. 

As Schaper pointed out, no mat- 
ter how good the deal offered by 
the legitimate dealer, the shyster 
dealer can undercut him almost 
any amount by merely transfer- 
ring the amount to the finance 
charge, or grouping up a bunch 
of charges under the title of “ac- 
cessories, financing, insurance” 
and making this amount equal to 
the cut in price. 

Schaper thinks that maximum 
terms of 24 months should be estab- 
lished by law and cites numerous 
instances where contracts ran into 
trouble in the last 12 months be- 


bank official asked if Schaper | cause of illness or layoffs. 


would release it as the bank held 
the mortgage on the vehicle. 

Schaper said he would not. He 
told the banker that he would have 
to replevin the car. This was the 
strategy decided on by the buyer's 
lawyer as a means of getting both 
the banker and the dealer into 
court. 

Schaper asked the banker if he 
thought a $1,200 interest charge on 
an $1,100 debt was legal or fair. 
The banker replied that the bank 
didn't know anything about the 
deal since it had just bought the 
paper. 

Schaper asked the banker if he 
could read and invited him to read 
the blanket charge of $1,200 in the 
contract which was for financing 
and insurance. 

Apparently the dealer’s attorney 
had advised him that a statement 
of this kind would not be subject 
to the state’s usury laws which 
prohibits a charge of more than 
8 percent interest unless the loan 
is made under a small-loan license 
which permits interest rates of 
28 percent. 

A little later, the St. Louis dealer 
got the customer on the phone and 
told him that, if he would bring 
the car to his place of business, 
they would straighten the matter 
out. 

The customer said he and his 
attorney would be there but that 
they would leave the car in storage 
at the Hiway Garage unless they 
wanted to replevin it. 

But there was apparently no way 


TV Sets Offered in Safety Drive... 


Good Deal for Good Driver 


SIOUX FALLS, S. D. — South; Dealers Assn. Burney Broderick, | 


Dakota auto dealers are trying a 
new approach to promotion of 
Safe driving—a campaign during)! 
which two television sets will be 
given away. 

The program is being sponsored 
by the South Dakota Automobile 


Hyster Sets Up 


4 Sales Regions | 


| 
PORTLAND, Ore. — Hyster Co. 
has announced the consolidation of 
its industrial-truck district sales 
areas into four regions — Eastern, 
Midwest, Western and Southern. 
New regional managers are John 
B. Hall, Eastern; Jack Greer, Mid- 
west; Donald Shaffer, Western, and 


The four regions include 80 








SDADA manager, said this is how 
the campaign works: 

Motorists take their cars to 
member dealers who will check 
the auto for evidence of a report- 
able accident. If the car passes 
the test, the owner is given a 
postal card on which he certifies 
that he has driven at least 2,000 
miles without an accident. 


A sticker is attached to the right- 
hand corner of the windshield, 
signifying that the auto has passed 
the test. 

The postal cards will be mailed to 
SDADA headquarters here and the 
TV winners will be announced 
March 4 and Apr. 8. 

Thirty days after his car has 
been inspected, a motorist is eligi- 
ble to have the car checked again 
and obtain another entry blank, 
Broderick said. 





He feels that repossessions on 36- 
month contracts even in the last 





| 


| 


| 
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month are usually a loss because; him the figures of the cost and 
the customer has not built up much| how much money he could save 
trading equity. by using only 24 months. 

Schaper said he made 36-month Schaper said he was going to use 
contracts reluctantly and was usu- | his influence to get legislation that 
ally able to sell the customer on a | would stop packing the finance 
24-menth deal when he shewed | charges. 

















the top 20 me itan cities, 
The Houston Chronicle has mode 
a larger City Home-Delivered 
gain, during the lost ten years, 
than any of the rest, with the ex- 
ception of The Milwaukee Journal. 


MORE TOTAL 

CITY CIRCULATION 
Of all evening popers in the 
20.largest metropolitan cities, 
The Chronicle has gained more 
Total City Circulotion then any 
of the rest with the exception of 
the New York Post, 

during the last ten years. 


THE HOUSTON CHRONICLE — 


Of all even 


JOHN T. JONES, JR, President 
RW. MCCARTHY, Advertising Director 
M 3 GIBBONS, Genero! Advertising Mgr. 

THE BRANHAM COMPANY — National Representatives 





Len Pollak Announces... 


The First Midwest 


TRUCK AUCTION 


BEGINNING FRIDAY, APRIL 11, AT 11 A.M. Dyer 
Auto Auction salutes the gigantic truck industry 
with the first midwest truck auction. For the first 
time a specific period has been set aside prior to 
our regular car auction solely for dealers who 
are interested in buying and selling all makes 
and models of trucks. 


All checks and titles guaranteed—Checks issued day of sale— 
$100,000 insurance through Auction Insurance Agency. 


Finest facilities—Modern air-conditioned offices and restau- 
rant—Five acre blacktop parking lot, completely fenced in— 
Same location for ten years. 


The one and only Bruce Parkinson—Auctioneer. 
Truck auction results will be included in our weekly mailing of 
auto auction results to subscribers. 


Call us for limo service from airports—UNion 5-2361. 


Remember! The First Midwest Truck Auction 
Starts Friday, April 11, at 11 A.M. 


641 JOLIET STREET 





' LAKE 
ICHIGAN 


DYER, INDIANA 


Phone UNion 5-2361 
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A sure warning of excess speeds! 
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Don Allen’s Formula Outlined . . . 


Contented Buyer Seen 
Key to Dealer Success 


¢ Simple Installation! « Fingertip Control! © Attractive Design! 


The NOVI SPEED ALERTER—a major safety develop- 
ment—can be easily installed on any car in a few minutes, 
and will turn on a red light whenever a pre-selected speed 
is exceeded, or when accelerating at an excessive rate. 
Speed setting can be varied betwen 15-100 MPH by a 
simple movement of a control installed below instrument 
panel. Warning light is located on top of instrument panel. 
Its shield can be rotated for easy visibility. The Novi 
Speed-sensing unit is sealed to assure trouble-free per- 


formance. 


Made and guaranteed by the manufacturer of the world famous 


Novi AUTOMOBILE AIR CONDITIONER 


Novi 


For complete information contact: 


SALES & SERVICE CO., INC., NOVI, MICHIGAN 


or one of these Novi Sales & Service Co., Inc. Regional Offices: 


1830S. Figueroa St. 1101 Norwood St. 8 W. 41st St 
Los Angeles, Calif. Ft. Worth, Texas 
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FOR ANY 
CAR MAKE 
MODEL 
AND YEAR! 


minutes. 





DRAW-TITE CoO. 


STARKE 34, FLA. 


BELLEVILLE 25, MICH. * 


Kansas City, Mo. 





190 14th St. N.W. 20830 Coolidge Hwy. 
Atlanta, Ga. Detroit, Mich. 
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ONLY THE BALL SHOWS 


@ DRAW-TITE MEANS TRAILER 
HITCH to car-owners in the “know.” 
These owners annually spend millions of 
dollars buying boats and trailers and 
hitches to pull ’em. You can profit from 
this huge pleasure market by featuring 
CUSTOM BUILT DRAW-TITE 
HITCHES. One-piece, no assembling. 
Fit over 500 car models. Install in 15 


NATIONALLY ADVERTISED 


FULL DEALER 
INFORMATION — 
WRITE 


FINEST HITCHES & COUPLERS FOR BOAT & UTILITY TRAILERS 


SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
{National Average is 65%) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
. eliminate non-productive and unapplied time . . 


paid labor 
your profits. 
For as little as $70.00 u 


Pp per month, we can install a complete service production 


program that will do this—or it costs you nothing. We will analyze your problems and 


tell you how to correct them . . 


of cats .. 


obligation, of course. 


Flash-A-Call Service 


- train the entire service personne! . . 
service manager of details, so that he can think . 
follow-up, so that they can have 8 hours a day to sell. . . 
. and get away from single-item repair orders. 


lf your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story .. . 


Cont. 


eliminate duplicate handling 


we promise some new slants—without 


2170 Seuth 





. and increase 


. free your 
- . free service salesmen of doing 


Avene 


Dept. AN-182, Chicage 8, Hi. 


| franchises 


By Ed Brown 

Staff Correspondent | 

NEW YORK.—“Our size gives us 
certain advantages in gathering ex- 
ceptional manpower,” said Don 
Seymour, “but in all other respects | 
we try to run our Don Allen deal- 
erships in the same way that any 
small independent dealership would 
be run. We feel that such an at- 
mosphere is what people look for.” 


Seymour, president of Don 
Allen Midtown Chevrolet and 
vice-president and operational 
manager of the Don Allen organ- 
ization, said Allen’s 12 franchises 
—1l11 Chevrolet and one Pontiac— | 
were able to sell 40,000 new and 
used cars during 1957 because 
people have come to recognize 
that the organization is an insti- 
tution in each of its separate 
localities. 


“People like our clean show- 
rooms, they enjoy dealing with our 
salesmen, and they particularly 
like the kind of service we render, | 
from the time they step into our 
showroom until they become old 


| organization—he 





friends of our service stations, It is| 
our aim to treat our customers as 
special people, and this is the at- 
mosphere we try to create right 
from the start.” 

In 1957 total volume of the 12 
equalled that of 1955. 


| This was achieved in spite of the 


|top year, 





|fact that 1957 was not considered 


by most people in the trade as a 
and the organization 
didn’t have what many considered 
a particularly “hot” car. 

Excellent customer relations 
and extra effort on the part of 
each individual in the organiza- 
tion were credited for the 1957 
showing. 

“People also have confidence in 
us,” Seymour pointed out. “Our en- 
tire business has been built on giv- 
ing people what they want. We try 
to perform extra services for them 
from the time they enter our show- 
room. We feel that our salesmen 
know our product about as well as 
can be expected. This in itself is a 
service to many people. 

“We believe so strongly in an 
organization that knows its prod- 
uct and how to sell, that we have 
a tremendous film library of sales- 
training techniques that we have 
gathered from all over. 

“Some of the films come from 
the factory,” Seymour continued, 
“but we are so intent upon doing 
a good job, that we have spent 
some $2,000 ourselves to buy 
other sales-training films we feel 
to be of exceptional value. 

“In addition to the sales training 
technique, we give our salesmen 
courses in public relations and han- 


| dling people. We find it well worth 
| the trouble.” 


Seymour stressed the fact that 
the Allen organization is known in 
each of its localities as a contribut- 
ing factor to the community. Peo- 
ple know the firm is there to stay, 
he said. 

“We don’t arrive on the scene one 
month and expect to take off in a 
year or two, leaving our ex- 
customers to wonder what hap- 
pened. We come to town to stay, 
and thus start building immedi-| 
ately for the future. 

“We encourage our managers 
and sales personnel to take part 

in community affairs, to let it be | 
known that they themselves, 
their families, etc. are part of 
that community. Only in this 
way can we build true confidence | 
in ourselves, our services and 
most importantly in the product 
we sell.” 
Seymour also said the organiza- 
tion has a policy of advertising| 
only merchandise which can be 
produced for sale. 

Whenever a model is advertised, 
he said, it is placed in a prominent 
location on the showroom floor for 
inspection by customers brought in 
on the ad. Confidence is enhanced, 
and although the average customer 
may switch, he knows that the 
model advertised is available and) 
was not “bait” to lure him into the) 
showroom, Seymour added. 

All used cars are sold at retail, 
he continued, with only the unre- 
claimable sold at wholesale or for 
junk. He said he feels it would 





be impessible fer Den Alien to 


operate on a truly profitable 
basis unless trade-ins were 
treated in this manner. 


“It is also a fact, that because 
we retail most of our trades, we 
can give our customers a better 
deal on their new car. It just 
makes good common sense to us.” 

The one true advantage of the 
size of the Don Allen organization, 
Seymour believes, is that a better 
type of salesman is attracted to the 
outfit. 

He said the man with ambition 
finds no dead ends in the Allen 
is able to grow 
as the organization grows. Many 
men who started at Don Allen as 
salesmen have become managers 


Antitrust Probe 


Of Prestone Firm 


Launched by U.S. 


KANSAS CITY. A Federal 
grand jury has launched an anti- 
trust investigation into the manu- 
facture and sale of ethylene glycol, 
chemical base in the making of 
antifreeze. 


Earl A. Jinkinson, chief of the 


| Midwest/office of the Antitrust di- 


vision, Justice Department, said his 
office is investigating the practices 
of Union Carbide Co., which manu- 


factures ethylene glycol and the 
antifreeze Prestone. 
“Twenty-five witnesses already 


have been subpenaed to appear 
before the jury,” said Jinkinson. 

“The jury will be in session from 
time to time during the next three 
or four months to hear additional 
testimony,” he added. 


of many Allen dealerships Sey- 
mour said. 

“We put a tremendous amount 
of emphasis on our service de. 
partments, too,” Seymour 
stressed. “We welcome the sery- 
ice business we get because we 
really want to take care of our 
customers. In almost every meet- 
ing with our service people, I 
try to hammer home the point 
that if the customer has any- 

thing coming, give it to him 
| quickly. If not, tell him why im- 
| mediately. 

| “This is where true salesmanship 
| pays off in the service department. 
| Many times the customer thinks he 
is entitled to something, which in 
reality is not the case. If he is not 
told immediately, and not told 
properly, he begins to feel that he 
is being mishandled. This is what 
we mean to avoid.” 

Seymour feels that 1958 will be a 
very big year for Don Allen and 
for Chevrolet. He bases his opti- 
mism on several factors. 

“If there is a recession going 
on right now,” he stated, “we 
don’t really know about it be- 
cause our business is better now 
than it was a year ago. As a mat- 
ter of fact, when our managers 
were asked to make their pro- 
jections for 1958, every one pre- 
dicted much better things for 
this year than last.” 

Seymour also thinks Chevrolet's 
public acceptance this year has far 
outstripped that of the 1957 model. 
He also feels that if people are 
truly in a price squeeze, Chevrolet 
will benefit from the downtrade by 
customers, 

If the so-called Chevrolet cus- 
tomer moves down, Seymour said, 
Allen will have a used car for his 
needs. 

If the old used-car customer feels 
this is not the time to make a new 
investment, Seymour expects the 
organization to step out and use 
merchandising techniques to get 
that customer's service business. 


Dealers Slap Poor Service ... 


No Car Is a Lemon 


SOUTH BEND.— “My theory is 
that there is no such thing as a 
‘lemon’ car,” said Albert F. Zale, of 
Central Motors, Mechanicville, N. Y. 
“The dealer creates lemons.” 

The same thought was ex- 
pressed by Neal Webster, Web- 
ster Pontiac, Warsaw, Ind., and 
K. C. Green, Dalton Pontiac, 
South Bend. 


“You must go over the whole car} 


and catch everything,” Zale said. 
“Little things, if neglected, soon 
assume more important aspects. 


The owner sometimes helps to make | 
a lemon out of a car which the! 








Paint Mixer — 


Human robot Rene Costaz surprised 
the National Automotive Parts Assn. 
convention at Chicago when he demon- 
strated new electronic color mixing ma- 
chine, the Colorobot, developed by the 
Martin-Senour Paint Co., for its trade 
sales division. The Colorobot can prepare 
any of an unlimited range of colors 
simply by inserting a coded punch card 
in a slot. The sensitive controls are said 
to measure out colors in units less than 
one-thousandth of a quart, assuring pre- 
cise color matching. Costaz was brought 
from France te demonstrate the Martin- 
Senour machine. 





dealer has put out in excellent con- 
dition. 

“As little things appear, the 
owner neglects them instead of 


bringing them in and having them 
taken care of immediately,” Zale 
continued. “When they accumulate, 
he has what he considers a lemon, 
| but it is of his own making. You 
have to impress on the customer 
| the importance of taking good care 
of his car.” 

Webster said his firm probably 
devotes three times the usual 
amount of time to getting a car 
ready to go out but he feels it is 
time well spent. 

He said he knew of several in- 
stances where lemons should have 
been caught and made into top 
quality cars in the service depart- 
ment of the dealership which sold 
them. 

The predelivery service at Dal- 
ton Pontiac includes a thorough 
check of the car which takes 
about a day and a half, accord- 
ing to Green, the sales manager. 
Each car goes through five sta- 
tions: Lubrication, mechanical, 
front end, body shop and road 
test and cleanup. 

In addition the salesman takes & 
car out and road-tests it himself 
so he knows the car he is selling is 
OK. 

The body shop is very important, 
Green declared. “If a customer finds 
one thing wrong, he begins to look 
for something else,” he explained. 

In this department, door align- 
ment is checked, as are latches, 
hinges, fender fits, bumpers and 
paint. 

Dalton uses the regular Pontiac 
form and returns the Product In- 
formation Sheet to the factory to 
report any adjustments that had to 
be made. 

Green said all firms should do 
this because it helps the manu- 
faeturer te check more closely at 
the factory. 

Green voiced the thinking of all 
three men when he said, “In the 
long run it is cheaper to spend all 
this time. It eliminates comebacks 
which cost the goodwill of the cus- 
tomer and the mechanic’s time to 
| go over it again.” 








— 








AUTOMOTIVE NEWS, APRIL 7, 1958 


63 
























































Sey. since several hundred | a “ eo a 
: ployes have been transferr rom 5s 
other cities to a Automotive News ‘ 2 
nount building and agricultu ac : 
de jvexpectad in“Apri- Fas: SERVICE TRAINING DEPARTMENT — 
mour ell. : S 
> * + 2 a 
bape (Continued from Page 24) Section For Better Mechanic Education 4 
© we D 
‘ bak e ° ‘ . 1, , 
7 3; Lang a oink tee ie i heme, | i. ieedibehs . Easing off of new-car sales, de- Publications advertised in this section are not 
meet- Volkswagen, 20; Edsel, 19; Impe- | 33; Rambler, 31; Studebaker, 22; spite extensive promotion, was re- : b 
le, I rial, 18; Lincoln, 17; MG, 17; De- | Volkswagen, 22; DeSoto, 19; Chrys-| oo toq throughout the Cleveland produced by Automotive News but carry our recom- 
: 16; Renault, 16; Borgward, | ler, 12; Lincoln, 12; Imperial, 9; : mendation and we guarantee your satisfaction. 
point Soto, 16; , : : ] area in the week ended March 22. | THE 
11; English Ford, 11; Triumph, | English Ford, 9; Volvo, 7; Renault, i 
‘ae 10: Hillman, 8; Isetta, 8; Metro- | 6; Metropolitan, 5; Packard, 1, and Sales amounted to 1,259, “Th. 
him litan, 8; Volvo, 8; Morris, 7; | miscellaneous, 26. — ym a a year “© the COMPANY PRESENTS A 
; = Hudson, 2; Packard, 2; Willys, 2; February new-truck sales totalled| W°¢x 5 Ugures ‘an a un ie 
Nash, 1, and miscellaneous, 17. 137, compared with 219 a year ago. nt seven days Dy more = T RY 
inship Truck registrations were: Chev- | Registrations by makes were: tecd-ene enlen of LENT Gee the - 
‘ment, rolet, 209; Ford, 151; International, | Chevrolet, 60; Ford, 33; Interna- , ee 
ks he | 41; Dodge, 19; GMC, 17; White, 6;| tional, 15; Dodge, 10; Studebaker, | S°ven ee aa ere aaa : MANUAL WHICH COVERS... 
ich in Mack, 5; Willys, 4; Diamond T, 3;|6; GMC, 4; Reo, 4; Mack, 2; White, and 469 under the noege report e 
is not Studebaker, 3, and miscellaneous,|1; Diamond T, 1, and Crane Car- _-(Ganteed Maske 5 " hh epevicatie® The Controlled Coupling 
told 1—(Ruby Fenoglio.) rier, 1—(C. L. Kern.) + . * a Hydra Matic 
iat he * * * | 7 * * : e - 
' ° ° | é ling 
— Minneapolis North Dakota New London, Conn ee es 
Dealers are experiencing the first} New-car registrations in North content —— in TL Lonehiae alt cay Covers all Controlled Coupling 
| bea | effects of a springtime upturn in| kota i ebruary totalled 1,449, ee >and eee Pet keke Hydra-Matic Transmissions 
j 4] | Dakota in F y 7 Conn., totalled 311, compared with bia 
F and new-car sales, but they say they will |compared with 1,589 in February, 262 in the year-a > ak Pern Babee (Jetaway, Strato-Flight, Flashaway). Over 
opti- | have to wait for warm, sunny | 1957, according to the Automobile . y as , id 250 pages, 600 pictures. 
. weather to see if 1958 will match| Healers Assn. of North Dakota.| With registrations of 41, foreign | 
oing previous seasonal spurts. Two-month registrations totalled|©4T™S accounted for more than 13 Sheh eoneel cover: ... 
“we “The interest in new cars iS| 3354 vehicles, compared with 3,663| Percent of the total. , 
be- there,” one dealer said. “On sunny | jast year. By makes, registrations were: | . Fundamentals 
now days the past few weeks, our show-| February new-truck registrations | Chevrolet, 81; Ford, 52; Plymouth, | e Diagnosis s 
mat- rooms have been packed.” were 297. down from 324 in Febru-| 39; Mercury, 18; Pontiac, 16; Olds- e@ On-The-Car Service 
, ere 297, | 
ects Of a dozen large dealerships| sry 1957. Total trucks registered | mobile, 13; Buick, 11; Rambler, 11; | e Total Overhav! 
— checked, only one said February’s| tor two months of 1958 numbered | Cadillac, 8; Dodge, 6; Studebaker, e Complete Flat Rate Data 
pre- sales were below January’s. In- 691, up slightly from 669 for the | 6; Chrysler, 2; DeSoto, 2; Imperial, @ Tool and Equipment Data 
for creases reported by other dealers corresponding period last year. |2; Edsel, 1; Lincoln, 1, and Pack-| 
ranged from “a little better” to “up | * . . | ard, A CCS 
‘olet’s 35 percent over January.” . 7 2 Covers all 
iS far Most firms reported sizable in-| Olympia, Wash. Salem. Ore Dual-Range Hydra-Matic 
nodel. | creases in the last two weeks of| Approximately 1,500 new cars| ? ‘ my Transmissions thru 1957. Over 
> are February, compared with the first| were sold in the Olympia (Wash.) Plymouth, Ford and Chevrolet ) nurs 250 pages, 500 pictures. Wc 
vrolet two weeks, but most dealers nor-|area during the first quarter, ac-| dealers in the Salem (Ore.) area senate tt Transmission 
je by mally expect this. Mid-March sales,|cording to the Thurston County | say that sales of six-cylinder units | sf , preg a 
dealers said, were as high as 35 to| Auto Dealers Assn. are running substantially ahead yale ye Gana Seeess 60 = el? | 
cus- 50 percent ahead of the correspond-| AS compared with a year ago,|of a year ago. Most are going out) he we u O¢ Peal He. Mere-D-thatle 
: ing Feb riod sales are down from 10 to 20 per-| with standard or overdrive trans- ee ee 
_— ee eae cece +1)|cent for various dealers. Rambler| missions ze 5 and Turbo-Drive Transmis- 
r his Most dealers reported sales stil]|C€™* ‘Or variou . 2 . Le A dens thre 1957. Over 200 
running behind last year, however.| 4e@lers, however, report an in-| The same is true of Rambler. gg a 
i crease of 25 percent. Dealers say that about 65 percent = pages, 450 pictures. 
feels Several of these retailers said total a y pe 
volume and profit were “as good Shop work is staggered and | of Ramblers ordered in March were 
“the as” 1957 levels because of an in-| Some —— ee = sixes equipped with overdrive. Please order by manual number $450 each 
| use | Crease in used-car business.—| = = ag mg omly | Discounting is still prevalent. To , ‘ 
(Donald M. Lyons.) meet stiffening competition, deal- il orders with check order to: : 
— ee Spring sales should increase) 2+. in some instances have cut big | Mail * ’ ” 
Indianapolis 42 Top Salesmen ramet eh the marine, © leave) AUTOMOTIVE NEWS, Service Training Department 
e - 
New-car registrations in Marion ; one 
Ghanty Giadienepelied, duster Peb> P Z —— ee SS a 2666 Penobscot Building, Detroit 26, Michigan 
ruary totalled 1,567, only 28 units In 21 AMC ores Haskell.) , 
short of the number registered a S — oe —___—_— 
year ago. For the first two months Head Honor Club a a ” . 
of the year, county registrations 4é 
were 3,711 units, compared with| DDETROIT.—Forty-two new offi-| 
3445 for the first two months in| certs of the American Motors Corp. 
con- 1957. sales honor club have been an-| 
ne Chevrolet kept its lead in Feb- eee Se a | 
y by registering 428 units | motive dis ution and marketing| , e , + . 
4 5 A Fastest G HIGH t 
compared with 353 for Ford. Fi vice-president. 
them the aon can natin. aiemmniah | Officers are selected on the basis in merica S as es fo wing in us ry: 
Zale leads Ford 1,070 to 860. Last year, | Of their sales performance in 1957, + ae _ 
late, the two-month totals were 871 | the top salesman in each of 21 
mon, for Ford and 667 for Chevrolet. | 20"€S becoming zone president and <_ one 
You Other February registrations by| the runnerup becoming vice-presi- | , — 0 , 
— makes: Plymouth, 148; Oldsmobile oo oe a zones with the i 
care ; : - De " ie : "| president list rst: | 
zt: Buick, 93; Dodge, 64; Cadillac, | *" adenta—E. P. Butler jr, Savan- 
ably nah, Ga., and Art Wagner, Tampa, ¥ 
sual | Fla.; Boston—N. Weinstein, Hart- j 
car | ford, Conn., and T. L. Weiner, ‘ 
it is Brockton, Mass.; Buffalo—Charles 5 
LOST ANOTHER E. Hettinger, Buffalo, and Ray H. 
| in- Lennen, North Tonawanda, N. Y. | veatonel ie place Gold 
have Chicago—Joe Whiting, Chicago, | Medal Award. 
top NEW CAR SALE? and Fred Emanuel, Cicero, IIL; An exclusive 10-year War- 
yart- jj , Cincinnati—Elmer Borchers, Read- he “Vital” 
sold Did you lose the deal by a few dol- || ing ©. and Jack Reynolds, Mary- a 08 ee He vee 
lars? Or don't you know by what || ville’ Tenn.; Cleveland—J. McNa- ; 
dal- amount you lost the deal? Don't lose mee, Akron, and George Marshall, 
igh sales because you're selling in the Lorain, O.: Dallas—Jarvis Lowe. | 
kes dark—discover your competitors’ costs Houston, and Billy Burns, Fort| 
rd- and you'll know the kind of deal it |) worth. | 
yer. takes to beat them! Denver—Donald Clark, Denver, | 
ta- as = and Samuel Wiley, Colorado) 
Order the 1958 edition of “AUTO f ee 
_ COSTS"—the dealers’ wholesale cost a . ong ae eee 
- encyclopedia—the authoritative book Clifford Hunt Detro. sonsned one | . 0 AWARD WINNING 
that gives the complete listing of the . —e | i 
=e] |Sincor oe. SPat pineal Mt || Sr Host and Du Witiame, Kanone) — SOUTHERN CALIFORNIA'S BEST KNOWN BUILDER OF AV 3 
Sit |_| ‘tries ond equipment (os ‘Angeles and’ Don Williameos,| SWIMMING POOLS OFFERS EXCLUSIVE ‘PROFIT-FRANCHISES’ IN YOUR CITY! 
“AUTO COSTS" is priced at $10 per ees a , § 
ant, copy which includes FREE supplements ngiand, Fo mith, Ark., an . ‘ ; 
ne containin g all price and model 7 ie. —— 3 am x Here s what it means to you eee 
joo) changes. Send $10 for the ‘58 edition waukee—Car wanson, - NO CONSTRUCTION ’ 13: ‘ ‘famous name’ ol 
ned. or only $18 for an economy 3-year || Waukee, and Tony Mullen, Milwau- You ll be building and selling = ‘ : 
ign- subscription. kee; Binneepele 8. M. Lester, S403 14) a2 with a protected franchise. breeds be an ey part 
hes, etroit es, Minn. and J. Lu- ; of America’s fastest growing industry with sales 
and pient, Minneapolis; New York—H. NECESSARY 
AUTO COSTS Nadel, New Haven, Conn., and H. oe of over $500,000,000 last year. 
tiac Box 224— Dept. B10 Dyekoff, Laurelton, N. Y.; Philadel- . é ‘ hid 
In- New York 1, N. ¥ phia—George Cokenakes, Trenton, eh hahha Your exclusive profit-franchise will include: 
is es ake ee ee od NATIONAL FINANCING FINEST WARRANTY IN POOL INDUSTRY 
i to yn, N. J. . ° 
pritsbarsh—P. Mierley, Altoone, ALL OPERATING DETAILS * SALES TRAINING + IMMEDIATE CONSTRUCTION TRAINING 
do ‘a., an . S. Henry, Butler Pa.; ° 
"ue Portland—Donald J. Ivory, Puyal- LOE etek ¢ EXCLUSIVE POOL AND TILE DESIGNS + ACCOUNTING & MANAGEMENT SYSTEMS 
at | AUTO-TURNTABLE lup, Wash., and Harvey Shoning, + BENEFIT OF MASS PURCHASING + SIMPLE ORDERING—FAST DELIVERIES 
ll me bled in 30 Minstes con tec San ieee dro 
a ; * j ’ , 
the at” ae a Calif. and Bill Wilson, Richmond, WRITE—WIRE—OR PHONE COLLECT FOR COMPLETE DETAILS 
4 Send for Calif.; St. Louis — Bob Stahlhut, 
ais ie Marion, i, and Tom smith jr,| WAHLSTROM SWIMMING POOLS cossr-ro-coasr 
ER-STAGE emay, Mo.; Washington—F. L. 
80S East 134 St. { Kirby, Arlington, Va., and Kenneth WAHLSTROM BROS. INC, ¢ 273 W. Alameda Avenue, Burbank, Calif. 
Bronx 54, N. Y. Marshall, Baltimore. Phone Victoria 9-2261 + Ask for Mr. Mattsson 
















Av, CARRIAGE 
K Vou TRADE 
had OFFERS A NEW 


THIS AD 
ae 
REFERENCE 





1958 LIST 
OF NEW CAR DEALERS 


We will address your envelopes or post cards 
and return them to you within five days. 


FOR ONLY 1° PER NAME 


Complete State Lists or by Car Make 


CARRIAGE; 


(Op. Poy OF OA 
\ A TRADE KA 


Eee ee 
P.O. BOX 2183, KETTERING, OHIO 





NEW 
1958 
PENNANT 
CATALOG 
New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrio products 


MYRLO CO. 


Dept. N, 1231 Mein Ave. 
Cleveland 13, Obie 





" Prescabed 
with Pride. a. = 


by more thon 
4000 New Cor Deolers 


FULL 


COLOR 


BUSINESS CARDS 
by UTLEY BROTHERS, Inc. 





BUICK 
CHEVROLET 
CHRYSLER 
T 
hese Colorful DeSOTO 
Cords ore now DODGE 
Available to the eDSEL 
FORD 
deolers hsted— OLDSMOBILE 
PLYMOUTH 
PONTIAC 





WMPRESSIVE — ECONOMICAL — COLORFUL 


AUTO 
TURNTABLES 
- 
Manufactured by 
a 
Macton Machinery Co. 
DYKE LANE 


Stemford 2. 
Conn. 









MASTER 


/ 
MOTOR MASTER PRODUCTS CORP. 


BOX 96., DEFIANCE, OHIO 
1 UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 
PLUGS. 
OMOTOR MASTER UNIVERSAL 
JOINT KITS. 


CITY & STATE 


AUTOMOTIVE NEWS, APRIL 7, 


By Martin L. Whitmyer 
Staff Writer 

While marketing research in the 
automotive field has been con- 
ducted in a wide variety of con- 
sumer groups on a national level, 
a recent study marked what is 
thought to be the first time the 
legitimate theater audience has 
been surveyed. 

Playbill, the program maga- 
zine of the theater in New York, 
has just released statistics 
gathered through an _ indepen- 
dently conducted survey of the 
New York theater audience. 
The survey, conducted by John 
Enders, head of the marketing de- 
partment of Manhattan College’s 
school of business, involved three 
weeks of interviewing a sample of 
1,110 respondents 
theaters. 


percent of the theatergoers inter- 
viewed owned One or more cars per 
|family and 42 percent of the car- 
owning group had two or more 
| cars per family. 

This multiple car ownership 
percentage broke down as fol- 
lows: Two-car owners, 33 per- 
cent; three-car owners, 7 percent, 
and four-car owners, 2 percent. 

Information concerning out-of- 
towners attending the theater in 
| New York indicated that 97 percent 
| were car owners. 

In addition, the Enders inter- 
| viewers questioned respondents on 
mileage statistics. 

Results showed that the total 
| mileage driven per car owned was 
| 26,000 miles, with the average 
mileage driven in 1957 being 8,- 
300 miles. 





| While Playbill has for years car-| 


ried advertising of major automo- 
bile manufacturers, the Enders 
survey represents the first signifi- 
cant development of a more de- 
tailed automotive market profile of 
the theater group. 

* . > 


Carll Goes with T&S 


Charles E. Carll, former director 
of public relations for Ford Motor 
Co., has been named to head the 
public relations and management 
counseling divi- 
sions of Teawell 
& Shoemaker, 
Inc., San Diego 
(Calif.) advertis- 
ing agency. 

Clients of the 
advertising firm 
include five San 
Diego area auto- 
| motive firms. 

After leaving 
| ; Ford in 1952, 
| ©, E, Carll Carll owned and 
| operated Carll Mercury, Inc., in 
|LaJolla, Calif, until 1954. He 
|}opened his own public relations 
|company in San Diego in 1955. 

> > > 





Cerre Promotes 2 

Arthur A. Cerre, president of 
Cerre Co., Detroit, has announced 
the appointment of J. L. Barrie as 





B. M. Bogue 
vice-president, automotive sales. 
Barrie formerly was sales manager, 
Nelson Associates, Inc. 

Barney M. Bogue also has been 
elected vice-president and creative 


J. L. Barrie 


U. S. Drops Tax Charges 
Against 2 Auto Officials 


ST. LOUIS. The U. S. has 
dropped income-tax_ evasion 
charges against two assistant man- 
agers of A. C. (Andy) 
dealerships. They are Carlisle 
Cooper, Andy Burger Motor Co., 


in six different | | 


Survey results showed that 88|3 





Affecting Factories and Dealers .. . 





Auto Advertising 


director in a realignment to in- 
crease services to auto manufac- 
turers and dealers. 

* * 


Family Weekly Moves 


Family Weekly has moved its 
New York offices from 17 E. Forty- 
fifth St. to 405 Park Ave. 

* * * 


Scolaro Back With Daily News 


The Chicago Daily News has ap- 
pointed J. Ray Scolaro as manager 
of its Detroit ad- 
vertising office. 

Scolaro worked 
for the Daily 


1948, but has been 
associated for five 
years with both 


and Gallagher- 
Delisser, news- 
paper representa- 

re tives, both in 
J. Ray Scolaro Detroit. 
| Scolaro succeeds John Baker, who 
recently resigned. 

> 


2 AFA Parleys Planned 


| The Advertising Federation of 
America will hold its 54th annual 
convention June 8-11 at the Statler 
Hilton Hotel in Dallas, 
| The federation also announced 
| it will co-sponsor a national insti- 
| tute of “Advertising Management” 
| Aug. 18-23 at Michigan State Uni- 
| versity, East Lansing, Mich. 
The institute will be held in the 
university’s Kellogg Center for 
|Continuing Education. Co-sponsor 
| will be the advertising department 
| of the School of Journalism and the 
College of Communication Arts. 


> = = 
Industry Weak in Spot TV 

Ford Motor Co. and General 
Motors were the only auto makers 
to finish among the top 100 users 
of spot television in 1957, according 
to figures released by the Television 
Bureau of Advertising. 

Ford spent $3,436,050 on spot 
television in 1957 to finish in 21st 
place, and GM’s expenditure of 
$1,552,630 placed it in 57th posi- 
tion among the top 100 users of 
the medium. In 1956, Ford finished 
in 20th place and GM in 19th. 








Chrysler, Studebaker-Packard|_ 


and American Motors were not 


listed among the top users of the) 


medium. 
> * a. 


Wines & DeWitt Move 


Wines & DeWitt Advertising, 

Detroit, has moved from 939 W. 

| Bethune St. to 746 New Center 

| Building in the city. 
~ ” 


Avis Appoints McArdle 


Frank J. McArdle, Andover, 
Mass., has been appointed director 
|of public relations for Avis Rent- 
}a-Car System. 

Prior to joining Avis, McArdle 
was public relations manager of 
American Machine & Foundry Co.’s 
Electronics division, Boston. 


* aa +. 
Long-Ranged Strategy 

A long-range sales strategy and 

research plan, aimed at increasing 
newspapers’ share of the nation’s 
advertising investment, is being 
drawn up by the Bureau of Adver- 
tising by the American Newspaper 
Publishers Assn., according to 
Charles T. Lipscomb jr., Bureau 
president. 

“Our No. 1 job,” he said, “is to 
work with about 1,000 big adver- 
tisers and agencies, not taking 
orders but promoting the idea of 
more advertising in newspapers. 
Our No. 2 job is to help these 
advertisers use newspaper adver- 
tising more efficiently. Our No. 
$ job is to help our 1,100 member 
newspapers to get more and 
better local advertising from the 
4 million U. S. businesses, in- 
cluding 1% million retail estab- 
lishments.” 

Total newspaper advertising in 


Burger | 1957, Lipscomb added, was $3.3 bil- 


lion—more than all advertising in 
TV, radio, magazines and outdoor 


and M. Ray Crocker, Community| combined, and newspapers’ total, 


Motors. 
Burger is scheduled to be tried 


he estimated, will increase to $5 
billion by 1965, with advertising in 


soon on two indictments charging| all media reaching a total of $15 


attempts to evade income taxes on 
| two of his operations. 


billion. 
Long-range planning, Lipscomb 


News from 1936 to| 


Look magazine} 


1958 


areas of business and industry. 
* * +” 


Ford Times 50 Years Old 


years of publication with 


| nated “Vol. 1, No. 1,” was dated 


before the first Model 
built. The magazine cover fea- 


| roadster, forerunner of the 
Model T. 
Only major interruption in the 


magazine’s publication was for a 


throughout the country, Ford 
| Times has a circulation estimated 
}at 1,300,000. 

= * 7 

| Names 


James Brehony, formerly of the 
| Fuller, Smith and Ross advertising 
agency as an account executive, has 





merchandising department in the 
|new position of durable goods mar- 
| ket development supervisor. 
j = * a 

D. P. Brother & Co., Detroit, has 
named Donald W. Walton vice- 
| president in charge of merchandis- 
jing services. Walton’s advertising 
j}and promotional experience in- 
| cludes various posts with Ross Roy, 
|Inc. and Maxon, Inc., both of De- 
troit, and Meldrum & Fewsmith, 


|Inc., Cleveland. 
e = a 


to 


joined Look magazine’s markets &| 


added, will be the key to news-|sen Publishing Co. since 1957, has 
papers’ progress, as it will in other| been named De- 
|troit editor of 
|Motor 
| magazine, 
ceeding Joseph 
The “Ford Times” rounds out 50| Wherry, who re- 
rs the | signed recently to 
April issue, making it the oldest}do free lance 
automotive magazine in America.|;work. Callahan, 
The first “Ford Times,” desig- | who has been in 
| charge of the De- 
| Apr. 15, 1908, nearly six months | troit 
T was | Office for Peter- 
| sen for the 
tured a picture of the “Model S” | year, is a former managing editor 
|of Automotive News. 


| supercharger manufacturer. Mason 
formerly was advertising and pro. 
|motion manager for RCA-Victor 
| Distributing Co. in Los Angeles. 





Jack Lemmon has been promoted | 
eastern television manager of | 


Wilding Picture Productions, Inc.,| 


j}and Arthur Wright has been made 
|New York production manager, 
| succeeding W. J. Morris, who re- 
| signed. 

| > ” > 

| Charles J. Broquet has been 
|named as account executive, sales 
| promotion, on the Ford Tractor & 
Implement division account, accord- 
ing to the advertising firm of Mel- 
drum & Fewsmith, Inc. Broquet 
joined Meldrum & Fewsmith in 
1955. 


> . . 


Stewart Ramsey, former automo- 


|tive and financial writer for the 
Chicago Sun-Times, has been ap- 


pointed chief of the Midwest news 

bureau of McGraw-Hill Publishing 

Co. with headquarters in Chicago. 
> > . 


William C. Callahan, with Peter- 











Ford Dealers Elect Ad Officers— 


James A. King, left, Ford district manager, congratulates the new board officers 
of the Ford Dealers’ Advertising Assn., Inc., in the San Jose (Calif.) district. From 
left are King; Walter C. Hansel, Vacaville, secretary; Clarence Bullwinkel, Berkeley, 
treasurer; Stuart Y. Armit, San Francisco, president, and John H. Eagal, Stockton, 


vice-president. 


® 


Greet Automobile Ad Winners— 


On hand for the annual outdoor art awards luncheon in Chicago were, from left, 
W. J. Oldfield, advertising and sales promotion manager, A. C. Spark Plug division; 
Burr L. Robbins, president, General Outdoor Advertising Co.; John R. Bowers, cor 
advertising manager, Ford division, and Howard B. Sweeney, vice-president, Outdoor 
Advertising, Inc., Detroit. Both Ford and GM won top awards for their 1957 outdoor 
posters in the enavol event sponsored by the Art Directors Club of Chicago. 

. 


Ross Mason has been named ad- 


few months during World War 1_| vertising manager of McCulloch 
|Distributed by Ford dealers C 





All Loaded Up— 


John R. Bowers, Ford Division cor ad- 
vertising manager, set a record at the 


Chicago, when he accepted awards for 
four Ford ovtdoor designs, three of which 
ore shown above, plus a painted bulletin 
design, not in picture. Bronze Medal win- 
ner at top was one of three best U. 5S. 
posters of the year. Making the presenta- 
tions is Orville Sheldon, left, president, 
Art Directors Club of Chicago and vice- 
president, Foote, Cone & Belding, Chicago. 
Annual Outdoor Advertising Art Competi- 
tion is sponsored by Art Directors Club 
of Chicago. 
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last W. C. Callahan 
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Los Angeles, automotive 


+ * * 


Advertising Awards Luncheon, 











































— 


Nahan 
editor 


d ad- 
ulloch 
notive 
Mason 
i pro 
Victor 
reles. 


‘or od- 
at the 
icheon, 
ds for 
which 
dulletin 
pl win- 
UL Ss. 
esenta- 
sident, 
i vice- 
nicago. 
)m peti- 
s Club 





m left, 
vision; 
‘s, car 
utdoor 
utdoor 





officers 
. From 
rkeley, 
>ckton, 





—_ 


_ AUTOMOTIVE NEWS, APRIL 7, 


7, has | g Dealer-Line Associations Named... 
0 ——— eee oe ee 


1958 


65 














D. C. Grand Jury Airs Price Packs 


(Continued from Page 1) 
yndertaken in other parts of the 
nation. 


“The dealer pricing plan, employ- 
what is known in the trade as 
the ‘price pack,’ seems to follow a 
pattern in several areas,” he de- 
clared 
A broad investigation of dealer 


Kefauver Group 
Resumes Quiz 
On Auto Prices 


(Continued from Page 1) 


automobiles. In addition, he | 


added, attention will be given to 


“specific proposals designed to | 


reverse the slump in auto sales.” 

Witnesses, it was stated, will in- 
dude “recognized experts” on the 
subject of the demand for automo- 
piles. The senators also will ex- 
amine the extent to which the price 
paid by the typical car buyer in the 
form of monthly payments has 
risen as a result of increases in 
finance and insurance charges. 

Kefauver indicated new informa- 
tion on the subject is now being 
secured. 

In announcing the renewed hear- 
ings, the senator stated: 

“Current forecasts place 1958 
production at somewhat above 
four million cars. This compares 
with the industry’s own forecast 
last fall of 6.5 million and with 
actual production in 1957 of 5.7 
million cars. It also compares 
with the industry’s peak output 
reached in 1955 of 7.1 million and 
with its estimated capacity of 9 
to 10 million cars. 

“With one out of every seven 
workers dependent directly or in- 
directly upon the automobile indus- 
try for his livelihood, the effect of 
this decrease in automobile sales 
in aggravating and deepening the 
current recession should be ob- 
vious.” 

Kefauver added that there are 
signs that the decline in car sales 
is having a serious effect on small 
businesses which act as suppliers 
to auto manufacturers. 

Many of these small firms, he 
pointed out, are not in a position 
to stand a lengthy period of in- 
activity. 


Sealer Check Launched 


ST. PAUL.—IL. C, Rasmussen, 
Minnesota state banking commis- 
sioner, said he has assigned men 
to check filings in register of 
deeds offices after receiving re- 
ports that some unlicensed firms 
are selling automobiles, 
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pricing on the West Coast has been | 


going on for some time, Hansen 
said. 

A grand-jury is not a trial 
body. The panel sitting here will 
sift the evidence that has been 


$1 Million Fund Sought 
To Honor Road Expert 


WASHINGTON. —A campaign 
to raise $1 million for a perma- 
nent memorial to the late Thomas 
H. MacDonald, for 34 years the 
nation’s top highway administra- 
tor, was announced Apr. 7, the 
first anniversary of his death. 

The Thomas H. MacDonald 
Memorial Fund committee said 
the money will be used to estab- 
lish a chair of transportation at 
Texas A & M College. After his 
retirement as U. S. commissioner 
of public roads in 1953, Mac- 
Donald began a _ transportation 
research program at the Texas 
institution which will be con- 
tinued as a memorial to him, 








collected by Justice Department 
investigators over several months 
and determine whether there is 
sufficient basis to warrant an in- 
dictment. 

If so, a trial will be scheduled. 

Representatives of dealer groups 
here refused to comment on the 
probe. Deliberations of the grand 
jury are secret. 

One retailer, who wished to re-| 
main anonymous, said he couldn’t| 
understand “how anyone could 
accuse us of price fixing when our| 
profits are so low.” 

* * * 

N DETROIT, James Mason, sec-| 

retary of the Detroit Auto Deal- 
ers Assn., declared, “If you look at | 
the ads, you can tell immediately 
that no two dealers are asking the 
same price, so it’s obvious there’s 
no collusion on prices.” 

He continued, “You can’t accuse 
the dealers of keeping the prices 
up. A lot of them have tried too 
hard to reduce them and have gone 
broke.” 

Hi Dawson, president of the 

Metropolitan Detroit Ford deal- 





But Boosts Cruise-O-Matic .. . 


Ford Cuts 


V-8 Prices 





By John K,. Teahen Jr. 
Staff Writer 
I ETROIT.—Ford division last 
week reduced the prices on six 
of its V-8 models. Fairlane two-door 
and four-door sedans were cut 
$16.18 at the retail level, and Fair- 
lane 500 sedans and hardtops 
dropped $17.27. 
Ford increased the price of 
Cruise-O-Matic transmission from 
$197.40 to $209. 


The new price schedule closed 
the gap between Ford and Chev- 
rolet. Fairlane and Biscayne V-8s 
now are less than $1 apart, while 
Fairlane 500 models are $2.29 
more than comparable Bel Airs. 


When the suggested dealer 
delivery-and-handling charges are 
considered, Ford dealers enjoy an 
advantage since their $25 D & H 
figure is $15 less than that sug- 
gested for Chevrolet retailers. 

> * * 


os models now are $20 under 
Plymouth Savoy V-8s, $3 to $6 
under Belvedere sedans and $20 to 
$23 under Belvedere hardtops. Ford 
gains another $10 when dealer 
preparation charges are added. The 
Plymouth fee for this service is $35. 

Here is a comparison of Ford, 
Chevrolet and Plymouth prices for 
V-8 four-door sedans in the middle 


and top series (figures include Fed-| 


eral excise tax and suggested 


| delivery-and-handling charges): 


Ford Fairlane . $2,382.66 
Chevrolet Biscayne 2,397.00 
Plymouth Savoy .. 2,412.50 
Ford Fairlane 500 . 2,534.29 





Plymouth to Pay 
Housewife $500 
A Month for Life 


MINNEAPOLIS. — Mrs. Deborah 
G. Schneider, 25, Minneapolis 
housewife and mother, will receive 
$500 a month for life as her grand 
prize in the nationwide “Money 






Ahead” contest sponsored by Plym- | 


outh, 

If Mrs. Schneider lives 50 more 
years, her winnings will have to- 
talled $300,000, according to Louis 
T. Hagopian, director of Plymouth 
advertising and sales promotion. 

The contest also offered 468 other 
prizes, including two 1958 Plym- 
ouths every week for nine weeks. 
The contest opened Nov. 25, 1957 
and closed Jan. 31. 

Mrs. Schneider also won one of 
the 18 Plymouth automobiles to 
become eligible in final competi- 
tion for the grand prize. She en- 
tered the contest at the Hartzell 
Motor Co., 4936 France Ave., S., 
Minneapolis. 

Mrs. Schneider and her husband, 
Allan W., have a daughter, Elaine 
Carol, six months, and a two-year- 
old son, David Edward. Her hus- 
band is an attorney. 


Chevrolet Bel Air 
Plymouth Belvedere 2,547.00 
All Ford V-8s ordered with 
standard transmission or overdrive 
now will have the 292-cubic-inch, 
205-horsepower engine. Formerly, 
station wagons and Fairlane 500 
units were equipped with the 332- 
cubic-inch, 240-horsepower engine. 
= * > 
7 332-cubic-inch power plant 
will be installed in station 
wagons and Fairlane 500 units or- 
dered with automatic transmission. 

Prior to the price reduction, Fair- 
lane and Fairlane 500 buyers paid 
$123.84 more for a V-8 than for a 
six-cylinder engine. The extra 
charge now is $107.66 for Fairlane 
sedans and $106.57 for Fairlane 500 
sedans and hardtops. 

The V-8 prices remain at. $123 on 
Fairlane hardtops, $107 on station 
wagons and $136.76 on Custom 300 
units. Chevrolet charges $107 addi- 
tional for its standard V-8 engine 
on all models, and Plymouth 
charges ee 75. 


High Volume 

Can Be Millstone, 
> 

Chapin Says | 

PHILADELPHIA. — An automo-| 
bile company’s break-even point 
pegged to high production volume 
can become a “decided millstone,” 
Roy D. Chapin jr., executive vice-| 
president of American Motors’ 
automotive division, said here. | 

Addressing the Institute of In-| 
| vestment Banking at the Univer- 
sity of Pennsylvania, he said a 
“company’s true mettle shows up 
|junder adverse _ circumstances 
|rather than under lush economic 
| conditions.” 
| Reviewing American Motors’ 
|rapid turnaround since its for- 
mation nearly four years ago, he 
pointed out that in a period of 
“sail-trimming, some of the dis- 
advantages of size become par- 
ticularly apparent.” 

“The compact company,” Chapin 
said, “with its ability to adjust 
schedules and product mixes in a 
jiffy, is likely to be more adaptable 
to market changes. 

“In a _ do-it-yourself company 
such as American Motors, the awe- 
some hierarchy of staff and line’ 
maior domos is nonexistent. The 
decision-making process is faster, 
the communications channels op- 
erate swiftly.” 

Chapin credited the steady rise 
in Rambler sales to the growing 
demand for compact and small 
cars. 

Chapin said a “swelling wave of 
doubt” that consumer needs and 
desires have been adequately con- 


2,547.00 


| crease the work force will be built 





sidered in conventional automo- 
bile design has stimulated the 





spectacular rise in Rambler sales 
and the resulting profitable op- 
erations of American Motors. 





























































ers Assn., asserted, “I don’t know 
any dealer who has gotten fac- 
tory list in the last 10 years. Fac- 
tory list prices would allow 24 
percent gross profit, not seven- 
tenths of one percent.” 


NADA estimated that dealer . 
profits before taxes averaged| CHICAGO. — Officers and direc- 


seven-tenths of one percent in 1957.| tors of National Standard Parts 

Pol Raynal, president of Detroit’s| Assn., Motor & Equipment Whole- 
Plymouth dealers, denied price fix-| salers Assn. and Motor Equipment 
ing and said no dealer is selling at} Manufacturers Assn. have 
full price. |approved the holding of a jointly 

Auto manufacturers stayed out/ sponsored national Automotive 
of the rhubarb, taking the general| Service Industry Show in New 
position that they were not directly| York Feb. 10-14, 1960. 


concerned. The three associations have 


i 2 Mie we taken this step because of many 
Tel-A-Sign to Expand 


requests for a show, national and 
CHICAGO.—A new wing that will | international in scope, with liberal- 
double plant facilities to 120,000 


| ized invitations to include principal 
square feet and substantially in- channels of distribution, a spokes- 


man said. 
this spring, according to A. A. All three associations will hold 
Steiger, president, Tel-A-Sign, Inc.,| their 1960 national conventions in 
producer of illuminated plastic} New York immediately preceding 
point-of-purchase signs. the show. 


3 Service Groups 
‘To Sponsor Show 


In N.Y. in 1960 
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After Initial Successes .. . 
en eeemetenianeenainipangemmamaieneases 


Auto Week Tide Rolls On 


(Continued from Page 3) 


half-hearted job will 
half-hearted results. 
Commenting on reports that 
some campaign strategy is weak, 
they cited the Cleveland promo- 
tion which they said was launched 
only after it had been well 
planned and well financed. 

In Dearborn, two dealers teamed 
up to share the business stimulated 
by the Detroit campaign. 

A sign in the window of Floyd 
Rice Edsel said: “If we can’t sell 
you, see our neighbor, H. R. Marsh 
& Son, across the street.” 

“Our neighbor, Floyd Rice, has 
good deals, too,” said the sign 
posted in Marsh’s Chevrolet dealer- 
ship. 

Another Detroit dealer (Lincoln- 
Mercury) reported it sold 31 new 
and 16 used cars at its three out- 
lets on opening day. A Pontiac 
dealer said he sold 20 new and used 
cars the first day and reported 32 


appraisals and demonstrations. 
* * + 


bring only 


OINCIDING with the dealers’ | 


promotions was s Chrysler Corp.'s 


“Operation One-by-One,” a month- 
long campaign in which retailing 
veterans now with the factory re- 
turned to the field to aid dealers 
and salesmen in some cities. 


“Some of the older selling tech- 
niques that had been shelved in 
the last few years were tried 
again and a noticeable increase 
in sales resulted,” said one fac- 
tory man. 

The program stressed that cars 
are sold “one by one” and that each 
sale requires sound planning and 
execution, another factory man ex- 
plained, 

* + * 
oe churches and synagogs 
had a hand in the Akron pro- 
motion. Clergymen and their flocks 
were asked to offer prayers for the 
success of the drive, said Martin. 

Martin said “Operation Demon- 
stration,” in which $100 was 
awarded daily to a prospect, re- 
sulted in 4,567 demonstration 
rides in the first five days. At 
least three $100 winners turned 
in their award on cars, he added. 

Power will be the principal 


GM Opens Fashion Show 
Of Feminine-Styled Cars 


DETROIT. — General Motors un- 
veiled the industry’s first Spring 


Fashion Festival of Women-| 
Designed Cars—a collection of 10} 


automobiles specially tailored to 
suit a woman's taste by the women 
designers who now comprise 
percent of GM's styling staff. 

The cars are on public display 
through Apr, 20 in the General 
Motors Building here. 


They include a multitude of new | 


colors, fabrics and unusual features 
designed to specifically appeal to 
women, Public reaction to these 
new ideas will determine their pos- 
sible inclusion in future GM pro- 
duction, Harley J. Earl, GM styling 
vice-president, said. 

“After impressing our male 
stylists and GM management 
with a test group of feminine 
cars last spring, our ‘Damsels 
of Design’ have really won their 
spurs with this 1958 collection— 
the first feminine cars ever to be 
exhibited as a group to the 
public,” he said. 

Their 10 cars—two each of Chev- 
rolet, Pontiac, Oldsmobile, Buick 
and Cadillac—include six convert- 


ibles, a station wagon and three | 
hardtops designed for women of all | 


ages. Beginning as 1958 production 
cars, they were “feminized” even 
to their names without male inter- 
ference. 

All 10 are solid colored cars. All| 
but one has an interior matching 
or complimenting the exterior color. 
Five of the convertibles use fabric 
as well as leather and vinyls in| 
their interiors. Extra storage areas | 
and pockets are designed into all 
cars. Several have litter bags. Sev- 
eral have special‘ attention paid to 
the trunk area. 

Colors range from alabaster 
white and pale yellow to starfire 
blue, heather green, metallic rose, 


. royal purple and black. 


Among the special features, the 
“Fancy Free” Corvette offers four 
different-colored seat slings which 
can be fitted over the seats in 60 
seconds, allowing the owner to 
change seat colors with the sea- 
sons of the year or to match 
various outfits. 

The “Carousel” station wagon 
pays special attention to the en- 
tertainment and safety of children. 
A magnetic car game mounted on 
the rear of the front seat keeps a 

r amused on long trips. 
Door and window hardware is re- 
moved from the rear portion with 
controls mounted on the instrument 
panel to give added child safety. 

Speciai trunk features are con- 
tained in the “Martinque,” which 
has the same yellow carpet and 
four-color pastel cloth of the car 
interior completely lining the trunk. 
A snap-on cover of the same ma- 
terials, covers what the woman de- 
signer calls “the unlovely spare 
tire.” 

Also in this car’s trunk are zip- 
per pockets inside the trunk lid for 


10 | 


extra storage and a matching set 
of fiberglas luggage trimmed with 
the pastel interior cloth. Expanding 
leather straps to keep groceries up- 


right are a trunk feature of the 


“Bordeaux.” 

A telephone, pencil, note pad 
and change purse dispenser for 
parking meters and toll highways 
are designed into the fold out arm 
in’ the front seat of the plush 
black “Baroness,” a car for the 


executive woman. Black mouton | 


carpet and seat trim is also fea- 
tured in this car. 

“Tampico”—a white sports con- 
vertible with a blazing orange in- 
terior—has a special compartment 


| between the bucket seats for binoc- 


ulars and a camera. The same area 
houses a thermos bottle and picnic 
supplies in the starfire blue “Po- 
laris” convertible. 

The stylish royal purple of “Shal- 
imar” is complimented by ebony 
panels on the exterior and interior 
of the car. A dictating machine 


| swings out of the glove box to re-| 


cord thoughts while traveling. 

A rose-colored convertible for the 
college girl named “Rendezvous” 
and a family convertible in metallic 
gray green called “Saxony” round 
out the special feminine collection. 


ye 





speaker at a rally for Chicago deal- 
ers and salesmen Thursday (Apr. 
10). The nine-day drive will open 
Saturday (Apr. 12). 


* * * 


HEME of the 10-day Buffalo 

campaign, opening Apr, 18, is 
“Keep Niagara Frontier Business 
Healthy—You ‘Auto’ Buy Now.” 
Binghamton (N. Y.) dealers have 
labelled their promotion “U-Auto- 
Buy Week.” 

More than 100 dealers, parts 
distributors, bankers and finance- 
company representatives ap- 
proved plans for the Charlotte 
campaign Apr. 18-26. The Cham- 
ber of Commerce has urged all 
its members to cooperate in the 
sales push. 

“It is a fact that there is $30 
million in savings accounts in the 
nation’s major banks,” Art Farrow, 
chairman of the Milwaukee drive, 
told dealers. “Think what the re- 
lease of some of this could do now.” 
The drive will be held Apr. 18-28. 

The Essex County (N, J.) Auto- 
motive Trade Assn. has included 
every business group in its promo- 
tion, called “Keep Business Healthy 
—Buy Now.” The 17-day campaign 
opens Thursday (Apr. 10). 


* * * 


“BY Now, Keep the Economy 

Strong” is the slogan of the 
drive in the New York metropoli- 
tan area under sponsorship of the 
Automobile Merchants Assn. of 
New York and the Brooklyn Long 
Island Dealers Assn. 

“This program will get money 
out of the banks into circulation, 
it will instill confidence in the 
buyer and it will get the cash 
register ringing again,” the spon- 
sors said. 

Petroleum dealers are joining 
with auto men in spearheading the 
campaign in the Quad Cities area, 
which includes Davenport, Betten- 
dorf, Rockford, Moline and East 
Moline. 


Cleveland dealers will get an- 


|other “lift” in a communitywide” 









4 aa 


Studebakers Start Mile-A-Thon— 


Greetings are exchanged as two Studebaker Scotsman caravans prepare to leave 
San Francisco on an 8,000-mile tour of the nation under the supervision of NASCAR, 
Their performance will determine the winners of the Scotsman Mile-A-Thon contest, 
A new Scotsman will be given to the person submitting the closest estimate of the 


cars’ miles-per-galion performances. 


From left are Dick Griffiths, Temple City, Calif, 


and Vic Del Como, San Francisco, the drivers; Mayor George Christopher; Lou Carne, 


Studebaker-Packard San Francisco zone sales manager, and Norris R. Friel, 


technical director, Washington. 


NASCAR 


AMC Asks Pay Freeze, 
But Union Is Adamant 


(Continued from Page 2) 


ments affecting UAW members 
in the firm’s division to improve 
Kelvinator’s competitive position 
in the appliance industry. 


4. Termination of all agreements 


| affecting some 300 employes in the 
| Detroit special products division. 


5. Division of UAW’s AMC coun- 
cil into two separate bargaining 
bodies, one for automotive em- 
ployes, and one for appliance em- 
ployes. 

Explaining AMC’s position, Cush- 
man said: 

Although the UAW agreed to a 


|less-than-pattern settlement with 


American Motors in 1955, because 
of prior pattern-plus agreements 


month-long sales promotion drive | we still are obligated by our labor 
starting Apr. 15. The slogan is “If| contracts to pay higher wages and 
you need something—and can af-| more costly benefits and plant prac- 


| ford it— buy it now.’ 


Curtis Lee Smith, Chamber of 
Commerce president, said the drive 
will give a “big push to car sales, 


aimed at people with ample funds | “ 


and good credit ratings who want 
better autos but have delayed buy- 
ing them.” 

Bluffton (O.) dealers offered six 
prizes of 375 gallons of gasoline to 
persons who took demonstration 
rides during their Auto Demonstra- 
tion Week. 








Automobiles Score in Fashion— 


A fashion show with cars as the stars instead of clothes is the creation of these 
women designers who put the feminine point of view into automobiles at General 
Motors Styling. Here, their boss and most enthusiastic supporter, Harley J. Earl, GM 
styling vice-president, checks a few of the varied special accessories they have tail- 
ored into the industry's first Spring Fashion Festival of Women-Designed Cars. With 
him are six of GM's “Damsels of Design" (from left): Sue Vanderbilt, Larchmont, N. Y.; 
Marjorie Ford, Boston; Ruth Glennie (leaning forward), Andover, Mass.; Sandra Long- 
year, Manhasset, N. Y.; Peggy Saver, Detroit, and Jeanette Linder, Leonia, N. J. 

‘ 


tices than our major competitors. 
* * > 


New Deal Sought 


E BELIEVE it is in the inter- 
est of the union as well as the 
company, its employes, stockholders 
and the general public, to eliminate 
these higher labor costs,” Cushman 
said. 

“We hope that an examination 
of the economic facts affecting 
American Motors will lead the 
union to the conclusion that the 
proposals we will make are eco- 
nomically sound, morally right 
and socially responsible.” 


pliance divisions for bargaining 


| purposes was based on two factors: 


Cushman said the proposal to} 


separate the automotive and ap- 


Dealers Ask GM 





To Fight Increases) 


In Talks with UAW 


NORWICH, Conn. — The Con- 
necticut Chevrolet Dealers’ Assn. 
has urged GM to “do everything 
possible to hold the line on wage 
and price increases” in negotiations 
this year with the UAW, said T. C. 
Mallon, president. 

In a letter to GM President 
Harlow H. Curtice, Mallon said he 
stressed the following points: 

1. Auto dealers have had “the un- 
pleasant duty” of announcing a 
price increase in cars for a number 
of years since World War II. 

2. These increases have driven a 
large segment of potential buyers 
out of “our new-car market and 
certainly some have been forced to 
buy foreign makes or other econ- 
omy models.” 

3. Auto dealers have had to ab- 
sorb the increases through higher 
discounts and over-allowances, 
straining dealer profit to the criti- 
cal point. 

4. Wage increases have far out- 
distanced productivity and antici- 
pated efficiency of production, and 
that a continuation of this wage- 
inflation pattern will “generate in- 
creasing consumer resistance to 
our products.” 


| 


The cumbersome size of the union 
bargaining group (over 40 members 
vs. a reported 11 covering all Gen- 
eral Motors-UAW employes), and 
“significant differences” in the eco- 
nomic facts affecting the two divi- 
sions. 

“Representatives of our automo- 
tive employes are not familiar with 
the appliance business, nor are 
representatives of our appliance 
employes familiar with the auto- 
motive business,” he said. 


Contracts with the UAW cur- 
rently cover employes at the main 
automotive and assembly plant 
in Kenosha, Wis.; auto body and 
service parts plants in Milwau- 
kee; main Kelvinator appliance 
plant at Grand Rapids, Mich.; 
Kelvinator plastics plant at Mil- 
waukee, and the special products 
plants of the former Hudson 
Motor Car Co. in Detroit, 


Cushman’s announcement last 
Wednesday (Apr. 2) came at a time 
when UAW negotiators were pre- 
senting their long list of demands 
for Chrysler Corp. and Ford Motor 
Co., and management representa- 
tives were getting set to present 
some counterproposals. 

Chrysler began its negotiations 
last Tuesday (Apr. 1), the last of 
the Big Three firms to do so. Ford 
started on Monday (March 31). 

Chrysler and the UAW met for 
two days and adjourned until April 


|15. Ford bargained three days and 


then recessed the talks until Fri- 


day (Apr. 11). 





General Motors Corp., which is in 
bargaining recess until tomorrow 
(Apr. 8), together with Ford and 
Chrysler, has made it known that 
it also will have some counter- 
proposals to make to the union. 
Union contracts with the Big Three 
expire at the end of May. 

= * oJ 


NLRB Conducts Elections 


ON THE dealer front, unions won 
two and lost two elections con- 
ducted by the National Labor Re- 
lations Board. 

The unions have won the follow- 
ing elections: 

1. Renner Oldsmobile, Milwau- 
kee, where all employes, exclud- 
ing office clericals, guards and 
supervisors, voted 15-4 in favor of 
the Teamsters Local 510. 

2. Central Chevrolet, Columbia, S. 
C., where production and mainte- 
nance employes voted 47-13 for Ma- 
chinists Local Lodge 1879: 

Unions lost the following elec- 
tions: 

1. Bob Berry Ford, Inc., Fort 
Wayne, Ind., where all repairmen 
and maintenance employes voted 
18-2 against Teamsters Local 414. 

2. Poinsatte Auto Sales, Inc. 


(Chrysler-Plymouth-Imperial), Fort 


Wayne, Ind., where all maintenance 
and repairmen voted 28-0 against 
Teamsters Local 414. 
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Lower-Medium Import Entry .. . 


M-E-L Dealers to Get 
New Taunus in May 


(Continued from Page 2) 


gheelbase. It also will go on U. S. 
gale in May. 

Howard O. Lund, import-car 
sales manager of M-E-L, said 
Taunus distribution will be ex- 
panded as more cars become 
available from the German Ford 

t in Cologne. 

Decision to import the Taunus, 
which gets its name from a Rhine 
valley mountain range in West 
Germany, was accelerated by the 
5 percent penetration scored by 
foreign cars in January, Ford offi- 
cials said. The penetration exceeded 
6 percent in February. 

The Taunus has a unitized body 
and an overhead-valve four- 
cylinder engine said to develop 67 
prake horsepower at 4,400 r.p.m. 
Compression ratio is 7.1 to 1. 

+ * + 


UND said the car averages 
35.3 miles per gallon at 40 miles 

an hour. 
Wheelbase of 102% inches puts 


Sales Penetration 
Of Imports Tops 
6 Pct. in Month 


(Continued from Page 2) 


tion was the smallest of any month 
since World War II. 

Edsel’s penetration was the low- 
est of any month since its intro- 
duction. 

By numerical total, only Ram- 
bler, Metropolitan and Packard 
enjoyed a better month in Febru- 
ary than in January. 

For the year to date, as com- 
pared with 1957, biggest gainer was 
GM, up 3.79 percentage points to 
50.35 percent of total sales. 

Imported cars were up 3.32 points 
to 5.50 percent of sales. (Imported 
cars do not exactly parallel the 
miscellaneous classification.) 

American Motors was the only 
other gainer, up 0.99 points to 2.66 
percent of the market. 

> - 


* 
RoTa Ford Motor and Chrysler 

Corp. lost heavily, with Ford 
down 4.23 points to 26.05 percent 
and Chrysler off 3.62 points to 14.60 
percent. S-P declined 0.20 points to 
0.97 percent. 

By individual make, biggest 
gainer was Chevrolet, up a flat 
4 percent. Only other gainers 
over the year-ago period were 
Rambler, up 0.94 points; Oldsmo- 
bile, 0.49; Cadillac, 0.30; Lincoln, 
0.05, and Metropolitan, 0.05. 

As compared with 1957, biggest 
loser for the year to date was Ford, 
down 3.83 percentage points. 

Other losses were Mercury, down 
165 points; Plymouth, 1.27; Dodge, 
120; Buick, 1.00; DeSoto, 0.67; 
Chrysler, 0.40; Imperial, 0.08, and 
Packard, 0.03. 

Pontiac held exactly even with 
the year-ago period and Edsel, of 
course, was not in the market a 
year ago. 


= * *” 





Sales Score 
For February 


New-car registrations for Feb- 
ruary: 


1958 1957 
Pos, Make Pos. 
1— 92,339 Chevrolet 104,228— 2 
2— 71,830 Ford 108,672— 1 
8— 27,066 Plymouth 43,261— 3 
4— 24,730 Oldsmobile 30,593— 5 
5— 21,3438 Buick 33,299— 4 
6— 18,551 Pontiac 25,199— 6 
7— 9,802 Dodge 18,352— 8 
&— 9,763 Cadillac 10,841— 9 
9— 9,689 Mercury 20,565— 7 
10— 9,055 Rambler 6,563—12 
li— 4,558 Chrysler 8,560—10 
R— 3,917 DeSoto 8,412—11 
13— 3,559 Edsel 

M— 2,907 Studebaker 4,260—13 
1b— 2,713 Lincoln 3,218—14 
16— 1,244 Imperial 2,414—15 
ne 673 Met. 572—16 
1%— 261 Packard 536—17 

19,530 Misc. 9,180 
Total All Makes 


333,580 438,725 
Further details on Page 54. 


nen RNR 





the Taunus between the English 
Ford’s Anglia-Prefect (87 inches) 
and the same line’s Consul (104% 
inches). The Opel Rekord and 
Vauxhall Victor have 98-inch 
wheelbases and 45 and 55- 
horsepower engines, respectively. 

Overall length of the Taunus 
is 172.2 inches, overall width 65.7 
inches and overall height 57.7 
inches. 


U. S. styling touches added to the 
Taunus include a deep-dish steer- 
ing wheel, hooded headlights, 
curved windshield and chrome trim 
around the window glass and along 
the doors from front to rear. 

Lund put much emphasis on 
the appeal of dealer service as a 
Taunus selling factor. 

“The owner of an imported Ford 
product.” he said, “will have avail- 
able a network of factory-trained 
mechanics who know how to serv- 
ice English-made or German-made 
Fords in dealerships selling Ford 
Motor Co. products. 

“In addition, 10 years’ experi- 
ence in bringing in the English 
Ford has enabled us to develop 


a smooth-running parts distribu-| 


tion system serving dealers which 
is unexcelled anywhere.” 
* * + 


UND, imported-car sales man- 
ager for M-E-L, said the Co- 
logne plant is completing an expan- 
sion program which will enable it 
to ship more cars to the U. S. next 
year. 

Lund said that surveys now are 
under way to broaden the market 
representation for English Fords. 

“The combination of low-price, 
small-volume imported growth 
cars with the established M-E-L 
car lines,” Lund said, “will en- 
able our regular car line dealers 
to meet the challenge of today’s 
new marketing concepts by pro- 
viding buyers with the car they 
want in any price range—from 

the smallest British-made Anglia 
to the Continental.” 

The Taunus Combi-wagon carries 
five passengers. By folding down 
the rear seat, the floor of the 
wagon becomes completely level 
and the tailgate extends on the 
same level to accommodate longer 
objects. 

Deluxe Taunus models have a 
padded instrument panel with a 
full complement of instruments 
and a lockable glove compartment. 
The gearshift is mounted on the 
steering column and controls the 
three-speed transmission, which is 
synchornized in all forward gears 
including first. 

* 7 > 


N AUTOMATIC clutch called 
the Saxomat is an extra-cost 





Champion Performer— 


Jack Dempsey, left, boxing's “Manassa 
Mauler,” accepts the first Mercury Cham- 
pionship Performance Award from TV star 
and former sports writer, Ed Sullivan, for 
the greatest individual sports performance 
in the 1920's. The award, which also 
includes a 1958 Mercury, was presented 
to Dempsey on the basis of his sensational 
knockout of Luis Firpo in New York on 
Sept. 14, 1923. Dempsey was chosen in a 
poll of television sports directors, who 
voted on the greatest single achievement 
in sports during the 1920 to 1930 period. 


Taunus option which entirely elim- 
inates the clutch pedal. All shifting 
is accomplished by moving the 
gearshift lever on the steering col- 
umn to first, second, high or re- 
verse gear. 

An electric control switch in the 
gearshift lever actuates the mag- 
netic clutch-operating mechanism 
automatically. This mechanism also 
automatically adjusts the engine 
speed as gears are changed. 

Interior of the Taunus utilizes 
upholsteries of plastic materials 
in two-tone color combinations 
covering foam-rubber padding. 

The Taunus features MacPher- 
son independent, front suspension 
and semi-elliptic, rear springs 
which adjust themselves to load 
and road conditions. 

The front suspension employs a 
high-mounted coil-spring and 
shock-absorber combination with a 
large tubular member extending 
from the lower control arm up- 
ward into a spring tower in the 
engine compartment. 

+ 


* 
A integral with the wheel spindles 
and rotates when the steering 


wheel is turned. The coil springs | 
surround or encircle the upper half | 


of the shock-absorber outer body. 
When the wheel hits a bump, the 
absorber body traveles upward to 
compress the coil spring. A front 
sway bar also is used with this 
system. 

“Heating and ventilating is com- 
parable with American standards 
and a cowl air intake is just for- 
ward of the windshield and out of 
the exhaust gas area,” Lund said. 

The trunk has a false floor under 
which the spare tire and wheel are 
housed. The gas tank filler cap is 
located in the center of the body 
ahead of the rear bumper. 

Ports of entry for British Fords 
are New York, Boston, Baltimore, 
Jacksonville, Miami, Tampa, New 
Orleans, Houston, Los Angeles, San 
Francisco, Vancouver, Wash., 
Seattle, Detroit and Chicago. 

Introduced to the U. S. market 
in 1948, the English Ford line last 
year reached a record retail sale 
of 17,062 cars, more than a four- 
fold increase over the previous 
year. 

In 1950, an organization to mar- 
ket the line was set up with the 
formation of the foreign products 
branch of Ford International divi- 
sion, with headquarters in Jersey 
City, N. J. 

—Mac Gorpon. 
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Gem of an Offer— 


| Partners Jim Canning, left, and Jack 
| Wixom of Empire Dodge-Plymouth, San 
Bernardino, Calif., enjoy the feel of “dia- 
monds" in their hands. Only one of the 





| diamond. Customers who take a demon- 
| stration ride are entitled to a chance at 


LONG shock absorber that is | stones in the display case is a genuine | 


selecting the real stone valued at $1,000. | Cadillac, Nov. 13. 


67 
GM to Revive 


———= | Motorama Oct. 5, 


Reports Say 


DETROIT. — Although corpora- 
tion officials refused to verify it, it 
was reported here last week that 
General Motors will revive its 
Motorama exhibit this fall. 

Reports said the exhibit will open 
Oct. 5 in New York, with Campbell- 
Ewald, Detroit advertising agency, 
handling pre-show promotions. 

Another report said Motorama 
would open Oct. 17, and placed 
public introduction of GM’s first 
59 models on Oct. 5. 

One reason given for GM’s 
silence was that premature an- 
nouncement might add further fuel 
to the rumors that the corpora- 
tion‘s five divisions will present 
their 1959 models in late summer 
or early fall. 

Buick was the first GM division 
to announce its cars last year, ap- 
pearing on Oct. 29. Chevrolet fol- 
lowed on Oct. 31; Oldsmobile on 
Nov. 8; Pontiac on Nov. 9, and 





MONTGOMERY, Ala. — Twelve 
additional field executives joined 
the staff of the National Indepen- 
dent Automobile Dealers Assn. at 
a two-day training clinic here. 


The association said the addi- 
tions give the group representa- 
tion in nearly all areas of the 
nation, The new staff members 
and their areas of responsibility 
are: 

L. S. Atkinson jr., North Carolina, 
South Carolina; Robert A. Ceder- 
burg, Missouri, Kansas; Albert C. 
Copeland, Alabama, Mississippi; W. 
W. Daugherty, Virginia, West 
Virginia; J. O. Hare, Texas; James 
F. Jewett, outstate Michigan, Wis- 
consin. 


Morris L. P. Jones, Tennessee, 
Kentucky; Donald M. Lundquist, 
Florida; J. W. McFerrin, costal 
Alabama and Mississippi, Louisiana 
and Arkansas; Phillip B. Suffel, 
Minnesota and Iowa; Roy E. 
Streeter, New York, and W. E. 








Allison Pushing Truck Use 
Of Automatic Transmission 


INDIANAPOLIS. — Allison has | include the field sales forces of 
launched a selling drive for fully | the customers, body and equipment 


automatic transmissions 


on | distributors throughout the nation 


medium and heavy highway trucks, |who work closely with the truck 


according to J. A. Lane, transmis-| dealers and the larger fleets, where 
sion sales manager for GM's Alli-|a definite saving in either cost of 


son division. 


The expanded sales organization 
is headed by John K. Knighton, 
who came to Allison a year ago. 
He has been appointed assistant 
sales manager for highway trans- 
missions. 


“After an extensive survey and 
market analysis, a complete sales 
program has been established 
and first steps are under way to 
build up the selling organization 
which will be responsible for im- 
plementation of the program,” 
Lane added. 

Plans call for the development 
of a group of approximately 10 to 
12 sales engineers to call on differ- 
ent segments of the industry. These 


3 Killed Fighting 


Fire in Dealership 


CHICAGO.—Three firemen died 
in a $200,000 fire and explosion 
which destroyed South Shore 
Lincoln-Mercury, one of the city’s 
largest dealerships. About 50 new 
and used cars were in the one- 
story building. 

Authorities said the victims were 
spraying water on the front of the 
building from a narrow sidewalk 
when the explosion, apparently 
caused by gasoline in one of the 
cars, caved in the roof. The firemen 
were trapped in the burning wreck- 
age. Seven were hurt. 


Cause of the five-alarm fire was 
undetermined. 


operation or improvement in haul- 
ing operations can be shown. 


These men will be trained to give 


the truck salesmen a new theme} 


to talk about—the development of 
the engineered power train of the 
particular truck, thus keeping the 
Allison story subduded to the engi- 
neering of the make of truck 
being discussed. 


It is felt that too many truck 
salesmen are afraid to mention 
the automatic transmission be- 
cause it is an extra-cost item. 
In production since 19£6, the Alli- 

son automatic highway-truck 
transmission now is backed by 
millions of miles of satisfied cus- 
tomer use, Lane pointed out. 

“With the transmission now of- 
fered by four of the leading truck 
manufacturers — Chevrolet, Ford, 
Dodge and GMC Truck — we feel 
it timely to join with. our truck 
customers in a concerted effort to 
bring the automatic transmission 
squarely before every individual 
truck owner and fleet operator,” 
Lane added. 

The expanded program contains 
three major parts: 

1. Expansion in the selling or- 
ganization. 

2. An increased advertising pro- 
gram in leading business and fleet 
trade publications beginning in 
April. 

3. A series of spring and fall di- 
rect mailings to 50,000 fleet opera- 
tors using 10 or more vehicles in 
industries, where Lane said, the 
Allison automatic transmission has 
outstanding economic application. 


12 Field Executives Join 


NIADA at Training Clinic 


Tomlinson, greater Detroit, Illinois. 


Seven of the 12 are former auto- 
mobile dealers, three have been em- 
ployed by major finance companies, 
one is an attorney and one was 
employed by an automobile acces- 
sories firm. 


NIADA President C. E. Pitts 
told the group that independent 
used-car dealers are gaining 
strength despite the recession. “All 
authoritative sources predict a 
boom in the used-car business this 
year, and independent dealers can 
expect to get a large share of the 
increased business,” Pitts said. 


“The great depreciation that 
occurs during the first year of a 
car’s life has taken a bigger place 
in the thinking of an economy- 
conscious public.” 

Val T. Jones, NIADA executive 
vice-president, told the group: “For 
the first time in the history of this 
association every member will have 
an NIADA representative in his 
region, ready to serve him. 


“The many new services that 
NIADA is offering members, and 
the new ones which will be avail- 
able as this association finds its 
true strength, will take able field 
administration.” 


Al Schwartz, Pittsburgh, NIADA 
first vice-president, told the group 
that he feels the dealer’s real fu- 
ture rests in the independent auto- 
mobile business. Schwartz, who 
operates three used-car dealer- 
ships in Pennsylvania, said he gave 
up a Chevrolet franchise to return 
to the used-car business. 

Joe Scott, Montgomery, secre- 
tary-treasurer of the Alabama 
IADA, told the field executives 
that local and state affiliate as- 
sociations will lend strong sup- 
port to them in their efforts for 
NIADA. 

“The good dealer, the intelligent 
dealer, recognizes the need for as- 
sociation membership at all levels 
—local, state and national,” Scott 
said. He cited figures to show that 
independent dealers have every 
right to expect a prosperous year 
in 1958. 

Each of the field executives will 
serve as a correspondent to Dealers 
News, will administer NIADA’s 
warranty and insurance programs, 
direct regional advertising pro- 
grams, offer dealer recognition 
services and be a liaison officer 
with the Washington headquarters 
for all members. 





Double Tax on Autos 


Is Upheld in Virginia 


RICHMOND, Va—Attorney 
General Harrison upheld North- 


already 
taxed in the District of Columbia. 
Harrison held that North Vir- 
ginia localities may impose prop- 
erty taxes on automobiles regu- 
larly used there, even though the 
cars are registered in Washing- 
ton and the owners pay Washing- 
ton property taxes on them. 
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Some in Advertising .. . 





Dealers Posting Car Prices 


By John K, Teahen Jr. 
Staff Writer 


ear spots are appearing in 
the auto pricing picture 
throughout the country as many 
dealers seek to answer the ques- 
tion that is uppermost in the mind 
of the buyer—“How much does a 
new car cost?” 

In Chicago, Buick, Chevrolet 
and Oldsmobile showrooms fea- 
ture large charts which list sug- 
gested delivered prices (minus 
State sales tax) of all models and 
options. Krajenke Buick, Detroit, 
has displayed a similar chart 
since early January. 

Bobb Chevrolet, Columbus, O., 
published suggested delivery prices 
and urged, “Don’t be taken in by 
above-the-market tradein offers for 

your old car. Check with Bobb to 
find the low net difference you pay 
after tradein. That’s the figure 
that counts.” 
> . * 

THE West Coast, where 
freight is a major item, Utter 
Motor Co., Spokane, posted the 
advertised - delivered figures for 
Cadillacs and Pontiacs ‘including 
Federal tax and dealer handling) 
and listed transportation charges 
separately to arrive at a Spokane- 

delivered price. 
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horsepower and standard equip- 
ment and added: “Prices are 
varied only by the equipment 
features you elect to add to the 
car. And all equipment additions 
you voluntarily choose are also 
openly priced.” 

In Detroit, Saul H. Rose, presi- 
dent of Grand River Chevrolet Co., 
announced a new schedule of prices 
which are $210 to $327 below sug- 
gested advertised-delivered figures. 

“Our customers,” he said, “will 
be quoted a firm price on the new 
car they wish to buy. They will be 
offered market value for their used 
car. The value of the used car will 
be the only variable in the transac- 


tion.” 
+ + * 


eng said the new prices were 
set “by figuring how much it is 
necessary to sell a car for to make 
a modest profit on the volume of 
cars we normally sell.” 
Equipment prices also were 
slashed. Examples: Powerglide 
transmission is listed at $160.05 in- 
stead of $188.30; power steering at 
$59.46 instead of $69.95; pushbutton 


radio at $79.84 instead of $99.80, 
and heater at $65.07 instead of 
$76.55. 


Stanley A. Pressler, an Olds- 
mobile, Studebaker-Packard and 


Utter’s chart listed wheelbase, Mercedes-Benz dealer in Bloom- 





Dealers Express Faith 
In Soundness of Economy 


DETROT.—A group of DeSoto- 
Plymouth dealers meeting here last 
week agreed that the economic 
slump is a “mental disease which 
can be cured by some honest, sin- 
cere selling.” 


“The consumer has not for- 
gotten how to buy,” they agreed. 
“It is just that we've forgotten 
how to sell.” 

They agreed that the return to 
selling will be a refreshing experi- 
ence for most merchants. They 
are all putting extra sales effort 
into their own operations. 

In a joint resolution, they urged 
a return of confidence “in large 
doses to get the ailing economy 
rolling.” They said that automobile 
dealers are the bellwethers to eco- 
nomic progress. 

The 20 dealers, attending factory- 
dealer conference, a three-day 
meeting which brings together 
delegates from all regions of the 
U. S., were observing Detroit’s auto 
week program with keen interest. 


Walter H. Stearns, Cleveland, 
who was one of the five who initi- 
ated the “Auto Buy” week, said 
that the Cleveland campaign was 
started to get “people to stop 


Helbig Accused 
For Second Time 
In U.C. Deals 


CLEVELAND.—Carl Helbig jr. 
and his used-car firm have been 
called before the Ohio Dealers’ and 
Salesmen’s Licensing Board for the 
second time in three years on 
charges of failure to provide cus- 
tomers with a complete statement 
of all financial details in every 
auto transaction. 

The board took the new charges 
under advisement, after a hearing. 

One customer said he signed an 
incomplete purchase order, found 
that his payments were $15 more 
than he had bargained for and then 
lost the car by repossession. 

A woman customer said that she 
signed blank papers, found that the 
price was inflated, had repeated 
breakdowns and finally left the car 
on Helbig’s lot in disgust. 

Helbig denied the charges and 
produced witnesses who said the 
papers on the woman’s purchase 
were in order. “There’s not a dealer 
in town (who) doesn’t sign up 
blank papers,” he said. 

Helbig’s lot has offered new mod- 
els before franchised dealers were 
selling them at the beginning of 
model runs in the past. The most 
celebrated case was the appearance 
of an Edsel on his lot before they 
were introduced last fall. 








thinking with their chins on the 
floor.” 


Nelson K. Mintz, Staten Island, 
N. Y., chairman of the DeSoto 
Conference, said he would like to 
see the country initiate a “Stop 
Catching and Start Pitching” cam- 
paign. 

Mintz related that he has in- 
structed his sales force to “put a 
smile on your face and in your 
voice.” He is paying his salesmen 
commission on demonstration rides, 
$5 per ride. 


Art Frost, Glendale, Calif., says 
that there are one of two things 
for the merchants to do: “Start 
fighting or buy some razor blades.” 
For his part, Frost, who recently 
opened one of the “showcase” auto 
dealerships on the West Coast, said 
he is working six days a week. 


“I believe the high pressure 
approach has been over done,” 
he said. “We are ready for some 
real, honest selling, We have a 
three-man crew making 25 to 30 
telephone calls a day, and two 
crews knocking on doors on a 
house-to-house basis. 


“We are spending most of our 
time knocking down the big bad 
fear wolf. If we can get the con- 
sumer to laugh, we are winning 
friends and offsetting this psychosis 
of fear.” 


Gaston Periat, San Mateo, 
Calif., carries a copy of the time 
deposits of the first three months 
of 1956, 1957, and 1958 as recorded 
by member banks of the Federal 
Bank Reserve System. 


“All of my salesmen carry copies 
and when a customer or friends 
start spreading pessimism I whip 
out facts that show savings are at a 
record high for the last three 
years.” 

Dan O’Shaughnessy, Lansing, re- 
ported that business is up “for me.” 

“The trouble here in Detroit,” he 
said, “is that it is manufacturing 
more gloom than it is automobiles. 

“A little zip, pep and enthusiasm 
will change all of this overnight. 
We need a crusade of go, go, go.” 


Ed Fretwell jr., Oklahoma City, 
says that “believability” is the 
key to starting the business up- 
swing nationally. 

Two weeks ago, Fretwell decided 
to do his own selling on television. 
“IT replaced the announcer with 
myself and talked to the audience 
as I would to a customer in my 
showroom.” 

Fretwell related that his appear- 
ance accounted for the sale of 28 
cars in a week. He is going to do 
more of the same for he feels that 
the audience has the confidence in 
him that it doesn’t have in a com- 
mercial announcer. 


ington, Ind., has adopted a “fixed- 
price” policy that other dealers 
might find interesting. 

He adds $50 to the factory in- 
voice price for preparation costs, 
and then considers this figure as 
90 percent of the “fixed price.” 

He acknowledged that some ad- 
justment must be made at cleanup 
time, but added that he tries to 
buy so there is no cleanup prob- 
lem. In addition to his dealership 
activities, Pressler is an accounting 
professor at the University of 
Indiana. 

* * * 


OSTERS in Dallas are advertis- 





ing, “Doran’s—Home of the 
Decent Deal.” Accompanying liter- | 
ature outlines the sales policy of | 
Doran Chevrolet, Inc. 
declares: 


“1. Our salesmen are pledged to 
tell the truth in answer to any 
question asked. 


“2. Our salesmen will not quote} 
an impossible or unrealistic price 
in the hope that you will come 
back after shopping and then find 
that the price quoted was bait in- 
tended to discredit other dealers... 


“3. Our salesmen will not pur- | 
posely give you a fictitiously high 
appraisal price on your tradein | 
or a ridiculously low price on | 
the new car in the hope of so | 
confusing the issue that you lose 
Perspective in the transaction. 


“This practice has the character- 
istics of the old ‘shell game.’ The} 
salesman who does it is not worthy | 
of your patronage. 

“4. Our salesmen have full au-| 
thority to finalize each transaction. 
No juggling between supervisor or 
sales manager. 


“5. We will not indulge in any 
false, misleading or deceptive ad- 
vertising.” | 

> * = 


LSEWHERE in dealer advertis- | 
ing, Harger-Haldeman 
(Chrysler-Plymouth), Los Angeles, 
used a testimonial from a long-time 
customer. 


Businessman Arthur Lumbard 
declared, “This is my eighth Chrys- 
ler from Harger-Haldeman, Here’s 
why: . courtesy, integrity and 
service. And when I buy my Chrys- 
ler at Harger-Haldeman, I know 
the price is right.” 


In Salina, Kans., an institu- 
tional ad by Roy M. Heath Co., 
asserted: “38 years. Good times— 
depression — flood — recession— 
war — drougth — dust — boom 
—just plain normal. A reliable 
place to buy a new or used auto- 
mobile.” 

Heath now is an import dealer 
handling Jaguar, MG, Austin- 
Healey, Porsche, Morris and Simca. 

In a St. Patrick’s Day promo- 
tion, Roger Dean Chevrolet, 
Charleston, W. Va., offered a “17 
percent discount on any new Chev- 
rolet in stock,” and Dean and Kline 
Chevrolet, Norfolk, Va., advertised 
special deals on green cars. 

= 7 7 


EO. BYERS SONS, INC. 

(DeSoto-Plymouth), Columbus, 
O., tempted buyers with an offer of 
50,000 trading stamps with each 
new DeSoto. 

Two Buick dealers told buyers 
they could own a Buick instead of 
one of the low-priced three for the 
price of 10 cigarets per day extra. 
The advertisers were Jim Cooke 
Buick, Louisville, and Massey 
Buick, Pittsburgh. 

An advertisement by Keyes- 
Dorman Motor Co. (Oldsmobile- 
Cadillac), Gulfport, Miss., was 
headed: “This is a price ad.” 

Copy continued, “We do not 
believe in price advertising, since 
price alone does not make any- 
thing a bargain. It is only one 
of many considerations, We are 
running this price ad to correct 
@ seemingly popular misconcep- 
tion that, while Oldsmobile is 
quality, it is high priced.” 
Keyes-Dorman offered a ’58 Olds- 
mobile at $2,991, including auto- 
matic transmission, radio, heater 
and other extras. 

From St. Louis came something 
of a rarity—a Cadillac price ad. 
Lindburg Cadillac Co. listed a 
Series 62 hardtop at $99.75 a month 
for 36 months for the buyer whose 
tradein left a balance of $3,100. 














Peugeot Wheels into U. S. Market— 


Peugeot, a French auto builder, has entered the U. S. import-sales race through 


The code|® marketing agreement with the Renault distribution network. Approximately 8,000 


units will be imported this year. The four-door sedan, with a sun roof as standard 
equipment, will sell for $2,175 POE, New York City. It has a 65-horsepower, four. 


cylinder engine and 105-inch wheelbase. 


Peugeot to Test U.S. Sales 


oo French Peugeot (rhymes 
with pooh-joe) is being intro- 
duced into the U. S. market, with 
8,000 units scheduled for import 
this year, the company announced 
last week. 

The first shipment of 325 cars 
already has arrived. 
Sales and service 
will be handled by 
Renault distributors 
and dealers, al- 
though the two firms 
will continue to operate as separate 
companies. 

A U. S. corporation, Peugeot, 
Inc., has been formed for the im- 
port, sale and service of the autos. 
President and general manager is 
Francois de Peyrecave. 

He said that Peugeot is entering 
the U. S. market “to meet the grow- 
ing demand for a medium-sized, 
high-quality, low-cost automobile 
which is economical to operate.” 

P t is importing only the 
Type 403, a four-door sedan with 
a sun roof as standard equip- 

ment. Wheelbase is 105 inches. 
Front seats can be laid back and 
converted into beds. The four- 
cylinder engine delivers 65 horse- 
power and is linked to a four- 
speed transmission. 

Price is $2,175 (POE), New York 
City. 

Peugeot is one of the world’s old- 
est automotive names. The firm, 
organized as a tool manufacturer in 
1819, turned out its first automobile 
in 1889. A Peugeot won the India- 
napolis 500-Mile Race in 1913. 

Peugeot has five plants in France 
and six plants in Belgium, Ireland, 
South Africa and Australia. Presi- 
dent of Peugeot is the grandson of 
the founder. 


Import 
Car 
News 


* * + 


Triumph Fights Cancer 
LAN F. BETHELL, president 
of Standard-Triumph Motor 
Co., Inc., will launch “Triumph’s 
Drive Against Cancer” by present- 
ing the American Cancer Society 
with a check at the upcoming In- 
ternational Automobile Show in 
New York. 
The contribution—the first from 
the automobile industry—is unique 





Import Dealers 


Unite at Frisco 


SAN FRANCISCO.—The newly 
organized San Francisco Imported 
Car Dealers Assn. has scheduled a 
showing of foreign cars Nov. 19- 
23 in Mole Hall. 

The group’s first officers are: 
Kjell H. Qvale, of British Motor 
Car Distributors Ltd., president; 
Jules Barsotti, European Motors 
Ltd., vice-president; Dick Feder, 
Mille Miglia Motors, secretary; 
Stan Cockshutt, Rootes Motors, 
treasurer, and Reynold C. Johnson, 
Reynold C. Johnson Co., director. 

Qvale said the association’s pur- 
pose is to promote the foreign-car 
market in northern California. He 
said previously announced plans 
for a show next September in the 
Cow Palace have been abandoned. 





Through Renault Network 


because it comes from a British 
automobile executive. 

Triumph’s 530 dealers will circu- 
late special cancer educational 
brochures during the April crusade, 


| prepared by S-T. During the month 


every Triumph dealer in 46 states 
will feature a sword of hope in 
his showroom window, symbolizing 
the 1958 cancer crusade, which 
seeks $30 million from Americans 
to finance the ACS program of 
eancer education, research and 
service. 


a a . 
Trial Dealerships Offered 
OLIATH SALES CORP. is offer- 
ing a “30-day, first-stage dealer- 
ship” plan to give prospective deal- 
ers a chance to try the line before 
deciding on a longer lasting agree- 
ment. 

The company said it would deal 
directly with dealers, selling them 
a small number of cars (depending 
on the size of the city) for 30 days 
of trial selling. 

After the 30-day test, the dealer 
decides about a longer agreement 
and arrangements are made about 
signs, parts and other details of the 
business. Goliath stressed that its 
arrangements are made “on a mini- 
mum stripped-down special pack- 
age basis.” 

The company said that it offers 
six models and that prices start at 
$1,995 at the port of entry. Profits 
in its dealerships are “very big 
because of the fact that the middle- 
man has been eliminated,” accord- 
ing to Goliath. 


- > > 
3 Triumph Officials Upped 

John Warren, export sales di- 
rector of Standard Triumph 
Motor Company, Ltd., Coventry, 
England, announced three execu- 
tive promotions. 

John F. Sonnett was named 
chairman of the board; Alan F. 
Bethell, Standard Triumph presi- 
dent, was appointed a director, 
and Guy Fox, former sales vice- 
president, was named a director 
and executive vice-president. 

Warren said these men, consti- 
tuting Triumph’s executive lead- 
ership in America, have been 
promoted te take care of the in- 
creased volume in sales and 
expanding dealerships since 
Triumph’s entry into the Ameri- 
can market with TR-3 in 1954, 
and its sedan and Estate Wagon 
in 1958. 


* * 


2 U. S. Offices Added 


By Lucas Electrical 

NEW YORK.— Lucas Electrical 
Services, Inc., has opened sales 
offices and warehouses in Chicago 
and San Francisco. The firm is the 
U. S. representative of Joseph 
Lucas, Ltd., manufacturer of orig- 
inal electrical equipment and ac- 
cessories for British cars. 

The Chicago office is at 4037 W. 
Belmont and is headed by John V. 
Bough, formerly New York service 
manager. J. Kenneth Law is man- 
ager of the San Francisco branch 
at 643 Seventh St. He formerly was 
assistant manager of Lucas’ Los 
Angeles office. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, 8S. PRODUCTION ONLY) 



































Week Week Jan.1 = Jan. 1 
setet = Week, Maseh 3 Guta, aan. @ age. 6, 
a ieere Monser”’ Marne «6 1967? «1988 
MOTORS** .... 2,960 2,354 3,010 10,000 27,047 43,548 
Tater mibvipeaeaeuewmmveeees 2,960 2,142 3,010 10,000 24,492 43,548 
CHRYSLER CORP. .... 10,600 28,474 14,617 55,422 398,344 166,616 
GR ONeP  .....n.ecccesceccsceeee 1,250 2,759 1,352 4,908 42,270 16,626 
Imperial ................... 400 1,148 455 1,610 13,330 5,037 
DICED onn.nenscvecensscsonscoees 50 2,968 1,385 3,651 46,681 10,751 
BED ccseccccseccccsecsecessosees 400 6,719 2,693 9,414 91,021 25,726 
Plymouth ................0. 8,500 14,880 8,732 35,839 205,042 108,476 
FORD MOTOR*** .. 17,010 38,330 29,967 90,507 583,355 351,292 
EE  _ 373 ° 4,288 
WE 20... scccccccccccseceescense 16,300 31,138 25,213 75,006 460,312 301,999 
RU dicdakcnctcaanenst 450 892——é‘“‘ US C2,999 «15,244 = 10,002 
TEAR OUEY — 0nccecscecccccecoveceeee ’ . 6,276 3,366 11,278 107,497 35,003 
GENERAL MOTORS . 33,748 59,432 45,024 197,029 893,447 719,716 
Buick ein G41 9,252 «4,693: 20,389 150,205 81,844 
a 3,200 3,358 2,573 12,786 46,044 41,573 
Chevrolet . 26,300 30,776 27,175 117,150 435,453 415,255 
Oldsmobile 3,067 8,500 6440 27,862 139,079 105,392 
Pontiac 540 7546 4,143 18,342 122,666 75,652 
&P CORP 1,264 1,728 1,226 4,091 22,394 10,518 
Packard 60 261 77 323 5,299 1,155 
Studebaker 1,204 1,467 1,149 3,768 17,095 9,363 
Total Cars, U. S. . 65,582 130,318 93,844 357,049 1,924,587 1,291,690 
s*american Motors’ totals for 1957 include Nash and Hudson production. 
se+Pord Motor Co. totals for 1967 include Continental production. 
COMMERCIAL CARS 
(0. S. PRODUCTION ONLY) 
Week Week Jan.1 = Jan. 1 
Ended Same Ended Total, To To 
Apr. 5, Week, March 29, Output, Apr. 6, Apr. 5, 
1958 1957* 1958* | March*  1957° 1968 
CHEVROLET . 6,200 7514 5,955 26216 100,309 79,365 
DIAMOND T . 105 90 108 447 1,133 1484 
DIVCO 60 RO 62 231 1,086 793 
DODGE 1,100 1,708 1,133 4,230 24,360 14,293 
FORD 3,800 8,453 4588 17,585 92,609 63,118 
GMC isi 1,205 1,203 1,301 5,497 21,039 17,526 
INTERNATIONAL 1,805 2,274 1,778 6,673 25,250 29,444 
SE, ctticctnasean 360 335 378 1,296 5,191 4,104 
STUDEBAKER 160 250 160 727 3,338 1,897 
WHITE ao 345 366 373 1,493 5,553 4,356 
IEE." icntendtnunsein 1,610 1,506 1,751 6,534 19,593 21,097 
MISCELLANEOUS*** 51 60 51 209 TA 713 
Total Trucks, U. S.... 16,801 23,834 17,638 71,238 300,215 239,190 
7 e alten _ 82,383 154,152 111,482 428,287 2,224,202 1,530,880 
— f 8,457 10,911 8.959 34,368 135,063 105,506 
Grand Total, 
Cars and Trucks, 
U. S. and Canada... 90,340 165,063 





120,441 462,655 2,359,865 1,636,336 


— E - ~ — — — — — — 


Drive, ete. 


§. B.: All U. S. totals include cars and trucks for military orders. 
**Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway 


included in Mack totals. 


WASHINGTON. — Attorney Gen- | 
eral William P. Rogers announced 
the filing in the U. S. District Court 
at New York City of a civil com- 
plaint charging B. F. Goodrich Co. 
and Dayton Rubber Co. with violat- 
ing the Sherman Antitrust Act in 
connection with the manufacture 
and sale of sponge rubber. 

At the same time a consent judg- 
ment successfully terminating the 
case was entered by the court. 

The complaint named as co- 
conspirators two firms and two 
individuals, collectively known as 
the English Group, who are en- 
gaged in the acquisition and licens- 


(Neil to Aid Fund Drive 


Of Christians, Jews 
NEW YORK. — William O’Neil, 
dent of General Tire & Rub- 
Co., has to serve as a 
Vice-chairman of the 1958 special 
campaign of the National 
erence of Christians and Jews, 
it is announced by Gen. Robert 
| Wood Johnson, board chairman of 
Johnson & Johnson, who is serving 

& chairman of the drive. 
) O'Neil will head the work of 
| Seuring large gifts among leaders 

/% the rubber industry. 


; 


Goodrich, Dayton Yield... 


Sponge Rubber Pact 









ing of sponge rubber and allied 
product patents on a worldwide 
basis. 

The Government charged that 
the defendants combined and con- 
spired with the English Group to 
allocate world markets for the 
manufacture and sale of chemical 
process sponge rubber. It was fur- 
ther alleged that the defendants 
conspired to prevent the entry of 
domestic competitors into the 
chemical process sponge rubber 
market. 

The offense was alleged to have 
begun in 1938. Goodrich became a 
party to the offense when it en- 
tered into the manufacture and 
sale of sponge rubber in 1954 by its 
purchase of Sponge Rubber Prod- 
ucts Co., the Government charged. 

The judgment enjoined the de- 
fendants from allocating world 
markets and from engaging in joint 
action to prevent competitors from 
entering this field and to determine 
who shall be licensed in the U. S. 
to manufacture and sell sponge 
rubber products under the patents 
of defendants and the English 
Group. 


Lowest in Six Months... 


New Shutdowns Cut 
Car Output to 65,000 


(Continued from Page 1) 


a year ago, when 578,356 units were| declined from 77 assemblies the 


assembled. 
+ * * 


IGGEST decline in last week’s 

operations was shown by Gen- 
eral Motors, which saw its five 
divisions turn out an _ estimated 
33,748 cars, as against 45,024 units 
the previous five days. 

Greatest losses were suffered 
by Buick and Pontiac, which had 
their home plants in Flint and 
Pontiac closed for the entire 
week. 

With only the South Gate (Calif.) 
and Framingham (Mass.) B-O-P 
plants working last week, Buick 
turned out an estimated 641 cars 
and Pontiac, 540. The previous 
week saw Buick roll 4,693 cars from 
the lines, while Pontiac turned out 
4,143 units. 

= > = 


SMOBILE, the other GM 
division affected by the B-O-P 
shutdowns, turned out an esti- 
mated 3,067 cars last week, com- 
pared with 6,440 the previous five 
days. Oldsmobile’s home plant at 
Lansing worked the entire week 
last week. 

Only GM division to show an 
output gain over the previous 
week was Cadillac, which turned 
out 3,200 cars on a five-day sched- 
ule last week, compared with 
2,573 on a four-day schedule a 
week earlier. 


Chevrolet, with all its car assem- 
bly units working five days, turned 
out 26,300 cars last week, compared 
with 27,175 a week earlier. 


For MOTOR output declined 
from 25,213 units a week earlier 
to an estimated 17,010 units last 
week due to the Mercury shut- 
down, a five-plant shutdown at 
Ford division and lesser declines 
at Lincoln and Edsel. 


Ford division, with its Atlanta, 
Dallas, Long Beach (Calif.), Nor- 
folk (Va.) and Twin City (Minne- 
apolis-St. Paul) plants closed the 
entire week, built 16,300 cars last 
week, compared with 25,213 a week 
earlier. In addition, Ford division’s 
San Jose (Calif.) and Dearborn 
assembly units were closed down 
Friday. 

Elsewhere in Ford Motor oper- 
ations. Lincoln dropped from 515 
assemblies a week earlier to an 
estimated 450 last week, and Ed- 
sel declined from 373 to 260 as- 
semblies. Mercury, with no out- 
put last week, turned out 3,866 
cars the previous week. 

The other member of the Big 
Three, Chrysler Corp., declined 
from 14,617 assemblies the previous 
week to an estimated 10,600 last 
week due to week-long shutdown 
of assemblies at both Dodge and 
DeSoto’s Detroit plants, a four-day 
schedule at Chrysler and Imperial’s 
Detroit plant, and a 232-unit de- 
cline at Plymouth. 

A breakdown of Chrysler Corp. 
operations showed Plymouth with 
8,500 assemblies last week, com- 
pared with 8,732 a week earlier; 
Dodge down from 2,693 to 400, De- 
Soto off from 1,385 to 50, Chrysler 
division (excluding Imperial) down 
from 1,352 to 1,250, and Imperial 
off from 455 to 400. 


‘YY manufacturer to show a 
gain over the previous week 
was Studebaker- Packard Corp. 
which edged up from 1,226 to 1,264 
assemblies. 
The increase resulted from an 
output gain at Studebaker, which 
jumped assemblies from 1,149 


University Honors Dealer 

HARRISON, Ark. — Roy W. 
Milum, president and owner of 
Milum Motor Co. (Pontiac), was 
honored at mid-year commence- 
ment exercises of the University of 
Arkansas at Fayetteville with the 
honorary degree of doctor of laws. 


previous week to an estimated 60 
last week. 

American Motors Corp. showed 
the smallest decline as its output 
dropped from 3,010 Ramblers the 
previous week to an estimated 2,960 
last week. 

Truck output last week totalled 
an estimated 16,801 units, compared 
with 17,638 the previous week, and 
23,834 during the week ended Apr. 
6 a year ago. 

* * * 


(COMMERCIAL - CAR production 
for March totalled 71,238 units 
—a 2.2 percent decline from the 
72,840 trucks built during February 
and a 20.4 percent drop from the 
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89,495 units rolled from the lines 
during March of last year. 


Canadian car and truck opera- 
tions produced an estimated 8,457 
vehicles last week, compared with 
8,959 a week earlier. 

March output in Canada totalled 
34,368 vehicles, compared with 31,- 
135 cars and trucks in February, 
and 44,940 units during March a 
year ago. 

First-quarter output in Canada 
totalled 99,974 vehicles, compared 
with 126,366 cars and trucks in the 
first three months of 1957, 

—Martin L. WHrTMYER. 
* *” * 


Auto-Lite Battery Output 
To Halt in Niagara Falls 


TOLEDO.—Cessation of battery 
production at the Niagara Falls 
(N. Y.) plant of Electric Auto-Lite 
Co. within 60 to 90 days has been 
announced by L. L. Garber, Auto- 
Lite battery group executive, 

The decision to restrict opera- 
tions at the 50-year-old plant to the 
manufacture of battery containers, 
cell covers and Por-A-Lite separa- 
tors will affect about 400 of the 
plant’s 500 employes. 


North Dakota Convention 
Votes to Ban Loanouts 


FARGO, N. D.—A resolution rec- 
ommending that dealers discon- 
tinue loaning cars and trucks to 
customers was approved at the 
25th anniversary convention of the 
Automobile Dealers Assn. of North 
Dakota. 

Sponsors said the action was 
designed to halt such problems 
as lawsuits due to accidents 
while vehicles are on loan, in- 
creased insurance rates and 
abuse of the privilege by cus- 
tomers “who bring pressure upon 

the dealer to accommodate 
them.” 
Paul M, Millians, vice-president 

of Commercial Credit Co., said 
some dealers are responsible for 
ills which are plaguing the entire 
field of auto retailing. 

“Wasteful, cut-throat practices 
only created a desire to get more 
for less,” Millians said. “In too 
many places dealers have been on 
a profitless treadmill. Public trust 
and esteem have been critically in- 
jured.” 

Elson G. Sims, Vincennes 
(Ind.) dealer, said the dealer “is 
being threatened now more than 
at any time in the last 30 years.” 

He gave four “basic” reasons for 
low dealer profit. They were: 

1. Removal of the responsibility 
clause from franchises “which 
helped create bootlegging and 
cross-selling” with the customer 
“the forgotten man after the sale.” 

2. Accounting forms and finance 
statements “which confuse the 
dealer as to his true cost of doing 


Highway Deaths 
Hit Lowest Level 
In Three Years 


CHICAGO. — Highway fatalities 
continued to fall in February, the 
National Safety Council reported. 
Fatalities totalled 2,350, down 5 
percent from 2,470 in February of 
1957. It was the smallest toll for 
any month since the 2,319 recorded 
in February, 1955. 

The death total for the first two 
months of this year was 5,080, a dip 
of 5 percent below the 5,340 for 
the corresponding period last year. 
The January toll of 2,730 was 5 
percent under the total for the 
same month in 1957. 

February was the fourth con- 
secutive month to show a drop in 
the traffic toll Except for last 
August, every month has shown a 
decrease or no change from the 
year before since the downward 
trend began in December, 1956. 

The NSC said there is a direct 
relation between the improved 
traffic record and the increased 
effort and activities by public offi- 
cials, traffic control agencies and 
by the automotive industry to make 
safer cars and to deemphasize 
speed in advertising. 

Improvement in the traffic record 
was general throughout the coun- 
try, said the NSC. Thirty-three 
states reported decreases in Febru- 
ary, while 27 had lower tolls for 
the two-month period. 


business and put him in a position 
where he is willing to sell his new 
cars below their true cost.” 


3. Too many dealers have been 
encouraged to forget profits and 
go after volume and registrations 
in the manufacturers’ battle for 
market penetration. 


4. Dealers have been practicing 
“too many false theories on how to 
make money.” 


“If the auto dealer is to survive,” 
said Sims, “he must take a new 
look at his business, allocate his 
total expenses on a percentage-of- 
sales basis, and then add the total 
expense plus a reasonable profit to 
his invoices and not sell until he 
gets at least his expenses and a 
reasonable profit.” 


A note of optimism was injected 
by A. A. Lally, partner in John W. 
Stokes & Co., New York manage- 
ment consultants. 

“It is easy to cry about our 

problems but we don’t take into 


rry 

Chris J. Hogan, Rapid City, S. D., 
told the dealers they must study, 
understand and apply sound busi- 
ness principles if they wish to re- 
ceive a reasonable profit. 

He said many dealers whose 
operations run into the thousands 
are apt to overlook single dollars. 

“If you waste $1 you must sell 
$100 worth of merchandise to get it 
back,” he said. 

Gilbert Saxowsky, Sax Motor Co., 
Dickinson, was elected president of 
the association for 1959, succeeding 
Paul E. Ingwalson, Ingwalson Mo- 
tor Co., Crosby. 

Charles J. Whittey, Corwin- 
Churchill Motors, Inc., Bismarck, 
was named vice-president. George 
Dixon, Fargo, is secretary-manager. 

Reelected directors were 


Buick Co., Fargo; F. R. Fred- 
erickson, Powell Motor Co., Inc., 
Devils Lake, and Henry Nygard, 
Nygard Auto & Body Works, 
Grafton. 

Harvey J. Remund, Remund Ford 
Co., Mandan, was named to the 
board and William C. Davis, Bis- 
marck, was elected NADA director. 


4 Plymouth Deals 
Closing Doors 


DETROIT.—Four dealerships 

handling Chrysler Corp, cars are 
being folded because of “declining 
sales and high costs of operation.” 
They are: 
City Plymouth Co., Oklahoma 
City; Ardmore Motors, Inc. (Dodge- 
Plymouth), Ardmore, Okla.; Lang- 
enfeld Motor Sales (DeSoto- 
Plymouth), Springfield, Ill, and 
Ennis Motors, Inc. (Chrysler- 
Imperial-Plymouth), Milwaukee. 

Officials of the Ennis and Lang- 
enfeld dealerships said they would 
continue in the used-car business. 
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Obituaries 


Lester Blaushild, 67, 


Cleveland Dealer 


CLEVELAND.—Lester Blaushild, 
a pioneer auto dealer and president 
of Sills Chevrolet, died Apr. 1. He 
was 67. Mr. Blaushild came to the 
U. S. from Latvia in 1911 and 
opened his first auto dealership 
(Star-Durant) in 1921. 

He later handled Hudson-Essex 
and switched to Chrysler in 1931. 
His original Chrysler deal now is 
headed by his son, David L. A 
brother Ben W., also is an auto 
dealer. In 1956, Mr. Blaushild was 
honored by the Cleveland Automo- 
bile Dealers Assn, at a testimonial 
dinner. He was a past president 
of the association, and his son is 
current president. 

* + 





= 


Harry Eppleman, 64; 


With A. N. 15 Years 


ST. PETERSBURG, Fla. — Serv- 
ices were held here last week for 
Harry D. Eppleman, 64, who for 15 
years headed subscription sales for 
Avtomotive News in Michigan and 
Indiana. He had been a real estate 
salesman here in recent years. 


Mr. Eppelman is survived by his 
widow and two daughters. 


* > * 


Bert Pierce 
NEW YORK.—Herbert A. (Bert) Pierce, 
76, former auto editor for the New York 
Times and Herald Tribune, died of a 
heart attack Apr. 2. 
* 


Laurie L. Woodward 
CLARE, Mich.—Laurie L. Woodward, 
62, is dead following a heart attack. He 
started as a Hudson dealer here in 1928 
and was operating the Rambler dealership 
at the time of his death. | 
* * * 


George H. Roth 
PHILADELPHIA.—George H. Roth, a 
Buick dealer in nearby Frankford for 37) 
years and a former member of the Phila- 
deiphia Automobile Trade Assn., died last 
week in Miami. 


* * 





* > > 


Fred E. Snyder 
MARLINTON, W. Va.—Fred E. Snyder. 
48," owner of Snyder Chevrolet Co. here, | 
died March 23 in a hospital in Charlottes- | 
ville, Va. 


Otto Kochtitzky 
COLUMBUS, Miss. — Otto Kochtitzky, 
who in 1934 established the OK Motor Co. 
here, died March 25 at his home here. 
> +s > 


Theodore Luce 
SCRANTON, Pa.—Theodore Luce, auto- 
mobile dealer here, died March 25 at his 
home. He operated a farm machinery busi- 
ness in addition to selling automobiles 
* * * 


Herman G. Huffman 
NEWTON, N. C.—Herman Glenn Huff- 
man, 42, used-car dealer here, died March 
28 af injuries sustained in an automobile 
accident five days earlier. 
* * 


Noel McKenzie 
ABILENE. Tex. — Noel McKenzie. 
automobile dealer here, died March 14. 
> o > 


Houston C. Link 
ST. LOUIS.—Houston C. Link of Link 
& Chambers Sales Co. died Feb. 20 at his 
home here. He was a member of Automo-| 
tive Affiliated Representatives. 
> > > 


W. E. Williams 

ATLANTA.—W. E. Williams, 58, At- 
lanta, an automotive factory representative 
associated with N. A. Williams Co., died 
March 16 in a hospital after a short i!!- 
ness. Mr. Williams was a member of the 
Atlanta Automotive Booster Club and the 
Southeastern group of Automotive Affili- 
ated Representatives. 

* 


Charles Edward McLean 
LENOIR, N. C.—Charies Edward Mc- 
jean, 36, Lenoir auto dealer, died March 
4 in a Winston-Salem hospital. He form- 
erly owned and managed Charlies McLean 
Used Cars, of Lenoir. 
* 


56. 





* * 


* * 


Frank Talarico 
SCRANTON, Pa.—Frank Talarico, owner 
of an auto dealership in Simpson and a 
truck firm in Scranton, died March 22. He 
was a member of the Upper Valley New 


Car Dealers’ Assn. and the Pennsylvania 
Motor Truck Assn. 
* * * 


A. Cameron Wilson Sr. 

BARDSTOWN, Ky.-—-A. Cameron Wilson 
sr., 65, retired automobile dealer, died 
March 24 in St. Joseph‘Infirmary, Louis- 
ville, following a brief illness. 

He and his brother, Frank B. Wilson, 
established an automobile dealership, Wil- 
son Brothers, here in 1919 and he had 
continued as a partner until 1933. He was 
@ captain in the field artillery in World 
War I. 

* 


Adam Kettering 
LOUDONVILLE, O. — Adam Kettering, 
89, brother of GM research consultant 
Charies F. Kettering, died March 21. He 
ya Bh retired Chevrolet and Oldsmobile 
r. 


William C. McClain 
ANDERSON, Ind.—William C. McClain, 
69, a retired Dodge-Plymouth dealer, died 


Classified Want Ads 





HELP WANTED 





PARTS SALESMAN. Be practically in 
business for yourself—Build and run 
your own territory. We supply all sales 
equipment and do the shipping, billing 
and collecting so that you can concen- 
trate on selling. No investment required. 
Give complete qualifications first reply. 
Box 8065, c/o Automotive News, De- 
troit 26. 

SALES MANAGER—Oldsmobile dealership 
in Southern California metropolitan sub- 
urb offers a wonderful opportunity for 
the energetic, hard-hitting sales manager 
who has a proven background as a vol- 
ume producer. Must be able to handle 
salesmen and spearhead sales depart- 
ment to attain 75 new car per month 
potential. Salary and other incentives 
commensurate with proven ability, Send 
complete resume with recent photo. Box 
8077, c/o Automotive News, Detroit 26. 


PARTS MANAGER—Florida GMC truck 
dealer, doing $400,000 plus annual sales. 
Must be young, aggressive and experi- 
enced. Incentive pay plan for top earn- 
ings to right man. Contact Groff GMC 
Trucks, 1838 W. Beaver 8t., Jackson- 
ville, Florida, 





SERVICE MANAGER — Exclusive truck 
dealer in southeast. Need experienced 
man to take complete charge of shop 
and 15 mechanics. State age and experi- 
ence. Box 8066, c/o Automotive News, 
Detroit 26. 





REPRESENTATIVES 
COVERING DEALER TRADE 


Add to your lines. We have over 2,000 items 
to choose from. Increase your income by 
adding non-conflicting items. State territory 
and trade covered; also, principals now rep- 
resented. Our representatives know of this 
ad. Box 6075, 
Detroit 26. 





PARTS MANAGER—Executive parts man- 
ager volume San Francisco Bay area 
dealer. Must be mature and experienced 
in all phases of management of large 
parts operation. Salary commensurate 
with ability. Send full resume with re- 
cent photo. Replies confidential. 
8088, c/o Automotive News, Detroit 26. 

WANTED SALES REPRESENTATIVE 
to sell and service a nationally known 
program for authorized automobile deal- 
ers, Dealer acquaintance heipful but not 
necessary Liberal commission Excel- 
lent territory now available. Write Box 
8089, c/o Automotive News, Detroit 26. 











WANTED — SALESMEN to sell the book 
“Auto Costs’’ which features factory 
invoice prices of all 1958 cars and equip- 
ment. Huge demand from auto dealers, 
banks, finance companies and leasing 
companies, High commission—No terri- 
tory restrictions. Write Auto Costs, Box 
224, Dept. B.. New York 1, N. Y. 
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BUSINESS MANAGER-CONTROLLER, 
presently employed by large GM dealer, 


desires change for persona! reasons. Can | 


assist dealer in all phases of operation 
Successful experience 
and GM dealers. Sales minded, Age 40. 
Box 8090, c/o Automotive News, Detroit 
26. 





MR. NEW CAR DEALER: Do you need a 
right hand man, whom you can trust 
and depend upon, and who knows the 
auto business. without gimmicks—only 
fair, square dealing—and a new friend 
with every new customer? I may be 
your man. Interested only in well estab- 
lished, financially stable and honest GM 
or Ford 200-600 deal. 
trial basis only As 
minded, 
kind of dealing. Not changing boats 
middie of stream. have 20 years’ 


in 
ex- 


perience in this kind of dealing—straight | 


down the line. Finest references-—Desire 


personal interview. Prefer Florida or 
southern locality, consider other. Mar- 
ried, 39 years of age. Box 8092, c/o 


Automotive News, 


Detroit 26. 


with GM, Ford, Chrysler large-volume 
dealer experience. Thoroughly experi- 
enced budgets, daily operating control, 
and can interpret operating figures. Col- 
lege education. Box 8093, c/o Automo- 
tive News, Detroit 26. 





WANTED—POSITION AS SALES MAN- 
AGER, familiar with new and used-car 
operation, seven years’ experience, top 
notch salesman. Two years college, 
years old. Will work hard to prove abil- 
ity, Can furnish references. Box 8094, 
c/o Automotive News, Detroit 26. 





GENERAL MANAGER: Don't cash out, 
cash in on your opportunity for survival. 
I have the ability, experience and en- 
thusiasm to eliminate or correct the 
weaknesses; therefore making it possible 
to gain more benefits from the strong 
points of your dealership. The days of 
gimmicks, fast systems and misleading 
advertising are over. Hard work and 
quality policies backed with sincerity, 
is the foundation for success. Would 
relocate, can make investment. Inter- 
ested in permanent association only. 
Eleven years’ experience in all phases. 
Thirty-seven years of age, married, two 
children, Excellent character and ability 
references, including General Motors, 
Ford. Box 8095, c/o Automotive News, 
Detroit 26. 








SERVICE MANAGER—Desires permanent 
position in New York City or Boston 
area, 25 years’ GM experience—Profit- 
able, efficient and courteous manager. 
Resume on request. Box 8091, c/o Auto- 
motive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 











ACCOUNTANT-BUSINESS MANAGER. | 
General Motors and Ford experience (13 
years). Thoroughly experienced in sales, 
office and general management, 38 years 
of age, married. Opportunity wanted in| 
exchange for results. Presently employed 
volume dealer. Western states preferred, 

real op- | 

c/o Automotive 


but consideration given to all 
portunities. Box 8068, 
News, Detroit 26. 


SERVICE MANAGER, GM experience, de- 
sires position with aggressive dealer. 
Complete knowledge of service operation 
and good customer relations man. Write 


1415 N. Poinsettia Pl., Hollywood, Calif. 





DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING PONTIAC, 

VAUXHALL, located in thumb of Michi- 
gan. Furniture and equipment about 
$5,000, parts inventory about $5,000. 
Real estate for sale or lease, Box 8096, 


c/o Automotive News, Detroit 26. | 


HANDLING FORD—SOUTHWEST. 158,000 
population town. Low rent. Service ab- 
sorption entire year 1957 was %4%. 
Makes money. Buy parts and equipment | 
only. Family health problem forces sale. | 

| Reply Box 8097, c/o Automotive News, 

| Detroit 26. 


WISCONSIN DEALERSHIP handling Ed- 
sel, with terrific used-car operation, for 
sale. Net profit in 1957 in excess of | 
$19,000. Low overhead, good lease and 
capable personne! available. $10,000 buys | 
parts, furniture, tools, fixtures, lights, | 

' signs, etc. No used cars—no accounts | 
receivable, Will return investment in six 
months. January and February profit in 
excess of $3,500. Buying larger deal. 
Write Box 8098, c/o Automotive News, 
Detroit 26. 


TEN DAYS IN ADVANCE 











| ILLINOIS DEALERSHIP, 100,000 city ex- 
clusive handling Pontiac and Vauxhall. 
Established 20 years. Service absorption 
high. Will lease building, paved used-car 
lot, service lot and/or extra parking 
area. $50,000 should handle deal, Pur- 
chaser must have factory approval. In- 
i spection at your convenience, Write Box 
8099, c/o Automotive News, Detroit 26. 








| DEALERSHIP HANDLING CADILLAC, 
Oldsmobile and GMC trucks in Flagstaff. 
Arizona. 18 years’ in same location, Will | 
sell equipment and parts, used cars if 
desired. Buildings available on long term 
lease. Selling to close estate. Cash and 
factory approval required Terms to 
right party. Contact: Russell E. Sweitzer, 
124 North San Francisco, Flagstaff, 
Arizona. 





AUTOMOBILE DEALERS ATTENTION! | 


Agency for sale handling Chevrolet— | 
Buick—Oldsmobile. County seat town. | 
Volume averages about $700,000 per 
year—showing good profit; long term 


lease on building; no blue sky—inven- 
| tory of parts, shop and office equipment 
approximately $32,000. This is really a 
wonderful opportunity for a person who 
can qualify with GM. For further infor- | 
mation contact: Erickson & Aspenson 
Real Estate & Auction Co., Cresco, Iowa. 
Phone: 601 





DEALERSHIP HANDLING FORD, subur- | 
ban New Jersey. Excellent location, com- 
pletely equipped, fine facilities, good 
lease. Inventory and equipment $45,000. 
Reply with business experience and ref- 
erences. Box 8100, c/o Automotive News, 
Detroit 26. 








| DEALERSHIP H A N D LING DeSOTO- 
PLYMOUTH, west coast beach town 40 
miles from San Diego. Buy only parts, 


equipment, signs, etc. Excellent lease 
with option. $15,000 will handle. Box 
8104, c/o Automotive News, Detroit 26. 


AGENCY HANDLING DODGE- 

PLYMOUTH, 1957 sales $450,000 plus; 
| Over 75 new, 300 used cars year. Ohio 
town; owner retiring; building optional. 
Apple Co., 1836 Euclid, Cleveland, Ohio. 


DEALERSHIP HANDLING FORD. south- 
western Wisconsin. No other new or 
used-car agency in city of 1,300 popula- 
tion. Address replies Box 8101, . c/o 
Automotive News, Detroit 26, 








DEALERS 


Franchise Now Available! 


GOGGOMOBIL—$1,180 list price 
(POE) 
Selectromatic 


(Includes transmission, 


heater and defroster, Deluxe fender 
mirror, turn signals, etc.) 


SKODA—$1,686 list price (POE) 
(Includes heater and defroster, Deluxe 
fender mirror, turn signals, etc.) 


SUNSET IMPORTS 


Distributors for Missouri, Arkansas, 
Tennessee, Mississippi, Louisiana. 





6250 Page Ave. St. Lovis 14, Missouri 
PArkview 5-6250 


‘ 





DEALERS 


WANTED 
NEW GERMAN SPORT 
CONVERTIBLE 


3 Passenger 
$1,395 Delivered P.O.E. Penn- 


sylvania, Maryland, District of 
Columbia, Virginia, West Vir- 
ginia, North Carolina, South 
Carolina, Georgia and Florida. 


Telephone: 
JACK PRY, LTD. 
Washington, D. C. 

ADams 4-2819 





DEAL HANDLING CADILLAC DUAL in 
the garden area of California, covering 
two of the richest counties in the state 
for Cadillac, and almost all of two for 
Oldsmobile—for sale because of health. 
Would rather sell only half, but would 


sell all to qualified individual. Send com- | 


plete qualifications and financial worth 
in first letter. Reply Box 8106, c/o Auto- 
motive News, Detroit 26. 

CALIFORNIA DEALERSHIP in 
town with 250,000 trading district, han- 
dling Porsche and Fiat. % or 50% for 
sale. Excellent opportunity for capital 
investment or as working partner. $15,000 
will handle. Box 8105, c/o Automotive 
News, Detroit 26. 


100,000 


SOUTHERN FLORIDA: Dealership han- 
dling Mercury in good location. Well 
equipped shop, clean parts inventory. 
adjacent used car lot. Owner desires to 
devote more time to other interests. Will 


sell assets for $20,000 plus inventory. 
Will sell or lease facilities. Box 8080, 
c/o Automotive News, Detroit 26. 





Handling General Motors 
Dealership For Sale 


In Metropolitan New York. Excellent terri- 


| tory. Must have factory approval. 


Box 8076, </o Automotive News, Detroit 26, 
Mich. 





NO DISTRESS DEAL — Well established 
deal handling Buick-Opel, located in cen- 
tral Florida, 30 minutes from beach. 
Very substantial profit for many years, 
including ‘57. Excellent shop business. 
$25,000 includes parts, shop equipment, 
fixtures and improvements. Factory ap- 
proval and cash required. Box 8081, c/o 
Automotive News, Detroit 26. 





DEALERSHIP HANDLING DUAL Chrys- 
ler Corp. lines in Bergen County, New 
Jersey. Largest sales county in state. 
Buy only parts, accessories, signs and 
equipment. No real estate to buy. Build- 
ing located on 100,000 sq. ft. of prop- 
erty. Must move south. Box 8040, 
Automotive News, Detroit 26. 





c/o) 





SIMCA 


America's Best Import Buy 
Consumers Report Jan. 1958 
Tom McCahill's Reports 
E. B. Jones Motor Co. 








Distributors for 
ILLINOIS, INDIANA, OHIO & 
MICHIGAN endo 
2009 State St. East St. Louis, lil. defroste 
UP 4-8532 BR 1-278_3 Avtoma 
Steering 
DEALERSHIPS WANTED» 

FORD OR CHEVROLET, single point, s 
within 300 miles of Detroit. Cash. All Don't 
replies answered and kept confidential. 4 
Box 26, Birmingham, Michigan. “ 





HAVE ONE HUNDRED THOUSAND 















CASH to invest in right dealership lo- 

cated in central or west coast of Florida. 

Will buy controlling interest and take ( 

over management or buy outright. Reply 

in confidence to Box 8108, c/o Automo- 

tive News, Detroit 26. 3300 8 
FORD OR CHEVROLET—Philadelphia or Call | 

Boston area. All replies confidential. 

Have cash and qualifications. Box 8102, 

c/o Automotive News, Detroit 26. 





WANTED—300-600 car Cadillac or Cadil- 
lac dualed deal. In retail business 25 


years. Not a former factory man. All 
replies strictly confidential. Box 98049, 
c/o Automotive News, Detroit 26. 





CHEVROLET, FORD OR CADILLAC 
DUAL. Midwest, southwest or south pre- 


ferred. Factory approval assured. 150-400 
potential. Box 7994, c/o Automotive 
News, Detroit 26. 





BUSINESS OPPORTUNITIES — 





Franchises 
Available 


large national automobile warranty 
company has openings in Providence, 
R. 1., Buffalo, N. Y., Pittsburgh, Pa. and 
West Virginia. 

Here is your opportunity to use your 
background in a lucrative franchise 
monagership for on established no- 
tionwide auto worranty company. 
Ours is a repeot service that every 
auto dealer “must offer his customers. 
The men selected must have heovy 
soles experience, plus proven odmin- 
istrative ability. Present franchise 
holders cre men with auto experience 
accustomed to earning $15,000-plus 
per yeor. No investment required. 
Write fully giving quolifications to 
Box No. 8109, </o Automotive News, 
Detroit 26. 



















All Moke 
AY 

DEALERS WANTED to sell the Rempco 
line of steel shelving. parts bins and HERT 


lockers. Write Renie Metal Products Co., 
Mansfield, Ohio. 





DEALERSHIP HANDLING BUICK— 
FLORIDA. One of the best towns in 
Florida, approximately 15,000, Signed my 
first Buick contract in 1929 and want to 
retire. It will be necessary for you to 
have Buick’s approval and gufficient capi- 
tal. In reply give your entire business 


experience and banking references. Box | 


8016, c/o Automotive News, Detroit 26. 





DEALERSHIP handing Plymouth dual on 
Florida's Gulf Coast. 200-300 potential. 
Box 8086, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING BUICK-PON- 
TIAC, Illinois county seat city, 70 miles 
from Chicago. Favorable lease, inven- 
tory at net cost. Box 8085, c/o Automo- 
tive News, Detroit 26. 





WANTED 


Men between 21 and 40 years of age 


With experience in establishing auto dealer- 
ships. Nine states to work. We are distribu- 
tors for the famous GERMAN GOLIATH, 
complete line of cars, station wagons, con- 
vertibles, buses, panels and pickups. You can 
earn big money with unlimited opportunity 
if you qualify, Contact in person, by letter 
or phone: M. B. or Glenn Thomas. 


M. B. THOMAS AUTO SALES 


275 Lemay Ferry Rd. St. Louis 23, Missouri 
Phone: Flanders 3-7393 











DEALER SERVICES 





MILITARY BUSINESS 


— Got Your Shere? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 
We specialize in such transactions on a sim- 


plified, no trouble, without recourse 
officers and first three grades enlisted per- 


Finance Co. Acceptance C 

502 Tioga Bidg., P. O. Box 2166 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif. CApito!l 6-268! 


THornwall 3-7423 


“Worldwide  eniating Ses Military 


INVENTORY SERVICE 


Full time experts. No pick-up part time help. 
Call or write for service details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. 


al 











DEALER SERVICES 
HERE'S A FACT 


our business comes from Hot Pros- 

ve oF buy within an average of 3 days 
interviews. The “Daily Check” Plan em- 
pre this fact, among others, and gets 
» n to stop wasting time chasing deals. 
method will increase sales, It's proven. 
for | “Daily Check"’ Plan Book and 
sted brochure on letterhead RIGHT 


: LCO SALES SERVICE 
Th a Asbury Park, N. J. 





MAILING LISTS 
LERS MAILING LIST—Ford, Chev- 
folet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. 


dressed labels, 
ana. c/o Automotive News, Detroit 26. 








"CARS FOR SALE 





PLYMOUTHS 


four-door ex-toxis with heater and 


defroster. Very good tires. Some with 
ic Transmission and Power 


Don't wait . . . call, wire or write 


CURRY 
CHEVROLET 


3300 Broadway New York City 
Call Bilt Curry — ADirondack 44630! 


1958’s 
Dealers Only 


Chevrolets, Fords, 
Plymouths, Buicks, 
Oldsmobiles, 
Pontiacs, Edsels, 
Cadillacs 


All with automatic transmissions, power 
teering, radio, heater. Buicks, Olds- 
mobiles, Edsels and Cadillacs have 
power brakes. Mileage 600 to 5,000— 
like new. Also Ramblers and sports 
ors. 

George York c/o 


OLIN‘'S 
Florida's Largest U Drive it 
M30 NE 2nd Ave. Miami, 
Phone: FRanklin 1-659 


Florida 


Fleet Leased Cars 
1955-1956-1957 
At Wholesale 


Miakes & Models - Factory Equipped 
Available in All Major Cities 
HERTZ CAR LEASING DIVISION 
Address: 


1. E. SPATIG 


218 Se. Wabash Avenve 


Chicago 4, Illinois 
PHONE: WAbash 2-1600 
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CARS FOR SALE 


DO YOU WANT 
PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanns 
Shipped by the 
World's Largest "independent 
Volkswagen Operation 
All Cars — Serviced, Cleaned 
and 
All Ameri- 
can Representatives for Details. 
Expincorp, 
Lyndhurst, New Jersey 


Phone: GEneva 8-707 
or Call N.Y.C. Lines: Wiecsneln 77-8221 


(Bank References Furnished 
Know Your Supplier) 


Also Supplyi Station Wagons, 
Panels, Pick-ups, Buses, Etc. 
Export Industrial Corp., S. A., 
Hamburg |, Germany 


400 1958 MODELS 
WILL WHOLESALE IN MIAMI 
FORD-CHEVROLET-OLDS 
BUICK-CADILLAC 
Hardtops and Convertibles 
Driven only 2,000 to 3,000 miles. 
Fully Equipped—including Whitewall Tires 
—Heaters—Power. 
Delivery Arranged. 


Morse Auto Rentals, Inc., 
7726 N. E. 2nd Avenue 
MIAMI, FLORIDA 
TELE: PLAZA 7-2425 


DECAL TRANSFERS 
TRUCK DECALS; 


ples. Allied Decals, 
Cleveland 3, Ohio. 


Inc., 


REWARD—1957 Oldsmobile 


No. AO35308. Registered owner 
x 8’ 
M. H. Bird, 
Diego, California, 
3-0589 collect. 


$100 REWARD for location and recovery 
1957 Chrysler New Yorker 4-door 
sedan, motor number NE 5728688, color 
1957 Florida tag No. 
19W-9984—1958 plates not known. Reg- 
as Douglas 
36 years old. 
T.V. repairman by trade. Car has air 
Contact General Fi- 


of 


metallic blue, 
istered owner man known 
Jerome Urness, white, 


conditioning unit. 
nance Corp., P. O. Box 432, 
Florida. Phone No. 1630. 


$100 REWARD for information leading to 


recovery of 1956 Chevrolet V-8, 3104 


%-ton pickup—Motor No. 0435441 F56A— 
Was light 
green, red seat covers, two holes in steel 
hitch for pipes. Contact. Teel Chevrolet, 


Serial No. V3A56K016718. 


Clinton, Oklahoma. Phone: 133. 
PARTS FOR SALE 


no charge for sketch; 
durable, brilliant colors. Write for sam- 
8456 Hough, 


98 Holiday 
sedan, color gold mist, California license 
JCD 557, Serial No. 579C01894, Motor 
man 
known as Larry La Salle, age 45, height 
*, weight 155, gray hair. Please call 
Balboa Oldsmobile, San 
BE 9-9351 or AC 


Cocoa, 





STUDEBAKER-PACKARD 
PARTS 


24 tte of Studebaker-Packard parts 
OFF THE DOLLAR 
CASS EDSEL 


Wyandotte, 
AVenue 5-9090 


1500 Eureka Michigan 


PUBLIC SALE OF 
COMMONWEALTH OF PENN- 
SYLVANIA USED CARS 


YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS 


Will be offered for sale on sealed bid basis monthly by the Department of 


Property and Supplies. 


General public and dealers are invited to bid. Invitations to bid listing cars 
and trucks, together with instructions to bidders, may be obtained by writing 


to: 


William M. Hower, Director, Automotive Bureau 


COMMONWEALTH GARAGE 
22nd & Forster Streets, Harrisburg, Penna. 


PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 492 
Main St., Fort Lee, New Jersey. 


ACCESSORIES FOR SALE 


LUGGAGE CARRIERS 
tation Wagons 


Only full yt (72" platform), all aluminum 
permanent carrier, selling for 


$62.30 Net 
UCANELL CO. 


SCHOOL BUSES WANTED 


SCHOOL BUSES WANTED—one or twenty, 
1951s up—36 to 66 passenger. Quick ac- 
tion. Write Box 8060, c/o Automotive 
News, Detroit 26. 


TRUCKS WANTED 


IF YOU ARE LOCATED in or near south- 
ern Michigan and have a good used 
wrecker, %-ton or larger you wish to 
sell, please mail description and price to 
Box 8107, c/o Automotive News, Detroit 
26. 


OFFICE EQUIPMENT WANTED 


WANTED: NATIONAL CASH REGISTER 
accounting machine for service and parts 
department, Chrysler bookkeeping sys- 
tem. Midwest Motors, 601 E. Truman 
Rd., Kansas City, Mo. 


CLASSIC CARS FOR SALE 


1948 LINCOLN CONTINENTAL converti- 
ble, black finish with blue leather inte- 
rior. Good condition. $1,750. Scott-Gross 
Co., Paris, Kentucky. Phone: 566. 


ANTIQUE CARS FOR SALE 


1904 OLDSMOBILE curved dash Runabout. 
Mint condition, authentically restored 
and refinished by best in nation. Selling 
account having terminated Oldsmobile 
franchise. Price $5,500. Dwight Fulmer, 
Fourth St., Toronto, Ohio (U. 8. A.) 
Phone: LE 7-2005 


MISCELLANEOUS 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL fro.8. Factory Net) 


$44.85 Fed. Tox included 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 Ali Dept's 
“Leaders in the Industry 
Since 1939" 


Canadian Distribytors 
FIVE WHEELS, LTD. 
St. 


Toronto, 











CONVERTIBLE TOPS, $18.75. WILLYS 
JEEP TOPS, $72.20. Headlinings, $12.50. 
Boat convertible tops, $30.00. FREE 
CATALOG. Big Buck, 500 Rantoul, Bev- 
erly, Mass. 

Automatic BraKinG 
THE ONLY BAR TODAY 
WITH UNIVERSAL 
WRIST ACTION $ 5{* 
AND BRAKE HOOK-UP * 
. 4 Point 06 
TowKinG 22's), $45 
newn TRAIL-KING 
oe —y 4 & Deliv : $37. 50 
WE CARRY A COMPLETE LINE OF 
CUSTOM MADE TRAILER gee A 
Protecto Covers (Tailor Made) 
EX HVY Bag with Shidr Strap coo 
SAFETY CHAINS, set of 2, only....$2.75 
T 
Se Siar Sed, aMNe, $13.95 
BROWNIE CARRY-ALL 
BAG Mounted ON $14%5 
Rubber-Tired WHEELS 
Tow Bar Sales Co. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-87!7 
Call Collect “eo 2%, Sus" 
40 So. Clinton St., Chicago 6, Ill. 
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TRUCKS FOR SALE 


Special Nationwide 


TRUCK SALE 


Tuesday -- April 22nd. -- 11 A.M. 


Colorado Auto Auction 


4285 So. Santa Fe 
Denver, Colorado 
Phone: SUnset 1-7821 


Dealers and Public Consignment 
All Types Commercial Units 


All Checks and Titles Guaranteed 


DEALER SERVICES 


ATTENTION 
AUTO DEALERS 


END ALL GUESS WORK 
NO NEED FOR LONG DETAILED DAILY 
OPERATING CONTROL 


Keep advised daily with a simple, tested, pocket size informer, 
that tells you every morning whether you're in the black or red, 
that keeps you constantly on top of your operation and ten 
days ahead of your bookkeeper. (Takes only two minutes to 
compute.) 

Tested successfully for many years by a metropolitan new car 
dealer who was kept so well informed that he didn't lose money 
even in the lean years. 

A one year's supply sent postpaid for only $5.00. 


Mail check to: 


R. A. COULT 
52nd and City Line Ave. Bala-Cynwyd, Pennsylvania 


GET RESULTS — ADVERTISE IN AUTOMOTIVE NEWS 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [1] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer [] 
Insurance oO Financial [] 
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You. have the edge when youre an 
INTERNATIONAL 
‘ DEALER 


VAPlD V2 VV 


\ : 
ye \ 
4 YP? 


BECAUSE: = 


1. International has the most complete truck line 
(Every buyer is a prospect!) 


\s 


| 
Sy 


1 








2. International Trucks cost least to own 
(This means money to q buyer!) 





® 


A valuable International Truck Franchise may be available for you. Write to: -Manager of Sales, Motor 
Truck Division, International Harvester Company, 180 North Michigan Avenue, Chicago 1, Illinois. 


